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Sleeping Giant Comes to Life 


THREADWELL REAFFIRMS 
its 
100% DISTRIBUTOR SALES POLICY 


HREADWELL 100% DISTRIBUTOR SALES POLICY 


THREADWELL believes that industry is served more economically and 
more efficiently through Stock Carrying Distributors. 


THREADWELL considers its Authorized Stock Carrying Distributors 


important members of the Threadwell organization. 


THREADWELL and its Authorized Stock Carrying Distributors 
recognize that maintenance of adequate field stocks is essential to 


service Industry's needs most efficiently. 


THREADWELL'’S appointment of its Authorized Stock Carrying 
Distributors is selective and is based on a territorial analysis which 


guarantees each Industrial Distributor a fair profit potential. 


SERVING 
INDUSTRY 
ECONOMICALLY 





THREADWELL TAP & DIE COMPANY, GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York Cleveland ey sigelii Los Angeles Greenfield, Mass 


DODGE 


of Mishawaka, Ind. 


NEWS 


New Catalog Issued—- 
Biggest Ever Published 
by Dodge 


Dodge Distributors are now receiving 

stocks of the new Dodge D60 Engineering 
Catalog that fully covers the complete line 

of Dodge power transmission machinery. 

With the addition of new products, sizes 

and application information, the new edition has 
expanded 43% over the 1956 catalog it supersedes. 


FIVE NEW PRODUCTS 


The outstanding developments in power transmission that 
Dodge has introduced in the last four years are now in- 
cluded. Among them are: Dyna-V Drives that brought 
higher capacities, more compactness and lower costs to 
V-belt drives. Para-flex Flexible Cushion Couplings with 
the 4-way flex. Screw Conveyor Drive, the complete pack- 
age reducer drive for trough-end mounting. Spher-Align 
Spherical Roller Bearing Pillow Blocks with the exclusive 
Micro-Mount feature. 


MANY NEW SIZES 


Extensive changes have been made in the size ranges of 
many Dodge products to meet the changing demands of 


industry and to open up new markets. Numerous design 
improvements have also been made to make them even 
more efficient and dependable. Torque-Arm Speed Re- 
ducers have become so popular that 57 models, with a top 
capacity of 170 hp, are now offered. Flexidyne Drives and 
Couplings are now rated up to 1000 hp. Improvements in 
V-belts have increased the ratings of big-groove Taper- 
Lock Drives an average of 40%, without any increase in 
price. Air-Grip Clutches are now available in capacities 
from 8.5 to 460 hp at 100 rpm at 80 psi. The line of Dodge 
Roller Chain and Taper-Lock Sprockets has expanded 
tremendously and now includes double pitch series in both 
transmission and conveyor types. 


SPECIFICATIONS — DATA — PRICES 


Information needed for the selection of the proper Dodge 
product is included in this new catalog. Full descriptions 
and illustrations are supplemented by dimension drawings 
and tables, capacity charts and application data to meet 
typical conditions. Actual installations of many of the 
products are shown. Complete price information is in- 
cluded. Numerous pages are devoted to tables that are 
useful in the solving of power transmission problems. 

The new D60 Engineering Catalog is just one of the 
many sales tools that enable Dodge Distributors to sell 
power transmission machinery effectively. 





TRANSMISSIONEERING SCHOOL 


Enrollments are already being received for the Fall term 
of this school for Dodge Distributors’ representatives. 
There are two one-week sessions beginning October 17th 
and October 24th. 
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A Time-Saving Guide to the Contents of This Issue 


€| Should Sales and Credit Be Divorced? 


A sales-minded credit department com 


bined with a credit-minded sales depart 


ment is a Virginia distributor's answer to 


the sales vs. credit question. Fundamentals 


of credit are taught to salesmen who feed 


Credit 


watches customer ratings to tip off sales 


information to credit department 


men on growth and possibly added sales 


(| Industrial Electronics: Sleeping Giant Comes to Life 


Fastest growing segment of America’s fast 


; 


growing industry is sighting in on the 


ripe industrial market for electronic de 


vices and components. The marketing pat 
still 


terns af frenzied and confused 


€ Salesmen Write Their Own 


Owen-Richards Co 


has done away with the red tape and de- 


of Birmingham, Ala., 


iys from writing individual weekly checks 


Whether today’s industrial distributors can 
cash in on part of this lusty new field’s 
their 


depends Ol 


burgeoning potential 
adaptability to change. Already a new type 


of electronics specialist has a firm foothold 


Expense Checks 


for salesmen. Instead, the men carry travel 
letters, write and cash their own re-imburse 


ment drafts anywhere with re ports attache 1 


€ Do-It-Yourself Sales Training 


Bearings 


; 


distributors and suppliers launch 
ious program to speed the learning 
rocess for distributor salesmen by having 

talk.”’ It’s done with latest-model 
which 


type recorders, men can 


AFBDA 


bers have invested $17,000 in the plan, 


listen to while studying mem 

hope to build up “‘library’’ of tapes on all 
3 I 

their lines. Cooperation has been promised 


by 33 suppliers 
; PI 


«| Thank Them When They Pay 


Credit and sales work together at Watkins, 
Inc Wichita, Kan 


redit manager writes a letter of thanks to 


Every January, the 


all accounts whose purchases totalled more 


than $400, and who have paid their bills in 
reasonable time. Purpose: to build good 
will and sales, promote idea that being a 


major Watkins customer is appreciated. 
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Arnold Andersen of Lakeshor 
Michi 


President 
Machinery a 


views telephx 


d Sur ply in Muskegon 
ne COMmunications as a 


vital company had the 


local telephon ompany make < ompl 


pe 
survey of his telephone equipmen and 


(| Using Facts for Profit 


In addition to the balan 


nal 


(| Get the Most From Every Telephone Dollar 


rvice. Among the recommendations made 


by the phone company: six trunks, instead 
of the existing eight, could handle trafhc; 
station users should place their own long 


distance calls, arrange for someone to 


answer phone in their absence 


ability, customer profitability and territorial 


profitability, he uncovers current weak 


spots. After careful study of remedial 


action, conservative estimates of contriDu 


tion to increased return on assets through 
improved cost status, improved product 
performance, improved territorial and cus- 
tomer 


performance and improved asset 


position, are made. These estimates justify 


in return on total assets of as 


percentage points 





You Said it.... 
Talk of the Trade. 85 
The Editor’s Page. 89 


Supply Sales Trend. ......122 


DECISIONS, DECISIONS, 
ID draws th 


dramatic 


DECISIONS!—Next 


month, curtains aside to reveal the 


most new dev lopmet t management 


training to take place since Harvard perfected its 
case method management dec N-WARING SimuU 
will describe 


d in Philadel- 


industrial sup 


A special 16-page featur 
I 


how 50 distributor executives gather 
phia in late February to pilot 
ply through 


companies competitiy 


“months” of operations 
At the invitation of ID, these distributor execu 


tives spent a day and a half in a welter of operat- 


The Outlook for Business. 
Marketing Trends. 

News 

Price Index 


New Products 


ing statements, charts, coffee cups, and overflowing 
ashtrays making month-by-month decisions on in 
ventory control, sales management, advertising, 
sales promotion, and prices. Their decisions were 
keyed into a massive Remington Rand “Univac 

computer which calculated their effect and printed 
out results in the form of new operating stat« 

ments. Remington Rand shot a sound movie of this 
absorbing event to be shown at this month’s Triple 
Industrial Supply convention in Chicago Typical 
“This affair 


Adde d to Distribut mrs.” 


comment of a distributor participant: 
should be titled “Value 
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PRECISION 
REAMERS 
AND BLANKS 








L&I’s broader range of styles and sizes 
enables you to handle all of your cus- 
tomers’ reamer requirements quickly and 
profitably. Selling L&I reamers gives you 
a constant and ready source of reamers 
and blanks, plus a price and delivery 
schedule second to none. Write today 
for the L&I sales policy — you'll be glad 
you did. 


“the reamer specialists’ 


LAVALLEE & IDE, INC. 
Chicopee, Mass. 
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Need High Capacity 
In Compact Space? 
DA 3 V-BELTS. This major design improve- 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA P< TIVE DRIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


Whatever your 


V-Belt needs, 


DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 

consistent performance, long trouble-free life 

and full-rated power transmission. That 

means the belts must be made of the finest = Y i 

quality materials, with careful attention to 40% Extra Capacity 

engineering details, manufacturing processes in Regular J - Belts? 

and testing procedures. Durkee-Atwood RED SHIELD MULTIPLE V-REL7 : a 

V-Belts are made of the newest high tenacity mer gorges ces : patente nee apes 
; : capacity at no increased cost. Available in oil and 

synthetic fibres to assure length stability in heat resistant and static dissipating constructions. 

storage. The exclusive Durkee-Atwood 

“Iso-Dynamic” Vertical Matching Machine 

eliminates the “‘sag error’’ that develops when 

V-Belts are matched on horizontal equipment. 

This assures equal power transmission from 

all belts on multiple drives . . . Look to 

Durkee-Atwood for quality, service and savings 

...the most complete line of industrial V-Belts. Top Performance in 

Variable Speed Drives? 


Look for the DA On Your VV - Belts VARIABLE SPEED BELTS. 


For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 
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How to take some of the 


Year-round selling means year-round profits—and 


that’s what you get with cold coatings and coal tar 
paint from Allied Chemical. 

These products sell well because they perform well. 
Cold Coating 34Yc, for example, has proved itself 
for any surface exposed to highly corrosive conditions, 
and alkali fumes. Coal Tar 


extreme moisture, acid 


Paint 110 is ideal for outdoor frames and posts, 


“ALLIED CHEMICAL” 
“ALLIED CHEMICAL” 


PLASTICS AND COAL CHEMICALS DIVISION 


40 Rector 


itt 


49. "¢ 


( 


out of business! 


and 


downs 


safety and sprinkler piping, general railroad work. 

But product performance, year-round sales, aren’t all 
you get. Allied Chemical Cold Coatings are backed up 
with acomplete sales package: advertising to your prime 
prospects — sales literature — direct mail — meetings. 

A technical background isn’t needed to sell these 
products which have been used and accepted for a 


quarter of a century. So write today. 


34Yc COLD COATING for tanks, piling, structural steel, underground pipes and units, such as septic tanks 
COAL TAR PAINT 110 for outdoor frames and posts, safety and sprinkler piping, transmission towers, general railroad work 


llied 
hemical 


New York 6, N 
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* Tests to assure efficient use of business forecasts. 


* Greater educational emphasis should be placed on 


Economics 


¢ The contribution of distributors to manufacturing. 


Regretful Error 


Wayne, INDIANA 


We felt that New 


items appearing in INpusrRIAL D1s 


FORT 


have always 


r'RIBUTION were accurate, however, 


how we wonder 

he item which appears on pagé 
190 of the March 1960 
INDUSTRIAL DISTRIBUTION 
this 

Fort Wayne Pipe & 
NOT 


nor 


issue of 


Causes 


entered 
Fort 


be ch 


has into a 


W ayine 


contract 
has 
Co 
enter into a l‘oledo 
Marine other 
l‘erminal for the distribution of im 


ported 


with Pipe & 


Supply | to 
contta 

lerminals or 
pipe from Germany or 
roreign country 


kort Wayne 
} 


Hds 


) 
Pipe & Suppl 


not imported foreign pipe 


not sold—shipped or ca 


hipped any foreign pipe 

Certainly this was ne 

with us 
Please tell me your UTCE 


erroneous information that caused 
this article to appear in the March 


issue Of INDUSTRIAL DisrRIBUTION 


Also be 


ible News item appears in the next 


very certain that a suit 
DISTRIBUTION 


News 


INDUSTRIAI 
this 


issue of 


orrecti embarrassing 


ng 
item 


J. TU Rrer 
President 


ort Wayne Pipe & Supply ¢ 


@ Mr. Trier is right, we were in 
error and we apologize not only 
to Mr. Trier but to his company 
as well. The error was made by 
an official of Toledo Marine 
Terminals in announcing the con- 
tract. The contract was made with 
another company in Fort Wayne 
and the official explained that it 
was a regretful “error of as- 
sociation.’’"—The Editors 


Mis-use of Forecasts 


SHIPPENSBURG, Pa. 
Ihe 


of forecasts today faces a new prob 


business and industry user 
lem in trying to distinguish fact 
from fancy among the current flood 
of predictions 

Anyone who can speak or write 
or send up smoke signals can make 
i forecast—and usually does. These 
forecasts are further complicated by 
the fact 


wrong or may disagree 


that the experts may be 


| have outlined a four-point test 

program to assure the most efficient 
use of business forecasts: 

|. Never base a business decision 

mn a forecast simply because it is 

fashionable 

some 


than others. It is 


forecasts are casier to 


1h) ike 


predict things will be better, than 


easier to 


it is to predict by how much and 
xactly when. And if the simpler 
forecast is adequate, don’t demand 

the more difficult type 
3. Find the 


ister’s conclusions. All 


out basis of your 
rore 
ists are judgments, but business 
decisions are too important to be 
based on hunch or uninformed 
pim1o0n 

+. Use trained analysts represent 
ing reputable firms 


Professional analysts have arrived 


Said It” 
lcome from all readers. Write 
topic you like; we'll publish 

f you do not 


RIBUTIONS to “You 


want to be 
you can rest assured that 

to keep a secret 
letter to the 
Eprror, INDUSTRIAI 
330 West 42nd St 
N. ¥ 


\ your 
You Saw I1 
DISTRIBUTION 


York 36 
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Industrial Distribution 


You Said It 


at the almost 
1960 as a better year than 1959. 
While such professional harmony 
may seem unusual for economists, 


unanimous view of 


the prediction was nonetheless a 

learned judgment concerning the 
future 

A. G. ABRAMSON 

Director of Economic Planning 

SKF Industries, Inc. 


More Economics Needed 


PirrsspurGH, Pa. 

People will have to learn more 
about what makes free enterprise 
tick if it is to survive. 

More than fifty percent of high 
school students think that higher 
or lower prices, without increased 
productivity, will raise the country’s 
standard of living. 

Almost sixty percent believe that 
a monoply situation exists in most 
American industry. 

Forty-three percent believe the 
could control prices 
without affecting personal freedom. 

Because of these damaging mis- 
held by most adult 
Americans as well as by high school 
graduates, the labor leaders of this 
country have been able to convince 


government 


conceptions 


the public that: 

1. Wage boosts can exceed pro- 
ductivity without creating inflation. 

2. Efforts to eliminate feather- 
bedding should not be tolerated be- 
cause they may lower employment. 

3. Unions and picket lines should 
be exempt from laws prohibiting 
acts of violence and destruction of 
personal property. 

4. Profits are something to be 
looked on with dark suspicion un 
less thev are immediately distributed 


(Continued on page 8) 





NOW AVAILABLE... 
Dwrile 
SOCKET HEAD CAP SCREWS 


LARGER HEXAGON SOCKETS: 


Tell your customers they can now get. 

fod mesa Cas Gaonen tk tac 
Series. This development is approved by the 
Socket Screw Manufacturers’ Technical 
Committee. It provides a screw with greater e 
load carrying capacity and wrenching area; — 
Rerad tnesnanien are seprociemncly ene 
body diameters. Now available in all stand- 
ard sizes from #0 to 1%”. 


@ NEW ® wo 


1960 SERIES pes 
Note larger 
poncee tea head Complete fine 
= will continue 
Stan 08h to be available. 
Ait 
* 


Actual cross-section diagram shows how cold form- 
ing of Blue Devil Socket head insures unimpaired 
fiber continuity. 


(om oa 


rece 


\.\ 
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6500 North Avondale Avenue, Chicago 31, Illinois 
Telephone ROdney 3-2020 
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You Said It 
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among union members. 


Solution Through Education 


[wo things must be done to 
solve this problem. First, we need 
to build and develop greater pub 
lic understanding and support for 
sound economic policies through 
businessmen, at all levels, who can 
discuss economic problems clearly 
and convincingly. And second, we 
need to remove the subject of eco 
nomics from its present high ped 
estal and place it on the general 
public level where the need is 
greatest. 

he first step is now being taken 
by the Chamber of Commerce eco 
nomic education programs through 
out the country. These programs 
are a sign of the trend on the part 
of businessmen to brush up on the 
basic principles of economics as it 
applies to our American free market 
system. 

Ihe second step must be done 
through our public high schools. It 
is quite clear that our educational 
institutions have not adequately met 
the economic educational require 
ments for intelligent citizenship. 

Education is every American’s 
business if we are to survive. It is 
quite obvious that an economy that 
is fighting for its life doesn’t stand 
much of a chance if the millions who 
are a part of it never understand 
what makes it run—and what will 
kill it. 

W. F. Rockwe tt, Jr., 
President 


Rockwell Mfg. Co. 


Mechanical Failures 


New York Ciry 

In an era when the failure of a 

single critical part, in a space rocket 

for example, can lead to the failure 

of a multimillion dollar project, we 

can no longer afford to rely upon 
(Continued on page 14) 























GENERAL 
DUTY 


LIGHT 
DUTY 


SERIES 400 
CASTER 


MEDIUM 


on F'aultless bury 


SERIES 


L900 


Casters castes 


Here's a real “cost-cutting” opportunity for 
your customers — a profitable sale for you! 


Fully loaded Faultless Castered trucks, carts, dollies, HEAVY 


racks roll easily, smoothly ...carrying products from p buTY 
: . eR. SERIES 


H900 


CASTER 


machine to machine, around corners, down narrow 
aisles, even outdoors. And products stocked on 
Faultless Castered equipment require minimum re- 
handling for sorting, packaging, or shipping. 


MR. DISTRIBUTOR: Faultless Caster Corpora- 

tion engineers a complete line of precision casters 

to meet the materials handling needs of your 

customers in every important industry. If youare |. ' 

not scitinn Sucthaen Gaastad asters,suchasthe © ; , HEAVY 
five typical casters shown, and want to know the o> . — : DUTY 
profitable facts, write today, no obligation ; f : SERIES 


i jp) 1300 


Casters illustrated are typical of 


Faultless Caster Corporation complete range of load capec- 


ities and types available for 
Casters Sveonawi?ice 7. ee ree e every materials handling job. 
Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under Casters”. Canada: Stratford, Ontario RP 
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Frank Timble, president of Ray M. Ring 
Company, Inc. feels that his firm's success 
is built on the solid substance of customer 
service and technical assistance. 
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J-M representatives work closely with distributor representatives to make 
packings recommendations to industrial customers. Here, Wally Wallace, 
Ray M. Ring branch manager, and Bill Morehead, J-M representative 


call on a large steel producer to solve a difficult 


packing problem, 


"Our Johns-Manville Packings franchise 
has been a real help in our growth!" 


says Frank Timblie, President 


Ray M. Ring Company, inc. 


CHICAGO «+ PEORIA «+ ROCKFORD + WAUKEGAN, ILL. « EAST CHICAGO, IND. 


“‘We’ve opened three new offices and have in- 
creased our sales staff from eight to seventeen 
men—all within the last five years. And Johns- 
Manville has helped every step of the way. 

“J-M has helped by working with us and 
cooperating in our policy of customer service 
and technical assistance. For it isn’t at all un- 
usual for a Johns-Manville salesman to go along 
with one of our men on service calls as well as 
missionary calls. They work as a team to give 
the kind of service and in-shop assistance that 
brings us new customers, more business with 
increased growth and profit. 


“Also important with our J-M Packings fran- 
chise is the fair profit margin we enjoy and J-M’s 
product quality ... a line of products that is 


well thought of by our customers and prospects. 


“Our relationship with Johns-Manville has 
been very fine indeed...and my men think so too!” 


* * * * 


Write today for specific information on the 
opportunities offered to industrial supply organi- 
zations by a Johns-Manville Packing Franchise. 
Address Johns-Manville, Box 14, New York 16, 
N. Y. In Canada, Port Credit, Ontario. 


JOHNS MANVILLE 


JOHNS-MANVILLE JJ) 


PRODUCTS 
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A NEW UNION BONNET 
BRONZE GATE VALVE 
DESIGNED TO REPEAT THE 
SALES SUCCESS OF THE GREAT we 
LQ600 BRONZE GLOBE VALVE 


In appearance...in performance ...in sales-making advantages... 


NO OTHER 125 LB. UNION BONNET BRONZE GATE VALVE 
HAS ALL THESE OUTSTANDING FEATURES! 


Famous Lunkenheimer quality through-and-through . . . quality you can 
show your prospects and customers with comparative demonstrations. 

Part-for-part, feature-for-feature, it is unmatched by any other 125 lb. 
Union Bonnet Bronze Gate Valve on the market! 


Here is another example of the product leadership that 
helps explain why... 


THE GREATEST NAMES AMONG 
INDUSTRIAL DISTRIBUTORS 
SELL 
THE ONE GREAT NAME IN VALVES 








THE ONE VRCQH NAME IN VALVES 
* BRONZE: IRON:+ STEEL*+ PVC 
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rules of thumb. 

It is essential that we gain a bet 
ter understanding of why machine 
elements fail. Only by defining the 
failure mechanism can we expect 
to make significant improvements in 
the life of such elements. 


Hydraulic presses, rams and Our technological rivals in other 
pumps are finding many new } : 
Eeoleation te qraiedien } nations can devote large sums of 


maintenance, testing, O.E.M. money and manv man hours to such 


Cash in on the booming hydraulics 
market with high- profit OTC units | = aaa will be contacted 


@ ESTABLISH YOURSELF AS THE (he history of machine elements, 
SOURCE FOR QUALITY HYDRAULIC particularly those which are sub 
RAMS, PUMPS, PULLERS AND jected to contact stresses, has been 
SHOP PRESSES marked by substantial improvements 


e YOUR PRESENT CUSTOMERS ARE in accuracy, materials quality con 
YOUR MARKET FOR VERSATILE trol, ind design improvements. But 
oTc HYDRAULICS because of the lac k ot understanding 


of the basic failure mechanism, a 





efforts. In this country, however, 
we must rely on cooperative efforts 
to accomplish our aims. In the neat 


future, industrial organizations who 





OTC’s broad line of high-quality hy- major breakthrough has not been 
draulic equipment and accessories can 
assure you of a profitable share in the : 
exciting, fast-growing hydraulics market. to permit accurate predic tions of the 
The application of hydraulics in produc- 
tion, maintenance, testing and O.E.M. is = 
becoming increasingly wide-spread. You Paut Lewis 
can cash in on this potential by establish- American Societv of Mechanical 
ing your firm as the leading source of 
the newest and most efficient hydraulic Engineers 
equipment and accessories. 

Once your customers have used inter- 

changeable OTC hydraulic pullers, 

pumps, rams and shop presses, it’s a 

natural to buy others. One sale triggers ° ° . 

another—new accessories added to Casie Distribution Adds Value 

units handle many tough, complicated : 

jobs. “Repeat” sales are high. CLEVELAND, OHIO 


made in defining the failure process 


operating life of a given item 
g 


Write for free’ I'he errors of convenience of some 
rife jor jree e. 

OTC Industrial early economist, to whom “value 
Maintenance added” stopped short with produc 
Equipment | tion, left distributors in an economic 
Catalog, No. P-9. | limbo from which they are only be 


PRECISION HYDRAULICS DIVISION ginning to emerge. 
ee Some economists have long un 
Say OWATONNA TOOL COMPANY derstood the importance of the role 
»f the distributor in the manufactur 
“, 373 CEDAR ST., OWATONNA, MINNESOTA | ° « O)Srpurorimen 


t 

ng process. | refer to a portion of 
 Desigiery ane Waharactarers Othe Worla’s most completeline of = 
z Maintenance Tools and Hydraulic Equipment. a speech made by Edward Atkinson 
< 
° 


\ ‘ in 1SS4: “Production is not simply 
* o, A\\ 3 Pls SZ the primary process of bringing forth 
. *( ; {ak 
Va. of | ) : ce! 3h. 7 grain, timber and metals in their 
PULLERS AND PULLER SETS + HYDRAULIC RAMS AND PUMPS. gee al eR crude form from the field, the forest 
(Continued on page 18) 
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BOLTS & 
HEX SCREWS 


Machine 
Carriage 

Lag 

Piow 
Elevator 
Step 

Stove 
Anchor 
Special Bolts 


NUTS 


Heavy Hex: 
Semi-Finished, 
Cold Punched, 

Hot Pressed, 

Jam, Slotted 
Finished Hex: 4 
Full, Jam, Slotted, 
Thick, Thick Slotted, 
Castile 

Regular Hex: 
Semi-Finished, 
Cold Punched, 

Hot Pressed, 

Jam, Slotted 
Square: 

Heavy and Regaar 
Machine Screw Nuts: 
Stee! and Brass 
Square and Hex 
Lock Nuts: 
Lamson, Stover 
2-H Nuts 

Piug Nuts 


CAP SCREWS 


Hex Head 

Full finished bright 

1038 high carbon 
double heat-treated 


SET SCREWS 


Square Head— 
Cup Point 

1038 high carbon 
double heat-treated 


SPECIALTIES 
SCREWS -% é Wire Rope Clips 


, Safe-Line Clamps 
Machine — , Cotters— 

Slotted, Phillips - , Steel, Brass, 
Tapping Stainless Steel 

(Sheet Meta!) — y . Pipe Plugs 

Slotted, Phillips ae Studs 
Stove Bolts Tinner’s Rivets 

: Aluminum Products 





FULL LINE FOR PROFIT. One-source buying permits “one-order” buying 
—reduces the costly detail work and order follow-up that eats into your profits, 
Four modern plants in strategic locations provide you with a multi-plant source of 
supply. This most complete fastener line is available in Zinc Plated or Plain Finish. 


LAMSON &€ SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 





JOHNSON AIR COMPRESSORS 


) 38 POWER-PACKED MODELS FOR EVERY INDUSTRIAL USE— 
PAINT TOUCH-UP, COLOR ZONING, BUILDING AND GROUNDS MAINTENANCE 





Johnson makes a wide line of compressors and accessories — 
provides one dependable source of air for all your needs. 


Johnson air compressors are built to the same high quality 
standards that have made the Johnson name famous for 
precision pneumatic equipment throughout the world for 
75 years. Result: compressors that deliver more air volume 
per pound pressure per horsepower per dollar! 


Territories now available. Write today. 
RED HEAD — operates on '\4 hp motor, 


gasoline engine, or power take-off. De- 
livers full 1.8 cfm of air and 50 psi, yet 
weighs under 30 pounds 


THE “200” SERIES —- Large capacity 
piston-type units handle any air require- 
ment up to 1.0 cfm at 90 psi. Available 
with or without storage tank 


THE “400” SERIES — Heavy-duty 
piston compressors deliver up to 2.8 
cfm of air and up to 125 psi. Avail- 
able with horizontal or vertical tank 


2 


POWER AIRE — Self-contained, compact 
unit has % hp direct-drive, capacitor 
type motor. Delivers 1.8 cfm and 50 psi. 


&_ JOHNSON SERVICE COMPANY 
WRITE TODAY FOR >. | Compressor Division, vet BU 


Milwaukee 1, Wisconsin 


NEW CATALOG ae i a 


describing the complete line 


of Johnson Air Compressors 


and accessories. 
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“NOW TRY THIS! Get the feel of that sure-grip O-B 
handwheel. Notice how it’s contoured to your fingers. See? 
Won't slip when wet or greasy . . . non-heating, too. It’s an 
extra safeguard on all O-B bronze valves.” 

Distributors who know valves like to sell the O-B bronze 
valve line. It offers topnotch quality—with a profit advantage. 
And O-B valves are sold only through distributors. 


OHIO BRASS COMPANY e Mansfield, Ohio 


in the orange-and-black box (i 
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You Said It 


STARTS ON PAGE 7 





or the mine; it is not simply carry 
ing these products through the mill, 
the furnace, or the forge, into their 
secondary form called manufactures 
—but the word must include all 
that is indicated by its etymology— 

HI-SPEED “pro-duco”—leading forth and di 
Cable recting the forces of nature to the 
Rewind final use of, or consumption, by 
Crank man. ‘This covers distribution, as 


well as what is commonly called 
1 Ike) . production. Production and distri 


1% | ro) 'D) = LS ; . bution are but two phases of the 


same work.” 


) 2) ‘ - - » Yet this fact is too often forgot 


ten. “Value Added” to a product 
CA PA\C | T | f S ; comes about through the simple 
\ ; facts of ‘Time (availability of equip 
ment at the right time), Place (in 
the proper place), Form (the right 
tool or equipment is available) and 
Possession (the owner has clear 
title). 
Surely, the distributor contributes 
all these values—and more. He has 


mom ety —_ 


| 
| 


the right tools. He can service and 
repair them, or train on-the-job men 
to do these tasks. And since he is 
the local source of supply, he makes 


LUG-ALL 


a 


it unnecessary for his customers 
to devote considerable space and 
money to the stockpiling of equip 
ment and tools, which is costly and 


prices wasteful. 


ae & It can no longer be considered 
$29.50 can_no longer be co 


logical and right to deny the “value 
added” by the distributor. By the 
economists own definition of what 

Superior to anything on the market. Simplified design — = values, industrial 

. ° . istributors qua ify on every count. 
with fewer parts. Detachable high-speed cable wind-u : 

: P : é . BmsP P \nd no one knows this better than 
handle. Highest quality flexible aircraft cable. Safety handles the purchasing agents of this coun 
design tested for overload to protect operator. Guaranteed one trv, who have consistently used that 
year against defective parts. Also especially corrosion-proofed knowledge to secure quite tangible 
models for use in chemical plants, mines, etc. benefits and advantages for their 


manufacturing companies. 


x; 


Stock And Sell The Most Asked For Cable-Rachet Hoist yw 
Lightweight @ Versatile @ Compact Joun D. ILLIAMS 


President 
THE LUG-ALL COMPANY Mau Sherwood Supply Co. 


HAVERFORD 11, PENNSYLVANIA @ From a by-lined article in re- 


gional chapter publications of 
National Association of Purchas- 
ing agents. 
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. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’? 


THREADWELL TAP & DIE C€ 
GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York Cleveland 
Detroit Los Angeles Greenfield, Mass 








You can do more with 





MOST COMPLETE INDUSTRIAL TOOL LINE 


machines, 302 models, over 1400 


sell in every market 


creates replacement parts business, gives distributor salesmen 


OVER 90% OF ALL DELTA 
PARTS made are maintained in in- 
ventory at Rudolf Bass. Regular 
shipments of parts from Delta plants 
to parts distributors provide local 
“factory” source which Delta Indus- 
trial Distributors utilize to render 
fast, efficient service. 


accessories 


Every wood and metalworking tool sold 


<n eeecece ee 
* = me 


” 
wd 
4 


61 Delta 


offers tools to (left 


BY THE NUMBER — Delta’s parts system is sim- 
plest in the industry. Individual numbered parts do 
not require serial number of tool to accompany or- 
der. Maximum interchangeability of parts among 
machine models is maintained through coordination 
of Delta design, engineering and production. When 
changes are made, the parts manuals are immedi- 
ately brought up to date 


repeated opportunities to contact customers. Here, Mr. 
checks parts manual with James Downey, Parts Man- 
ager, whose experience spans 20 years. All replaceable parts 
plus special components and castings are stocked. 








3ass 


24 HOUR SERVICE is the goal of 
part department’s policy. Depend- 
ing on weight and bulk of parts, and 
distance involved, department at 
Rudolf Bass may deliver by local 
pick-up truck, ship via parcel post, 
use air freight service, or even air 
mail if the situation justifies it. 


— . 
ae ree 





DELTA 
PARTS 


DISTRIBUTION 


NETWORK 


2 


— on 


Gives Distributors Competitive Edge 


Builds extra profits with 
“customer convenience’ 
parts service 


The photos on these pages (made at the Rudolf 
Bass Co., New York City) illustrate a fine exam- 
ple of a valuable service offered only by Delta: 
Regional Parts Distribution. 

In 17 cities from coast to coast and in Hawaii, 
Delta Parts Distributors provide quick delivery 
of parts for the complete line of Delta Indus- 
trial Tools. This exclusive service to Delta In- 
dustrial Distributors gives them an edge over 
competition in two important ways: 

First--the competitive advantage of ‘‘cus- 
tomer convenience”’ service on parts. This not 
only means profits on the parts themselves, and 
strong customer loyalty, but also helps create 
sales to new customers. 

Second—the service advantage of a continu- 
ing parts business without having money tied 
up in inventory, and without the overhead costs 
of running a parts department. 

Delta Regional Parts Distribution is more 
than just a claim or a name; it is a well-organized, 
practical, working service that is building busi- 
ness and making money for Delta Industrial 
Distributors every day. And it is only one of 
many reasons why you can do more with Delta. 
Add completeness of line, quality, continuing 
new product development, aggressive advertis- 
ing and selling help—and you come up with 
this fact: When Delta Quality is backed by In- 
dustrial Distributor service of equally high quality, 


‘Our business has been built on service,”’ says Edwin L. Bass, 
President of Rudolf Bass, Inc., “‘and prompt delivery of parts 
is one of the most productive phases of that service. We know 
it is equally profitable to the Delta Industrial Distributors 
whom we service with parts.” 


the result is bound to be growing sales and profits. 
Rockwell Manufacturing Company, Delta 
Power Tool Division, 634E N. Lexington Ave., 
Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROGKWELL” 








LINK-BELT DISTRIBUTORS SELL: 
products for every plant 


THE NATION’S MOST COMPLETE 

LINE OF RELATED POWER TRANS- 
MISSION PRODUCTS AND CONVEYOR- 
ELEVATOR COMPONENTS... 

from LOCAL DISTRIBUTOR STOCKS 
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.. for every industry 


Top quality plus excellent distribution are key 
elements in the widespread popularity of Link- 
Belt products. Equally important are the great 
variety of related Link-Belt products plus their 
capabilities for performing basic work in virt- 


ually every industry, every plant. 


Link-Belt’s planning for the years ahead is guided 
by the urgent, ever-growing needs for plant mod- 
ernization and expansion . . . for improved proc- 
esses and techniques .. . for greater production 
and handling efficiencies. 


Link-Belt distributors—offering local stocks and 
application know-how on the nation’s most com- 
plete line of related power transmission products 
and conveyor-elevator components—will play an 
even more important part in meeting these needs. 


LINK-BELT COMPANY 


Prudential Plaza, Chicago 1, Illinois 
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When you sit down 


How many doors | to talk tools... 


Robert D. Black R. G. Horner 
bert VW. DLack 
vi > . t M x 


o Black& Decker. « Black& Decker. 


/ 
; 

™ j THe Se © te Mor 
| 


Broad Market Opportunities Complete Tool Line 


Your seven keys 





fe 
| Profit 


is a 





mighty important word 


ghty 


Expert Field Assistance 





t , 


Knocking down 
sales resistance... 


2 te More Proms 2 10 More Prome 


Highest Quality Products Aggressive Advertising and Sales Promotion 


o 


In these past year’s advertisements, 
Black & Decker reviewed the seven 
proved factors to consider in selecting 
the Key Lines that lead to most profit- 
able operation. 


Before reading them again, jot down 
the seven things you want in a featured 
line. Then check your list with the facts 
stated in these seven messages. From 
broad markets to customer satisfaction and 
service you'll find Black & Decker fits 
your specifications like a fine glove. 

To know more about Black & Decker’s 
place in your business life, write today 

true i to R. G. Horner, Vice President in 
Spain charge of Marketing. 


o Black Decker: Featured by top distributors from coast to coast 


uD (> Back s Decker. 


Quality Electric Tools © Towsen 4, Md. 
Customer Satisfaction and Top Service Facilities 





® AUTOMATED MACHINING guarantees smooth 


ee. | adjustment, exact fit in every wrench. This million dollar trans- 
are available in fer machine was designed especially for Williams’ Superjustable” 
agen bP = wrench production. A push of a button puts 28 stations in opera- 
tion...consistently machining to uniformly close tolerances. Fully 
machined wrench heads are constantly checked on special gauges to 


further insure perfect fit with sliding jaws, worms, pins and springs. 


sizes ranging 
from 4 to 24 in 
BlackorChrome 
finish 


No other manufacturer has this automated equipment to so precisely 
machine wrenches that work better... last longer. 


JISVIsNre3adNns 


TOOLS ot eels 
INDUSTRY ft 2 


AOTIYV 
JWONHD 


J. H. WILLIAMS & CO. 401 Vuican street + BUFFALO 7, NEW YorRK 


DIVISION OF UNITED-GREENFIELD CORPORATION 





Malugen 


A few , 
4rnstead é 
In 1959 at the h. 


Bob B 


— 
a . 
4 ms 
Shipment Of bac k-orders ‘ 


Mr. Wrench 
invites you to 
stop at the h 
Williams’ Boot 
No. 535 


Triple Industrial 
ention 
Supply Conv 


Figures s 
1959, 


hown 


throughout The 


are 
Same 


your “OMpany 
4nt ma rgin, 
2 your St 


aff in 
™m Bo 


ENJOY fro 


= 


Pat on the 


y 2, too, 


Cordially, 


oo. &. 
OO £ Moore 


Ma Nager of Purchase, 


| tention 
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SAND & GRAVEL PUMP... 
Belt stretch eliminated 


GAS COMPRESSOR... 
Dependable operation 


GENERATOR DRIVE... 


Saves space on crusher 


OIL WELL PUMP... 
Poly-V speeds drilling 


GRANITE CUTTER... 
Poly-V minimizes take-up 


VACUUM PUMP... 
Poly-V reduces belt inventories 


a 


Over X00,000 Installations Prove 


R/M Poly-V’ Drive “Best Seller” 


Just four years ago R/M’s patented Poly-V* Drive was the pioneer of a new 
concept in heavy duty power transmission—today it’s the proved standard 
for top drive performance in every industry! Unique design features of 
Poly-V explain its best selling record. R/M Poly-V Drive gives users more 
power in less space—distributes load evenly over a single V-ribbed belt 
that provides higher horsepower capacity per square inch of drive width 
than ever possible with a V-belt drive! 

Single unit belt design reduces equipment downtime for belt take-up and 
replacement — provides a real solution to customers’ belt “‘length-matching”’ 
problems. Also, as only two Poly-V belt cross-sections meet every heavy duty 
power requirement, belt and sheave inventories can be kept to a minimum. 
Show your customers and prospects the proved design features of R/M 
Poly-V Drive ...each one has a selling feature to help you do business. 
Write for Bulletin M141. 


*Poly-V registered Raybestos-Manhattan trademark. 


COPPER FLOTATION... 
Matching problems eliminated 








@ ELIMINATES “MATCHING” 
PROBLEMS 
A SINGLE UNIT across full width of 


sheave—NOT an assembly of 
SEVERAL V-BELTS 


Poly-V 


WIV 


V-Belts 


CTTW 


@ MORE UNIFORM POWER 

@ IN LESS SPACE 

Uninterrupted strength member full 
width of sheave provides higher 
horsepower capacity with less stretch 
—in less space. 











FULL 
LOAD 
TONO 
LOAD 


@ MAINTAINS GROOVE SHAPE 
@ COMPLETE CONTACT-PRESSURE 
@ MORE CONSTANT SPEED RATIO 


Sheave grooves do not wear out of 


CHANGE 
IN PL 


shape. Full and complete contact- 
pressure of rubber-to-sheave main- 
tains groove profile. Maintains con- 
stant pitch and speed ratio. 


.--“*MORE USE PER DOLLAR” 





BELTS » HOSE » ROLL COVERINGS + TANK LININGS © INDUSTRIAL RUBBER SPECIALTIES 
MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, 


INC. 


Other R/M products: Abrasive and Diamond Wheels @ Brake Blocks and Linings @ Clutch Facings @ Asbestos Textiles ¢ Mechanical 
Packings @ Engineered Plastics © Sintered Metal Products © Industrial Adhesives @ Laundry Pads and Covers @ Bowling Balls 
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“Distributor Only” 
Sales Policy 





THE KEYSTONE OF STOCKHAM’S POLICY IS 
SELLING ONLY THROUGH DISTRIBUTORS 


Stockham’s strict adherence to this policy is one of 
the reasons distributors find the Stockham lines of 
valves and fittings unusually profitable. Many manu- 
facturers claim to have such a policy, yet don’t hesi- 
tate to take business direct whenever the opportunity 
presents itself. This not only cuts the distributor out 
of much-needed profits, it leaves him constantly 
wondering with whom he’s competing. Too often, it’s 
his own source of supply. With Stockham you get 
every sale ... all sales. You get more profits. 


STOCKHAM IS NOW THE ONLY COMPLETE 
LINE VALVE AND FITTING MANUFACTURER 
Stockham manufactures a complete line of quality valves and 
fittings ncluding cast iron, ductile iron, malleable iron pipe 
fittings; bronze, cast iron, ductile iron, cast and forged steel 
valves; Wedgeplug non-lubricated plug valves. This complete 
line enables you to have one source of supply — saves time and 
money when ordering 

The rest of the Stockham story is worth hearing: To get all the 
facts, write today to Distributor Coordinator, 


STOCKHAM 


VALVES +4 FITTINGS 


General Offices and Plant 
4000 North 10th Avenue / Birmingham 2, Alabama 





PUMPS 
ARE EASY 
TO SELL- 
BECAUSE... 


Motor Driven Straight Centrifugal 


‘ 


Motor Driven Self-Primer Plunger Sludge Pump 


Vertical Self-Primer 
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MORE MARLOW ACCEPTANCE! Customer acceptance for the broad Marlow line 
makes it easy to sell. Your customers know that Marlows perform at high 
efficiencies with low operating and maintenance costs. The Marlow line includes 
self-priming centrifugal, end-suction centrifugal, diaphragm and plunger pumps 
for a wide range of service applications. 


MORE MARLOW SALES HELP! To serve and assist their vast dealer organization, 
Marlow maintains a complete field force of factory trained engineers, located 
strategically throughout the country. This exclusive Marlow service means fast, 
local help on difficult pump applications and service problems. 


MORE MARLOW ADVERTISING! Marlow advertising and merchandising efforts 
are aggressive and effective. This pre-sells your market, makes your sales job 
easier than ever before. For complete information on the Marlow Dealer Agree- 
ment, write to Marlow Pumps, Midland Park, New Jersey. 


“Gem” Self-Primer Lightweight Portable ‘‘Utility” Belt Driven Self-Primer 


Lightweight Portable ‘“Mud-Hog”’ Lightweight Portable Fire Pump Engine Driven Self-Primer 


DIVISION OF 


BELL & GOSSETT CO. 


» Midland Park, New Jersey Longview, Texas @ Morton Grove, Illinois 


Marlow specializes in pumps for: Contractors * Dry Cleaning * Fire Fighting 
Industry * Irrigation + Oil Country * Petroleum Marketing * Sewage * Swimming Pools 
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OR OR had Ol an i ae ee 


1S ONLY ONE REASON WHY DISTRIBUTOR’S PREFER 


ey oy - Fa -T 


QUALITY NO “COMMITMENTS” 


Every single type specifically engineered for the job. No stocking problems. Order only what you need 
as you need it. 


COOPERATION DEPENDABLE PROFITS 


National field force, technical assistance, national Our policy of maintaining consumer prices assures 


advertising, complete literature, immediate delivery. you fair and consistent profits. 


GLOBE WOVEN BELTING CO., INC. 


1400-CLINTON STREET e BUFFALO 6, NEW YORK 
KNOWN FOR QUALITY THE WORLD OVER ~ 
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"YOUR CLASS “A” SERVICE 


starts right here 


= * 
4. 


\ 
, 
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New Administrative Offices 
NICHOLSON FILE COMPAN Y 
PROVIDENCE 1, RHODE ISLAND, U.S.A. 





PD 
Anse Wits 
"% $° Gs 


WORLD-WIDE[DISTRIBUTION , 


“+ 1 


oe ’ 


CONTROL CENTER for all this 


Nicholson File Company operates six factories here and abroad. It hz 
three United States warehouses. Through its distribution system here an 
overseas, it enjoys market coverage and brand preference enjoyed by fe 
other manufacturers anywhere. 

These operations, complex and manifold in a growing business, requir 
centralized control in headquarters equipped to give fast, efficient service. Suc 
headquarters have been developed in our new administrative building. 





Here the total of Nicholson experien s recorded and co-ordinat@aneaas, 
or the use of each customer re is com! ition equipment to flash COPIES 
f customer orders in seconds to the appropriate plant. Here our policies o! 
00’; cooperation with distributors are planned and carried out. 

Because we have integrated n to process your orders 

idence, where they can 
ye entered immediately and relayed to the right factory or warehouse the san 
lay, together with special instruc 


; 
I 
rom our home office, be sure tf 


These offices are the “beating heart” 1 living, growing world-wi 


susiness. They exist to serve our custon m to full advantage 


4ICHOLSON FILE COMPANY ° Providence 1, Rhode Island — U.S.A. 


Anderson, Ind., 


Port Hope, Ont., Canada 


*s -Hertogenbosch Netherlands 


—— 
| ats 


eee 


ey 


Detroit Mich., U.S.A 


Philadelphia, Pa., U.S.A 


Eastern Warehouse, Englewood, N. J 





2 CEE -- < 


MOLs, 
SSe% 


\ 


Ma] BY NICHOLSON SS 





HELPING VOU SELL MORE SOCKET SCREWS... 


CLEVELAND STANDARD SOCKET SCREW PRODUCTS 


Cleveland provides one source 
for filling all your socket screw orders 


UNIFIED THREADS—CLASS 3A FIT 


Cleveland offers distributors a complete line of standard socket 


head products in addition to Cleveland hex head cap screws, 





Type 


Standard Sizes 
(diam.) 


Material 


square head set screws, milled studs, machine bolts, and hex 


and square nuts. 





Socket head 
cap screws 


Set screws 

(cup, half dog 

flat, cone or 

oval points) 

Flat head 

socket cap 

screws 

Button head 

socket cap 

screws 

Shoulder screws 

(stripper bolts) | 
— 


Dowel pins 


Pressure plugs 
Socket screw 
keys 


#0 tol 
(larger size 


#0 to 1 ir 
(#0-#3, cup poir 
only) 


#4 to % in 


#4 to 5 


4to% iM 


% tolin 
(nominal size and 
001 in. oversize 
for repair) 

Ag to 1% in 
NPTF 

028 to 1 in. acros 
flats; short or long 
arm 


It means that you can fill all your socket head orders quickly 
from one source of supply. You save extra paperwork and _ pick 
up business you previously had to bypass 

Cleveland socket head products are forged, not machined, from 
heat treated alloy steel. Forging assures uninterrupted grain flow 
in heads, threads and fillets; gives superior tensile strength and 
fatigue durability. 

Write or phone for more information. A copy of our folder 
“Cleveland Socket Screws” will be sent on request. 


Cleveland socket screw products are also available (from stock) with the Nylok* 
self-locking feature *T.M. Reg. U. S. Pat. Off., The Nylok Corporation 


THE CLEVELAND CAP SCREW COMPANY 
4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago ¢ Philadelphia « New York ¢ LosAngeles e Sanfrancisco e Atlanta 
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how 6 lubrication probleme led 


Costly replaceme 


PROBLEM: 


Sulphuric acid chewed the innards’ 
out of vacuum pumps in a large chemical 
plant. Valve seats, cylinder walls and 
pistons had to be replaced continually 

at a cost of hundreds of dollars per month 


SOLUTION: 


Keystone 2K-6 Lubricant, which put a 
stop to constant replacements. Eighteen 
months after the first application of 
2K-6, no parts had been replaced. Sub 
sequent experience has shown continuing, 
outstanding performance Previous 
lubricant—even though it sold for 
the price of 2K-6—was consumed five 
times as fast. Thus, 2K-6 reduced actual 
lubrication cost by more than 40 





One drum of lubricant does the work of eight 


PROBLEM: 


Lubricant, used on the open gears of 
draw benches in a metalworking plant, 
refused to stick. It had to be replaced 
constantly and large quantities accumu- 
lated under the machines 


SOLUTION: 


Keystone No. 122 Heavy was recom- 
mended. This tenacious lubricant 
spreads evenly over gear faces and won't 
sa off. It resists acids and alkalies, 
needs no heating, is waterproof and free 
from hydro-carbon tars and residues. 
No. 122 eliminated the costly job of 
cleaning spent lubricant from grease pits, 
And one drum now does the work for 
which eight drums of ordinary lubricant 
were required ! 





Maintenance time cut less oil used 


PROBLEM: 


Carbon deposits and sticking valves 
tied up a heavy duty air compressor 
and 90% of an aircraft manufacturer's 
vital tools. Cost of cleaning ran high 
and oil feed rate was excessive 


SOLUTION: 


Keystone No. 49 Light, specially devel- 
oped for high temperature applications 
This lubricant resists sludging, oxidation 
and breakdown when subjected to severe 
heat. After six months service, without 
downtime, an overhaul of the compressor 
showed 1) Cleaner valves—-no carbon 
had built up Less maintenance time 
cleaning tine was cut from 30 to 20 
hours. (3) Less oil used —feed was re 
duced from six to three drops per minute 


Uee these cace studies to clove new ordere 
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for KEYCTONE DISTRIBUTORS 


Here’s real sales ammunition—six case histories that can win 
you new customers and help to keep them sold. Use these facts 
in your selling. They tell astory your customers will want to hear. 








= 


66% less lubricant arrests gear wear, noise $1000 worth of drive chain saved in one year Production upped $182,000 per year 


PROBLEM: 


Various lubricants, to cushion press gears 
inanautomotive stamping plant, thinne d 
out, permitted metal-to-metal contact 
This resulted in excessive noise, gear 
wear and constant leakage 


SOLUTION: 


After experimenting with many kinds 
of lubricants, the company called in a 
Keystone Distributor who recommended 
high film strength Keystone 122C-5 
This specialized lubricant eliminated 
the excessive noise and gear wear and 
substantially lowered | 
Formerly, 15 drums of lubricant had to 
be kept on hand for makeup. Now 
company gets complete lubrication with 
66 less lubricant 


ubrication cost 


PROBLEM: 


Processing heat ruined $1000 worth of 
main-drive roller chain each year in the 
nine textile slashers of a large mill. The 
lubricant being used couldn't stand up 
under these gruelling conditions 


SOLUTION: 


Keystone No. 44 Lubricant, applied 
after chains were cleaned with Keystone 
Penetrating Oil No. 2. No. 44 lasted 
over 30 days, instead of the six or seven 
hours usual with ordinary lubricant 
len months after application, a check-up 
showed that no new chain had been 
purchased and only three feet of spare 
iink had been used for repairs. The new 
}0-day lubrication cycle also gave the 
company a substantial saving in time, 
labor and lubricants. 


PROBLEM: 


Oils, used to lubricate and seal the valves 
in vacuum filter machines, failed to 
maintain an effective seal. Consequent 
reduced vacuum caused severe loss of 
phosphoric acid drawn from gypsum cake. 


SOLUTION: 


Keystone 5P7 Light, which resists the 
destructive effect of acids and alkalies 
and maintains a lasting film on wearing 
surfaces. When 5P7 was applied, vacuum 
immediately jumped from 18 in. max. to 
24 in. Valve adjustments were cut from 
every two days to twice in three months, 
with a decline of 67% in maintenance 
man hour costs. Filter residue no longer 
clogged lubrication ports and retarded 
lubricant flow. Production increased 
$182,000 per year ! 








Wherever there’s a lubrication problem—in the aircraft, automotive, 
chemical, food processing, brewing, laundry, rubber, plastics, metalworking, 
power, paper, textile or dyeing industries—there’s a Keystone Specialized 
Lubricant to make it holler uncle. You'll find full information in Keystone 
literature. Review it now and be ready to sell the lubricants that offer 
the most to customers 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY «© 2ist and Lippincott Streets, Philadelphia 32, Penna, © Established 1884 
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Now Better Than Ever 


Newest modern plant — designed and equipped to improve 
the wheels foundries need most — now going strong! 


Big New Plan 


t For Resinoid Wheels! 


Norton advertising is now infor Small Cup Wheels . . . Lots of Safety 


ing the entire fou ' iustry tha lilt-in reinforcems n Norton cup 
Plant No. 8, >» newest orton f standa 6 3/4 x 2”. The new steel 


building in Worcester, is a good deal ip bushing, molded firmly into the wheel back 


\ 
} 
a) 


ia 


loes 
; , not replace a wheel guard but g idded safety 
more than another reg il ! , f } } 
aluable feature of Norton portable whee 
do more work with less operator-fatigue 


pany’s mat 


; ; Tie in with a campaign that’s bringing found- 
It tel / l u ra-modern, ° 
, ” ; : ries their best news in years! And make sure 
multi-million dollar plant was built : 





specifically to improve the manu- UI customers in this important market get 
facture and verformance of resinoid their copies of the new report, Norton High 
ese fn wheels VOI : for area Speed Resinoid Whee Is jor the Foundry. shown 
‘ ‘ Mal j 4fias y —T . 
customers need most and use most re This collection of on-the-job reports ol 
on Norton resinoid wheels pa) off in ferrous 
| rhe ee. the ce heat 1 non-fe rrous foundries will benefit your Cus- 
etter the periormance. Thats wh) 


tomers’ production and your sales. NORTON 
the new Plant No. 8 and its resinoid 


COMPANY, General Off ces, Worcester 6, Mass 


wheels are your latest proof of hov Plants and distributors around the world. 


Norton wheels remove more metal 





per dollar throughout longer service 
life maintaining ‘“‘Touch of Gold’’ NORTON 
performance at highest efficiency. 
ABRASIVES 
75 years of... Making better products 


NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools + Refractories 





to make your products better 


* Electro-Chemicals BEHR MANNING DIVISION: Coated Abrasives + Sharpen ng Stones + Pressure Sensitive Tapes 
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Lucky stiff! He’s had his 


' “2S =H WILKERSON WEEK! 


— 


= 
— 


Have you had your WILKERSON WEEK yet? 


Distributors and jobbers of Wilkerson compressed air filters, 
regulators and lubricators throughout the world are real- 
izing windfall profits with the completely planned 


WILKERSON WEEK PROGRAM. 





From Chicago 
“No other air control product manufacturer has such a pro- 
gram aimed directly at us.” 

From Cleveland 
“It’s the right sales program.” 

From Florida 
“Ite (Wilkerson Week) does the job of educating the jobber 
that other firms preach, but don't carry out.” 











Wilkerson provides FREE, the complete education and sales aids 
needed in order to conduct this profitable program 


< 





ILKERSON 
1687 WEST GIRARD fofe} Ete) 7 Vale), | 
ENGLEWOOD, COLORADO 


Dedicated to keeping the NEW in pNEUmatica 


WILKERSON CORPORATION, 1687 West Girard, Englewood, Colorado 


Please send your Wilkerson Week bulletir 


Please have factory representative call 
Name 


SOME TERRITORIES ARE STILL OPEN ; Title 


end coupon today for the WILKERSON WEEK bulletin Firm 
r for a Wilkerson factory representative to call and explain 7 
the benefits in distributing Wilkerson products in your area Address 


+ ‘ City Zone State 
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POWELL 


DEPENDABLE 


VALVES 


Performance makes the world of difference 


Fig. 1561—Steel lift check 
valve for 150 pounds W.P 
Steel valves are available 
for pressures from 150 

to 2500 pounds 


Fig. 375—Bronze gate valve 
for 200 pounds W.S.P. Union 
bonnet, inside screw rising 
stem, interchangeable solid 
or split wedge, integral seats 


Fig. 1793—Iron body bronze 
mounted gate valve for 125 
pounds W.S.P. Outside screw 
rising stem and yoke. Solid or 
split wedge, renewable seats 


No matter what your flow cont: requirements may nickel, Monel metal, and others—for pressures from 


be—handling water, oil, gas, air, steam, corrosive 125 to more than 2500 pounds WP—and temperatures 
fluids—Powell Valves can be depended upon to take from sub-zero to super-heat. 


are of them to your complete satisfaction 
care of the yon ye ct Most of these valves are in stock for immediate delivery. 
All types are available—in bronze, iron, steel and such So one quick call to your nearest Powell Valve distrib- 


corrosion-resistant metals and alloys as stainless steel, utor or directly to us can fill all your valve needs. 


Powell... world’s largest family of valves 


THE WM. POWELL COMPANY e DEPENDABLE VALVES SINCE 1846 e CINCINNATI 22, OHIO 
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How to 
Build Sales, 
Increase Profits 
on Rubber 
Maintenance Goods 


When you stock and sell maintenance rubber 
goods of neoprene and Hypaton®—Du Pont syn- 
thetic rubbers—you can increase sales volume and 
profits. Mechanical goods made from neoprene and 
HyPALon have a reputation for quality, dependability 
and economy among your customers. This reputa- 
tion, earned over the years, builds the confidence that 
helps make the sale. 


When you sell rubber goods of neoprene and 
HyYPALON, you're doing more for your customer than 
filling an order. You’re helping him save money. 


How? By providing products that assure longer 
service life per dollar, minimum downtime and re- 
duced replacement costs. Neoprene’s job-proven 
properties mean extra durability in many mainte- 
nance items from transmission and conveyor belts 
to gaskets and hose. HyYPALON, a recent special-pur- 
pose synthetic rubber, has had excellent success in 
acid hose service where strong oxidizing conditions 
have shortened the life of other elastomers. 


For more information, write for Du Pont ELas- 
rOMERS IN INDUSTRY and a subscription to MAINTE- 
NANCE News, a quarterly publication designed for 
industrial rubber goods salesmen. E. I. du Pont de 
Nemours & Co. (Inc.), Elastomer Chemicals Dept. 
ID-5, Wilmington 98, Delaware. 


0 T SYNTHETIC RUBBER 
NEOPRENE HYPALON® VITON® ADIPRENE® 


6 uw 5 vat OFF 





Better Things for Better Living . . . through Chemistry 
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For more , stock Johnson 


standard stock bearings 


Aggressive distributors looking for 

new ways to build business and increase 
profits stock Johnson Bronze General 
Purpose Standard Stock Bearings. 


Customers prefer GP’s because of their 
economy (see table) and because they meet 
close tolerance requirements. Johnson 
GP’s have the quality of special bearings 
but eliminate the tooling and 
machining costs. 

Customers profit from savings and you 
profit from the sales. 

Choose from more than 900 quick-to-move GP 
stock sizes in 214 different ID-OD 
combinations and 21 lengths. GP’s also can 
be supplied graphited or with slots, 
oil grooves and holes—-whatever is needed 
to serve your customer needs. 

Write today for GP distributor information on how 
you can realize more business and profit. 


Show Your Customers How Much Can Be Saved 
By Using Johnson GP’s . . . Not Costly Specials 





10 Bearings Vis x 2%: x 
Special Bearings 


Operations Required 








Rough Bore 





Finish Broach 








Rough O.D. 





Semi-Finish O.D. 


= 





Cut Length 


Chamfer O.D., I.D. 
on two ends 


Grind 














Stamp 


Total Cost 








Delivery Date 











Bronze 


Johnson Bronze Company 


New Castle, Pa. 


Subsidiary: Apex Bronze Foundry Co. 
3101 Adeline Street ° Oakland 8, Calif. 


GRAPHITED GENERAL PURPOSE BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 


over 175 sizes over 900 sizes over 400 sizes 
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over 400 sizes over 350 sizes 
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HOW TO EMPLOY 
THE KNOW-HOW OF 
FASTENER INDUSTRY 
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GOING OUT FOR MORE 
BUSINESS... FOR YOU 


from your Republic distributor! 


Republic advertising highlights the ———s 


quality of your products and services A 
STEEL PIPE—for plumbing 

The sales message is yours. Objective—more sieaitnien eg 5 yes 

business, more profits. Market by market, 

month by month, Republic advertisements like 

these reach your customers. Emphasis is on the 

quality and scope of your products and services, 

whether the product is bolts and nuts, steel or 


plastic pipe, sheets or bars. 


Double the impact of these messages by ordering reprints —_—_ a 3 
we REPUBLI 
of Republic ads to send to your mailing list. -sS — 


ee TZ 
They are available to you free, imprinted with your ao 





company name. For details on other advantages of stocking 
Republic Steel products, call your nearest 


Republic office. Mail the coupon for product information. 


STEEL SHEETS— for a wide vor 
faehilelat Mele MmoBaelilo} ell 3 
Steel, Electro 


 Zelalp4 t+ Mmmelsle MEG loli celalal tell te) 


mSPATCHER 


REPUBLIC STEEL 
Werltid Wider, Runge of 
Stliuadlard, Sleols and, Stok, oko 


WHEN YOU WANT IMMEDIATE DELIVERY 


REPUBLIC STEEL CORPORATION 
DEPT. ID-9404 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


I would like more information on: 

0 Fasteners C) Steel Pipe 0) Plastic Pipe 
0) Cold Finished Bars 0 Steel Sheets 
REPUBLIC 


Dt Furthad. Stel Aare Name__ 





COGN PRI cece 


COLD FINISHED BARS—supplied in rounds 
Address____ 
squores, hexes, flats, and special! sections 


PS folalelelaeMclalo Mls) aici Mii 1 -1ielaloi bal.) CBee . — Zone___ 
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TAILS 
YOU WIN! 


YOUR CUSTOMERS ARE READING THIS AD... 





MBLE OUT OF BUYING! 


¥ 


You know them! Located only minutes 
away ... even closer by phone... 
they put your problems and interests first 
. spending their time saving yours... 

tailoring their stocks to fit your needs... 
tying up their money to keep yours free... 
matching their deliveries to your demands 

. . Worrying about product quality so you 
won’t have to. They’re never satisfied 
unless you are. 


You need them! They’re as valuable to your 
firm as a supermarket is to your family. 

As the local source of diversified national 
brands, they have already done your 
shopping for you. . . shortening the distance 
between leading suppliers and you... 
placing nationwide experience and resources 
at your command .. . providing the values 
you need to compete in today’s market. 


You always win when you call them! 
Whether you order by name, brand or 
number, you get the quality you expect... 
at the right price . . . on time. Yes, you 
always win... neverlose ... when you 
buy through your INDUSTRIAL SUPPLY 
DISTRIBUTORS. And, of course, if you 
“Holler for Heller’, you’re doubly 

sure of taking the gamble out of buying. 


Heller 


TOOL CO. 


FILES « HACK SAW BLADES + BAND SAWS «+ DIE STEEL « HAMMERS 


Branch Offices ead Warehouses: America's Oldest File Manufacturer 
Boston * Newark, N. J. * Detroit * Chicago * Shreveport N EW Cc Oo MER STOW N, oO H I @ ] 


los Angeles * Son Francisco * Portland, Oregon Subsidiary of Simonds Saw and Steel Co. 





How high performance 


opened an important door 


[t’s not easy to impress a man like Glenn Carr of Boeing 
Airplane Company’s Wichita Division. After fifteen years 
of working to the kind of tolerances required by the 
world’s leading builder of super-bombers, Carr isnot only a 
perfectionist but tends also to be skeptical about sales talk. 

Knowing this, Ralph Hockett of Bay State distributor 
Wichita Pump & Supply Co., made no claims at all for 
Bay State’s new diamond wheels. He simply analyzed the 
particular grinding problems involved, submitted wheels 
of the correct specification for test and let the wheels do 
his talking for him. 

The result was an eye-opener. Against an average of 
125 hours useful life for previous wheels, the new Bay 
State wheels averaged 215 hours per wheel! 


One important factor contributing to this bonus in 
wheel life was the use of Bay State’s unique BA Resinoid 
Bond. In addition to longer life, however, the Bay State 
diamond wheels were cooler cutting, gave a far superior 
finish and were more versatile, too. They are now a regu- 
lar inventory item at Boeing, Wichita, where B-52 missile 
bombers are in production for the Air Force. 

This is no isolated example of the kind of support Bay 
State distributors get ... both in quality of product and 
in technical help from top-flight abrasive specialists when 
it’s needed. For these and many other reasons, Bay State 
distributorships are widely regarded as the most desirable 
in the industry. Why not write for full details? 


This new catalog, which includes pricing data, gladly sent on your request. Ask for Form 217. 


Operator Harvey Johnson checks the finish on carbide-inserted tooth of 
a milling cutter after grinding with Bay State’s 215-hour (average life) 
diamond cup wheel. Glenn Carr, General Foreman, checks Johnson’s 
reading against blueprint. 
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diamond wheels 
to distributor Ralph Hockett 


You don’t get to know the aircraft 
business overnight and Ralph Hockett is 
the first to admit that he has never 
stopped learning. 27 years as an 
abrasive specialist, with 19 of them 
servicing Boeing on everything from the 
early B-17s on up, have given him what 
you might call a substantial back- 
ground in the industry. 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 


WHEELS 


In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices : Chicago, Cleveland, Detroit, Pittsburgh, Los Angeles. Distributors : All principal cities. 
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Overhead load handling equipment is solving 
more and more problems for industry. The 
reason is simple: hundreds of Shaw-Box Dis- 
tributors are doing a big creative selling job 
and ads like those pictured prove it. 

Inplant and field training has given the Shaw- 
Box distributing organization an eye for op- 
portunities to help industry improve handling 
methods and to cut costs. 

By thinking in terms of complete handling 
cycles instead of single operations, distrib- 
utors’ salesmen have introduced better move- 
ment of materials to thousands of companies, 
with substantial savings in time, effort and 
money. 


MAXWELL 


MANNING 
INI 3YOOW 9 


Products of 


TRADE MARK 


5 


Nocmmer cont cat 51% oy Maigh ctne tas 


advertising builds business 


for Shaw-Box Distributors 


The great variety of our hoists, cranes, acces- 
sories, and specialties can’t be matched by any 
other single company. Consequently, every 
Shaw-Box Distributor’s salesmen can recom- 
mend equipment that best meets the needs of 
the individual situation. 

The MM&M ads now running in leading na- 
tional business magazines are reports of prob- 
lems solved by Shaw-Box Distributors. They 
demonstrate to industry that when materials 
handling is planned right and the right equip- 
ment is used, savings are certain. At the same 
time, these ads are channelling a regular flow 
of new prospects to Shaw-Box Distributors 
across the nation. 


OVERHEAD LOAD HANDLING EQUIPMENT 


MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division ¢ Muskegon, Michigan 
In Canada: Manning, Maxwell & Moore of Canada, Ltd. ¢ Galt, Ontario 
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BARNES BLADES are top quality products 
with established consumer acceptance. 

They are expendable tools. So, Barnes 
distributors enjoy profitable repeat business. 


HIGH SPEED STEEL BAND SAW BLADES 


POWER HACK SAW BLADES 


HAND HACK SAW BLADES 


HARD EDGE FLEXIBLE BACK BAND SAW BLADES 5& 


Get the facts on the Barnes Line... Distributor Sales Policy ...Sales Potentials... Profit Margins 
Booth No. 749... May 24, 1960. . . Thirteenth Annual Conference Booth Program 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
Donovan Hall—International Amphitheatre, Chicago, Illinois 


Qualified Barnes personnel will be there to give you facts and figures for your territory. A few 
moments in our booth may increase your profits in the years to come. 


w. o. BARNES co., inc. 


1297 TERMINAL AVENUE ¢ DETROIT 14, MICHIGAN 
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CONVEYOR and ELEVATOR BELTING 


,0o0 





— HO 
ORDER QUICKLY...DEPE 


...With ESTED KNOW-HOW! 


™ 


~~ 


Home Rubber Company fills orders for as little as 5’ of a 
narrow conveyor or elevator belt quickly and efficiently 


and we're equally at ‘‘Home’’ with these smaller-sized 





jobs as with standard orders of one or more rolls 


Home is a job house geared for production of standard and 


non-standard constructions in all widths up to 66 inches 





Standard belts can be shipped from stock the same day. In 
an emergency, a ‘‘special’’, non-standard belt can be ordered, 
manufactured and shipped within several working days 


Write Home for descriptive literature 


RUBBER COMPANY 


Plant and Main Office: TRENTON 5, NEW JERSEY 


EXport 4-1176 
New York... WOrth 2-4460 Chicago... CEntral 6-0601 
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“What 


wrong, Ernie? 


Sure, Ernie promised you his order for 
shop equipment. Well, he didn’t exactly 
promise, but he led you to believe that 
you'd be first in line when an order ever 
came along. 


But something slipped. The juicy order 
for shop benches went to your competi- 
tor. Maybe Ernie forgot his half promise. 


But more likely, you forgot that selling 
is always an uphill job—and you can’t 
coast uphill. You didn’t keep selling 
Hallowell shop equipment to Ernie. 


You'll have better luck (and more profit) 
next time if you'll push Hallowell on 
every call. 


FEATURE HALLOWELL BENCHES ON EVERY CALL! 


Selective Distribution gives you greater 
dollar return for time expended. 


They're Easiest to Sell! No other bench 
line offers such a variety of lengths, widths, 
tops, heights . . . or so many saleable acces- 
sories. They fit 99 out of 100 applications— 
can be tailored to customers’ needs. 

More Profitable—Greater profit margin 
than many other items you sell! 

Big Reorder Potential— Customers that 
start with Hallowell stay with Hallowell. 


Heavily Promoted— Hallowell presells 
strongly through advertising, backs you 
with good local sales aids. 

Finest Catalog—Hallowell Catalogs are 
regarded as the best in the field. They’re 
great sales openers, and free to you. 


did I do 


COLUMBIA-HALLOWELL Division JENKINTOWN 13, PA. e SANTA ANA, CALIFORNIA 


where reliability replaces probability 
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“Rust-Oleum is a Key Line 
at our counter, too,”’ 


advises Orr lron Counter Man, 
Kenny Gruzard—Winner of the 1959 
Rust-Oleum Counter Contest 


“Some twenty percent of Orr Iron Company’s 
Rust-Oleum wholesale sales to our mainte 
nance customers are made at our counter,” 
says Kenny. “The unusually broad potential 
use for Rust-Oleum, plus the fact that power 
ful Rust-Oleum advertising makes it a de 
mand item keeps our counter pretty busy as 
far as Rust-Oleum sales are concerned.” 
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“High gross profit and large volume help 
to make Rust-Olewm a KEY LINE with us” 


says Bernie Weirauch, 





Vice President, Sales — Orr lron Company 


“When we initiated our key line selling program 
in 1953, twenty-two of our three hundred lines 
were selected as key lines for special sale em- 
phasis,” says Mr. Weirauch. 

“Five factors in our Index of Adaptability 
Formula were used to weight each line, with the 
top-scoring lines being designated as key lines 
for that particular year.” The five points used by 
Orr Iron Company are (1) Gross Profit Margin, 
(2) Volume Sales In High Average Line Of Bill- 
ing, (3) Handling Costs, (4) Number of Potential 


Customers, (5) Manufacturer's Cooperation. 

“Rust-Oleum has been a leading key line with 
us since we started the system,” advises Mr. 
Weirauch. “With Rust-Oleum’s 37.5% average 
gross profit margin, high volume, relatively low 
handling cost, and the fact that Rust-Oleum can 
be sold to nearly every account, plus outstanding 
cooperation in the field and from the home plant 
—it is apparent that Rust-Oleum continues to 
score unusually high in our key line selling 
program.” 


Orr Iron salesmen emphasize Rust-Oleum repeat business 


“Repeat business 
is important,’ says 
Jim Callahan.’ When 
you sell a gallon of 
Rust-Oleum, that's 
usually just the 
start of a lot more 
Rust-Oleum volume 
from that account 


Ray Yount points 
out the fact that 
Rust-Oleum is “‘pre- 
sold through pow- 
erful national and 
local advertising 
It's a good feeling 
to have customers 
say, ‘Sure, we know 


“Equally important 
is product knowl- 
edge,” advises John 
Lintzenich, ‘‘and 
believe me, the 
product knowledge 
| picked up at the 
Rust-Oleum Product 
Training School in 


when the user sees , Rust-Oleum — we've 
what Rust-Oleum seen it in maga- 
will do for him.” zines and on TV.’"’ 


Evanston, Illinois 
has helped up my 
Rust-Oleum sales 


SPEARHEADING 


Sole 


There is only one Rust-Oleum 
It is distinctive 
as your own fingerprint 


' 
RUST! : 


RUST-OLEUM CORPORATION e« 2563 Oakton Street, Evanston, Illinois 





DIXON 0 Hc Quuplle Guswer 
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“GJ-BOSS”" Ground Joint Female Coup 
ling, Style X-34. For every high or low 
pressure service. Sizes 4" to 6” 


A Qualily FITTING 
Fon Cvery Indudrial Hove Sewitce 


No matter what kind of hose your customer—or prospective 


customer—is using, you can choose from the complete Dixon 
Line the one fitting that will meet his requirements with max- 


imum efficiency and economy. 


Some of the nearly fifty standard products in the line... all 


completely described in Catalog 250. 


.. are shown here. These 


are merely representative of the wide range of application... 


the scope of the sales potential .. 


. which Dixon products 


provide. All are quality fittings, backed by the Company's 


“BOSS” Male Coupling, Style MX-16 
Companion to Style X-34. Also used 
instead of standard |.P. nipples. Sizes 
“%" to 6” 


43 years of specialized design and manufacturing experience, 
and sold through YOU, the Industrial Distributor. 


UNIT PACKAGING... 


“GJ-BOSS” Air Hammer Covplings 
Ground Joint or Washer Types. For 
heavy-duty rock drilling in construction, 
mining, quarrying 


To make it more profit- 
able than ever for you 
to stock and sell the 
Dixon Line, nearly all 
products and parts are 
now packaged in strong 
cardboard containers, 


7 3 each clearly labeled to 


“AIR KING” Quick-Acting Hose Coupling show item, part —— 
For nad og oon and air tools. Sizes ber, size and quantity. 
Ye" to 1”. Hose Ends; Male and Female 


LP.T. Ends. ~ be 
see 


“AIR KING” Coupling—Four-Lug Style 
The quick-acti a egerne for larger size 
hose—1%4” 


“DIX-LOCK” Quick-Acting Air Hose 
Coupling. Lightweight, durable, stream 
lined. For tools and equipment. Sizes 


%" to %" 


ee 


“DIXON” Air Hammer Couplings. Ground 
Joint or Washer Types. For rock drilling, 
povement breaking, etc 


Think of the Savings! 


“DIXON” Insuletion Hose Coupling, Style 
IW. Lightweight, durable steel. 


=> 


“DIXON” Qvick-Acting Coupling, Style 
QA. Plug-and-socket which requires 
no wrench to tighten. % * 1.P.T. or G.H.T 


“DIXCO” Compression Grip Coupling 
Boltiess; revseable. For hydraviic con- 
trol hose, etc. Steel, in sizes 4 * to 1" 
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STORAGE is more compact and orderly. HANDLING is easier 
IDENTIFICATION and INVENTORY are quicker, more accurate 


On 
“SUPER-KING” Shank Py Style 
SD. For gasoline or oil 


F () 


“KING” Mall. iron Hose Clamps, Single 


and Double le Bolt. Strongest est and easiest 
to attach. Sizes 4%” to 17%". 


1960 


“KING” Shank Coupling. For suction and 
water hose. Heavy and regular pat- 
terns. Sizes 1” to 8”, depending on Style 


“KING” Combination Nipple. Tubular 
steel or brass. Each size fits some size 
straight end hose. Sires Yi" to 10”. 
Also available with Victaulic type groove 
insteod of |.P 


"3500" Stee! Nipple. An all-purpose 
nipple machined from cold drawn steel 
bar. Large capacity bore. Sizes % “to!” 


“NO. 2500” Spray Coupling. For Spray 

and Cor Wash Hose. All steel, cadmium 

gees machined from bar stock. Sizes 
*to 1”. 


“DIXON” Barbed inserts. For spray, | 
point spray and air hose. Made from 
steel bor, codmium plated, or brass bor 


Be comps Be 
ao , STrrTT OW Preece rte ’ \ Sal 
we si Wy 


“BOSS” Hose Mender, Style BM-16. 
Used to quickly repair high or low 
ere, hose. Cadmium plated. Sizes 
’" twos 


we “s 
Se ek 


“DIXON” Swivel Connection. Turns freely 
under pressure. Prevents twisting, kink- 
ing of hose. Plated steel. Sizes 4 10%” 


“BOSS” Seif- to Air Valves. Self 
a = ing, full- flow. Built 
in handle. Taner he ve? 





MODIFICATIONS of Wawecland 
Fallows. . .DEVELOPMENT of 


Special Fillings 


..-10 SOLVE 


SPECIAL PROBLEMS 


In addition to completely different 
and highly specialized fittings which 
we are frequently called upon to 
make, we have many times recom- 
ended changes in existing regular-line 
products to meet unusual require- 
ments. This can generally be done at 
moderate cost. A typical example of 
this is illustrated—addition of grip- 
ping flanges on edge of center sec- 
tion of a standard “King" Combina- 
tion Nipple, to engage extension 
“fingers” on specially made saddles 
of “King” Double-Bolt Clamp. Result 
—dgreatly increased holding strength 
of connection. 


NEW FACILITIES 


10 Joced uo YOUR 
SHIPMENTS... 


Supplementing our improved stock 
storage arrangement, a conveying 
system has been installed to more 
rapidly “feed” the large shipping 
section. This has greatly increased 
the speed of assembling orders for 
loading and shipment by truck, rail 
and air. Unit Packaging has made 
all phases of handling easier for 
us, too! 


WAREHOUSE STOCKS 
AT FIVE BRANCHES 


Finished Fittings and Parts of general- 
demand items in the Dixon Quality 
Line are adequately warehoused at 
Chicago, Birmingham, Los Angeles, 
Houston and Toronto... to facilitate 
normal deliveries and to meet any 
emergency requirements of Distribu- 
tors in those areas... another phase 
of Dixon service! 


oa SALES HELPS? 


Most Dixon Distributors make 
profitable use of the several 
Envelope Stuffers, Folders, Con- 
densed Catalogs and other Direct 
Mail material which we gladly 
supply in any required quantities 
with the Distributor’s imprint. For 
many years this has been an 
important part of the Dixon- 
Distributor sales effort. 

Another aid to Distributor sales 
is the consistent advertising sched- 
ule maintained in Business Papers 
reaching virtually all industrial 
markets. 


SPECIAL METALS... 


While nearly all products in the Dixon Line 
are regularly furnished in Malleable Iron or 
Steel (Cadmium Plated or Plain), Brass or 
Bronze, they are readily available in Stain- 
less Steel, Aluminum, Monel Metal and Special 
Alloys to meet the widest variety of anti- 
corrosion, anti-abrasion requirements. Such 
fittings are used by the Chemical, Food 
Processing, Dairy, Petroleum, Mining and 
Agricultural Industries, and in many Marine 
installations, Sand-blasting, Grouting, etc. 





IT’S DEPENDABLE 


DIXON (ile Eyring @ 


GENERAL OFFICES & FACTORY 


BIRMINGHAM + LOS ANGELE 


PHILADELPHIA 22, PA. BRAD 
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CHICAGO-LATROBE 





THE 
Chicago-Latrobe’s plant is big. But its bigness isn’t THINGS AT 
as gratifying as the distributor support on which fal "llel Veter 
it depends. In the future, as in the past, Chicago- WN ie@):12 
Ferree tinulaticorme-tmeerialitmcemesti me) nO ey SERVICE 





for not only the finest cutting tools but service and 
continued cooperation as well. It’s the little things 
that make bigness possible . . . and worthwhile. sen 


{ INDUSTRY 


Chicago- 
, Latrobe 


RELATIONS 





j 


I ~*~ 
fou." 
«hd 














411 WEST ONTARIO STREET * CHICAGO 10, ILLINOIS 








| Now you can afford to equip your 


WON DELTA south seno Jogan 


L lathes with the world’s most modern 
_ | __ collet chuck and its Rubber-Flex Collets 


$70" 565% 


Model 50 Complete Set of 
Collet Chuck 10 Rubber-Flex Collets 


4 
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You get a lot more for less! 


7 is a brand new nose type handwheel chuck 
model is quicker to operate 
e is easier to operate 
is more accurate 
develops more torque 
increases lathe capacity 
mounts directly onto your spindle 
costs less... less...less... 


A lot more for a lot less... 


70° 


for the chuck! 


65" 


for the collets! 
($6.50 each) 


An entirely new series of ten Jacobs Rub- 


ber-F lex Collets has been developed along How one Rubber-Flex collet 


with the world’s most modern collet chuck. 


Rubber-Flex collets do more because: replaces seven split steel collets 


e Jaws are always parallel for 
greater accuracy... This is the chuck, 
maximum runout .001”. these are the collets, 
e Extra long bearing surfaces for your... 


Saree GHENT grt. ATLAS « DELTA e LOGAN 
e Only 10 collets chuck all bar 


eon ereae ppgggth i SHELDON + SOUTH BEND 


range per collet. ... lathes 


See your Jacobs industrial supply 
distributor. Let him prove these 
fantastic facts with a convincing 
demonstration at your desk! 
Call him today. SEIN 
iz CHUCKS 


JACOBS MANUFACTURING COMPANY * WEST HARTFORD, CONNECTICUT 
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JOB-PROFIT TOOLING IDEAS FROM GREENLEE in powerful spread 
advertisements like this regularly reach your key customers and prospects . . . create extra tool sales oppor- 
tunities for you. Tie in your selling efforts with Greenlee Job-Profit Tooling . . . the complete line of timesaving 
tools, all from a single source! 


no special 
attachments 
needed to bend 
ALUMINUM 
CONDUIT 


with Greenlee 


lightweight benders 


When your jobs call for bending aluminum conduit, 
you can streamline operations and make big savings 
in labor and materials with a standard Greenlee light- 
weight hydraulic bender. 


Designed to accommodate both steel and aluminum 
conduit and pipe without special attachments, Green- 
lee lightweight benders are extra rugged, fast, powerful 
. . . yet one man can easily transport, set up and 
quickly make uniform bends. 


Shown at right are two views of aluminum conduit 
installations on a large electrical job now in progress. 
Top illustration shows 16 parallel runs of aluminum 
conduit with offsets made by a Greenlee No. 888 
multipurpose hydraulic bender. Job is typical of 
accuracy and uniformity of duplicate bends easily 
made in one shot with Greenlee No. 888 benders. 


Lower picture shows complex duplicate offsets and 
concentric bends at intersection of several conduit 
runs. All conduit is aluminum and all offsets were 
made with a Greenlee No. 888 multipurpose hy- 
draulic bender . . . other bends were made with a 
Greenlee No. 884. 


Four Job-Profit Tooling Ideas using Greenlee hy- 
draulic benders are shown on the facing page. High- 
strength aluminum alloy construction of Greenlee 
benders holds weight to a minimum for easy 
portability and one-man operation. 





Idea for faster, more efficient 


bending — Cost for all your bending jobs 
can often be reduced by half or more with a 
Greenlee No. 880 lightweight hydraulic 
bender (above) for 44” - 2” aluminum or steel 
conduit. Available for hand or power pump 
operation, the No. 880 makes 90° bends in 2” 
conduit in approximately five minutes with 
hand pump... less than a minute with a 
Greenlee power pump. Conduit is inserted 
and removed from the front . . . permits fast 
“in-place” bending. 


Idea for controlling costs, 


making better installations — 
Actual on-the-job figures show that with a 
Greenlee No. 883 bender, costs for making 
bends in aluminum or steel conduit run about 
one third of that for using manufactured 
bends and fittings. Complete portability of 
this lightweight unit makes transportation 
fast and easy. The No. 883 accommodates 
eight sizes of conduit from 4%” -3” ... re- 
quires only one size of pipe supports for 
complete range. Fast hand or power pump 
operation, plus mobility make this compact 
bender one of the most important tool in 
vestments you can make today. 


Idea for streamlining 
bending operations 
on large-diameter 
conduit—Contractors across 
the country are finding big 
aluminum and steel conduit in- 
stallation jobs are quickly com- 
pleted with better results, more 
uniform quality when they put 
a Greenlee No. 884 lightweight 
hydraulic bender to work. Forty 
tons of ram pressure quickly 
make 90° bends in one shot in 
conduit ranging from 1” - 4”. 
Operated with standard hand 
pump or Greenlee power pump. 


a ‘ln. 


Idea for making offsets in seconds, with one 
setting, one shot— When job requirements call for offset bends, 
make them on the job—in seconds — with a Greenlee No. 888 multi- 
purpose hydraulic bender. Offsets always correctly aligned — no doglegs! 
Easily operated by one man, this bender also makes 90° bends close to the 
end of the pipe in one shot. For 14" - 2” conduit, the No. 888 features 


hand or power operation . . . heavy-duty casters for easy transportation. 


Greenlee Job-Profit Tooling offers a complete line of timesaving tools for 
electrical construction. Get the complete story on how they can help you 
to control costs, write for Bulletin E-240 today. 


GREENLEE TOOL CO. 1918 Columbia Avenue, Rockford, Illinois 


TOOLS FOR CRAFTSMEN 


GREENLEE JOB-PROFIT TOOLING 


---cost control for contractors 
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Now RBzW simplifies 


makes handling of 


NOW IT’S EASY: 


this is a screw this is a nut 


AAA 


aR RRC piglet egy | | 
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« New common-sense nomenclature opens way 
for reductions in inventory 


New, CLEARER descriptions have re- 
placed long standing, but confusing, 
names in fastener nomenclature. 
Though it’s a simple step, it’s a major 
one. The new names and descriptions 
will save much time all along the line 
in ordering and checking shipments. 
They’ll help you reduce errors as well 
as stock requirements, by eliminating 
needless duplication. 


The most important clarification lies 
in the terms nut, bolt, screw. Any 
fastener with a head at one end and 
threads at the other is now a screw. 
Nuts are still nuts. A screw furnished 
with a nut is called a bolt. 


inventory savings and faster turnover 
are possible by ordering a stock of 
hex screws, with separately packaged 
hex nuts. Sell the hex screws where 
you used to sell cap screws; sell them 
with nuts where you sold bolts. What 
could be more to your advantage? 


Part of a continuing program. If 
there’s a way to bring you a better 
product, RB&W adopts it. If there’s 
something to be done to make fas- 
teners more profitable for you, RB&W 
does it. That’s why so many distrib- 
utors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N.Y. 
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fastener names 


fasteners more profitable for you 


together, they make a bolt* 


furnished unassembled 





RB&W HEX FASTENERS 
Size Range - Pockages MJ and Bulk @ 
DIAMETER 
544" 


115th year 


HEX SCREWS HEX SCREWS HEX SCREWS 
@ Pkg. or @Bulk | MB Pkg. or @ Bulk @ Bulk 
Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, Ill.; Los Angeles, 
Calif. Additional sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco; Sales agents at: Cleveland; Mil- 
HEX BOLTS HEX BOLTS @ Bulk waukee; New Orleans; Denver; Fargo. 

B Pkg. or @ Bulk @ Bulk 


See note See note | UNFINISHED 


HEX BOLTS 





HEX SCREWS NEW RBAW FASTENER NOMENCLATURE 
‘* E flectwe February ~” 
Bulk 


SCREW & BOLT TERMINOLOGY 
| | 
HEX SCREWSME@ | HEX SCREWS @ 


HEX BOLTS M@ | HEX BOLTS e 
UNFIN. HEX SCREWS @ | UNFIN. HEX SCREWS @ 





IF i Blue Sed 


Product New Abbrevietion Old Abbrevietion 
8” SCREWS - Hooded ond Threeded Product furnished Without « Nut 
All HEX SCREWS furnished coorse or fine thread 

All HEX BOLTS ond UNFINISHED HEX SCREWS furnished coor 








> - Set 
LENGTH [ 


NOTE: HEX BOLTS 4" through I" x 6" and shorter 
ore HEX SCREWS with HEX NUTS 
All other HEX BOLTS ore UNFINISHED HEX SCREWS 
with HEX NUTS through 1” diometer; 
with UNFINISHED HEX NUTS over I" 


HIGH STRENGTH HEX SCREWS available wherever HEX SCREWS appear above 














Chart shows size range of RB&W Hex Screws and Bolts and de- 
fines new package range as well as availability in bulk containers. 





BOLTS — Heeded end Threeded Product Furnished With « Mut 
The following products ore fumi shed with Hem Mute they I" diemeter and Hex Unfinished Nuts 1-1/8" ond 1-1/4" 
eters 


Nomenclature chart shows how new abbreviations (encircled in 
yellow) are shorter than old ones to the right. List is further 
simplified by eliminating duplications, especially in hex-head 
products. Ask RBaW for details. 
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\WILLIAM 


mewn ste EAM & CO. 


OIVIBION OF UNITED-GREENFIELD CORPO! 10m 


ALOE SS  mmesTmst AND AUTOMOTIVE WRENCHES, TOOLS AMO oROP-FoRcmes 


w 400 VULCAN STREET 


BUFFALO 7, w.Y 


y2nd Street 
36, N.Y. 


Mill: 
ilding strong brand preference is necessary for 
le distributor relations. By preselling purchasing 
Williams' Distributors can make the most effective 
* their salesmen's time, 


Our advertising in P iASING WEEK continually 
preference for Williams among Purchasing Agents 
out industry. Their "Reader-Feedback" reports have 
convince us that PURCHASING WEEK delivers this stinm- 


and effective coverage. 


Industrial Distributors are the backbone of 


Since 
creating demand and preference 


" national sales effort, 


the products they sell becomes the most important pert 


* our advertising job. 
Sincerely 


John Armstrong 
Advertising Manager 





“Since Industrial Distributors are the backbone 
of our national sales effort, creating demand and 
preference for the products they sell becomes 
the most important part of our advertising job.” 
Thus writes John Armstrong, J. H. Williams & 
Co. Advertising Manager, in reporting on Wil- 
liams’ sales promotional and advertising activi- 
ties in behalf of its industrial distributors. 


Mr. Armstrong goes on to say, “Building strong 
brand preference is necessary for profitable dis- 
per tributor relations. By preselling purchasing 
ee: agents, Williams’ Distributors can make the 
lI : most effective use of their salesmen’s time.” 


Illustrated here are some of the many catalogs, 

: Riaz you~ —_ bulletins, mailing pieces, etc., which Williams 

Tn ROFTABLY SPEND YOUR Wer makes available to its authorized distributors to 

30 Seconds with Williams help create new sales opportunities. Also illus- 
trated is one of the spread advertisements which 
Williams is placing in PURCHASING WEEK, 
McGraw-Hill’s National Newspaper of Purchas- 
ing, and other business publications. 


In commenting on Williams’ advertising pro- 
gram in PURCHASING WEEK, Mr. Arm- 
strong has this to say: ‘““Our advertising in 
PURCHASING WEEK continually develops 
preference for Williams among Purchasing 
Agents throughout industry. ‘Reader Feedback’ 
reports have helped convince us that 
PURCHASING WEEK delivers this stimulat- 
ing and effective coverage.” 

Suppliers to industry, in rapidly increasing 


numbers, are advertising in PURCHASING WEEK. 
Here are some of the reasons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought— 
through you. 


3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to ad- 
vertise regularly in PURCHASING WEEK. 


Purchasing Week 


Me GRAW.-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 West 42d Street, New York 36, N. Y. GD) 4D: 


‘ 
Tean® 
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Portable Hydrastat Unit 


Sell your 
customers on 


SPEEDING UP. 


with a 


HYDRASTAT 
PAINT 
SYSTEM! 


Your market is big! Every paint con- 
tractor and maintenance superin- 
tendent who is not using this new, 
improved method of spray painting 
is your prospect. Here’s why it’s easy 
to sell the new Hydrastat System: 
Airless pump puts paint on 80% faster! 
Atomizes paint by high pump pres- 
sure — without use of heat, without 
atomizing air. Puts paint only where 
it’s wanted . . . virtually eliminates 
bounce-back and overspray . . . cuts 
labor and paint costs . . . reduces 
exhaust requirements and fire haz- 
ards ... simplifies clean-up... 
pands working area. 


ex- 


“4 


Gives improved uniformity, greater 
coverage! Assures even flow of paint 
at constant pressures . . . operates at 
24 to 1 ratio. Continuous agitation 
assures color uniformity and elimi- 
nates settling out of pigments. Hy- 
drastat Systems are available in a 
portable unit (illustrated) to accom- 
modate 1 gallon to 10 gallon origi- 
nal containers, and in a model to fit 
54-gallon drums. 


Test Your Market! Prove to yourself 
that the Hydrastat System has a big 
profit potential in your area! Write 
for action-getting sales material 
available from Alemite. 


ALEMITE 


STEWART- WARNER 


CORPORATION 


Dept. JJ-50, 1850 Diversey Parkway, Chicago 14, Illinois 


INDUSTRIAL DISTRIBUTION e MAY, 1960 








CORRECTING | 
MOTION ON ASP 


i“, 





SOLVING Pili 
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PROGRAM 





CORRECTING FOR RANDOM 
» MOTION ON ASPHALT FEED-LINE 










SOLVING SHOCK MOTION 
AND MISALIGNMENT ON OROP FORGE 


asl CORRECTING FOR RECIPROCATING 
MOTION ON SINGLE PLATEN PRESS 


A BIG (Aeo GYLUY 4 tunity 
EXISTS WHEREVER YOU FIND 
THESE PIPING PROBLEMS! 





THERMAL 
VIBRATI - 
— EXPANSION & CONTRACTION 


PSA 








CONFINED 
PIPING SPACE 
— Tr 
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SOLVING PIPING SPACE PREVENTING VALVE DAMAGE | CORRECTING FOR THERMAL GROWTH 
PROBLEM ON DE-WAKXING FILTER VIBRATION STRESS ON COMPRESSOR ON STEAM GENERATOR DISCHARGE LINE 


f 
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Big market, big volume, big dollar return... 
on small investment 








Join the most experienced name in flexible metal hose in a proved, 
working program that intelligently opens unlimited sales opportu- 
nities. Flexonics alone has the exposure to industry, the product de- 
velopment know-how, and the engineering and research facilities to 
make this program work for you— simply, directly and profitably. 
This program rests on the simple recognition of the basic flexible 
metal hose needs that exist in every plant you enter. Flexonics will 
train you to easily recognize them show you how to creatively sell 
these applications. With Flexonics Pipe Motion Specialists behind 


you, you become a PMS distributor with a world of new sales potential. 


RETURN THIS COUPON! 4 Fiexonics representative 


will call on you with the complete PMS brochure 





i e eeeeeeeo eens @eeeeesd e 
The brochure gives details on: eecee e ai 


1. How the program works—profit, 
margins! FLEXONICS CORPORATION 


1314 SOUTH THIRD AVENUE * MAYWOOD, ILLINOIS 
2. Liberal distributor & exchange policies 


I'm interested in the new sales opportunities of becoming an authorized 


3. Free trainin f your personnel 
. oor ne Fiexonics PMS Distributor. Have your representative contact me 


4. The most complete, finest quality line 
you can offer. 





5. The new “PMS" Emergency Factory NAME ~ 
Stock—that guarantees prompt delivery 
of your emergency needs. 
COMPANY —_ 
6. Facts on your local flexible metal hose 
market. 
7. The big advertising and direct mail ADDRESS — 
back-up you will receive. 
CITY = ee RS eee 
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HERE'S HOW YOU PROFIT AS A 


FLEXIBLE METAL HOSE 
IS BIG BUSINESS 


Every area of industry and commerce is a user. 
From manufacturing, transportation, utilities 
to construction, the depth of use is increasing 
constantly. 


YOU WILL BE OFFERING 
A NEEDED PRODUCT LINE 


Flexible metal hose is a product that, in what- 
ever form it takes, performs a cost saving, 
efficiency - building function that safeguards 
equipment, machinery and systems. 


FLEXONICS IS THE LEADING NAME 
IN QUALITY METAL HOSE 


From the turn of the century to the demands 
of the space age, Flexonics products have 
played a pioneering roll in product develop- 
ment — of great significance to our industrial 
growth and national defense. It is the most 
experienced name in the field .. . renowned 
tor quality. 


FLEXONICS PMS PROGRAM OFFERS THE 
BROADEST LINE OF STANDARD PRODUCTS 


In flexible hose, hose assemblies, flexible con- 
nectors, vibra-sorbers and a host of commodity 
products, the Flexonics standard line is com- 
plete — and fully oriented to customer require- 


ments. Special applications are met on request. 


FLEXONICS TRAINS YOUR 
PERSONNEL TO BECOME MORE 
VALUABLE SALESMEN 


Flexonics vast exposure and experience in 
metal hose applications is passed on to your 
personnel in a sound and comprehensive train- 
ing course. 


MOST HIGHLY QUALIFIED RESEARCH 
AND DEVELOPMENT BACKS YOU 


The record number of “firsts in industry” won 
by Flexonics is indicative of its research capa- 
bility. Its R & D staff, working with the most 
advanced equipment and techniques, are rec- 
ognized for their mastery of metals. This 
greatly enhances your sales position. 


SOUND, YET LIBERAL DISTRIBUTOR 
AGREEMENT AND STOCK EXCHANGE 
POLICY 


Both are designed to effect real sales incen- 
tive ... give the new distributor a highly lib- 
eral working basis for the first year and an 
equitable stocking requirement thereafter. 


AGGRESSIVE MAGAZINE AND DIRECT 
MAIL ADVERTISING SUPPORT 


Month after month Flexonics advertising in a 
broad list of industrial magazines will be sell- 
ing your PMS capabilities to every potential 
user in your area. This, plus hard hitting direct 
mail advertising personalized in your name. 


FLEXONICS CORPORATION 


MAYWOOD, ILLINOIS 


A SUBSIDIARY OF CALUMET & HECLA, INCORPORATED 











IT'S EASY TO SELL 
“INCREASED 
PRODUCTION’ 


The column at the right is a typical LUBRIPLATE 
testimonial advertisement now being read by thou- 
sands and thousands of machinery operators. It 
creates a ready market for the Industrial Supply 
Salesmen who carry the LUBRIPLATE Line. 


In this day of ever increasing material and labor 
costs, the manufacturer is seeking more efficient 
production. He is looking for higher speed operation, 
less down time, fewer parts replacements and re- 
duced spoilage, in order to keep his product in line 
pricewise. Because LUBRIPLATE Lubricants give 
him these time and money saving advantages, he is 
naturally interested in LUBRIPLATE oils and greases. 


The beauty of selling LUBRIPLATE Lubricants is that 
they perform like no other lubricants on the market. 
Once a user always a user. It is worth your while 
to introduce them. LUBRIPLATE'’S territorial policy 
assures you that every customer you make is yours 
for keeps. LUBRIPLATE Lubricants are promoted by 
strong advertising in the most important industrial 
journals. LUBRIPLATE Factory Representatives are 
always available to work with you when you need 
help or special service 


Cash in on this modern trend. Offer LUBRIPLATE 


Lubricants for present and future profits. 


LUBRIPLATE 


THE MODERN LUBRICANT 





"THIS LUBRICANT 
ENABLED U¢ 
TO INCREASE 
PRODUCTION” 


says—PITTSBURGH TUBE COMPANY 
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“Our 70,000 pound Draw 
Bench was designed to operate 
it a maximum of 80 feet per minute, full 
load. We decided to increase the drawing 
speed on lighter tubing to 100 and 104 
feet per minute. This overloaded the 
Speed Reducer, however, causing it to 
overheat. We tried four different makes 
of oils without success before trying 
LUBRIPLATE A.P.G. 90. With LuBRI- 
PLATE, we are able to pull heavier tubing 
than before at 104 feet per minute with- 
out the Reducer overheating.” 
R. S. Vorous 
Maintenance Engineer 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 


in grease and fluid densi- 
ties for every purpose... WBRIPLATE 
LUBRIPLATE H.D.S. 


MorTor OIL meets today’s ~ D S 
exacting requirements for tenaca 
gasoline and diesel 

engines. pF 4 
For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘‘LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 





auearcatio’ 


PSKE BROTHERS REF iNING, CO 
ms ro. c00 © 





Be re 


GET THE 


NEW, COMPLETE PROFIT PICTURE 


on MULTI-USE, SOFT RUBBER BONDED ABRASIVES 
—THE ONLY COMPLETE, COMPREHENSIVE STOCK LINE! 


The revealing, new medium for achieving big- 
ger savings, improved product quality, for your 
customers ... The revolutionary, new concept 
of abrasive applications . .. The refreshing, new 


sales approach for alert dealers and salesmen! 


Brightboy’s new catalog, a splendid sales tool, 
contains the latest working data and product 
listings 


© Brightboy sizes, grains, textures, machine 
speeds, on all 49 readily available ‘Job- 
Matched’ stock compounds for machine and 
manual operations 


® new and revised wheel sizes; center hole speci- 
fications conforming to American Standards 
safety specifications 


© refreshing, new methods and applications. 


Says one prominent distributor: 


“In 1959 we added several new lines. Brightboy has 
turned out to be the most important addition. Volume 
wise, very profitable. In addition, it has caused us to ex- 
tend our coverage to areas not previously called on, and 
has opened doors to many accounts which we did little 


or nothing with before”. 
Che advantages of multi-use Brightboy probably are not 


known as yet to many of your customers, And plants No plant working in metals, wood, plastics or laminated 


presently using Brightboy may not be fully cognizant materials should be without the new Brightboy Catalog 
of the revolutionary, new concept which it pioneers. You which you should offer to outline the exceptional advan- 


have a mushrooming, practically virgin field! tages of rubber-cushioned abrasives. Write for it, and 


for inviting sales plan. 
BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abresives 


NATIONALLY KNOWN NATIONALLY DEMANDED NATIONALLY ADVERTISED 
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How Mac-it’s (iStribution policy 


assures a profit for you 





| med Mac-it distributor benefits from Mac-it’s effective profit- 
protection policy. Our selective distribution gives you non- 
competing rights in your territory. 

There are no “house accounts.” All sales in your area, including 
high-volume sales to original equipment manufacturers, belong 
to you. 

A strict pricing policy guarantees you a profitable return on 
every sale. 

Because we want ai/ your stock to work for you, we keep it in 
balance without any penalty. 

Factory-trained field help works with you exclusively in your 
territory. 

A complete product line, same-day delivery service and net 
pricing are other benefits that make the Mac-it line of alloy steel 
screws valuable to you. 

Your territory may be open. Write, wire or phone for information. 


MAC-IT PARTS COMPANY « DEPT. 15, LANCASTER, PA. 





Here’s what distributors say 
about Mac-it policy... 


Like their policy of exclusive distribu- 
torships. 
HARTFIELD-HEALY SUPPLY CO. 
BUFFALO, N.Y. 
We like Mac-it’s policy of not selling 
direct to OEM’s. 
GRINDING SUPPLIES & SERVICE CO. 
DETROIT, MICH. 
Mac-it holds the line on pricing. 
SMYTH-DESPARD CO. 
UTICA, N.Y. 
Mac-it’s sales policy is good for the 
distributor. 
THE WESTERN IRON STORES CO. 
MILWAUKEE, WISC. 


J77TJdea] 


MAC-IT ALLOY STEEL SCREWS 
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Thor 


Everything you want in 
Electric Torque Control--- 


ana mow! 


Thor Uni-Tork screwdrivers and nut setters make 
torque control with threaded fasteners as simple as 


turning on a light. Uni-Tork takes the guesswork 


and operator judgment out of the driving of fasteners. 
Uni-Tork snaps out of engagement when desired 
torque has been reached, snaps in when applied to 
the work again. Uni-Tork is available on popular 
Thor “Silver Line” series of electric screwdrivers 
and nut setters... and on Thor air tools. Sell the 
power tools that think for themselves. Thor Power 
Tool Company, Aurora, Illinois. Branches in all 


principal cities. 
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YEARS OF PROGRESS... 
AND READY FOR 50 MORE 


When Victor Balata opened its doors for business back in 
1910, the founder never dreamed that belting would, in half 
1 century, make such important contributions in American 
industry 


Our first 50 years have brought growth and diversification, 
and a record of sound accomplishment. We are happy to 
have served so many fine customers over the years, and to 
have enjoyed the friendliest of relations with the splendid 
corps of distributors selling our products from coast to coast. 
The Triple Mill Supply Convention is the right time and 
place to thank our distributors publicly for developing with 
us the many opportunities to help solve belting problems in a 
wide range of industries, and to acquaint hundreds of com- 
panies with Victor Balata’s specialized belting experience. 
If you do not know us, we would like to get acquainted. If 
you are not already deriving benefits from our profit oppor- 
tunities, there is a place for you in the next half-century of 
Victor Balata progress. 

Get in touch with us at the convention for we will be in 


booth 446, or drop us a line. We shall be delighted to talk 
things over. @ 2339 


# 
4 CTor Batata & Textile Betting Co. 


53 Park Place, New York 7 © 300-306 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 
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offers Distributors 
more opportunity for profits** 


*More Selling Features ! 


From the first impression of modern design 
and substantial construction to the detailed 
examination of bearings, controls, drives, and 
workmanship, SHELDON Lathes check out 
as quality built. In extra capacity and power 
for size, in range of operating speeds, in ac- 
curacy and ease of handling, SHELDON 
lathes are right up-to-the-minute. With ‘‘Zero 
Precision” tapered roller bearings, 60 pitch 
gear boxes, full box aprons, drop-lever clutches, 
and push button controls they have the “big 
lathe” features usually available only on larger 
more costly machine tools. 

Moderate in price, they are easy to sell. 
Crated, completely assembled, they are easily 
priced and handled. Of sizes and types bought 
every day, they offer an. opportunity for 
volume sales. 




















The Sheldon Line also provides 
its Distributors with 


SHELDON MILLING MACHINES 


a modern, fast selling line of ‘‘Size 
O” milling machine 


SHELDON 12” SHAPER 


fills the need for a 
smaller (12”) back 
geared industrial qual- 
ity shaper. 


Geared 
Head Lathes 
Sheldon-built, 
these new Se- 
¥% »astian Lathes 
are opening 
heavier equip- 
ment markets 
for many Shel- 
don Distribu- 
tors. 





= for Extra Sales and te 























*4 Complete Line to Sell! 


for the Tool Room 


...acomplete line, 10”, 11’ 
and 13” Precision Lathes 
including new 11” and 13” 
variable speed lathes that 
give any speed instantly 
under power (by pushing 
buttons and watching large 
tachometer dial in head- 
stock). 


for Production 


- - - a full line of second 
operation lathes, also a 
series of turret lathes with 
push button selection of 
spindle speeds, 1” collet ca- 
pacity (1%4” hole thru spin- 
dle). Standard equipment 
includes: 6 station bed tur- 
ret with 6” stroke and hand 
lever cross slide with two 
adjustable tool blocks. 
Much optional equipment. 


for Bigger Saving 


... new, larger, heavier 15 
inch series of lathes with 
revolutionary design, 11%” 
hole thru spindle, 60 pitch 
gear box, push button sta- 
tions, extra power and 
speeds to take full advan- 
tage of new cutting ma- 
terials. Optional gear-shift 
drive . . . low, low price. 


for the Laboratory or Shop 


. complete line of 
moderate priced small pp. 
precision lathes, (4 
bench models, cabinet 7 # 
models, or pedestal | 
mounted, with wide 7 
choice of drives. 


Wate ter Geta, ucis Atte ond SHELDON MACHINE CO., Inc. 


popular, nationally advertised line, 


4232 NORTH KNOX AVENUE e CHICAGO 41, ILLINOIS 
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Air Line Controls. Three- 
way protection for any air- 














operated tool, cylinder or 








clutch. Cleans air, reg- 
ulates pressure, loads air 
stream with proper amount 
of oil. 























| Paint Spray Equipment. High-pressure airless 
“Hydrastat” Paint Spray units; heavy-duty, high- 
volume air-operated “Seventy-Eight” pumps; fil- 
ters, regulators, air transformers and hose. 





ONE OF THE TOP 10 


ALEMIT E 


Portable Service Sta- 
tions. Fast, efficient lu- 
brication of trucks and 
equipment —on the job. 
Job-built outfits to 
meet any need. Can be 
skid-mounted for easy 
towing, or permanently 
mounted on truck bed. 


Grease Guns and Fittings. Everything from a 14-oz. car- 
tridge load model to extra heavy-duty 24-0z. guns, with 
pressures ranging from 4,000 Ibs. to 10,000 Ibs. 


PROFIT LINES. 


a complete line of fast-selling industrial equipment 


Material Handling 
Equipment. Powerful 
Alemite Pumps deliver 
putties, adhesives, food- 
stuffs, and plastics di- 
rectly from original 
containers. Materials 
can be sprayed, ex- 
truded or applied. 





Bucket Pumps. High-pres- 
sure models for bearings 
equipped with pressure 
gun fittings; volume mod- 
els for large bearings and 
gear housings. Also units 
for hand gun loading. Lu- 
brikart holds grease guns, 
pumps, tanks. 








Power Pumps. A full 
line of high-pressure, 
high-speed air-operated 
pumps, electric pumps, 
overhead reels and 
Tote-a-Hose control 
valves. 











Surgepruf Hydraulic Hose and 
Couplings. A full range of high, 
medium high, medium and low 
pressure hose; reusable couplings 
and adapters. Fast, easy field as- 
sembly without special tools. 


For complete information write: 


ALEMITE 


DivisSton 


STEWART-WARNER 


Excellence] CORPORATION 


Dept. JJ-50, 1850 Diversey Parkway, Chicago 14, Illinois 


INDUSTRIAL DISTRIBUTION 


e MAY, 1960 





New Sales Opportunities 
for PROTO Distributors 





hoe” 





Engineers’ Wrenches, Engineers’ Wrenches, Pin Spanners, Adjustable Face Adjustable Hook Construction Structural Wrenches, 
32 sizes, 15° offset, 40 sizes, 15° offset, 15 sizes, single Spanners,3 sizes. Spanners, 4 sizes. Wrenches, 15 sizes 23 sizes, straight 
single head, open double head, open pin. Fed. Spec. Fed. Spec Fed. Spec. 15° offset, single openings with offset 
end. Fed. Spec. GGG- end. Fed. Spec. GGG GGG-W-665, GGG-W-665, GGG-W-665 head, tapered align heads, tapered 
W-636-a, Type V W-636-a, Type IV Type Il Type Ill, Class 1 Type |, Class 1 ment end aligning ends. Fed 
Spec. GGG-W-636-a 
Type IX, Class 1 


132 New Industrial Wrenches Now In Proto Line 


The most needed sizes and types of industrial wrenches and spanners are now 
included in the Proto Industrial Line. These new tools are all drop forged, in 
high quality carbon steel, heat treated and broached or milled to highest indus- 
try standards. 

Your heavy construction customers use them all the time. And there is a 
lot of business for you in all the metalworking trades. 

Special-quantity orders, special opening combinations, and special shapes 
can be delivered through Proto’s Contract Sales Department. They’ll process 
your requests for quotation fast, too. 

These new carbon wrenches are heart- 
of-the-line items—the fastest movers. PROTO TOOLS 

For you that means door-openers, new 
business, volume business. PROrEssIONA Quauty TO 


2214 Santa Fe Avenue, Los Angeles 54, California » 514 Allen Street, Jamestown, New York + 1714 Oxford East, London, Ontario, Canada 
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A leading distributor te//s us: 


“It is imperative that we.carry quality lines, 
well known to industry. Customer acceptance is one of 


the greatest assets we can have in selling a line.” 


Writes W. A. Haverwas, President, Morman Belting, 
Milwaukee, Wisconsin. 


“Gates is so well known... 
much of our selling job is 
already done!” 


““Gates has always been one of our top lines, because it is well 





known by industrial users in this area. Most of our customers specify 
Gates by name when ordering V-belts and hose. The ease of 
selling Gates products make the line one of our favorites. . . 


and one of our biggest profit makers.” 


World’s largest maker of V-Belts 
The Gates Rubber Company (GN 


Denver, Colorado 
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‘I bought *70,000 worth 


...yet they wouldn’t call me a Customer” 


“Funny guys operating Jenkins . . . they won’t call any distributor of Jenkins Valves a 


customer. They say I’m a partner . . . an important part of their company. Unusual, maybe, 
but it’s fine with me. I’ve found it makes a distributor an insider in fact, and in all kinds of 
ways that make business more pleasant and more profitable.” 


From the “grapevine” that carries back some of the things distributors say about us. 


MOST TRUSTED 
TRADEMARK 
IN THE 


joni 


WORLD 


VALVE 
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|Y “APEWELL 


is the originator and 


developer of the 
revolutionary new 


‘se §PEED-BAND' 


double carbide 
Band Saws 


“APEWELL 


Distributors 
can sell them! 


THE CAPEWELL MFG. CO., 
HARTFORD 2, CONN. 
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SALES CALL MARATHON-In the March issue 
of ID, we mentioned some long distance sales trips 
made by Jack Fratzke, W.S. Nott Co., Minneapolis, 
ind Dallas Neese, Odell Mill Supply Co., Greensboro, 
N.C. Now we have another entry in the marathon 
from Joseph Horvath, Seaboard Mill Supply Co., New 
Brunswick, N. J. Horvath writes: “We noted men 
tion of Jack Fratzke and Dallas Neese on long dis 

1] 


tance calls. My boss, Harold Niemark, may be con- 


sidered for top honors on that list. His call was to 
Cape Canaveral, Fla.” Niemark modestly admitted 


the call was successful and he’d like to make another 


INITIATED-—Sigma ‘Tau lota, industrial distribution 
society at Clarkson College of ‘Technology, initiated 
ind Editor-Publisher of ID, Dr. Walter 
Crowder, recently. Dr. Crowder was made honorary 
member. ‘The juniors are Keith A. Klafehn, Donald 
M. Finsthwait and Melvin D. Tomalty. Melvin 


comes from Brownsburg, Que., Canada 


three juniors 


HOW TO KEEP BUSY—Lee A. Wiley, Wiley- 
lughes Supply Co., ‘Trenton, N. J., has found out 
that civic duty can be exacting. He was recently 


elected Campaign Chairman of the local United Fund. 


BIG HEARTED~—Jack Wiggins of the C. E. Thurs 
ton & Sons office in Norfolk, Va. is the company’s 
champion blood donor. His heart has pumped, dur 
ing the past four years, three gallons of it into clinical 
looking jars for sick and injured throughout the coun 
try. A staunch believer in the American Red Cross 
Blood Program, Jack reports no ill effects from his 
generosity. Never felt better in his life! 


COOPERATIVES-—John R. Foster, Odell Mill Sup 
ply Co., Greensboro, N. C. recently addressed Greens 
boro Senior High cooperative students and their em- 
ployers at a recent banquet. The purpose of the ban- 
quet was to say “thanks” to the employers who ac- 
cepted the students and helped them to become 
adjusted to the business world. Companies the stu- 
dents train with are carefully selected and a regular 
program is worked out between employer and school 
coordinator. Foster is a former Greensboro School 
Board chairman 


REWARDED- Seven equipment distributors recently 
received certificate of merit plaques for “outstanding 
contributions to the construction industry and to the 
advancement of the free enterprise system” awarded 
by the Chamber of Commerce of the U.S. They 
are: L. Miner Doolen, Telford Equipment Co., 
Lansing, Mich.; A. F. Sersanous, Loggers & Con 
tractors Mach’y Co., Portland, Ore.; A. F. Garling- 
house, Garlinghouse, Fremon & Co., Los Angeles; 
R. L. Amold, Arnold Mach’y Co., Salt Lake City; 
J. W. How, Edward R. Bacon Co., San Francisco; 


Paul E. Reinhold, Atlas Equip’t Co., Pittsburgh, and 
H. D. Anderson, Rish Equip’t Co., Bluefield, W. Va. 
Incidentally, Mr. Anderson has just retired; J. Taylor 
Frazier, president of Bluefield Supply Co., succeeds 
him. 














STRETCH BREAK~—Instead of a coffee break, Carl 
Marshall, Marshall Tool & Supply Co., Los Angeles, 
has a gymnastic break. He is building a fully-equipped 
pocket-sized gym in a spare room near his office. Likes 
to keep fit on the job and encourages others to do the 
same. Hip, one, two—! J.A.W. 


INDUSTRIAL DISTRIBUTION e MAY, 1960 





Yale midget kin 
as 
link chain hoists are the newest develop- 
ment in the full line of Yale lightweight 
electrics. The versatile Midget King lets 
the operator pick up material not directly 
under the hoist itself because the durable 
alloy type link chain flexes in any plane. 
Easy to move and store, the Midget King 
can be operated for less than two cents a 
day. Hook or trolley models are available, 
in capacities of ¥, “4, 2, 1 and 2 tons. 
Hoist-and-load protecting upper and lower 
limit stops plus two brakes provide positive 
safety. Hardened alloy steel gears assure 
lengthy, economical service. Roller chain 
models of the Midget King are also avail- 
able. The complete line of Yale hand, air 
and electric hoists is ready for you — to 
accomplish any overhead handling task. 
Contact your Yale distributor listed under 


“‘Hoists” in the Yellow Pages of your phone 
directory. Or write for brochure +=577H to 
The Yale & Towne Manufacturing Co., Phila. 
15, Pa.—Hand, Air and Electric Hoists; Hand 
and Motor-Driven Trolleys. 


This ad, in dramatic 4-color, is appearing in: ‘‘Modern 


Materials Handling,” ‘‘Materials Handling Engineering,’’ 
‘*Mill and Factory,’’ ‘‘Purchasing 

Week,’ “‘Purchasing,’’ ‘‘Factory,’’ 4 
‘“‘Plant Engineering,’’ and ‘‘Pacific 

Factory,’’ to help pre-sell your YA L E. 
market. In addition, Yale backs 

up its distributor salesmen with INDUSTRIAL LIFT TRUCKS 
informative, useful literature, TRACTOR SHOVELS a HOISTS 


sales training programs and prod- 


ucts of high standards. Remember YALE & TOWNE 


— if it’s Yale, it sells best ! 























REPUBLIC'S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively supply- 
ing the requirements of the trade 
solicited. 

A QUALITY of product uniformly good 
i capable of delivering service re 
ilts that should reasonably be 
expected 

A PRICE basis inducing and making 


possible aggresi\ mpetition with 


ind 


reasonable profit u 

FREEDOM from competition from his 
urce of supply. either direct or in 

direct, among the trade covered by 
day-to-day solicitations 

SELLING helps of reasonable amounts 
that his sales force may be given 

the advantage of specialized training 

and a knowledge of the product sold. 


860’ of 60” 
Record Maker Conveyor 
Belt made by Republic Rubber. 


By A Republic Rubber Distributor 


How was this fine belt sale made? 


Simple. 


This distributor talks rubber belting, hose and 
packing on every call. His men talk rubber because 
most accounts place frequent orders for rubber. 
This helps their commissions. 


Why not talk the product the buyers buy? Your 
competitor’s men do because good rubber orders 
are being placed every day. 


If you are interested in a Republic Distributor 
Franchise, write to J. A. MaclIntire, Jr., General 
Sales Manager, Republic Rubber Division, Youngs- 
town 1, Ohio. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN |}, OHIO 
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Industrial wo 
WS 


Bditete.-4 


Planning for Pro ofits 


r att the functions of management, planning tends to be slighted or pur 
0 sued half heartedly with greater frequency than most other duties. This 
despite the fact that lack of planning is one of the most costly weaknesses of 
which management can be guilty (his bears investigation 

Planning is deciding in advance what is to be done. A plan is a projected 
course of action It involves four steps, (1) the determination that there 

blem and that something needs to be done—realization and identifi 

issembling facts and analysis of them, (3) developing alternative 

+) making a decision on a course of action. A failure at any 
esult in a planning failure 


planning is missed in man ises because the business 
its objectives spelled out The decision hasn’t been made 
the limits within which the business will operate For 
disposal, should I try to be a broad line dis 


in certain lines? Should I push Line A 


Without i de is10on as to what you want, what 


vou re shooting 


to achieve the undefined goals 
missed because the necessary facts are not 
may seem too hard to come by In the early davs of the air 


omething romant id ippealing about the self reliance 


ssfully flew bi seat of his pants.” But the same 
'= = 


ie bi ss man who approaches his manage 
ions without knowledge of acts bearing on the situation. In his 
he should certainly have the facts that will let him know that 


1] 
; 401 


action will result in profitable operations while 


1 given 
econd course will 


result 
rofit 


ind a third course in loss 
may sound a little theoretical. But turn to page > for a stimulating, prac 


irticle entitled, “Using Facts For Profits Here is a guide to how 


navigate steps “one ind “two” in your planning for a more proht 
| 
] 


In the first place, it will help you analyze your business to deter 


ou are not making as much out of it as vou should. Then it will tell 


ou can do to substantially increase the return on your investment. 


Motta A Bede 
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ORGANIZATION of credit-sales cooperation is the achieve- 
nent of Joseph Newcomb, treasurer, and H 


[. Wagener, presi- 


dent, James McGraw, Inc 


of Richmond, Va. Mr. Wagener, for 


merly sales manager, favors close liaison between departments 


Must Sales and Credit 


BO UVR? i, sacs wert, sesstes rs 


Not entirely, says Richmond, Va., distributor whose policy steers 
middle course between extreme attitudes and helps company’s profits. 


pene Y in no other area of man 
agement policy among distrib 
utors is there as much difference of 
opinion as on the question: should 
alesmen be involved with customer 


redit? ‘Those who say “no” base 
their opinion on the conviction that 
selling and credit are incompatible, 
that one function offsets the other 
hose who say “yes” base their 
opinion on the fact that delinquent 
that 


the customer pays his bills, 


ustomers are no customers 
unless 
there are no sales 


At James McGraw, 
Va., management 


Richmond, 
steers a middle 
course between these two extremes 
and, according to H. ‘Tl. Wagener, 


president, it works toward the com- 


90 


pany s main objective—to enhance 
profits. ‘The policy adopted leaves 
full responsibility for credit man 
agement to J. H. 
but the 


under Roy H. Smith, is expected 


Newcomb, treas 


urer, sales department, 
to cooperate by passing to the credit 
department information based on a 
sound basic knowledge of basic 
credit principles and practices. As 
Mr. Wagener summarizes it, if it 
sales 


is advantageous to have a 


minded credit department, it is 


doubly advantageous to have a 
credit-minded sales department. ‘To 
carry out the policy requires coopera- 
tion and a mutual understanding of 
each function. 


In the sales department is a “cus- 
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tomer data clerk”” who maintains a 
Onc 
item on the card is coded credit in 
formation kept current by the Credit 


Wheel Index of all customers. 


Department. 
the 
majority 

Credit 
Only 

whose coded rating is questionabl 
are referred to the Credit Depart 
ment. 


This procedure elimi 


nates necessity of routing the 


of orders through the 
Department for approval 


those orders to customers 


This procedure keeps both 


departments working closely to 
gether and on the alert for changes 
in customers’ status and speeds de 
livery of the goods. 

Salesmen’s involvement in collec 
tions 1s kept to a minimum and 


then only in outlying territories and 





with certain types of customers 
Their chief contribution is feedback 
to the 


information 


credit manager of critical 


concerning the credit 
status of all customers and prospects 

lhe credit department's contribu 
tion to sales is its positive approach 
Collection 


accounts is not the 


to delinquent accounts 
of past due 
sole objective 


it is Mr 


such 


Wherever possible 
Newcomb’s aim to help 
customers become regular 
taking 


counts, through advice and 


pavers, advantage of dis 
guid 
This help may take the form 


of arranging loans, straightening out 


ance 


unfavorable inventory positions ot 
improving accounting and collection 


practices 


Learn Credit Basics 


The initial step in carrving out 
such a policy is the training of sales 
men in the basic credit control] tech 
niques. The object of such training, 
Mr. Newcomb stated, is not to make 
credit men out of salesmen but to 
improve their reporting of credit in 
formation. In the first place, sales 
reminded that the exten 


sion of credit is one of the services 


men a4°e 


performed by a distributor making 
it possible for customers to buy the 
products they need when they need 
them. But payment of bills when 
due is necessary if the distributor's 


services of stocking, delivery and 


credit are to remain unimpaired 
I'hev then learn about factors which 
affect a customer’s credit status, fac 
tors such as management know-how, 
key personnel, operational efficiency, 
competitive status, market for prod 
ucts made, etc., and how to evaluate 
these factors his knowledge in 
creases the salesman’s awareness of 
unfavorable when he 


learns of them and his reports thus 


credit signs 
have significance. 

At one mecting, one of the most 
successful staged on credit, a Dun & 
Bradstreet talked 
on “Of Time and Salesman” cov 
ering 


district manager 


such subjects as planning 
calls, screening unprofitable pros 
pects, concentrating on good ones. 


I'he salesmen’s response was good, 





Since the time that the James 
McGraw, Inc., salesmen heard 
the Dun & Bradstreet district 
manager give his talk on “Of 
Time and Salesmen”, a movie 


film has been made of the 
subject and is available to other 
distributors throughout the coun- 
try. The purpose of the film is 
to suggest to salesmen how to 
plan their working day in order 
to get the most effective use of 
the hours and minutes spent in 
making customer calls and in- 
terviews. 

Although the main character 
and object lesson in the film is 
a consumer wholesale 


goods 





Of Time and Salesmen 


salesman, the real “hero” is an 
The 


befriends the main character who 


industrial salesman. latter 
was frustrated by missed con- 
tact, busy prospects, turn-downs. 
The industrial salesman points out 
that although he makes fewer 
calls than a consumer goods 
salesman, he has to make the 
most of them and to make most 
of them is to plan ahead to meet 
the right man at the right time. 
The film is a 16 mm. black and 
white motion picture and runs 
for 30 minutes. It is available to 
the sales staff of any distributor 
upon request to any Dun & 
Bradstreet district office. 








Mr. Newcomb cited an example of 
one salesman’s alertness. The sales 
man learned that one of his custom 
ers was being sued and wired the 
Checking 
the account, Mr. Newcomb found 


news to Mr. Newcomb. 
that it was past due and two letters 
had result. 
\ third letter was sent, firmly asking 


been written without 


for payment. Mr. Newcomb waited 


CREDIT CONTROL shouldn't interfere 


vith speedy order delivery, says Newcomb 


a week since the account was not 
too old, and then phoned. Payment 
was made 

I'he importance of the salesman’s 
feedback of credit information is in 
creased by the distance of customers 
from the ofice. ‘The firm 
has five country salesmen reporting 
at the home office each Monday and 
Friday. Each prepares a_ week's 
itinerary showing date, town and 
address, two weeks in advance for 
Mr. This gives Mr 
Newcomb’s department time to se 
lect past due accounts in each sales 
man’s territory. 


home 


Newcomb. 


Copies of the cus 
tomers’ statements are given to each 
salesman. ‘The salesman seeks pay 
ment with marginal accounts but 
invariably leaves collection from sub 
stantial accounts to the Credit De 
partment 

Country salesmen are usually the 
chief source of credit information 
about accounts in their terri 
l'o help them in evaluating 


new 
tories. 


such accounts, each is provided with 
a pocket edition of Dun & Brad- 
street's rating book published for 


the 
located. 


state in which 


accounts are 


(Continued on page 331) 





INDUSTRIAL ELECTRONICS: 


- 


Sleeping Giant) 
Comes’To Life 


Distributors view a burgeoning but mixed-up 
market. Are they prepared to stake a claim? 


v 


ELECTRONICS AS A PRODUCT 


Electronics controls, instruments and com- 
ponents have the same relationship to industrial 
users of electronic equipment as drills and 
abrasives to industrial users of mechanical 
equipment. A distributor of electronics devices 
and components has basically the same problems 
of finance, stock control, warehousing and 
selling as a distributor of bearings. The only 
major differences between electronics distribu- 
tion and distribution of other industial lines 
are in the type of technical selling involved, 
and the state of development of the distribution 
channels (Electronics distribution is much newer). 

The electronics industry came into its own in 
the 1920’s with the growth of radio. But it 
was not until the postwar era that industrial 
electronics became a major segment of the 
market. 

Electronics is a branch of electrical science 
relating to the conduction of electricity through 
a gas, vacuum or solid state material. Elec- 
tron tubes, semiconductors or photo-sensitive 
devices emit, control and direct the flow of 
electrons. 

TV receiver, computers, marine and air 
navigation systems are examples of electronics 
products for the consumer, commercial and 
military fields. Testing and measuring equip- 
ment and controls are the major industrial 
products. 

Components (tubes, semiconductors and parts) 
represent the replacement segment of the mar- 
ket as well as most of the o.e.m. They are 
used in large quantities by industries as well 
as the military and the consumer channels. 


s | 


By Van Ness Philip, Associate Editor 


- 4 CANDID PREVIEW of how the new technology 
can shape tomorrow’s markets for industrial supplies, 
nothing is more revealing than a hard, cold look 
what is happening in electronics. 

Distributors are well enough aware of the burgeon 
ing potential of the electronics industry as a customer. 
ihe nation’s fifth largest industry today, it is almost 
certain to become the largest before the 60’s end. 

But electronics is growing even faster as a source 
of industrial supplies, or of products that compete 
directly with tools and equipment that industrial 
distributors now sell. Industrial-commercial _ elec 
tronics sales almost doubled in the four years, 1955- 
1958, from $750 million to $1.38 billion. Electronics, 
: McGraw-Hill publication, forecasts sales of almost 
$2 billion for 1960 and $3 billion for 1965. 

Industrial electronics has been called the “sleeping 
giant” of the industry. ‘The giant has now come to life. 

(his prodigious market is not easy to sight in on. 
It cuts across traditional industries and traditional dis 
tribution patterns. Its diversity of products is stag 
gering. And its already hazy boundaries are shifting 
constantly as still more new products are invented. 

Small wonder, then, that the distribution patterns 
for electronics aren’t traceable in solid lines. Elec- 
tronics makers sell direct and otis agents; through 
electrical wholesalers and general line distributors; 
through dealers and retailers and repair shops; through 
specialized electronics houses, and specialized distrib 
utors of power transmission, machinery, instruments 
and air-hydraulics. 

Their products are used by industries, by the mili 
tary, by research establishments, by broadcasters and 
communicators, and by individual consumers who own 
TV sets or who operate ham radio stations. 

A large proportion of their non-military products 
are inherently unsuited to warehouse distribution, 
though no one knows how big a share this represents. 
The industry produces simple, standard parts for re- 
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placement sales as well as for original equipment; 
standardized tools and instruments as well as ap- 
paratus that is custom made. 

Some of its distribution systems are semi-selective, 
but most marketing channels are wide open to all 
comers. The field is crowded with small producers 
who have no settled policies. 

Furthermore, the special products are constantly 
being converted into standards, and electronics makers 
who once sold exclusively direct (especially to the 
military) are constantly seeking broader distribution. 
\s an added complication, manufacturers who once 
made only non-electronic products have added elec 
tronics to their lines or electronics features to their 
products, which they may or may not be 
funnel through their established distribution svstems 

All electronic products have one common failing 
from the point of view of distribution: they cannot 
be sold effectively by salesmen lacking better-than 
average understanding of today’s industrial technology 

college engineering isn’t necessarily required 

Where, in this maze of products and markets, does 
warehouse distribution find its niche? 

Electronics sales are usually divided into four major 
segments: consumer, military, industrial-commercial 
ind replacement-components. ‘The “industrial” mat 
ket is quite broad and includes not only instruments 
and controls, but computers and office equipment 
and specialized equipment for navigation, communi 
cation and nuclear electronics. Components include 
the vacuum tubes and semiconductors that comprise 
the nucleus of replacement sales as well as the major 


portion of the industry's original equipment market. 


Automation and Components 


It’s in the components segment and the instruments 
ind controls field that distributors who sell to indus 
try would most naturally fill a needed role. Com- 
ponents are basic shelf supplies for every plant that 
has an automated process or employs electronics in 
its shop or office. Light, small and standardized, they 
are easily packaged and take far less warehouse space 
than conventional industrial supplies. Many elec- 
tronic instruments and controls also lend themselves 
to standardization. ‘The potential for their future 
pplication is an intriguing prospect. Instruments 
and controls are the actuating “brains” of automation. 
hey are playing a vital role in developments toward 
miniaturization and closer tolerance in manufacture. 

While electronic control and measuring devices 
tend to be expensive, and much specialized equip 
ment in this field must necessarily be sold direct 
or on commission, the trend to standard parts has 
gained considerable momentum as applications have 
become more numerous. 

For example, in the rapidly growing fluid process 
industries—chemicals in particular—about ten percent 


of the instrumentation now in use is electronic. Com- 
petent market analysts predict that fully half the 
instruments and controls in fluid process plants will 
be electronic before the decade has ended. 

Electronic components sales last year were $963 
million, and are expected to exceed one billion in 
1960. What share of this is “industrial,” in that 
the components and replacement parts are used in 
industries that industrial distributors call on, would 
be impossible to estimate. Naturally, a large portion 
of components sales are 0.e.m.—a fair estimate would 
be somewhere between 60 and 80 percent. But so 
far as distribution is concerned, the picture is not 
clear cut, since an undetermined portion of the 
0.e.m. components market is comprised of small elec 
tronics makers whose usage does not justify their 
buying direct from manufacturers. Warehouse dis- 
tribution is definitely a factor in 0.e.m. components 
sales, and there is abundent evidence that it is rapidly 
enlarging its role in this segment of the market. 

As for industrial instruments and controls, here 
are the Electronics Industries Association’s sales re- 
ports for 1958 and Electronics Magazine's estimates 
for 1959 and 1960: 


In millions of dollars ) 

1958 1959 1960 
lesting & Measuring.... $220 $275 $310 
Industrial Controls 160 179 200 
Nuclear-Electronics ..... 35 50 60 


he first two product groups include the counters, 
sorters, timers, gages and related mechanism used as 
actuators in automated machines and as basic tools 
for modern quality contro] and control of fluid proc- 
ess. Applications range from the counting of pills 
being packed in bottles at a drug plant (at the rate 
of 5,000 counts per second), to the measurement of 
speed and consistency of chemicals flowing through 
a pipe. 

Ihe third group, nuclear electronics, includes, 
among other things, geiger counters and radioisotope 
thickness gages. 


Growing Pains of Distribution 


Distributors confused by electronics’ range of prod- 
ucts have been even more confused by its checkered 
distribution patterns. 

Industrial distributors have for the most part edged 
into the market sideways, rather than attacked it 
frontally. Supply firms with electronics as key lines 
or with separate electronics departments are still few 
and far between (though several firms that have 
added electronics in this fashion are making substan- 
tial impacts on their markets). A number of special- 
ized supply firms—notably in mechanical instruments, 
power transmission and precision tooling—have taken 
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Millions of Dollars 


INDUSTRIAL ELECTRONICS SALES 
3000 


2500 
2000 


1500 


+ 





SENSATIONAL GROWTH in industrial-commercial 


of electronics market has tripled sales in past six years 


segment 
This mar 
ket includes instruments and controls that are or could be sold 


through distributors—plus special products being standardized 


on electronics as logical extensions of the fields they 
are already in. And several distributors with electrical 
industrial or electrical-wholesale departments have 
spiked their product mixes with a leavening of elec 
tronics products 

Paradoxically, electrical wholesalers have also shown 
reluctance to commit themselves to a full-scale involve 
ment with electronic products. Though Electrical 
Wholesaling magazine, a McGraw-Hill publication, 
estimates that nearly 1,200 of them are selling some 
electronics lines (not necessarily industrial), a top 
sales executive of a major electronic producer stated 
that he 


nitely missing the boat for failure to exploit the elec 


recently felt electrical wholesalers were def 


tronics market. He based his opinion on personal 
contact with several of the nation’s largest and best 
organized electrical wholesaling chains, where, he said, 
inadequate selling efforts could be directly traced to 
failure to appoint electronics specialists to the sales 

An Electrical Wholesaling survey of whole 
with that 


house in ten had assigned its electronics customers 


rorce 


salers electronics lines revealed only one 


exclusively to specialist salesmen. 

On the other hand, an aggressive force has emerged 
to bid for electronics sales in the shape of the inde 
pendent electronics specialist. ‘This is a multi-sided 
functionary, part agent, part retailer and repair shop, 
part wholesaler, part industrial distributor, whose dis 
tinguishing characteristic is a determined drive to be 
first in the market lines 


with the most electronic 


Many of these specialists started out as radio or ‘IN 
repairmen. ‘They grew up well primed with electronics 
know-how, and while they tend to cover all markets, 
with major emphasis on entertainment tubes, a grow 
ing number are being attracted to industrial sales. 
Some of these firms are small and sparsely equipped. 


But there is one at least in almost every 


mayor city 
with impressive facilities and a well-trained staff. Like 
al! specialists in comparatively undeveloped fields, they 
tend to cover wide areas and it’s not uncommon to 
find their salesmen ranging an entire state or several 
states 

While established industrial distributors have not 
been beating a path to electronics manufacturers, 
neither have the manufacturers seen fit to make ag 
lhis mutual stand 
cfhshness apparently results from an ingrained belief 
on the part of both parties that industrial electronics 
is too complex to handle through normal distribution 
channels 


gressive overtures to distribution 


Both also realize that distributor policy in 
a volatile new market is not easy to enforce. 


Dilemma for Suppliers 


Nevertheless, many electronics makers privately ad 
mit they sorely need the coverage that only established 
local distribution outlets can give them if they are to 
capture the industrial replacement market. Direct 
selling, except where military sales predominate, has 


become an increasingly burdensome expense in grow 
ing markets. 


In the next few vears, this dilemma will have to be 
resolved. 

Electronics makers can court the established indus 
trial distributors whose local contacts and industry 
experience they stand in need of. But will the distrib 
utors stock and sell their products effectively, provided 
their interest is aroused? They can cultivate the 
“agency-specialists,”” and make the most of their en 
thusiasm and their product knowledge. But can these 
new firms acquire the needed business know-how and 
local influence to keep them in the forefront of the 


market? 
Will the ‘Specialist’’ Mature? 

“Our problem in a nutshell,” said one electronics 
manufacturer, “is to convince the specialists they 
should become more like industrial distributors, and 
the distributors they should become more like spe- 
cialists.” 

I'he matter of adequate capital is also an important 
consideration 

Electronics makers and distributors with experience 
in the electronics lines have varying opinions on how 
the market should be handled, but almost every one 
who knows a transistor when he sees one is convinced 
that selling know-how is one major problem, and ade 
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quate working capital is nother. Here are random 
samples of opinion 

A manufacturer of instruments—“Ihe manutfa 
turers are trving to sell through specialty houses, but 
users aren't familiar with these new firms and prefer 
Industrial distributors are just not in 


terested. ‘Thev lack trained men to sell the equip 


to buv direct 


ment, and thev’re understandably afraid of obsoles 
ence in a changing field 

Maker of industrial controls—“We've got distrib 
utors for other lines, but a manufacturer must do the 
pioneering work himself with a product like elec 


tronics 


When the market stabilizes we will turn 
the shelf items over to distributors 

Electronics specialist (advertising self as an indus 
trial distributor”)—““This is a fast moving field and 
it takes a lot of cash to put in 6 to 5 new lines a year 
it $3,500 to $7,000 each. Our business is growing 
faster than we can keep up with it, even by working 
14+ hours a day Above all, what we need is manage 
ment know-how. Next, more working capital 
Manufacturer of control devices—“We're organiz 


ing a highly selective distributor network to get the 


SAME CUSTOMERS who 

industrial distributors are also | 

trols and instruments for automation and ins] 
tion for the 60's: Will market go by default t 


YOUR ELECTRONICS MARKET? 
1000 - ee* 


900 — 


800 — 


© 
700 _ oe 
* 
e 


600 — Components 


Testing-Measuring 
Instruments 


500 — 


400 - Industrial Controls 


Millions of Dollars 


| / ! / ! 
a. UM a He... D:.- & 


eyed 
ELECTRONICS 
Estimate 


jump on our competitors who sell exclusively direct. 
Our products have so many applications that we'd 
definitely miss the boat without strong local coverage.” 

Semiconductor manufacturer—“Established supply 
firms have shut their eyes to opportunity and won't 
equip themselves in time to be a factor in the market. 
We're setting up a network of specialists.” 

Electronics distributor—‘““There’s a definite trend for 
parts and components makers to sell through distrib 
utors instead of direct. ‘here are just too many cus 
tomers for them to handle, especially in the o.e.m.” 

Industrial distributor with electronics department— 
“Distributors who hope to grow with this economy 
will have to learn much more about the actuating 
mechanisms that run modern plants.” 


Needed: Application Knowledge 


Some distributors and suppliers think the com 
plexity of electronics has been over-emphasized. “After 
all,” said a maker of control devices, “what we're 
isking distributor salesmen to sell is no more difficult 
to put in operation than a gear drive or a machining 
setup. All he has to do is to find the application.” 
\n instrument specialist working for an industrial 
supply firm echoed this belief: “It makes little differ- 
ence to me whether the comparator I sell is mechan- 
ical or electronic. I couldn’t do an effective job with 
either if I didn’t have the necessary know-how in pre- 
cision measurement.” 

An electronics specialist in the Southwest—who al- 
ready has the product know-how—sees different prob 
lems looming ahead. One is the non-selective nature 
ot distribution in the industrv. ‘““There just aren't 
“Almost 
every manufacturer-supplier is selling where he can, 


ny rules, or any policies,” he points out 


however he can, at any price the market will bear 
Right now, growth and potentials make this the most 
exciting business in the world. But what will happen 
hen it stabilizes, and the competitive battle gets 
rougher? Imports are already a big problem.” 

[his distributor has also noted the many mergers 
that have taken place recently among suppliers and 
the trend disturbs him It looks as though some 
very strong, heavily financed supplier-combines will 
evolve to dominate the field in a few vears. Only 
the strongest, best capitalized distributors will be in 

position to give them what they need. If voung, 
growing firms like ours hope to be ready for this battle, 
we'll have to grow in management as well as volume. 
We specialists grew up with electronics—we know the 
products cold. What we need to learn is how to run 
i business.” 

he problem of the necessary know-how is plaguing 
distributors and suppliers in other fields besides elec 
tronics. Leadership in distribution of the new prod 
ucts of the 60's will depend on who gets the know-how 
first, and organizes for his opportunities. 





SPECIAL CHECKS 


i 


These Salesmen Write 


Their Own Checks 
0 vir yr rg Poe 


il 


Simplified Accounting 


\ttached to ea heck is an 
ypen tO ich the 
man fil d seals. When 
incelled draft reaches Owen 
hards, the eCXpcnst report is still 
in nvelope, thus sim 


the pr lure of reconcil 


week of the vear, and a letter ing drafts with a tual expenses 
redit authorizing him to sign l'raveletter (‘lraveletter Corp., 
the drafts against the ompan Greenwich, Conn charges $6.50 


Kach draft may be made out to the per year for the service for each of 
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the company’s 18 outside salesmen 
Actual out-of-pocket cost is con 
siderably less than this because 
stamps alone for mailing in expense 
statements and mailing out checks 
under a conventional svstem of pay 
ment would cost $3.12 per vear pet 
man here would be the further 
cost of envelopes, not to mention 
the clerical time expended writing 
weekly checks, tallying up bank bal 
ances and reconciling expense re 
ports 


Fewer Checks 


Balancing the company's payroll 
checking account:at the end of the 
month is considerably simplified 
Instead of 72 checks to contend 
with for salesmen’s expenses, only a 
half dozen checks or fewer mav have 
been deposited to defray the ‘Tray 
eletter drafts 

Ihe new system also avoids but 
densome tie-up of working capital 
Salesmen travelling long distances 
no longer have to draw out large 


iiValices 


Better Control 


William Spencer, Owen-Richards 
president, believes the major advan 
tages gaimed, however, are better 
expens¢ rol and convenience for 
the salesmen Ihe svstem insures 
that expcns¢ limits won't be over 
drawn, and avoids confusion 
vhere cach salesman stands each 
eck. Expense reporting is virtually 
1utomatic and reports are never late 
lhe salesmen like the system, S] 
er reports, because it avoids all 
incertainty about when and where 
thev ll receive reimbursement, and 
they never have to waste time wait 
ing for a check or writing out ex 
pense reports in the headquarters 
office 

Spencer credits Don C. Greer, 
manager of Owen-Richards’ Mobile, 
\la., afhliate, Bearings & ‘lransmis 
sions Supply Co., with suggesting 
the credit letter system. Greer said 
he picked up the idea from an ait 
line’s use of Traveletters to refund 
tickets which had not been used. 





FIRST “TALKING CATALOG 


Anti-Friction Bearing Distributors launch tape-recording program to 
sharpen salesmen’s technical know-how with 


New Sales Training Technique 


| aro NINE industrial distributor 
with the help of supplier-mam 


tacturers, 


have launched an ambi 
tious program for individual train 
ing of their sales personnel by mean: 
of tape recorders. 

(he distributors are bearing spe 
cialists who comprise the membe1 
ship of the Anti-Friction Bearing 
Distributors Association. ‘They have 
purchased some 103 new cartridge 
type tape recorders and have a1 
ranged with 33 manufacturers of 
bearings, seals and related products 


to supply them with hour-long tapes 


in which factory experts describe 
the features and applications of their 
products, 

‘he first series of recordings, now 
being distributed to AFBDA mem 
bers, are designed to serve as “talk 
ing-book” supplements to suppliers’ 
catalogs. Each catalog’s main points 
ire summarized, page by page, with 
charts and diagrams explained, so 
that distributor salesmen can study 
the visual material as they listen to 
the tapes. Later on, more tapes will 
be produced on applications, prob- 


lems and new products until each 


distributor has acquired a full library 
of recordings covering his major 
lines. 

“This is an ambitious project and 
we're going all-out to make it suc- 
ceed because sales training is a criti- 
cal issue with all of us,” said Jack 
P. Cunningham, vice president of 
AFBDA and owner of Cunningham 
Bearing Co., Houston, Texas. “In 
this era of rapidly advancing tech- 
nology, there is no room for medi- 
ocrity in selling. 

“Also, though we're specialists, 
our lines are getting broader and 


$17,000 Invested in a New Idea > 





FIRST TAPE CARTRIDGE is presented to AFBDA directors by Ray Snow, Fafnir 
Bearing Co. L-R: John Rees, Syracuse Bearing Co.; Cunningham; Roland Dames, R-J 
Bearings, St. Louis; Frank B. Timble, of Ray M. Ring, Chicago (AFBDA president); 
R. J. Moore, Detroit Ball Bearing; Olin Livingston, Moffatt Bearings, Philadelphia; James 
Midcap, Midcap Bearing Service, San Antonio; Robert Redecker, of RCA; Snow, and 
W. G. Frick, RCA. Meeting held in New York climaxed 8 months of planning 


more diverse every day. Our sales 


alerted to their usefulness when one 
nien must be more than bearing of his salesmen came up against a 
customer's problem that he couldn't 
solve, and had to call on the factory 
representative for help. ‘The factory 
man involved was Frank Darr, The 


l'afnir Bearing Co.'s resident engi 


specialists. ‘hey must be specialists 


in all types of bearings hey 


have 


to learn much more in much less 


time.” 


Cunningham's company was one 


of the first to experiment with tape neer in Houston. Darr helped the 


recordings as ids salesman 


Jack 


training look up 


specifications in 


Cunningham says he was the Fafnir catalog and gave such a 


tx 


lALKING CATALOG in action in Svracuse, N. Y 


Jack Mitchell, salesman for Syra- 
Bearing Co., tries out cartridge on SPC machine 


cuse l'ape explains book pages 
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concise and lucid summary of the 
problem’s solution that Cunning 
ham brought in a tape recorder that 
he kept at home and had Darr re 
cord his explanation for the benefit 
of the firm’s other salesmen. 

“Then,” as Cunningham recalls it, 
“frank and | both hit on the idea, 
why not do this for the whole cata 
log, covering all the common prob 
lems salesmen may run into?” Dart 
produced an hour-long tape on Faf 
nir’s catalog, which Cunningham 
took to the AFBDA spring meeting 
in Las Vegas, Nev. He proposed 
that the association embark on a 
tape-library project, soliciting the 
cooperation of all suppliers. 

The AFBDA adopted the pian, 
and association president Frank B 
limble, of Ray M. Ring Co., Chi 
cago, appointed committees to in 
vestigate a suitable tape machinc 
and enlist suppliers’ aid. 

By March 1 of this year, all of the 
AFBDA’s 39 member firms had 
purchased tape recorders (with a 
combined outlay of $16,980) and 33 
suppliers had either submitted tapes 
or promised to do so. The tape re 
corder officially chosen is the new 
RCA 


high 


“magazine-loading” stereo 
fidelity Model SPC _ 1-2-3, 
which plays special tape cartridges 
that 


winding. 


require no threading or r 


It costs supplier-manufacturers ap 
proximately $5 per 100 to purchas« 


of Ray M 


right) 


IN CHICAGO: Frank Timble, 
Ring, with William Swindal 





and record the tapes, which can be 
mailed to distributors in their cat 
tridges, ready for use. 


Learning It by Ear 


dividend 


One AFBDA 


members hope to gain from then 


major 


program is the proven advantage of 
hearing over reading in the learning 
“We retain about 15% of 
what we read, on the average,’ Cun 
45% of 


what we hear under the right con 


process 
ningham points out, “but 


ditions.” 
Other advantages of training with 
tapes arc 
Individualized Sales 


men can use the tapes at their lei 


instruction 
sure, and alone, to study any line 
Che learning process need not de 
pend entirely on meetings 

Aid to learners—Salesmen 
unfamiliar with the field, particularly 
beginning inside salesmen, may take 


slow 


much longer than experienced men 
to master new ideas and products 
Also, speed of learning and powers 


of attention 


vary considerably in 


individuals. Using the tapes and 
catalogs, each salesman can study 
individually at his own speed 
Preparation for sales meetings— 
Since most distributors cannot hold 
separate sales meetings for begin 
the staff, 
material that is over the 
heads of neophytes (and much that 


ners on most meetings 


contain 


puts experienced men to sleep). By 
working with tapes, beginners can 
be briefed sufficiently on fundamen 
tals to prepare them for advanced 
instruction. 
“Painless” learning—“Presenting a 
salesman with an arrav of catalogs 
is like telling him to study the en 
cvclopedia,” Jack Cunningham ob 
served. “The tapes, by explaining 
cach catalog page by page, and table 
by table, and by sorting out and em- 
phasizing the important points, can 
make the subjects come alive.’ 
Saving suppliers’ time—With a 
distributor's staff 


means of tapes, suppliers repre sent 


well briefed by 


atives can conserve the limited time 


they can devote to meetings to in 





mastered the subject. 





PrAPE-TRAINING “LIBRARY” in Houston, 


inside salesman, pulls tape from shelf at Cunningham Bearing Co 


New Way to Study up on Products 


Aim of bearing distributors’ new tape program is to supply 
all AFBDA member firms with full library of cartridge tapes, 
one of each supplier's catalog and others covering major 
technical points and applications. This would be available to 
any salesman, who, as in the illustrations above, could pull 
the tape he needed from the shelf and study it alone until he 


Each “catalog” tape consists of a talk by a supplier’s expert 
relating directly to the catalog. 
recording follows it page by page, diagram by diagram. 
Machine (new RCA-SPC) is erase-proof, easy to operate. 
Learner can go back to points he missed when he needs to. 


Index guide is supplied with tape so listener can refer directly 
to a subject he wants covered without listening to whole talk. 
No threading or rewinding is involved. 


Texas: John Sergent 


Listener opens the book, 








troduce important subjects, stress 


advanced applications. Briefing ses 
sions on the fundamentals can _ be 
shortened or dispensed with. 
Problem solving—Specific applica 
tions that a distributor finds peculiar 
to his market can be explained on 
tapes for future use. A salesman 
faced with such a problem can find 
the reference in the tape “library,” 
play back the solution until he fully 
grasps it. ‘lhe tape will also refer 
him to the literature he needs 
Disseminating expert knowledge 
Every industry has its “experts 
some unusually articulate—whose ex 
perience and knowledge can be a 
priceless aid to others in the field 
‘hese men can have their messages 
recorded on training tapes, after 
careful preparation, for the benefit 
of distributor salesmen who would 


seldom if ever come in contact with 
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them, and might never see their 
printed talks 


No Limit to the Usage 


The bearing distributors see no 
limit to the library of tapes they 
could accumulate. One supplier, 
for example, plans eventually to pro 
duce some 20 tapes, including “talk 
ing” catalog reviews and various ex- 
planations of special problems such 
as bearings in the paper industry. 

Distributors can also use their new 
tape machines to record their own 
sales meetings and talks of visiting 
suppliers’ representatives. 

Said Cunningham: “There’s no 
end to what we can do, and should 
be doing, to equip our salesmen for 
the new technology. We can’t af 
ford to pass up any opportunity to 
hurry up this process.” 





Keeping and encouraging your best accounts may be more important 


than riding herd on slow payers. 


Inc., believes a distributor should take time out to 


That’s why the management of Watkins, 


Thank Them When They Pay 


44g REDIT AND SALES must work to 

C gether’ is one important 
motto at Watkins, Inc., 
Kansas 


Accordingly, a letter like the one 


illustration below is dis 
patched each January to all of Wat 
customers 


totalled $400 or 


in the 


; 
kins whose orders have 


more in the pre 


Wichita, 


ceding vear (and who have paid 


their bills with regularity Purpose 
is to encourage customers who have 


Watkins token 


business, show appreciation and pro 


given more than 


mote the idea that their patronage 


and. prompt payments are highly 


valued 


Letters are individually typed on 


ie 


WATKINS INC. 


WICHITA 


KANSAS 





YEAR-END LETTER goes to 


100 


* 


ustomers whose annual purchases totalled $400 or more 
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electric typewriters, cost about 15 
cents each to produce, including 
sent to 
nearly a third of Watkins’ customer 
list 775-SO0 


postage. ‘They are usually 


customers and arc 


signed by the company’s credit 
C. Marts. 
Letters are mailed on or near the 


his enables Wat 
kins to complete its annual sales 


manager, G 
end of January. 
inalysis, and is not too late for con 


New Year's 


latter also invites customers to th« 


veving wishes. ‘The 


companys annual winter open 


house 


“Oscars”’ were Tried First 


When the year-end letter project 


was inaugurated, letters inscribed 


with “Oscar” symbols were used fot 
his, 


How 


all prompt-pay accounts 
however, raised the question 


shall Watkins 


tomer with good credit who pays his 


recognize the cus 


bills regularly, but only three or fou 
It was decided that 
a simple letter thanking customers 
for ‘‘satistactory 


times a year? 
payment” was 
than 
lhis covers 


therefore more appropriate 
emphasis on “Oscars.” 
all cases where appreciation has been 
truly earned, but where custom al 
lows for extending 30-day payments 
for longer periods. 

“Usually only delinquent accounts 
get letters from a credit manager,’ 
said E. Leon Watkins, president of 
the Wichita supply firm, “while the 
customers who really deserve recog 
nition get none at all. We decided 
this Now the credit 


manager has a positive role in build 


was wrong. 
ing sales, and he can do what he has 
always wanted to do: encourage the 
customers who make his job easier, 
instead of worrying only about thos¢ 
who make it harder.” 





ls Your 
Phone B 


And is your telephone serv- 
ice up to par? Here’s what 
this Michigan distributor did 
to find out (and you can, too) 


By RichardL.Sandhusen, Assistant Editor 


DISTRIBUTOR doesn’t have to be told that it’s good 
A business to maintain efficient internal and external 
telephone service. But how does he determine what 
level of service is efhcient for his particular operation? 
And on what basis does he decide what telephone 
equipment and procedures will best—and most eco 
nomically—maintain this level? 


“Communications” viewed as a function 


Amold Andersen, president of Lakeshore Machinery 
and Supply Co. in Muskegon, Michigan, has a realistic, 
direct approach toward determining his company’s 
requirements for efficient, and economical, telephone 
service. For Mr. Andersen, telephone communica- 
tions are a vital company function and, as such, should 
be managed in exactly the manner that any other 
important company function is managed: on the basis 
of analysis of the best available pertinent information, 
and with an eve toward “maximum return” for every 
dollar spent. Thus, with this approach in mind, Mr. 
Andersen recently requested the General Telephone 
Co. of Michigan to undertake a complete survey of 
his telephone equipment and procedures to provide 
him with the “best available information” on which 
he could base any necessary decisions to improve his 
telephone service. 

In order to discuss the approach used and informa- 
tion developed by this survey in proper perspective, 


he. 
LAKESHORE Machinery & Supply president Arnold Andersen 


“You never know if there’s a $1000 order at the end of the line” 


let’s first briefly examine some of the aspects of Lake- 
shore’s telephone facilities at the time the survey 
was made, 


Calls Bypass Operator 


At Lakeshore, 8 trunk lines—6 for incoming and 2 
for outgoing calls—service a PABX ( Private Automatic 
Branch Exchange) system which includes dial phones, 
an all-relay switching unit, and an operator turret 
(instead of a plug-in switchboard) for extending calls 
from the outside to proper inside lines. With this 
system, internal phone calls (i.e., from desk to desk 
or department to department), which bypass the 
operator, are made by dialing the two-digit number 
of the party to be called. Calls to the outside also 
bypass the operator and are made by dialing the num- 
ber “9” to get an outside line and then dialing the 
desired number. After working hours, incoming calls 
—signalled by a buzzer—can be answered at any phone 
in the firm by first dialing the number “8”. Consulta- 
tion calls, in which more than one person at Lakeshore 
participates in a telephone conversation, can also be 
made with this equipment. 

Here are some of the key advantages of this system: 

> Time and steps are saved since, at Lakeshore, 
phones are installed at every point where information 
is needed or to which orders must be given. 

> Since operator Rosemary Kellogg isn’t burdened 
with internal or outgoing calls, she has more time to 
service incoming calls, which she connects by simply 


Don’t Keep Customer Waiting > 





> SP. 


t “Si P o> a 


x 


DURING Lakeshore survey, General ‘Telephone Co. representa 


tive Al Goddard, right discusses phone use with inside salesman 


pressing the two-digit number of the called party 
In this connection, Mrs. Kellogg's station is located 
on a raised platform from which she can survey the 
entire office area to rapidly determine if the called 
party is at his desk. If he isn’t, a voice paging system 
will usually locate him. Mrs. Kellogg also uses this 
“extra” time to perform such job-related duties as 
auditing phone bills and making up monthly “call 
frequency and cost” reports which are given to each 
telephone user 

> Perhaps the most important single advantage of 
this system at Lakeshore is the prompt service it 


As Mr “You 


never know when there’s a $1000 order at the other 


provides for customers Ande TSCn) SAVS 


end of the line.” 


Use Teletype, ‘Enterprise’ Systems 


Supplementing the PABX system at Lakeshore are 
E.Nterprise”’, 


tems. ‘The teletype, which writes and receives simul 


teletvpe, and “Foreign Exchange’’ sys 
tancously, speeds communications with, and between, 
suppliers and customers, improving service and ironing 
out knotty problems before they have a chance to 

ww. It also provides a record of all communications 

Ihe basic purpose of both the ENterprise and 
l’oreign Exchange systems at Lakeshore is to facili 
tate, and speed, customer calls from other cities in 
its market which have a large enough potential to 
make the cost of these systems worthwhile. The 
“ENterprise listing makes it 


Grand 


possible for custom 


ers in Haven to simply call Lakeshore’s 


Richard Spink 


phone used most? 


Among questions asked: During what hours ts 


What is the content of a typical call? 


Haven vellow 


pages) to get the company on the line—with all 


E.Nterprise listing (in the Grand 


charges reversed. The Foreign Exchange system, un 
der which Lakeshore has full time use of a direct, 
private telephone line, makes it possible for a customer 
in Grand Rapids to dial a Grand Rapids number 
again, listed for Lakeshore in the vellow pages) and 
get connected to Lakeshore in Muskegon. And since 
neither “Foreign Exchange” nor “ENterprise” calls 
come through the long-distance switchboard operator, 
Mrs. Kellogg’s problem of handling incoming long 
distance calls and getting them in proper sequence 
is considerably lessened 

‘The major question which management must an 
swer in deciding which—if either—of these two svs 
tcms should be installed for a particular city is simply 
will it pay? ‘Thus, based primarily on the number of 
calls—and the sales volume represented by these calls 
expected from a particular city, it might be less 
expensive to insert a “call collect” listing in the city 
directory than to pay the additional service charge 
for an ENterprise listing. Likewise—again depending 
on customer call frequency and volume—it might cost 
less to assume the relatively high flat monthly charg¢ 
for a “Foreign Exchange” listing than to assume th« 
lk. Nterprise 


collect-call and service charges of the 


listing. 


Conduct Telephone Clinics 


At Lakeshore, the manner in which staff members 
use the telephone equipment is every bit as important 
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as the efficiency of this equipment. For this reason, 
clinics are conducted by Mrs. Kellogg and the local 
tclephone company to discuss telephone techniques 
for improving customer relations, making sales, and 
getting the quickest and least expensive results from 
the equipment (i.c.. When should the teletype be 
used in lieu of the telephone? When should long 
distance calls be made station to station and when 


should they be person to person? et 


Survey Approach 


Now, with this broad picture of Lakeshore’s tele 
phone communications facilities as background, let's 
examine the approach used, information developed 
ind recommendations made in the General ‘Telephone 
Company's survey of these facilities Incidentally, 
ny distributor, just about anywhere, can have a simi 
lar survey made, free of charge, by his local telephone 
ompany 


Major Interest: Highest Dollar Return 


Essentially, the approach used by the telephone 
company personnel conducting the survey was to first 
orient themselves as to Lakeshore’s organization, 
operations and problems and then ask themselves 
what they would do, as authorities on the subject, 
to achieve the highest return for every telephone 
dollar spent. Here are the steps involved in this 
approach: 

lop management appoints someone familiar with 
ill departments and operations to work with telephone 
urveyors (Mr. Andersen appointed office manager 
Raymond Seppamaki to this job 

Surveyors study the company organization chart to 
get an understanding of what functions take place in 
the organization, and how these functions are or 
ganized 

Surveyors familiarize themselves with overall ar 
rangement of firm’s facilities, noting particularly loca 
tion of telephone equipment and any congestion of 
personnel 


l'clephone company trafic department people make 


studies to determine number of trunks required for 


optimum efficiency (at Lakeshore, the goal was, and 
is, enough trunk lines to insure, on the average, no 
more than one delay in 100 calls during the “busy” 
hour 

Surveyors interview each user to determine ade- 
quacy of telephone service and equipment. Here, sur 
vevors gather the following data: hours phone is used 
most; whether or not night service is needed; per- 
centage of working time phone is used for incoming, 
outgoing, long distance and internal calls; estimated 
length, and content, of a typical call; other com- 
munications media used (i.¢., letters, teletype etc.); 


how often calls are transferred; how often telephone 
is used by others, and by whom; what reference infor- 
mation is usually required during calls (and if this 
iiformation is handy), and whether privacy is re 
quired. Survey also covers user's telephone habits 
ind practices, checking on whether he leaves word 
when away from the phone, how often he answers 
phone for others, how often others answer the phone 
for him, and what factors, if any, contribute to slow 
inswering 

After survev, results are discussed with top man- 
wement and recommendations are prepared. 


Information and Observations 


Included in the information developed by the sur 
vev was the following 

Six trunks—rather than the eight installed at Lake 
slore—would suffice to insure a level of service wherein 
in average of one delay in 100 calls is anticipated dur 
ing the busy period. 

Ihe operator work load was not excessive during 
the busy period on the days studied. 


“PRIVATE automatic branch exchange’’ system allows operator 
Rosemary Kellogg more time to handle incoming calls, perform 
such job related duties as audition phone bills, preparing monthly 
call frequency reports. With system, calls connect automatically 








GENERAL TELEPHONE’S unit sales manager 


Clare Bristol displays modern telephone equipment 


The Phones in Your Future 


Asked to describe some of the telephone 
equipment which the “distributor of tomorrow” 
will be using to improve the speed and effi- 
ciency of his communications, Clare Bristol, unit 
sales manager for the General Telephone Co., 
listed the following: 

P Electronic answering and recording unit. 
Here is a typical example of how this unit will 
work: At the end of his working day, when 
toll charges are less and he has the time, a 
distributor salesman phones in all pertinent in- 
formation on sales made during the day. This 
information is automatically transcribed, orders 
are typed up (automatically) on punched tape 
and shipped the next morning. Or, salesmen 
and customers can phone in “rush” orders at 
any time during the day, and they will be 
processed and delivered post haste. 

P Loudspeaker Phones. Loudspeakers con- 
nected to dial phones will permit telephone 
salesmen to talk, look, reach and write while 
handling customer inquiries. 

P Push-button phones. Instead of dialing, 
calier merely pushes two buttons representing 
the digits of the party to be called (primarily 
for internal calls) 











Observations and Recommendations 


Here are three of the observations and recommenda 
tions produced by the survey to “insure more efficient 
aud prompt telephone service at less expense” 

Observation: Extension users place their long dis 
ls with the PBX operator and then wait 


until she gets the called party on the line before being 


] 
tance Cal 


connected 
Recommendation: | he extension user will reap the 


following benefits if he stays on the line: 


Improved customer relations since user will be able 
to talk immediately when called party answers 

User will receive reports or delays immediately, thus 
saving time and avoiding misunderstandings. 

Should the long distance operator need more infor- 
mation to complete the call, user will be on the line 
to furnish same. 

When the called party is absent or not immediatels 
available, user can select an alternate 

With the extension user on the line, the PBX 
attendant is not likely to enter into personal conversa 
tion with the called PBX attendant as to who is going 
to put their party on the line first. 

here will be a reduction in switchboard equip 
ment time, making it available for other calls. 

It will help reduce unproductive use of costly and 
congested long distance circuits, increasing their avail 
ability to all circuit users. 

Observation: Several station users were slow in an 
swering their telephones. 

Recommendation: Al] extension users should an 
swer their telephones promptly. When leaving thei 
ofhice or desk, thev should inform the PABX attendant 
of their whereabouts and/or arrange for someone els¢ 


to answer in their absence, thus disposing of calls 
promptly with satisfaction to the calling party 
While the calling party is waiting, good telephone 


handling requires that the attendant give progress 
reports on delayed calls. ‘This increases the operator 
work load, could cause slow answers to other signals 
and create nonproductive use of telephone equipm« nt 

Observation: Extension users place their long dis 
tance calls by walking directly to the attendant at 


the PABX board. 


other calls or duties the attendant is performing 


(his procedure interferes with 


Recommendation: It is recommended that station 
users place their own long distance calls. However, if 
the attendant does continue to place calls for the 
extension users, it is recommended that thev cal! the 
ittendant from their desks rather than walking to 
the PABX switchboard to pass the call detail Lhe 
extension user can reduce the cost of long distanc« 
service by placing station to station calls 

Observation: ‘The extension users are not transfer 
ring their calls by automatic operation of equipment, 
but are requesting the operator to locate the trunk 
aud do the transferring for them 

Recommendation: If there are questions regarding 
the automatic transfer operation and further instru 
tion on this is needed, we will be pleased to assist 
in this training. 


Don’t Keep $1000 Waiting 


\s a result of this survev, Mr. Andersen now has 


the information he needs to economically raise the 
already high level of telephone efficiency provided by 
his firm, and make sure that that “$1000 order at the 
other end of the line” isn't kept waiting. 
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USING 


FACTS 


FOR 
PROFIT 


@ Alert distributors are being 
guided more and more by cost 
accounting as a means of curing 
sickly profits. Ml The hard part 
isn’t gathering the figures, but 
learning how to act on them with 


meaningful decisions. Mf Here’s 
a proven method for sifting out 
the facts on where your profits 
come from, and substantially im- 
proving your net return on assets. 


Industrial distributors are facing a supreme test of 


management. As they grapple with the problems of 
the 60's, owners and managers of supply firms will 
be under pressure to make a steadily increasing variety 
of crucial decisions that may well determine the future 
profitable operation if not the survival of their com- 
panies. These decisions will be forced on them by 
higher operating costs, by increasingly tougher com- 
petition, by greater demand for working capital, and 
by the changing nature of their markets in a new age 


of technology. 
“What products should I sell?” 
“Who should be my customers? 


“What territory should I cover?” 


At what price can I afford to sell 


hese are only four of the many vital questions every 
distributor will have to resolve as he sets his com- 
pany ’s direction for the new decade 

l'o solve such problems—or at least begin to ap 
proach meaningful decisions—distributors must have 
certain basic data on their operations at their finger 
tips 

Cost accounting by lines, territories and customers 
is an essential ingredient of all meaningful decision 
making in the modern world of marketing. If vou 
don't know what a product line produces in net profit 
—rather than gross profit—how can you possibly de 
termine whether or not you should be stocking and 
selling it? If you don’t know what a customer or 
group of customers produces in net profits—rather 
than gross profitt—how can you possibly make an 
intelligent decision about the scope of the market that 
vou should be covering? 


his is the burden of the argument of progressive 


Where to Get the Facts You Need 





distributors who are now setting the pace for distribu 
hon in the 60's. 

Distributors who know their costs and are organ 
ized to exploit their opportunities are outdistancing 
their competitors at a pace that is, or should be, alarm- 
ing to many of their colleagues in the industry. Fur 
thermore, size of companies and differences in mat 


kets have little bearing on this wide discrepancy in 


profits garnered by the industry's pace-seiting firms 
and the comparatively unimpressive profits of the 
majority 

Clearly the time has come for action—for distrib 
utor management to take time out to gather the facts 
that management needs to make decisions that will 
raise profits, and insure the very survival of their com 
panies in a highly competitive age 
to ettective control of a business, as far as 


nt rey g is concerned, arc 
Balance sheet and supporting schedules 


statement 


distributor management 
ts and profits and ha 
the need to analyze a 
iddition to the above 
on current operation 


inaly CS develop« 


by a system of distribution cost accounting are now 
taking their place as indispensible guides for manage 
ment decision. 

Che introduction of the functional chart of accounts 
te replace the old “natural expense” classifications 
was the first step to improve accounting’s internal 
reporting for management use. The functional chart 
of accounts refined and made use of a budget more 
But it also paved the way for 
the use of cost accounting to show management ex 


effective as a control. 


ictly where costs and profits or losses are generated 
Now the test of adequate accounting reports is, when 
inalyzing the reports, management starts making notes 
‘f things to do. If management doesn’t have ade 
quate accounting reports, the fault lies with manage 
ment. Adequate accounting systems and reports are 
not “just excess overhead” if the end results are 
nearer the truth than inadequate systems and reports 
ind are more helpful in guiding and managing the 
business. Adequate reporting and analyses can pro 
luce as dynamic results in profit as greater expendi 
tures to increase volume 

In the following pages, Thomas McGann, a former 
professor of accounting and marketing and now a 
management consultant, shows how to obtain results 
from adequate accounting and internal reports. From 
the basic reports of product, customer and territorial 
profitabilitv, he shows how meaningful analvses can 
be made which indicate to management immediatel 
the facts it needs for positive action. ‘The analyses 
\fr. McGann presents probe the implications of the 
basic studies in depth and give an idea of how to read 


the results 





Thomas J. 


McGann, CPA, is no 


accounting studies at lona College. 


stranger to industrial distribution. 
Though much of his time in recent 
years has been devoted to the Steel 
Service Center Institute (the national 
steel warehousing organization), the 
National Association of Aluminum Dis- 
tributors and the Brass & Copper Asso- 
ciation (he is official consultant to all 
three organizations), Tom McGann has 
also served as cost and marketing con- 
sultant to a number of industrial dis- 
tributors. He is a former professor of 
marketing at Marquette University and 
former professor of marketing and 


One of his current projects involves 
five companies in a field closely re- 
lated to industrial distribution who 
are comparing cost performances to 
improve return on assets. These firms 
submit cost figures to Mr. McGann, 
who calculates unit costs for each com- 
pany’s functions. He then sets up the 
lowest cost in each function as the 
standard, and the management of the 
firm with the best cost record in each 
category describe how they achieved 
their goal in a meeting attended by all 
five managements. 
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F PRODUCT LINE PROFITABILITY FOR THE YEAR 19 
Product Product Product Product Product Product Product 
02 04 05 07 08 


$275199  $108645 34] 5662  $ 51965 $ 50608 32332 
6079 222731 5 9335 36767 24965 
Gross Profit $234812 $ 82718 $ 52468  $ 34180 $ 13994 $ 12630 $ 13841 7367 


233 
3786 
239 

44 

38 

160 

6 

2402 

2952 ~—_—=«1886 
$ 12065 $ 8824 
$ 1776 $—1457 


$ 37278 $ 13851 $ 14790 $ 28772 
$—3098 $ 3763 $ —796 $—16142 


Totals $207633 $ 46062 


Net Profit (before taxes $ 27179 $ 6406 


100 ) 100 100.00 


a5 


Gross Profit 23.58 19.07 31.46 27.18 25.14 24.30 27.35 22.79 


oT 19 


7.43 


Totals § 2 21.84 26.57 55.37 23.83 27.29 
Net Profit (before taxes 2.73 5.94 —1.43 31.07 3.52 4.50 


RIB 








Facts For Management Decision 


By Thomas J. McGann 


cept of marketing slowly changed 


moving into a firm buyer’s market. 


| he economy Was 


It thus became 
] } 


Management in distributive enterprise t more to 


people than to figure It prefers spend its time 


ustomers supplicrs, ind its personnel 
stantly making dec either con 
default Today's economy, and mor« 
it to make 


sound facts to do this 


OI by 
icularly, tomorrow’s economy, requir 


] 
sions consciousl\ It needs 


Industrial distribution is wholly 


1 marketing proc 
to know the 
to know 


his costs and the profit and loss effect of his policies 


es Ihe distributor, therefore, need 


facts surrounding his marketing. He ne 


] 


directed toward the sale of products in territories to 


ustomers. 


} 


In the last three or four decades, the whole con 


necessary that operating concepts had to be geared 
to the market for products, rather than only to the 
production of goods. Companies had to be customer- 
oriented, planning their products, policies and opera- 
tions on the basis of market requirements in an in- 
creasingly competitive environment. 
thinking is 


the marketing concept 


This change in 
commonly referred to as “the spread of 
l'o meet this change, data 
relating to marketing characteristics were needed, just 
as was true for production characteristics when our 
economy was basically production. 

As the began to move into market 
ing, the need for adequate marketing data began to 
arise. 


economy 
I'he real source of data is the accounting records 


Zeroing in on Profits 





Exhibit B 


X¥Z COMPANY 


Company 
Totals 


Sales 
Less: Cost of Goods Sold 
Gross Profit 
Operating Costs 
Stock Investment 
Stock Storage 
Order Handling & Acctg 
Outgoing Materials Hdlg 
Customer Financing 
Buying Costs 
Incoming Materials Hdig 
Administration Costs 
Selling Costs 


Total Operating Costs 


$995605 
760793 


234812 
4630 
38564 
27906 
12160 
1184 
8801 
4534 
51772 
58082 
$207633 


Net Profit (before taxes) $ 27179 


Territory 


A 


$150406 


STATEMENT OF TERRITORIAL PROFITABILITY FOR THE YEAR 19___ 


Territory 
B 


Territory 
Cc 


Territory 
D 


$265310 
198982 


66328. 


$362520 
275202 


87318 


$217369 
171548 


45821 


1210 
9480 
6830 
2850 
318 
2450 
1220 
13512 
15510 


$ 53380 
$ 12948 


1650 
12250 
8210 
3620 
436 
2520 
1310 
15201 
17680 


~ $ 62877 
$ 24441 


790 
8550 
5610 
2590 

250 
1521 

864 

10673 
11652 


$ 42500 
$ 3321 





of But, at the time of marketing data 
need, accounting was moving the other way—away 
from marketing facts and toward the satisfaction of 
external requirements of stockholder, banks and the 
government. 


da COllpally 


Now, accounting is tending to move 
back to its original purpose of internal reporting and 
to become again a management tool. 


Small Distributor Needs Facts Too 


Whether the industrial distributor has an annual 
volume of $200,000 or $20,000,000, he must know the 
facts of his operation if he is to be successful in its 
management And the facts exist 


Whatever 


Ognize 


in his records or 


can be put there his volume size, the 


distributor must 


r¢ that his records must be 


adequate for his purpose. The large distributor may 
find the need for elaborate accounting machines but 


the small distributor may need only a hand operation 


which still can yield him the necessary facts upon 
which he can make decisions 


It has often been said 
that there is too much work required to keep proper 
marketing records. But the lack of such records will 
very likely require a great deal of merchandising work 
which often terminates in sending good dollars chas- 
ing loss dollars. It has often been said that success 
is 90% perspiration and 10% inspiration. ‘The keep- 
ing of good records does require work. It is far better 
to put the necessary work into this phase of operation 
and far less costly than it is to put it in merchandising 
phases without a full knowledge of the effect of mer- 
chandising policy. 

(he industrial distributor’s broad marketing seg 
Vital 


him, therefore, is the need to know the revenues 


ments are products, territories and customers. 
tc 


108 


and cost applicable to the components of each of 
these segments. Regardless of size, the basic market- 
ing data requirements can be developed through the 
preparation of statements which reflect the net profit- 
ability of products, territories and customers, such as 
shown in Exhibit A, B C. These tell 
the profit and loss factors of his operations. 


and him 
This is 
his starting point to the improvement of the profit- 
able facets and the correction of the factors. 
Indeed, these statements are true profit and loss state- 
ments, for they show the points of profit and the 
points of loss 


loss 


The common profit and loss state- 
ment shows figures which detail the total operation 
ind the net result of it is shown in one figure only. 
his type of statement then, is really not a profit 
and loss statement but a profit or loss statement 
final figure can, and most frequently does, conceal 
the fact that certain products territories or customers 
are draining the profits of others. Only the sales seg- 
ment statement tells the whole story. 

Preparation of statements of product profitability 
territorial profitability and customer profitability calls 
for two fundamental moves, as follows: 


[he 


1. Management must direct financial thinking toward 
the use of accounting as a management tool. The 
current lack of such direction is a decidedly respons- 
ible factor in the lack of adequate marketing data. 
The important thing is communication—you must 
indicate what information you want, why you want 
it and how you intend to use it. 


2. Accounting records must be revised te easily and 
quickly yield the desired marketing intormanva. [his 
will usually require three steps as follows: 
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COMPANY R 


TATCMCNT 
ATEMENT 


Cr t of Ge ods ~ 
Gross Profit 
Operating Cost 

Warehouse 

hipping & Delivery 

Transactior 

vernead 
ale outside 


Total Operating Costs 


Net Profit (before taxes 


OF CUSTOMER PROFITABILITY FOR YEAR 19.. 


Customers 
1044 1107 


$341.04 
239.92 
101.12 


$273.24 
193.02 


~ 80.22 





9.52 
25.64 
30.60 
36.66 


11.75 
7.70 
8.16 

29.38 





56.99 
$23.23 


102.42 
$—1.30 


side sales costs were allocated and these on the basis c 


tomer 


\. Revenues will need to | to present 
marketing segments, . products, 


and customer 


revenues by terri 


torn 


lassified by fun such 
By to 


distributor 


B. Costs will need to be 
is Outside selling) in its 
the hart of a 
lassifv all his costs funct 


proper place owlng 
ounts the 


\ functi 


1 
+ 
tiie 


functional can 


ionally ynal chart 


of accounts harging costs to function 
incurring the« the salary of 
office clerk working in the sales department is charged 
to “Sales Administration’ general “Office 
By adopting the standard func 


ounts, 


requires 


costs 


For example, an 
ind not toa 
| xpensc¢ account 
1 distributor will obtain the 


her 


tional chart of ac« 


] 


advantage of comparing figures with ot 


] 


] ] 
ts must be allo th« 


By drawing all operating costs into 


( kunctional cos ited to mal 
keting segments 
functional centers, each functional cost center 
like costs Phen measure 
such as lines of billing to allocate Office Ex 


pense to products and customers, etc 


con 


tains only some unit of 
ment 
must be de 
termined to allocate or charge off each functional 
Che unit of 


measurement must be one which realistically portrays 


cost to marketing segments selected 


the wav that a marketing segment (such as 


line 


1 product 
in order 


draws cost from the functional center, 
that creditability of figure results can be established 





*For full details of how to do this refer to “Distri- 
bution Cost Accounting for Net Profits”, ID, June 
1957, and “Cost Accounting for Customer Profitabil- 
ity”, ID, June 1959. (Reprints are available at 75¢ 
apiece: write to Reprint Editor, Industrial Distribu- 
tion, 330 West 42nd Street, New York 36, N. Y.) 


Other 


sales costs were included in ‘‘Overhead’’. 


Your Time Schedule 


It is not necessary for the distributor to prepare 
He should, how- 
ever, set up a time-table for statement preparation. 
He may prepare a monthly operating statement reflect- 
ing total sales, cost of sales and functional costs in 


each of these statements monthly. 


the same manner as he now prepares his Profit and 
Loss Statement 


is routine, as he compares “actual” to “budget.” 


Where a budget is used, this report 


His product line and territorial statements can be 


prepared quarterly or semi-annually. The customer 


rofitability statement can be prepared annually. 


I 
| 
Il’rom the statements of product, territorial and cus- 


tomer profitability and the related statistics, the dis- 
ingredients for the facts 


needed in the making of decisions. 


tributor will have the basi 
his applies to 
distributor, regardless of the size of 


anv industrial 


his operation 


State Your Objectives 


With the material in the basic report discussed 
above available, the distributor marshal 
the facts needed for management decision and how 
them? Fundamentally, fact-gathering 
and fact-using are based on company objectives and 


how does 


does he use 
the means of achieving those objectives. 

hus, the starting point is to determine where you 
With- 

The 
objective gives direction to your thinking, enables 
you to weigh facts in relation to that objective and 
provides motivation. So the initial step is to set up 
your company objective and the broad plan by which 
you hope to achieve it. 


are going and how vou intend to arrive there. 
out an objective, facts are practically useless. 


Upping Return from 6 to 19 Points® 








HOW TO COMPUTE RETURN ON ASSETS 


e monthly n 


$54,000 


$275,000 
times the collection 
nonthly sales are $250,000 
3 days, receivables balance 


$630,000 
$106,000 





Total Assets $1,065,000 


2 monthly earning pete 
0.35% 
4.20% 
reater than the cash 
the effect is not 
¢ 


prating cost 


return 
etu 











You are in business to make a profit so the objec 


ive should be stated as profit. But your profit should 
| 


related to the investment in vour business; it should 
be commensurate with the risk involved. Generally 
there are three measurements of profit used in busi 


ess today They are 


1. Profit as percent of sales 


> 


2. Ratio of pront to tangible net worth, 


Ratio of profit to total assets. 

Profit as a percent of sales is the measurement most 
ommonly used in business today. This will vary from 
one industry to another It ignores the amount of 
apital used to produce sales and profit 

[he ratio of profit to tangible net worth seeks to 
vercome the limitations of profit as percent of sales 
It shows how effectively the funds provided by the 
owner or owners are being used. But, a thinly capi 
talized company may show a handsome return on its 
' 


tangible net worth while an old company with a large 


surplus might show a lower return on invested capital. 


Return on Assets Tells the Story 


Ratio of profit to total assets overcomes the limita 
tions of both above measures, and is considered a 
real test of management effectiveness. Management 
has a certain amount of assets which it must employ 
regardless of whether the financing was debt o1 
Return 
on Total Assets shows how effectively management is 


equity) in a manner attractive to capital. 


using these assets. A company with a low net profit 
percent of sales may be using the assets at its com 
mand in a far better manner than a company with 
1 higher net profit percent of sales. ‘Therefore Return 


on Total Assets will be used here as an objective. 
Briefly stated, return on total assets is simply a 
measurement of your net profit against your assets of 


cash, receivables, inventory and fixed assets. Thus, 


if a tvpical distributor has yearly sales of $3,000,000 
and a net profit of $45,000 (1.5% of sales) and had 
average monthly assets of $1,065,000, his return on 
The formula 
for computing return on investment 1s shown in 
Exhibit D (to left 

Your first step, then, is to determine what you could 


investment for the vear would be 4.2%. 


reasonably expect to earn on your assets, if the com 
pany were operated with maximum efficiency. Then 
Exhibit 
lo make this 


prospectus, vou need balance sheet, vour marketing 


cdletermine how vou expect to reach this goal 


I. (opposite page) shows the approach 


segment profitability statements (by products, terri 
tories and customers), vour earnings statement and 
some imagination This is how vou would proceed 
issuming for purposes of illustration, that vour com 
pany has sales of $3,000,000, and is now maki 
+.2% annual return on assets 

1. Set down as an objective the return on invest 
ment vou would like vour company to make—in thi 
ise, as Exhibit F. reveals, this goal is 23% 
This would be 
erage monthly earnings divided by average mon 
issets, multiplied by 12, or 4% (4.2% rounded 

3. Estimate the possibilitv of cost savings expt 
To do this, first estimate 


vou could reasonably expect to gain bv cuttir 


Pati 
2. Enter vour current return 


iS a percent of assets 


ind express this factor as a percent of sales. Divide 


vour present return on assets by vour present net 


Multiply the resulting figure 


profit percent of sales 
rounding it off conservatively) bv vou timated 
cost saving expressed as percent of sales. This will 
give vou the estimated cost saving as percent of ass 
For example: Assuming vou are the hvpothe 
distributor in Exhibit D with sales of $3,000 
will note that vour net profit percent of sales is ] 
Dividing 4.2 
by 1.5, vou find that the return rate is 2.8 times the 


ind vour return on assets percent is 4.2 
percent of sales rate. You know that vour expenses 
ire on the high side, and sound judgment tells vou 
that they could probably be reduced by 2% of sales 
You want to be conservative in vour estimate of 
return on assets, however, so vou don’t multiply this 
2% by 2.8; vou round off and multiply it by 2. This 
gives you + points as the additional percent return on 
assets vou can expect from cost savings. You enter 
the 4 on the Improved Cost Status line of Exhibit FE 

4. Based on vour product-line profitability state 
ment, estimate the amount of net profit improvement, 
in percent of sales, which would accrue if you could 
just bring vour loss lines to a zero profit position. 
Multiply this factor by two (the multiplying factor 
derived in Step 3, above) and enter in Exhibit E on 
the Improved Product Performance line. 
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lor an illustration, refer back to Exhibit A (pag 
107), the XYZ Co. XYZ’s net profit is $27 179, o1 


7 "7¢ 
4 


: PROJECTING YOUR OBJECTIVES 
of sales before taxes If this companys 1os 


lines could be merchandised to the poimt of zer | santiniy Uitte: Wak eee ee @ eareestia 


1 
' 
ont ib ‘ be attained by 


profit, or break-even, and the 
could be held as they are, net profit would be 3.6 Maintenance « 
or 4.89% of sales mproved 
[his is an improvement \ 
Multiply by 2 for return on 
XY7Z’s ratio of return on as 
also 2) and the result, roun 
provement in pet entage retul ! f Dit 
5. In XYZ Co., very little real analytica I XV7 COMPANY 
been done toward improvem DOLLAR CONTRIBUTIONS 
through improved territoria nd ner p rm Profitable 


Pr 


ince. For example, in Exhibi od. 
torv A could be brought to brea eC] mpant | Sale $747 


net proht : a - 
I . : | Gross Profit 166641 199467 117000 
CO95 605. net profit percent would n be | Operating t 117969 158757 74500 


Profit Before Taxes $48672 ~ $40710 ~~ $42500 
Unprofitable 


i) 2 


115061 390293 
Gross Profit 68171 ~ 35345  ~+~«2117812 
erating ; 29664 48876 33133 
Profit Before Taxes $21493 —$13531  —$15321 
Total Net Profit $27179 $27179 $27179 
PERCENTAGE CONTRIBUTIONS 
Profitable 


Unprofitable 


c 





1. Maintenance of current return 


, ct y\* , 
idjustmen Obviously if vou want to retain vour current rate of 
ind adjust d wnwal } } 1ct ] 
bil return on investment, you must continue to do as well 
ossiDilitv of 
| ; IDI is you are doing now, so you will need facts that give 
2 tang . e117 . , 
XV SC hit l Al ill ) l ’ : 
, . vou at least a bird’s eve view of where the current 
ing the means to reach ' noe V na ; 
g ‘ n comes from. This can be done by summarizing 
a strong incentive to moti , 
1 th a 4 he statements of product, territory and customer 
you have also dehned the areas of appr : 
' profitability (in Exhibits A, B and C) and construct- 


ing a new table, Exhibit F, to spotlight the profitable 
ind unprofitable segments of sales. Management can 


» Solicer | 
abjective in specific terms. Just follow tl 


Exhibit FE. in carrving out your analvysi 


] 


glance at this and quickly visualize the over-all status 
Maintenance of current return of the marketing segments. The picture implants 
itself on the memory. For example, you won’t easily 
Improving Cost Status forget, after seeing Exhibit F, that 35% of your prod- 
uct sales are handled at a loss; that your profitable 
Improving Product Performance products produced 179% of your company profit; 
that the unprofitable products sustained losses equal 
Improving Territorial, Customer Performance to 79% of total company profit. This situation cer 
tainly must be kept from getting any worse if you 
Improving Asset Position. hope to maintain your current return. 


How to Measure Costs® 





SELECTED DISTRIBUTORS COMPARISON OF FUNCTIONAL EXPENSES & PROFITS (PERCENT OF SALES 


Outside 


G.P Net Profit Sales Exp. & Sales Adm. Exp. Exp. 


8 20 


4165 


2. Improving Cost Status 


logical first step in improving the rate of re 
tm on ets is that of making costs more efficient 
perating costs have their effect in the performance 
f product Indeed, it can 
said that the performance of any marketing segment 


aeterm 


. territories and customers. 


ned by the impact of cost on merchandising 
icy \ product may be profitable or unprofitable 

reason of either operating cost or merchandising 
combination of both. In most cases, it 
1 combination of both. It 


segregate 


MOlNCY, OT a 


probabhi is therefore 


irable to these 


factors and study them 


7 


paratel\ 


Isolating ‘Loss’ Products 


If the distributor can improve his cost status to the 


oint of efhciency under his given set of operating 
umstances, then he will have isolated the problem 


1 loss product, 


territory o1 to his mer 


customer 


] : ] 
IGISINE POlcy 
I 


Furthermore, when a distributor 


ws that his costs are efhicient, he has great con 
dence in his cost structure; and confidence is a fine 
ittribute for management to have. 

[he possibility of cost improvement in distributor 


perations exists, even in the best run companies 
“Built-in” Inefficiencies 


When one reflects that the spread of the marketing 


yncept wa 


iccompanied by a movement of account 
ing away from management purposes to meet external 
requirements, it is quite reasonable to suspect that 
+ 


some cost inefiiciency might have become built into 


the increased marketing expenditures. One writer has 
stated that “there are relatively few companies which 
do not have hidden savings opportunities of 20 to 
30% in their overhead costs!” (How to Get Results 
and Make Them Last, Richard Neuschel, Management 


Review, March 1958 Distributors in another in- 


Land & Bldg. 
Inside Sales Purchasing Delivery Occupancy Warehouse 


Office 
Exp. , Exp. 


Admin. & 
Gen. Exp. 


Other 
Income 


Other 
Deductions 


5.92 7.22% 45.915 3.29% 
5.76 5.64 2.03 2.72 
5.45 4.68 1.80 2.20 
5.20 3.88 1.61 1.98 
4.78 3.80 1.51 1.77 
4.72 3.71 1.38 171 
4.00 2.82 1.33 1.68 
3.32 2.56 1.24 1.55 
3.02 2.43 1.11 1.50 
2.80 1.86 1.10 1.49 


ht ht he Pt 
¢ ,O — & Ww UI OO ND PO 
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dustry are now attacking their costs, and some either 
have improved or are on the way to improving their 
return on assets by 6 points through improved cost 


efficiency. 


Determining the Means 


lhe improvement in cost status requires first a 
determination of cost status and second, a determina 
tion of means whereby the status can be improved 

For the distributor, there are three ways by which 
he can determine his cost status. 

1. He. can compare his costs with costs of other 
If he is 


distributors. a member of the National o1 


UNIT COST COMPAR 
INSIDE SELLING 


Co. A ( & >. ( 
Cost $25000 $17650 $30200 
No. of lines of billing 25000 26000 4030( 
Cost per line (unit cost) $1.00 $.68 $.75 


Land and Occupancy 
Cost $22500 $8800 


Square feet 37500 9770 
Post per sq. ft $.60 $.90 


Exhibit | 


FLEXIBLE FUNCTIONAL BUDGET MONTHLY — 1960 
Warehouse Operating 


Volume level 
Controllable 

Payroll 

Payroll taxes 

Packing materials 


$60000 $70000 $80000 
$850 $980 $1120 
25 30 34 


30 35 40 


Repair & maintenance 


equipment 


Total 
Fixed 


20 20 20 


$90000 
$1260 
38 

45 


20 


$100000 
$1400 
42 

50 


30 





$925 $1065 $1214 


Depreciation—Equipm’t $10 $10 $10 
8 8 


Insurance—Equipm't 


Total 
Total Budget 
Measurement-lines of 
Warehouse Billing 
Cost per line of billing 
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8 


$1363 


$10 
8 


$1522 


$10 
8 





$18 $18 
$943 $1083 


3000 3500 
$.31 $.31 


$18 
$1381 


4500 
$.31 


$18 
$1540 


5000 
$.31 





Southern Industrial Distributors Association, he can 
refer to the Statement of Overhead issued by these 


+ ly 


issociations for members onl If he is not a member BUDGET VARIATIONS 
of either association he mav get in to vith non 7 
Function: Warehouse Operation 
distributors of similar opera in other | Month: January, 1960 
] Volume: $81,050 
rem. Senpathnanbareariadae ees - = Budget: $80,000 
t com | Controllable Costs 


ompctn y 


; 


pressed percent of sal This i e mo 


monly used measurement In this form of com- 
Packing Materia 


] 
parison, it is desirable to enter the figures in descend- Rep.-Maint.-Equip’t 


f 
ing order, and underline your own figut in Exhibit Totals 
" . Fixed Costs 
( [his presents visually your Co C1 Deprec. Equip't 
nsurance-Equip't 
Totals 

sts of doing one unit of 1 SUT Total Budget 
ine of billing. Exhibit H (1 O eee 

il comparison of unit 





distributor can compar 


ind occupancy 

its which can be costed ar 
purchase orders for bu 
percentage of dollar of sales, et 


ions On 


1s FORMANCE BY PROFITABLE & UNPROFITABLE 
it ts are more meaningful than 


percent of sales. Such comparisons | I Profitable Group 


opportunity to pin-point sources of 


so that corrective measures 
ibove np Company 

1] 1384] l 65 1 6 
$166641 $117969 $48672 
Unprofitable Group 
3418 $ 37278 
63 8 16142 
$248604 $ 68171 $ 89664 $21493 
Profitable Group Percent of Sales 


3.1 g¢ 10 2 
100.0 27.78 21.84 94 
7 36 222 . 5 


100 é y, 
~$00.00% 22.31% 15.80% 6.51% 
Unprofitable Group Percent of Sales 





100.06 : 34.3 
100.00 
100.00 24.3 55 
100.0 27.29 
~$00.00% 27.42% 36.07%  -— 8.65% 
Grand Total 
$995605 $234812 $207633 $27179 


100.00% 23.58% 20.85% 2.73% 


Action Toward Reducing Costs 


When t status has | 


a 
tributor can generally imp 


flexib] 
1 HEXIDK Exhibit L 


? r TryvT fy 7 ; 
goals for ull Onal Cos 


PRODUCT PERFORMANCE BY RETURN ON TOTAL ASSETS 


a shilsty far | ] a ae : Return on Product Sales 
1g r¢ sponsib1l ror pudg Pp mance d Tot. Assets ale Ratio to Tot. Sis 


31 $357778 35.99 
1 63416 
50608 
] : os. 2 6 275199 
discharge of their responsibiliti J 
4 $55662 
. . 5 108645 
\dopting the positive attitud that costs « 11.7 3233: 
77.5 51965 


$995605 


Helping responsible budgs 


y 
14.8 
8.3 


improved 
Total Profitable Volume 


1 , Total Unprofitable Volume 
1. Use a Budget—If a distributor wants to improve 


his cost position, he must determine the dollars of 


Volume’s Effect 








XYZ COMPANY PRODUCT STATUS SUMMARY 


Product Product Product Product Product Product Product Product 
01 02 03 04 05 06 07 08 


Return on Total Asset 5.7 31.2 ] = 5 1.48 —44 —175 8.3 
Yontribution to Volume 35.9 10.9 6.3 5.6 $.2 5.2 
Buyout of Sales 2 10 10 
Direct Shipment »f Sales 

Sales per cubic foot (whse $20 32 34 ; 10 


Sales per dollar inventory 


8 
5 5 
PERCENT OF GROSS PROFIT 

XYZ Company 


Compar Sor 


PERCENT OF NET PROFIT 
XYZ Company 
Comparison 


SALES PER LINE BILLING 
XYZ Company 


omparison $22.80 


COST PATTERN BASED ON: (in % of sales) 
Lines of Purchasing (Buying and Incoming N ; Handling 
XYZ Company 3 } 1.80 
Comparison ) 


] 
l 
les of Billing g é C 1 Outgoing Materials Handling 
XYZ Company 4.02 1.6 4.09 2.8) 
> 








1.0 4.U3 
Comparison 3.20 1.72 3.25 
selling 
XYZ Company 5.83 
Compar 3.68 
y (Stock Investment and Stock Storage 
XYZ Company 4.34 


Comparison 3.20 


nventor 
Inve 


, 


MERCHANDISING PROBLEMS 
A) Purchasing 


kK +f 


Jying in mos VOral 
*urchasing for buyou 
Reduction int 

B) Promotion 

Reduction of bi 

mprovement 

mprove Average 

Revision of Outside 

yelling at suggested 

(C) Inventory 

Reduction in space 
Reduction in dollar inventory 








| 
| 
| 
| 





penditures and then he must control these expendi much for downward volume movement. ‘The in- 
tures. If the distributor follows the functional cost flexible budget thus loses motivational value. 
classifications as described in “Budgetary Control, A sample flexible functional budget is shown in 
Planning for Maximum Profits,” (ID, Feb. 1959) or Exhibit I. (page 112). The spreads range from the 
Form B of the National and Southern Industrial lowest to the highest volumes which might be expe- 
Distributors Associations, he will be preparing a func- rienced monthly in a year. The in-between levels are 
tional budget. If he prepares a functional budget for set at those points where significant cost changes may 


various levels of volume he will have a flexible func- occur. The total budget is divided into “controllable” 
tional budget. The flexible budget has more moti- and 


“fixed” (interest, taxes and depreciation), and 
vational value than a budget for one volume level only. 


within each category, the expense components are 
Che flexible budget moves with volume. The one- budgeted. This follows the functional classifications. 
volume level budget does not account for volume The use of the expense components makes the budget 
swings and hence it does not provide the funds needed easily understandable and also shows the functional 
for upward movement in volume and provides too budget in sufficient detail to immediately find the 
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source of anv budget variation 


urement are shown, (sce bottom 


cost per unit Ihe cost per unit 


the budget supervisor than will t 


ind the unit of cost furnishe 
hallenge to lower unit cost 
controllable ind “fixed 
concentrate his attention ¢ 

2. Set Goals—A very vital part « 
the 


distributor v sta 


budget 1 
thie 
I doc 


should a 


th 


ional 
budget 
the unit « t m 

ure 


distributor 


prepare 


adopting 


Assign Responsibility—A 


iby ' ; tha + 


opportunit 
ae 


4. Help 


} 
i 


Responsible 


ld 
l 


oul 


People | 
ilso help the respo1 


the budget in the dis 


ment 


[his il) be donc In 


\. Management can show th« 


cost status, a developed 


ree 


Ihe 


line) as 


units of mea 
well as the 
will mean more t 
ital budget dollars, 
with a target and a 


ts into 


vf the 
ln preparing 
rt from this poin 


ust be reali 


nt pe rrorman 


udget from budget 


lso make 


Jistributor 


sible 


upcrvisol the 


G and H 


B. Management can ag to compare costs with geo 
| <4 


graphic non-competitors. This 


helps to pin-point 


sources of cost problems so that corrective action can 


be taken specificalls 


C. Management should report actual results as com 


pared to budget monthly to the 


> responsible people. 


This can take a form similar to Exhibit ], which shows 


variation and source of variation. 


reviews are far more productis e 


Monthly budget 
than annual reviews. 





Exhibit N 


VOLUME CHANGES ON NET PROFIT 


Product 15 
Sales 
ost of Sa e 
Gross Profit 
Operating Costs 


Net Profit 


Product 16 

Sales 

Cost of Sale 
Gross Profit 

Operating Costs 


Net Profit 


AL PERFORMANCE 
NPROFITABLE 


Profitable Territories 


$265,310 
362 520 
17.369 4° 


"$845,199 $199,467 
Unprofitable Territory 


Totals 
$996,605 $234,812 
AS PERCENT OF SALES 


Profitable Territories 


B 
100.00° 23.60 
Unprofitable Territory 


D 
L 


Totals 


83 


100.00° 23.58 


100.00 


100.00 100.00 


TORS 


ales Amount 

Gross Profit Amount 

perating Cost Amount 62877 

Net Profit Amount $24441 

Prof 24.09 
17.35 


6.74% 


$362500 


87318 


Sis. G 


Oper. Cost 
f Upe 5 


Percent of Net Profit 


INDEX 
Sales Amount 100 
Gross Profit Amount 100 
Operating Cost Amount 100 
Net Profit Amount 100 


Percent of Sis.-G. Prof 
Percent of Oper. Cost 
Percent of Net Profit 


100% 
100 
100 
Basic statistics from Exhibit 0 


BY PR 
TERRITORIES 


100.00 


$150406 
35345 
48876 
$13531 
22.83% 
32.49 20.12 


9.66% 


4 


$158,757 


"$207,633 


19 55 


18.75% 


20.85% 


4.4 


100.00 


TERRITORY 


4 Terr 


$40,710 


$13,531 
$27,179 


100.00 


C-STANDARD 


B 


$265310 
66328 
53380 42500 
$12948 


25.00% 21.08 


$3321 


19.55 


4.88% 1. 














J 


Which Products Make a Profit? 





RIAL PENETRATION BY PRODUCT IN SALES DOLLARS 

Salesman B 

3 ale Share Potentia Sales Share 
~~ $ 910010 91001 10% 


397965 79593 20 


Salesman A 


89144 22286 

382040 19102 

238780 11939 

132 111430 11143 

676800 3768 | 245740 22287 
2600 1113 265300 7959 


$3927573  $150406 4°  $2640409  $265310 ‘ 


5. Have Correct Attitude—Management should ap 
proach its cost status with the attitude that all costs 
can be improved. If in time management finds that 


some costs are quite efhcient, it can modify its view 


Hoy CvVCcr, 


gives management a good opportunity to cover all 


idopting such an approach at the outset 


costs. If some costs later prove to have been efficient 


it the itset, then management will have gained a 


e in those costs. 


3. Improving Product Performance 


\ssuming that a distributor's costs are efficient, prod 
uct net profit improvement will then be made through 
idjusted merchandising policies. Merchandising pol 
icies can be classified under the headings of Purchas 
ing, Promotion and Inventory. Factual data can be 
segregated according to these classification and all 
the needed data will come from the Statement of 
Product-Line Profitability 

Just as the distributor would approach cost im 
provement, he would likewise approach product im 
provement. Hence, he should know his product status 
ind then determine means of improving it. Product 
status determination stems from a myriad of figures 
which sometimes can confuse management just by 


looking at the quantity of data. However, if the prod 


uct data are organized properly and presented to man 


igement in short and to-the-point schedules, they can 


be effectively used by management. 


Don’t Swamp Management With Data 


It can generally be said that verv few company man 


igements in any industry have taken time out to 


oldly analyze their problems Perhaps one of the 


reasons for this was the mass of data presented to 
management—perhaps enough to discourage them 
trom really studying the material. If the distributor 
will have less data presented in short schedules, he 
is likely to have his product problems more clearly 


defined. And once a problem has been well defined, 
is more than half solved. 


4 


IC 


Three schedules usually will suffice to show product 


status and problems in a very clear manner, as follows: 

1. The basic data on sales, gross profit, operating 
cost, net profit and return on assets should be listed 
by commodity under profitable and unprofitable group- 
ings as in Exhibit K (see Page 113). This gives man- 
agement a good picture of its product Status. 

Return on assets by products is computed in the 
same wavy as return on assets for the company was 
computed in Exhibit E (Page 111). Using XYZ Co. 
1s an example, and referring to Exhibit A (Page 107), 
this is how return on assets for Product 01 is figured 

\verage monthly cash requirement (average amount 

of cash to cover operating cost monthly) for Product 

01 would be $45,991 divided by 12, or $3,833. 

Average monthly receivables would be $357,778 di 

vided by 12 times 33/30ths, or $32,797 

Average monthly inventory is computed from the 

ledger. 

Fixed costs are allocated on a square foot basis. 

Above results are totalled, multiplied by 12, and 

divided into 01's before-tax net profit of $36,727. 

Result turns out to be a return on assets of 31.2% 

From Exhibit K, it is apparent that while the 
company return on assets was 6.7%, the profitable 
products returned 16.1% and the unprofitable product 
lost 21.2% on assets. 

Ihe unprofitable products had a much _ better 
gross profit rate (27.42% versus 22.31%) but had a 
very much higher operating cost rate. 

Ihis clearly demonstrates the need to emphasiz¢ 
the profitable products (in terms of net, not gross 
profits) and pinpoints which products they are. It 
indicates an urgent need to look closely into operat 
ing cost 

2. Then the products should be listed by return 
on assets in descending order, as in Exhibit L (Page 
113 [his not only shows the distributor where his 
return on assets is being made but also shows him his 
product mix. It is apparent from Exhibit L that 


approximately 75% of the volume is profitable and 


above company 


average return. The remaining 
volume brings a loss. For the eight product groups, 
individual product sales range from 3.2% for Product 
08 to 35.9% for Product 01, in comparison to total 
sales. 

3. The pertinent factors for product decision-mak- 
ing should be recorded, and the problem areas of each 
product should be noted. This is done in Exhibit 
M (Page 114 For example, Product 02’s problems 
occur in the number of purchase orders placed for 
this commodity, high selling cost and poor sales 
coverage. 

It cost XYZ Co. 1.80% of sales to buy product 02 

while the comparative costs (in other, comparable 

companies) is 1.40%. Certainly this purchasing 
cost is on the high side and should be looked into. 
Selling costs for Product 02 are 5.83% for XYZ 
Co. whereas comparative selling costs are 3.68%. 
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Exhibit S 


XYZ COMPANY SUMMARY STATEMENT OF CUSTOMER PROFITABILITY BY PROFITABLE 
AND UNPROFITABLE CUSTOMERS 


Territory C 
Total Profitable 


Sales $362500 
Cost of Goods Sold 275182 
Gross Profit 87318 
Operating Cost 62877 
Net Profit $ 24441 


$318000 
243780 
74220 
33954 

$ 40266 


As Percent of Sales 
Sales 100.00 
Cost of Goods Sold 75.91 76.66 
Gross Profit 24.09 23.34 
Operating Cost 17.35 10.67 
Net Profit 6.74% 


100.00 


No. of customers 300 45 
Sales per customer 1201 7066 
Net Profit per customer 81 895 


No. of calls 1200 360 
Sales per call 302 883 
Net Profit per call 20 112 
Cost per call 15 
No. of non-productive calls 36 


Ratios 
Sales 100 
Gross Profit 100 
Operating Cost 100 
Net Profit 100 
Customers 100 
Calls 
Non-productive calls to 
Total calls 








Unprofitable Total 
$ 44500 
13098 


$—15825 


12.67% __ 


Territory B 


Profitable Unprofitable 


$265310 
198982 
66328 
53380 

$ 12948 


$173452 
131665 


~ 41787 
21352 


 $ 20435 — 


$ 91858 
nee eee, 
24541 

____ ses 
$ —7487 


31402 


28923 


100.00 
70.56 _ 
29.44 


100.00 
75.00 


25.00 24.09 
65.00 _ 20.12 1231 


—35.56% 4.88% 11.78% — 8.16% 
255 500 125 375 


174 531 1387 245 
~ 62 26 163 — 20 


840 2400 960 1440 

53 186 64 

-19 5 21 5 
6 


100.00% 
75.91 


100.00% 
73.28 
26.71 
34.87 








Therefore XYZ has too many men in the 
spending time on 02 or is overpaying them 

Lines of billing cost is 4.09% for Product 02 
XYZ Co. and the comparative cost 1s 

Chis suggests that attention should be focused on 


improving the average sale per line of billing 


Step-by-Step Correction 


When product problems have been thus delineated, 
attention can be directed toward their correction in 
a step-by-step manner. 

rhe problems of 06, to give a further example, can 


be approached this way: 


Purchasing—'his product 
of 24.30%, while a comparable company has a gross 
profit rate of 28.12% for the same product Chis 
difference can arise because 

1. XYZ Co. is buying some stock from another 

distributor rather than the primary supplier, 


06) has a gross profit 


2. the company is not buying in best quantities, 


3. it is not selling at suggested prices, or 

+. all three of these factors are present. 

(he distributor should therefore determine which 
is the causative factor and seek its correction 


Promotion—Product 06 has buy-out sales which 
umount to 10% of total sales. Buy-out sales have a 
tendency at least to be loss operations. The distributor 
should review these sales from the standpoint of 
whether or not he should stock some of the products 


now involved in buy-outs. Also, he should review 


his entire buy-out policy. Is he encouraging buy-outs? 
vy 5.2% of the 
company’s volume. Generally, when the sales con- 


Product 06, further, contributes only 5.2‘ 


tribution of a product is relatively small, possibilities 
of improving sales are considerably greater than when 
the sales contribution is high. 

Che distributor should consider the effect of 
Exhibit N (Page 
115) depicts the effects of such changes in an actual 
case (not hypothetical distributor depicted in Ex- 
hibit M). It is not difficult to compute the effect of 


volume changes on his net profit. 


Which Salesman Makes a Profit? > 





Exhibit T 


XYZ COMPANY (TERRITORY C) SUMMARY STATEMENT OF CUSTOMER PROFITABILITY 
BY PROFITABLE AND UNPROFITABLE VOLUME BRACKETS 


Volume Bracket Sales 


Profitable Customers 


400-499 
500-999 
1,000-over 


$7000 
18000 
300000 


$1700 
4500 
70300 


Gross Profit 





Net Profit No. of Cust. No. of Calls 


$1000 
2200 
39088 





Totals $325000 ~ $76500 


Unprofitable Customers 


1-99 $10500 
100-199 8000 
200-299 9000 
300-399 10000 
Non-Productive 


$2700 
2100 
3000 
3018 


"$37500 
$362500 


Totals 
Grand Totals 
Percent of Totals 
Profitable 
Unprofitable 


$87318 


89.66 
10.34 


100.00 


87.61 
12.39 


Totals 


$10818 


100.00% 





$42288 


— $4247 204 
— 4000 140 
— 4500 195 
— 5000 275 
— 100 36 


_$17847 250 850 
$24441 1200 


173.02 
—73.02 


~ 100.00% 


29.17 
70.83 


~ 100.00% 








, a . 
ease of Sales Of 25 or more by estimating th« 


Generalls 


which might take place 


not increase at the same rate as sales. ‘This 


Id have considerable impact as motivation. 
ning now to Product 06, in Exhibit M, con 
effect of 


lling. Sales per line of billing are now $4.20, 


obtaining a higher average sale pet 
comparable company has an average sale of 
eeking a higher average sale per line, XYZ 
not only 
for the same volume of product sales, but 


may well find that the salesmen can spend less 


be reducing cost assessable to the 


on the product and will therefore have the 
ortunity to spend more time on other products, 
may even see more customers and prospects. 
1 he t of selling Product 06 is 5.83% ot sales, 
omparable company has a selling cost of 
Does XYZ have too manv salesmen? Are 


too much for what they are doing? 


wh l 


Cie paid 


Inventory—Product 06 shows $8 sales per cubic 
»f warehouse space, while the company as a 
see first column) receives $20 in sales for each 
foot. Is too much space being devoted to it? 
the illustration covering the XYZ Company, 
M, bur 
not carried as separate product lines, since they 
If these 


are significant in any company $ sales 


out sales and direct shipment sales 


1mounted to only 
ot sale 
pattern, buy-out sales and direct shipment sales should 


be carried separately on the Product Statement.) 


5°% of total company sales. 


types 


4. improving Territories, Customers 


\s a territory 1s composed of customers usually ser 
iced by one salesman; it is best to consider territorial 
However, the 


data of each must be accumulated separatel The 


and custome! performance together 


problems present should be solved by use of both 
territorial and customer data. 

Here again, the distributor's approach is first to 
determine status and then determine how status can 
be improved. 

Territorial status determination comes from the 
Statement of 
Exhibit B. 
ment use by profitable and unprofitable territories, 
as in Exhibit O 


dividual territorial status. 


lerritorial Profitability, as shown in 


This should be summarized for manage 
Page 115). This quickly shows in 

Then the product mix by salesmen should be set up 
as in Exhibit P, so that individual salesman’s com 
parison may be made to the total company mix. It 
will be noted that Salesman A, whose territory is a 
loss, has more of his sales in the loss products and 
less of his sales in the profitable products than does 
Chat is, for Products lines 
05, 03, 08 and 06, Salesman A’s sales are higher than 
the company’s share of sales for the same lines. He 


the company as a whole. 


should be instructed to concentrate on the profitable 
products. ‘The most profitable territory is C, and C’s 
product mix is higher for the profitable preducts and 
lower for the loss products than the company mix. 
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Then the distributor should determine the relative 
position of each salesman. For this purpose, one 
salesman can be selected as standard and the other 
salesmen can be compared to him for the pertinent 
factor. In Exhibit QO, Territory C was 
standard because it had the best net profit 


selected as 
All figures 
of selected factors of Territory C are given an index 
of 100 and the same selected figures for the other 
territories are related to C. Thus A’s sales of $150,406 
are 41% of C’s sales and are given an index of 41; 
\’s gross profit of $35,345 is 41% of C’s gross profit 
of $87,318 and is given an index of 4] 
hus A’s problems can be pin-pointed noting 


volume and 41% 


that he produces only 41% of ¢ 
of C’s gross profit but his operating costs are 78% of 
C’s. The problems are volume and operating cos 
Salesman B has fair ratios of 
profit as compared to Salesman ¢ 
cost index of 85 is out of line. Hen 
Is Of Operating cost 
Salesman D with a low 
velv high operating 


roubl] here 


Product Penetration 


: ‘ , , 

he next step ror the termine his 
| T 

product penetration it h territot lere he is 


eeking to find wh t palt I l I] et he has 


for each product in ea figures 


are necessary for this analysis hese may be 


} 


determined by using salesmen’ leveloping 
ntial figures from some 
of government sta 
management to motivat 
g the possibilities of mot 
R (Page 116 
| Salesman 
les of this prod 
ential For all 
: ind his sales 
man B’s share of the potential 
It is not unreasonable to expect a minimum penetra 
tion of 5%. Thus Salesman A could improve his pene- 
tration by exerting more effort on Product +, 05, 06, 


Salesman B could improve a good performance by 
exerting more effort on Products 05, 08 


Customer Status 


Customer status will be determined from the State 
ment of Customer Profitability, as shown in Exhibit 
C. The raw customer data should not be presented 
to top management in this state as the myriad of 
figures has to be analyzed and only the significant 


singled out [he pertinent data can be presented in 


summary form. ‘This can be done bv segregating 


the customers into profitable and unprofitable volume 





| Exhibit U 
CUSTOMER PENETRATION BY PRODUCT IN DOLLARS 


| 
| Territory C 
| Product Potentia Sales Company Share 
| Customer 1001 01 $ 1000 $100 10% 
} 03 500 . 
05 500 100 0 
$ 2000 $200 ° 
Customer 1002 y $ 2000 $100 
2500 100 
3000 30 
3500 


$11000 $230 











Exhibit V 


TERRITORY AND CUSTOMER MERCHANDISING PROBLEMS 


ume 
roduct Penetration 
number of customer 
)-productive calls abov 
Ww average 
effort and cz sult 
needs to be brought « 
concentration on high 
customers mainly 


stomer penetration 


Deve 





a 





brackets These d: | be shown by territory. 


Exhibit S (Page 
ic 


an example of a summary 
statement profitable and unprofitable customers. 
In Exhibit S 


+ 


sales, cost of sales, gross profit, operat- 


} 


net profit are shown for each salesman’s 


livided into profitable and unprofitable 

These figures are then shown as percent of 

nder this is shown the number of customers, 

omer and net profit per customer. Next 

il] data and at the bottom are the ratio figures 

to show what percentage of sales are made to profit 

able and unprofitable customers, gross profit yield 
profitable and unprofitable customers, etc. 

ig back to Exhibit O in which Salesman 

rritory was selected as standard because he 

had the best net profit, it will be noted that Sales- 

man C’s territory is analyzed first in Exhibit S. Now 

it can be seen that Salesman C has 


customers and the company is losing $62 on each of 


255 unprofitable 


these as well as incurring a $19 per call cost. Hence, 

in the best performance, you find very weak spots. 

Exhibit S uncovers those weak spots which call for 
iction. 

\nother aspect of Salesman C’s performance is the 
percentage of non-productive calls to total calls. This 
is 3% which may be altogether too low to offset the 
number of customers who may be lost in the future 
due to mergers, personnel changes, etc. 

[he next report is a Summary Statement of Cus- 
tomer Profitability by volume brackets, as shown in 
Exhibit T (see top, opposite page). The first 
group is the Profitable Customers. For example, in 


How About Call Effort? > 





the $400 to $499 volume bracket, Sales amount to 
$7,000, Gross Profit $1,700, Net Profit $1,000, and 
there are 10 customers on which 25 calls were made. 

In Exhibit T, customers with a volume of $399 and 
less are loss customers while customers with $400 
ind more volume are profitable customers. This does 
not say that all customers in the less than $400 
brackets are unprofitable as there may be some cus- 
tomers in these brackets who are profitable. 

It will be noted that 89.66% of total sales (see 
bottom of report) are made to profitable brackets but 
only 29.17% of the sales effort. By the same token, 
more than 70% of the call effort is devoted to un 
profitable brackets. The remedy is a closer relation 
ship between profitable call effort and call result. 

Customer penetration by product groups should 
then be established for each salesman’s territory, as 
shown in Exhibit U. The first customer analyzed in 
Salesman C’s territory (the standard) is Customer 
1001. His potential for Product 01 is $1,000 and sales 
are only $100, or 10% penetration. Salesman C’s 
penetration for products sold this customer is 10%. 

This statement is, in effect, detail of Territory Pene- 
tration by Products as shown in Exhibit R. This 
shows where the call effort should be placed customer 
by customer. This is a tremendous tool for sales 
Salesmen look to the same manager 
for direction and here is one source of guidance. 


management. 


Finally, the merchandising problems of each terri- 
tory should be high-lighted as shown in Exhibit V. 
his chart tells the distributor, the specific points he 
has to stress in each territory, and was developed 
from review of Exhibits O, P, O, R, S and T. For 
example, Territory B has four problems: 


Operating costs of 
Territory C), while 


1. High Operating Cost. 
3,380 are 85% of standard 


of the standard (Exhibit Q). 


$5 
sales are only 73‘ 
These are 15% of total 
alls, while company goal is probably in neighborhood 
of 10% (Exhibit S). 


2 Non-productive calls 


3. Call effort and result ratio. 40% of B’s calls 
bring 158 % of B’s net profit, and 60°% of B’s calls 
sustain a loss equal to 58% of total net profit (S). 


4. Customer penetration. While B has a total pene- 
tration of 10%, there are many customers in which 
his penetration factor is in the 1%-5% area (R). 


5. Improving Asset Position 


The distributor who measures his performance 
on the basis of utilization of available assets can 
improve his return by decreasing his assets while still 
holding his dollar profit. 


I'he principal sources of asset reduction are recei 
ables and inventary. Receivables can be reduced by 
seeking a smaller number of days in which sales are in 
receivables. Inventories can be reduced by seeking 


a higher stock-turn. 


SUMMARY 


Che distributor should be specific about his objec- 
tives and the means to accomplish them. 

Before even beginning his analysis of marketing 
facts, he should set down as an objective the return 
on assets he is striving for (see page 111 and Exhibit 
FE). The means employed to attain this goal are: 


maintenance of current return on assets 
improved cost status through greater efficiency 


improved performance by products, territories and 
customers 


operations on a lower asset structure. 


The distributor should seek maximum operating 
efficiency through the use of the flexible functional 
budget (Page 113 and Exhibit I), and the sound 
merchandising of the budget. 

Improvement of product performance should be 
sought through the definition of the problems of 
each product (Page 116 and Exhibit M) and the use 
of imagination to correct the problems. 

lerritory and customer performance improvements 
can likewise be achieved by definition of the problems 
of each territory and each customer (Page 115 and 
Exhibits S and V 

\ttention to inventory and receivables can result in 
an improved asset position. 

This approach to management decision making 
the development and intelligent use of factual data 
will minimize the temptation to attempt to solve 
problems in a vacuum. Each problem can be isolated 
for purposes of analysis; but the remedy for the 
problem is bound to have an effect on other problems. 

The old saving that success is 90 percent perspira 
tion and 10 percent inspiration applies as much to 
management as*to any other endeavor. ‘The develop 
ment of appropriate marketing data is the “perspira 
tion” part of the work, which can only he accom 
plished by directing accounting efforts to management 
purposes. Merchandising in the future will more 
and more require this analysis. Once he has the 
appropriate data, the industrial distributor can supply 
the imaginative factors which will direct him toward 
the most efficient and profitable operation. 


120 INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 





DISTRIBUTOR > 


£ 


eeeeahe ae *eee & 
sl coal ak al ol oe ee ga a 











W0000000004000400 4 tefieme 


yea 


porLeo 
THREAD 


pRiaGe BOLTS. / 


\ — 4 


} 


“NAT” STANDS OUT 
with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 


line your line, because it stands out in every way. yyy 
3 
Ask Your Distributor . . . He Knows eS ~ 


THE NATIONAL SCREW & MFG. COMPANY - f 
Cleveland 4, Ohio «* Los Angeles 22, California Y Srosts ig) fh CHAINS 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 








U.S. TOTALS 


February 1960 
Compared with 


January 1960 











February 1960 
Compared with 


February 1959 





ComPILED BY [NDUSTRIAL DISTRIBUTION 





+9% 


First 2 Mos. 1960 
Compared with 


First 2 Mos. 1959 








+1 1% +10% 





Supply Sales Trend 


Final Figures for February 1960 








February 1960 
Compared with 
January 1960 


February 1960 
Compared with 


February 1959 


First2 Mos. 1960 
Compared with 


First 2 Mos. 1959 





NEW ENGLAND: 
Conn., Me., Mass.., 


N. H., R. 1., Vt. (27*) 
Bridgeport-Hartford-Spring- 
field Area 
MIDDLE ATLANTIC: 
N. J., N. Y., Pa. (37) 


Metropolitan New York- 
northern New Jersey 


Western New York; Buffalo- 


Rochester-Syracuse-Bing- 
hamton 


Philadelphia-Trenton-W il- 


mington Area 


Pittsburgh-W heeling 


Youngstown Area 


+ 3% 


+ 6% 
+ (% 
— 2% 
+21% 


No Change 





+18% 
+17% 

+19% 
+ 9% 
+19% 


+ 19% 


+30% 








+16% 
+14% 

+15% 
+ 7% 
+10% 
+26% 


425% 
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“Yarway exhibits develop good 
Steam trap sales leads for us” 


C. P. Williams, Moorlane ‘ Load 
advertising manager, and FULL LOAD WORMAL LOAD LNW 


Mr. Medlin get a trap 
diagram briefing from Yar- 


way’s Leland Campbell 


Yarway District Manager Leland Campbell (r) demonstrates operating 
trap model to Moorlane Vice Presidents H. S. Medlin (1) and Ray 
Thorpe (c) at Tulsa Oil Show. 


Moorlane Company, Tulsa, Oklahoma, distributor of Yarway Impulse Steam Traps and 
Fine Screen Strainers for the last 13 years has this to say about the Yarway line 

“To start with—and important to us or any distributor—the Yarway line is profitable 

**But just as important, the cooperation and help we get from the manufacturer is outstanding. 
Yarway’s exhibits at trade shows, like the recent Tulsa Oil Show, develop many good sales 
leads. Yarway also continually feeds us good sales leads resulting from their excellent 
advertising and publicity program. Many of these turn into new customers we never would 
have reached. 

“The personal help of Yarway field men is another big asset—both on technical and 
sales assistance. 

“Our customers know and like the Yarway line of steam traps and strainers. Being a complete 
line, it adequately meets their complete requirements. This gives us a real competitive 
advantage.” 

NOTE: Yarway’s distributor policy features Selective Distributorships. If interested in the 


Yarway line, write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Philadelphia 18, Pa. 


OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 
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EAST NORTH CENTRAL: 
1l., Ind., Mich., 
O., Wis. (67) 


Indiana 
Wisconsin 
Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 
la., Kans., Minn., 
Mo., Neb., N. D., S. D. (19) 
Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
BMd., N. Cur BS. Coy F tes 
W. Va. (26) 


EAST SOUTH CENTRAL: 
4la., Ky., Miss.., 
Tenn. (9) 

WEST SOUTH CENTRAL: 
A4rk., La., Okla., 
Tex. (28) 


Houston 


Dallas-Fort Worth 


MOUNTAIN: 
{riz.. Colo., Id., 
Mont., Nev., N. M.. 
Ut., Wyo. (9) 
PACIFIC: 
Cal., Ore.. 
Wash. (32) 
Los Angeles-San Diego Area 


Oregon 


Washington 


1960 
Compared with 
1960 


February 


January 


February 1960 
Compared with 


February 1959 


First 2 Mos. 1960 
Compared with 
First 2 Mos. 1959 





+ IY% 


2% 
1% 
2% 
6% 
+23% 


+ 9% 
+ 9% 


+10% 





+ 6% 


+17% 


+31% 
+ 8% 


+36% 


+ 8% 


+ 8% 
+1 0% 


— 9% 








+16% 


+12% 
+12% 
+23% 
+26% 


+10% 
+ 1% 


+14% 


+ 2% 


+12% 


+23% 
+11% 


+ 4% 


_~ 1% 


— 2% 
+ 2% 


— 1% 











+15% 


+11% 
+12% 
+] 3% 
+21% 
+24% 


+ 8% 
—- 1% 
+ 9% 


+ 1% 
+ 4% 


+ 8% 
+10% 


+ 3% 


_ 2% 


— 14% 
+ 3 % 
+ 9% 





INDUSTRIAL DISTRIBUTION e¢ 


MAY, 1960 




















... up the creek . 
withedt a pedtie! Toianausitn-” 


of steel. You'll sell V-R QUALITY cutting tools 


inserts, blanks, single point tools, toolholders and 
face mill cutters. 


Yes sir, look no further for Tantung, carbide and 


ceramic . and VR-65 the first of a new generation of 


Can‘t fulfill your customers’ 


What’s more, all V-R distributors are backed by 
requirements? Losing them because 


national advertising, direct mail literature, quick 
of it?) Well friend, tell you what 


service, large factory stocks and plenty of sales aids. 


; ‘ V-R’s trained servicemen help you to analyze cutting 
vou should do. If cutting tools 

° tool problems to build your sales. 
are your problem, look no 


Yes, sir, you can forget the paddle, here’s a powerful 


further, just call: motor to speed you along. Just call . . 


. or write: 


CREATING THE METALS THAT SHAPE THE FUTURE 


W-RR ) VASCOLOY-RAMET 


884 MARKET STREET WAUKEGAN ILLINOIS 


TANTUNG 4 - TOOLHOLDERS — “Ae FACE MILL 
SOLID TOOL BITS > SOLID BASE a CUTTERS 
CUT-OFF BLADES \ AND : WITH 

TIPPED TOOLS. 4 “ ELEVATOR AW f THROW-AWAY 
CAST-TO-FORM TYPE : INSERTS 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


Good Business Continues 


ss ECONOMIC OUTLOOK continues to be very good. 
In fact if the prospective view from the summit were 
anywhere near as alluring, there would be occasion 
for dancing in the streets 

‘his is the cheerful vein in which we have been 
reporting on the outlook right along. And it is also, 
we are confident, the emotional state in which it will 
generally be viewed as spring materialized climatically 
is well as on the calendar 

\ considerable part of the business community 
has in recent weeks been sorrowfully wending its way 
through a strange little valley of despair about busi 
ness prospects which, naturally enough, gets steeper 
in the canvons at the lower end of Manhattan Island 
I his miragelike formation appears to have been com 
pounded in large part of 


Disappointment that business, while very good, has 
not entered the ’60s with the upward rush that any 
thing that’s been so extensively advertised as sizzl 


ing, soaring, scintillating, etc. is supposed to do 


\ seizure of financial temperance mM the stock 
market 


\ streak of superlatively depressing weather, both 
economically and emotionall\ 


Weather Has Effects 


It seems a bit bizarre that the poise and perspec 
tive of anv business leader of consequence could be 
upset by the weather. But it has become a well estab 
lished fact that come drab and dreary days of late 
winter with their more persistent headcolds and with 
the income tax collector just over the horizon, busi 
ness sentiment, so called, usually hits the skids—at 
least east of Hudson and south of the Harlem. And 
when the blizzards blow, as they did this year in much 
of the land, sales of many things drop with the tem 
perature 

his year, we made what we found a particularly 
interesting and perhaps significant test of what can 


be the spread between late winter business sentiment 


and late winter realities about the business outlook 
When business optimism seemed at its nadir for this 
late winter season we brought together more than a 
dozen of the nation’s leading students and diagnosti 
cians of business conditions and prospects. And for 
a long day we assessed the outlook against the sub 
stantial background of business’ blues about it. 

I'he upshot of the operation, to which the balance 
of this report will be devoted, was indicated at the 
outset. The business outlook remains very good, and 
the feelings about it will be getting that way again 


Sool 


Business Forecasts Split 


In their appraisals of business prospects for the re 
mainder of 1960 our colleagues were split about evens 
between cautious optimists—those who thought that 
overall business, as measured by the gross national 
product, would fall just short of the $510 billion mark 
envisioned by the President in his Economic Report 
ind a bolder breed of optimists—those who thought 
that business would have little difficulty in surpassing 
the $510 billion figure. The spread between the low 
est and the highest forecast of GNP was less than the 
usual statistical error in estimating the national 
product 

None of them thought that total business would 
turn down during the course of 1960. In fact most of 
them felt that our national product would go on rising 
well into 196] 

But they were less optimistic about the curve of 
industrial production, as measured by the Federal 
Reserve Board’s index. Most of the experts figured 
the January index of 169 (1947-1949 100) would 
be the high point for the first half of the year with 
lebruary and March off because of cuts in steel and 
autos. ‘There is a good chance, however, that the 
index will soon level off and perhaps even begin to 
climb before summer arrives. 

Most of the participants in our outlook conference 
expect their own particular industries to make sub 
stantial gains this year over last year. It is impossible 
to add up their opinions and come up with anything 
but the conclusion that the business outlook is good. 
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George M. Philpott Co., U.S. Royal Belt Distributor, shows customers 
HOW TO INCREASE PRODUCTION AND REDUCE INVENTORY 


The George M. Philpott Co. has been given the full respon- 
sibility of handling V-belts for the Ranchers Cotton Oil 
Company of Fresno, ¢ alifornia, a company that uses 1000 
V-belts in their daily operation. A very nice account, indeed, 
and one that the Philpott Company has w 

Ranchers Cotton Oil Company, like so many others, al- 
Ways had trouble replac ing \ -belts bec ause of their lack of 
LENGTH-STABILITY. Machines remained idle while en- 


gineers tested as many as fifteen belts to find a compatible 


ell earned. 


set of four. 
Mr. E. D. Hudson, General Superintendent, consulted 


Mechanical Goods Division 


with the Philpott Co. Mr. Hudson was told that the solution 

was simple because every U. S. Royal V-Belt has exclusive 

and built-in LENGTH-STABILITY, resulting in less down- 

time, greater production and a 90% saving in belt inventory. 
. . * 

Philpott and all other “U.S.’’ Distributors do more than 
just sell industrial rubber products. Their engineers, working 
with “U.S.” Field Service engineers and plant engineers, 
design complete transmission drives...a service that is 
saving industry thousands and thousands of hours and 
dollars every day. 


“Visit us at Triple Mill Convention, Chicago, IIl., 
May 23-28.” 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 


In Canada: Dominion Rubber Company, Ltd. 
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[_}mainter ance and repair 


47 "3 ‘40 "SO ‘Si 'S2 ‘SS 'S4 'S5 


billion ; 1960-$18.5 billion ; 1965-$24 billion 
1975-$137 billion 





‘sé 
Estimates-New Construction: 1959-$54 billion ; 1960-$55 billion ; 1965-$67 billion; 1970-$82.5 billion; 1975-$100 billion. Maintenance and Repair: 1959-318.5 
1970-$30 billion ; 1975-$37 billion. Total: 1959-$72.5 billion ; 1960-$73.5 biliion ; 1965-$91 billion; 1970-$112.5 billion; 


NEW CONSTRUCTION, MAINTENANCE AND REPAIR EXPENDITURES 1p billions of dollars 


[ ] 
| 
‘6 


'S7 ‘S58 'S® "60 
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Manufacturers and their distributor 


ing picture of the future materializ 


stand to gain if this promis 
In the 


economl 


next 15 years, U.S 


$1] 


540 
vl\ \mer 


billion for con 
in- Marietta 


spending 


American-Marietta Foresees 


U. S. Economy Doubled by '75 


AKING an informed peck at 1975, 
here're some of the promising eco 
American- Marietta 


secs 


Nomi prosper ts 
Co., Chicago, 

In 
1975 economy will be nearly equis 
ilent of 
of today 


\ nation one-third large-in 


all measures of output, the 


two (Ameri i] 


economies 


tomers, 50% richer per customer 


Demands for electricity 


almost 
triple today’s requirements 
lotal purchasing power of fam 


ilies with incomes over $10,000 


today’s 


equaling entire 


consumecr 
market. 
(hese prognostications are high 


lights of “The Years Ahead: 1960 


to 1975” an economic study recently 
for American-Marietta 
I'he study will be of interest to both 


manufacturers 


prepared 


ind distributors in 


tending to frame future marketing 


plans 
obvious business im 
of a 


popul ition Tse 


Besides the 


plications continued, 


rapid 
American-Marietta’s 





TOTAL RESEARCH EXPENDITURES 











TOTAL INDUSTRIAL PRODUCTION 


federal reserve board index (annual average 


| 
; | 
1 || 


"60'51 "52 '53'S4 ‘5556 '57'S8 'S0'6O 
1959-160; 1960-170 
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1947-1949= 100 


1965-210; 1970-270 ; 1975-340 








outlays indicates A 
“technological discovery has just begun,’ 


tates American-Marietta, in re port 


<« Upsweep in research 
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1975 


will open 


Total industrial production by 
Iwarf today’s output. This 
door to distributor 


will 
sales 
ind 


upphier 








look ahead dwells on prospects for 
new construction, maintenance, and 
repair (see chart above 

“By 1975, these annual expendi 
tures will total $137 billion. More 
houses must be built in the next 
last 


and 


15 years than in the 30 vears 
. In 1960, industry 


including public utilities, will spend 


business, 


an estimated $36 billion for new 
1975 
this outlay will have increased to 


$66.7 billion annually \ 


uous 


, 


plant and equipment By 


contin 
increase in the number of 
automobiles will require accelerated 
highway construction programs 
In 1975, $11.3 billion will be spent 
on highway construction 

“During the next 15 vears, 


report adds, “our economic growth 


will require spending the enormous 
sum of $1,540 billion for constru 
services, and 
In itself, this will constitute one of 


wt ' 
vithin 


tion materials, 


the major forces of growth 
the economy.” 

As for the impact of research and 
development in industry, the firm’s 
study asserts: “Every indication 
points to the fact that this age of 
technological discovery has just 
begun.” 

During 1975, research ex] 
tures will total $27.8 billion, 
pared with $13.5 billion this 
In the next 15 years, American bi 


government will spen 


more than $250 billion just to dis 


ness and 


cover and perfect new products and 
“This huge effort, itself 
only a portion of a world-wide scien 
tific exploration,” says American 
Marietta, “represents the greatest 
organized assault upon the unknown 
that society has ever undertaken.” 


pre COSSCS. 


Disston Color-Codes 
Hack Saw Blades 


Disston Div., H. K. Porter ¢ 
Philadelphia, is now color-coding 
packages to match color of its power 
and hand hack saw blades 
different type blades are being 
packaged in the new boxes: “Dura 
flex” (green), “High Speed Steel” 


Five 


(Continued on page 332) 





ident, H. Y. Sampson (left 
I Ad Club president 


med to help distribut 


receives bronze plaque of Greek goddess 


Bud Hilker, for firm’s color-coded 


Wilkerson Catalog Honored 


\ color 


log issued 


oded air products cat 
recently by Wilkerson 
i-nglewood, Colo., 1S the 
of the Denver 
Nike Award 


booklets categorv. Printed in 


Advertising 
in the catalog 


nd containing 24 pages, 
italog was dc igned to help dis 


; 
1 


rs recommend items for spc 
applications 

Wilkerson reports that the catalog 

the result of long research imto 


ind LS 


to-use te 


of distributors 
Cas\ hnical 
lhe 
front 


sentative filter, 


: : 
publication color coding be 


gins on the cover, with repre 
regulator, lubricator, 
ind drain pictured against colored 
squares. ‘These colored squares cor 

spond to the colored tabs on inside 
pages, Distinctive colors were chosen 
to facilitate identification 

[he front 


hematic air line layout, with each 


inside cover features a 
type of Wilkerson product in place 
Again each product is color-coded 
to correspond with the section de 
scribing it in detail. The index page 
is striped with the various colors 


which match up with color tabs 
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on inside pages 

Ihe various pages covering each 
Wilkerson unit contain photos, func 
tional data, description, explanation 
of operation, air flow diagrams, speci- 
fications, and information required 
for specifying. ‘lwo pages are de 
to technical 


compressed air; included are charts 


voted information on 


on loss of air pressure, water vapor, 
and CFM 

Wilkerson’s president, II. 
Sampson, explains the reason for 
producing this type of catalog: “Dis 
tributors who handle thou 
sands of products must be able to 
Serve and efh 
We wanted a catalog to 
help them learn the line, and find 
the items easily.” 

In evolving the catalog, Wilkerson 
was constantly in 
| he repre 
sentatives delved into their likes and 
dislikes and their needs and desires 
in the field of product information. 

The final preparation of the cat- 
alog was carried out by Wilkerson’s 
advertising Welch, Mc- 


many 


customers quickly 
cient] 


touch with dis 


tributors 


firm’s sales 


agency, 
Kenna, Inc., Denver 





16 GREAT NEW POWER 


STANLEY 


10 WEW DRILLS-¥2; 94,1" 114 


including reversing drills and exclusive new 34" 


HEAVY-DUTY 2-SPEED DRILL 


2 speeds for the price of one! 
Up to 35% lighter...up to 83% more torque 
than previous models— power that holds up under 
the most severe, continuous duty. 


$9600 
$900 


3 VEW DISC SANDERS -7°s 9° 


Up to 28% lighter than previous models . . . up 
to 41% faster. Ball bearings, precision gearing. 
Balanced to perfection for maximum control, 
minimum fatigue during continuous heavy-duty 
operation on almost every type of surfacing job. 


unconditional 


«NOW 
«NOW 


«NOW 


UP TO 100% MORE POWER THAN PREVIOUS MODELS! 
UP TO 35% LIGHTER— STRONGER CONSTRUCTION! 
PERFECT BALANCE IN EVERY TOOL PUTS WEIGHT 


WHERE IT 1S NEEDED! 


the easiest handling heavy-duty industrial tools ever developed! 


Now Stanley's unconditional service guarantee* (March 
i, 1960 through June 30, 1961)—the only one of its 
kind—lets you sell this great new line of tools with com- 
plete confidence. Should any of these 16 new tools, under 
normal use, become unserviceable during the above 
period, Stanley will repair them free of charge. 


Spearheading a wide-scale promotion on these fine 
tools are dramatic, 2-page color advertisements in lead- 


ing industrial publications to stimulate interest among 
your best customers and prospects. And to help you build 
sales and increase profits, just look at the big promo- 
tional program outlined on the opposite page! 

No doubt about it—Stanley has what it takes for your 
biggest year yet. So get all the facts today. The coupon 
brings them FAST! 

Standard guarantee applies after June 30, 1961 
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TOOLS FROM STANLEY 


NEW 7’ POLISHER 


Powerful, lightweight, perfect bal- 
ance for more effortless operation, 
maximum control. Heavy-duty con- 
struction with precision gearing, ball 
bearings for continuous production 
polishing. 


2 WEW PORTABLE 
GRINDERS-5’ & 6” 


Up to 35% lighter than pre- 
vious models .. . up to 15% 
faster. Ball-bearing spindle 
shaft assures accurate grind- 
$9500 ing, no wheel wobble. “Soft- 
square” spindle handle pre- 
$119 00 vents tipping, rolling when 
grinding. Resinoid grinding 
wheels, steel wheel guards. 


service guarantee! 


EVERYTHING YOU EVER WANTED TO GET YOUR 
SALES FORCE REALLY EXCITED ABOUT SELLING 





e Incentive Plan for Your Salesmen e¢ Special Demonstrator Tools with Free Parts and Labor 
e Generous Cooperative Advertising Program ¢ Sales-Producing Selling Aids 


Everything © ready 
for you NOW 


STANLEY 


MAIL COUPON TODAY 


STANLEY ELECTRIC TOOLS 

Div. of The Stanley Works 

4805 Myrtle Street, New Britain, Connecticut 

[_] Please send us full information on Stanley's new industrial tool 
program for 1960-61. 

[-] We would also like to have a free demonstration of these tools. 

[_] Please have a Stanley representative call on us. 

Name 





Firm 
Address 
Ge 2) 
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DISTRIBUTOR 








* NEWS»: 





MANUFACTURER 








Record Attendance Expected At Convention 


Distributors and manufacturers 
from all over the country will gather 
in Chicago’s Conrad Hilton Hotel 
May 23-25 for the annual Triple 
Industrial Supply Convention. ‘This 
will be the first time the convention 
is held in Chicago in the past twenty 
VCalrs 

Ihe meeting is spon 
ored by the National Industrial Dis- 
tributors’ 


three-day 


\ssociation, the Southern 
Distributors’ Association 
ind the American Supply & Ma- 
chinery Manufacturers’ 


Industrial 


Association. 
Kuhn Keynote Speaker 


Hesket H. Kuhn, president of The 
Hardware & Supply Co., Akron, 
Ohio, will deliver the principal ad 





Thompson Named A Director 


Of Toledo Pipe Threading 
H.I 
Bostwick-Braun Co., 


was elected a 


lhompson, Jr., president of 
Toledo, Ohio, 
Toledo 


Threading Machine Co. 


director of 
Pips 

Mr. Thompson is a vice president 
of the National Wholesale Hard 
ware Association, and is a member 
of the board of several corporations 
in ‘loledo and is also on the board 


of Lufkin Rule Co 


Thompson, Jr. 





dress at the convention’s opening 
session, May 23. 

Also in the morning session, 
Arnold Anderson, president, Lake 
shore Machinery & Supply Co., 
Muskegon, Mich., will report as 
chairman of the NIDA-SIDA Edu 
cational Committee. 


Added 


Professor Theodore N. Beckman 
of Ohio State University, is sched 
uled to address the joint meeting of 
the National and Southern Associa 
tions later that day. Dr. Beckman 
will report on “Value Added by 
Industrial Distributors And Their 
Productivity”, a study sponsored by 
the National and Southern Asso 
ciations. 


Value 


Decision Simulation Film 


The simulation film, 
sponsored by INpustrriaAL Distrripu 
riON magazine and Remington Rand 
will be shown after Professor Beck 
man’s report to the joint session 

Following the film, E. R. Carson, 
Jr., treasurer, Syracuse Supply Co., 
East Syracuse, N. Y., will give a talk 
on Simplified Operating Statement 
Method For Sales Profitability An 
SOSCA). 

On the second dav, the confer 
ence booth session will be held all 
day at Donovan Hall in the Inter 
national Amphitheatre from nine 
o'clock until five. 

On the third day, each association 
will have separate meetings to take 
care of annual business, 


decision 


alvsis 


including 
election of officers for the coming 
vear 

At each of the two distributor 
meetings, Porter Henry, New York 
City sales consultant will speak on 
sales training. 

\ nationally prominent speaker 
will address the closing luncheon 
on Wednesday May 25, 1960 
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Thomas E. O'Neal 


Paul W. Evans 


| O'Neal Named Acting Head 


Of Beals McCarthy & Rogers 


O'Neal was appo? ited 
acting president of Beals, McCarthy 
& Rogers, Inc., Buffalo, to replace 
Paul W. Evans, who resigned be 


homas | 


cause of bad health 

Mr. O'Neal has served a 
to the president-sales, and as a vic« 
president of Follansbee since 1955 


assistant 


Prior to that, he was manager of the 
Follansbee Steel Corp. Steel Service 
Center at Rochester, since 1948. 
Mr. Evans will continue in his 
capacity as member of the board of 
both Beals McCarthy & Rogers, 
Inc., and Follansbee Metals Corp 





Arlie J. 


Holmes 
Xcelite Appoints Holmes 
Distributor Sales Manager 


\rlie | 


the new 


Llolmes Was 


post of distributor sales 
manager of Xcelite, Inc 
Mr. Holm 


1iCS 


issistant 


755, a 


has been 


Manager simice yCdal 
In his new 
will direct field 
with Xcelite’s radio, 


iutomotive 


ifter he joined the firm 
position he sales 
contacts 
clectroni 


ind indus 


trial distributors 


Manning, Maxwell & Moore 
Forms Two New Divisions 


Manning, 


Inc., formed a 


Maxwell & Moore, 
ind instrument 
division, and a valve division 


Philip T. 


eral manager 


Faug¢ 


l'ryon was named gen 
for the gauge and in 


Clyde E. 


was named general man 


strument and 


division 
Dephousc¢ 
ier for the valve division 


According to John | 


ecutive president, the two operating 


Reed, ex 


divisions were formed to accelerate 


the firm’s growth in the several in 
dustries that the products of these 
divisions Scrve 


New Cutler-Hammer Facility 


Cutler-Hammer Inc. announced 
plans for the construction of a new 
plant at Belmont, 

blocks the 
Freeway, to the 
company’s manufacturing, sales of 
fice and warehous« 


35,000 sq. ft 


California, two 


from 


Bayshore house 


ictivities 





ippointed to 


ry, | 


Noland Co. Sponsors 
industrial Supply Show 
May 4-5 

Ihe Noland Co., Inc., Newport 
News, Va., 
trial supply show May 4 and 5, at 


is sponsoring an indus 


their Hagerstown, Md., branch. 
Some fifteen categories of indus 

trial supplies will be displayed by 

than two manufac 


more dozen 


turers. Some of the categories are: 
abrasives, cutting tools, valves, elec 
tric hand tools, fasteners, lubricat 
ing equipment, casters, satety equip 
ment and steel pipe. 

Host for the show, which is by 
invitation only, will be F. E. Cava 
naugh, industrial division manager 
of the Hagerstown branch. 

Hagerstown was selected for the 
show because of its proximity to 
Washington, Baltimore and other 
fast-growing industrial areas. 





Everlasting Valve 
Names Harrower Chairman 


William Harrower elected 
chairman of the board of directors 


of Everlasting Valve Co., succeed 


was 


ing Borden Whiting who resigned. 
Mr. Harrower 
rounds out forty years with the firm 
during which he served in executive 
and engineering capacities. 
George Zimmerman, who 
elected a director, was appointed 
vice president in charge of sales. 
Mr. Zimmerman joined the com- 
pany in 1923 as a billing manager. 
He rose through the management 
to become sales manager in 1957. 


\s chairman, 


Was 





Cottingham Inc. 
Promotes Cantrell And Tate 


James L. Cantrell and James O. 
l'ate were transferred from inside 
sales to outside sales engineer by 
Cottingham Bearings & Service, 
Inc., Dallas, Texas. 

Both over ten years 
experience in the power transmis- 
sion fields. Mr. Cantrell will serv- 
of the local Dallas ac- 
counts and Mr. Tate will service 
the north and south territory. 


men have 


ice many 
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Wilbur D. Valentine 


Gransden Names Valentine 
Firm’s General Manager 

Wilbur D. Valentine was pro 
moted to general manager of C. L 
Gransden & Co., Detroit, Mich 
igan. 

Mr. Valentine, who started with 
the firm in 1946, has held various 
positions, the latest of which was 
assistant general manager. 





Daalhuyzen Named Assistant 
To Hollander President 


Theodore M. Daalhuyzen was 
named assistant to P. R. Hollander, 
president of Hollander Mfg. Co. 
Mr. Daalhuyzen, formerly sales 
manager of the Buffalo, N. Y., 
branch of Kee Klamps North Amer 
ica, Ltd., will conduct special mat 
keting research and development, 
and will counsel Hollander salesmen 
on the industrial and domestic ap 
plications of the firm’s products. 


Theodore M. Daalhuyzen 





4 


Walter L. Wise, Jr. 


H. G. Thompson Names Wise 
Executive Vice President 
Walter | Wise, J : 


pointed executive vice president of 


Was ap 


Henry G. Thompson Co 





he 


served 


Prior to joining 
Co., Mr. Wise as general | 
manager of the Hand ‘lool division 
of Sargent & Co 


perience includes accounting, manu 


| hompson | 


His previous ex 


facturing, marketing and purchasing | 
Scale Co.. 
Sperry Products, Inc., ‘The Hoover 
Co., and Colgate-Palmolive Co 


ictivities with ‘Toledo 


Royer Named President 
Of Hollis & Co. 

J. D. Rover was appointed pre 
ident and manager of Hollis & Co., | 
Little Rock, Arkansas, 
J. K. Lewis, who retired 


replacing 


Mr. Rover has been with the firm | 


S$1ice 1923 


Lyman E. Newton Elected 
Executive Vice President 
Of Chain Belt Co. 


Newton named 
executive vice president and directot 
of Chain Belt (Canada) Ltd., 
sidiary of Chain Belt Co. Henry I 
Kellman succeeds Mr. Newton as 
controller of the company in Mil 
waukee. 

Mr. Newton joined Chain Belt 
in 1940 


position by 


Lyman E. was 


sub 


He was elected to his new 
the 
sidiary's board of directors and will 


Canadian sub 


move to ‘Toronto 
Mi 


firm in 


the 
Was 


Fjellman started with 

1946. In 1952 he 
named a chief accountant, and in 
1956, was appointed divisional con 
troller 


Snavely Appointed 


J. Walter Snavely 
assistant district manager of 


Milwaukee district sales office 
Mr. 


marketing manager of Chain Belt’s 


was named 
sales 
the 
Snavely recently 


was most 


conveyor equipment. He joined the 


firm in 1927 


Schutte Appointed Salesman 
By Boldt Machinery & Tool 
Norman Schutte was appointed 


Boldt Machin 


Erie, Pa 


district salesman by 
ery and ‘Tool Co.. 

Mr. Schutte the 
of Erie, and parts of northwestern 
Ohio 


will cover city 


Pennsylvania, eastern and 


western New York State 





Ramcliff Supply 


Holds Industrial Show 


More than three hundred purchasing agents, engineers, and supervisors of industrial 
plants in the York area attended the two day industrial show held by Ramcliff Supply 


Co York Pa in its 


134 


new annex-warehouse located opposite their pr 


sent location 
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Daniel C. MeCarthy 

Pratt & Whitney Appoints 
McCarthy Vice President 

Daniel C. McCarthy was named 
administrative vice president of 
Pratt & Whitney Co., Inc. 

Mr. McCarthv comes to Pratt & 
Whitney Mobile Oil Co.. 


where he was assistant comptroller 


from 


Prior to that he was with both the 
Ford Motor Co., and Chrysler Corp 





Three Distributors Receive 
Allis-Chalmers Trophies 

“the 
provement in motor sales in 1959” 


Allis-Chalmers 


recently 


l'rophies for greatest im 
> 


distributors 


Allis 


among 
were awarded by 
Chalmers 

W. H. Smith, Sr., president, 
Southern Electric Service Co., Inc., 
Charlotte, N. C., received first place 
R. K. Moxley, president, Southern 
Klectric, Inc., Hammond, Ind., at 
tained second place and Robert J. 
Uplinger, president, Robert J. Up 
linger, Inc., Svracuse, N. Y. received 
the third place award. 

Each of the winners was presented 
his trophy by an Allis-Chalmers dis 
trict ofice manager. 





Diamond Saw Works 
Opens Chicago Division 
Saw Works (Chaffee, 
N. Y.) has established new division 
headquarters at 5457 West Chicago 
Ave., Chicago, Illinois. 

he company stated that a com 
plete inventory and service staff is 
now available to Midwest customers. 


Diamond 





Management Seminar For 
Electronic Distributors 
Scheduled at Clarkson 


\ six day management seminar for 
electronics distributors will be held 
June 12-17, at Clarkson College of 
l'echnology, Postdam, N. Y 

Ihe objective of the course will 
be to discusss and evaluate various 
methods of reducing and controlling 
costs to increase profits. 

lhe seminar will be divided into 
an introductory session on “Organ 
izing for Efhcient Operation” 
three 


and 


major sessions discussing 


Control, 
Management, and Sales Planning,” 


Budgetary Purchasing 
which are techniques necessary for 
sound management 

I'he seminar will begin on Sunday 
evening with a welcoming address 
hour and a 
John Hauser, 
CBS 


orientation, a social 
get-acquainted session 
ot 


Klectronics will speak on 


manage! distributor sale 
lhe Im 
portance of the Electronic Distrib 


utor our Economy.’ 


in 

Organizing For Efficient Opera 
tion ot ot 
and four hours of discussion 
Dr. Dale 


management, 


will consist two hours 
lecture 
Guest Speaker will be 
Zand, professor of 
New York University. Topics will 
include, The Job of Management, 
Organization Planning, | Position 
Description, Use of Specialist, Con 
trol of the Organization, Commun 
ications, Delegation of Responsibil 
ity and Developing Cooperation 
“Budgeting As A ‘Tool For Con 
trol” will ot ot 
lecture seven dis 
The lecturer will be M1 
homas McGann, C.P.A., business 
to the Steel Warehous 


ing Distributors Association 


hours 


and of 


consist two 
hours 


cussion 


consultant 
l‘opics 
will include, The Purpose of Bud 
geting, Responsibility for and Man 
agement of the Budget, Starting a 
Budget, Planning a Sales Budget, 
and Use of the Budget for control 
and Profit 
“Purchasing will 
consist of two hours lecture and four 


Management” 
hours discussion. The lecturer will 
be George D. Wilkinson, consultant 
to the National Distrib 
utors 


Industrial 
Association 


Republic Supply Enters 











| diaiasaaiitmesaciataanioal 
| Tri-State Mill Supply Co. 
| Opens Store In Camden 
| 


I ri-State 
ett, Ark., ' 


Arkansas, this month 


Niill Suppl Co., Cros 


vill open a store in Cam 


will 
sht persons initially, will be 
322 Adams Ave., S. W. 
Dooley, who has been man 
I'ri-State’s 
Ark., will 
manager 
L'ri-State 


w store, which em 


operahions in 


move to Cam 


\\ 


representative 


ocal J. Rip! 
sales 


the 


be in charge of sales 


serving in Camden 


aqTCa, 


Sales Analysis Planning And 
Control” will consist of two hours 
ecture and seven hours discussion 
I he Dr. Ralph 
\lexander, University 
School of Business Ad 
ition lopics to be dis 
will include, Making Sales 
s and Determining Potential, 
of Sales Forecasting, 
Making a Sales Forecast and Estab 


lishing Quotas for ‘Territory, Sales 


lecturer will be 
Columbia 
Graduate 
Wiwstt 
uisse 


\na\ 


Import ince 


| 
a 
] 
iS] 


man and Product Line 
Highlights of the 
include, a tour of St. Lawrence Sea 


Seminar will 





wav and Power Project, a barbecue 


| picnic, and a banquet and com 


mencement exercises 
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Metal Specialty Field 


of California, 
eremomes of 
steel 


sq. I., 


company 

eaking 
alloy 
and the 


Stainless 





Bell & Gossett Names Meeg 
Sales Vice President 

Alfred B 
vice president of sales at 
| Gossett Co 

Mr. Meeg 
manager for the company 
William A. 


cently was appointed executive vice 


Meeg was appointed 
Bell & 
was formerly sales 
He suc- 
ceeds Boone who re 
treasurer. 

Mr. Meeg joined Bell & Gossett 
1949 as of national 


accounts was promoted to 


president and 


in manage! 
L« 
| assistant sales manager in 1954 and 
was appointed sales manager in 1957. 
Prior to Bell & Gossett, 
| a branch manager for Iron 
| Fireman Mfg. Co. 


joining 


he was 





Alfred B. Meeg 





Fluid Controls Institute 
To Hold Spring Meeting 
May 11-14, 1960 


Che Fluid Controls Institute will 
hold its 1960 Spring Meeting at 
[he Greenbrier, White Sulphur 
Springs, West Va., May 11-14, 1960 

Ihe institute consists of manufac 
turers of automatic regulating valves, 
control valves, solenoid valves, space 
heating specialties, steam and gas 
traps, steam heating pumps, ete 

he meeting program will include 
of proposed standards, 
marketing trends and technical de 
to 


l review 


velopments _ pertaining the 
industry 

Particular emphasis will be placed 
m the general subject of “Forecast 
ing and its Application to the Solu 
ot 


lurther 


tion Industrial Problems 


information can be ob 
tained through the executive secr« 


Mr. E. R. Rath, P. O. Box 667 


Pompano Beach, Florida 


tary 


Johnson Completes 25 Yrs. 
With Pratt-Gilbert 
Murray 


purchasing a 


Johnston, Pratt-Gilbert’s 
gent 
vatch from Elbert Gilbert 
of Pratt-Gilbert 
on the completion of his 
fifth yea the company 
Starting 1934, Mr. Johnston 


most of the 


received a wrist 


pre ident 
Phoenix, Arizona 
twenty 
with 
1th 


ha worked Ili 


COT 


pany s varied operations 


Williams & Co. Promotes 


Robuck And McCabe 


George Robuck was promoted to 
issistant manager of the Inco Nickel 
Products department, and H 
McCabe to 
the Stainless Steel department of 
Williams and Co., Pittsburgh 

Both men the 
ompany for Mi 
McCabe was district 
representative for the firm 

Paul ‘Titta, a 
eteran of the 


supe TVISOI 


assistant manage! 
In 


have been with 
thirteen 


formerly a 


VCars 


twenty-two veal 
ompany 
ot 


sales in the Cincinnati area 


Was dp 


pointed 


136 





Kirk | 
oF | 


aluminum | 








Left to right are, Felix Tann 
Miss Linda Rice Miss RCH Ind 
RCH and Mavor Henry | vh 


+ 


More than 1400 persons attended 
the three-day industrial supply show 
sponsored by the Riechman Crosby 
Hays Co. Memphis Lenn 

[hirty-six had dis 


play booths equipped with demon 


manufacturers 


stration and operative products, with 
118 factory representatives on hand 
Ihe setup the 
fourth floor of the firm’s offices. 
Memphis Mayor, Loeb 
welcomed the visting representa 
tives and RCH personnel at a break- 
rast by 


displays were on 


Henry 


followed 1 ribbon-cutting 


CTC 


| dent 
| presided at the show 


} prizes for 


r, vice president, sales, Riechman Crosby Hays Co., 
trial Supplv of 19¢ , E. J 
+ ¢ , 


president 


Langley 


da how witl 


Mer 


uttin 


ceremony on the exhibit floor, with 


| the 


Mavot 
Miss RCH 
1960, doing the honors 
Kelix G 
for 


Miss 
Industrial Supply 


Rice, 
ot 


ind Linda 


l'anner, sales vice presi 


Riechman Crosby Hays, 
I here were 


ill who attended, carna 


| tion corsages for the ladies, plus a 


| 


| 
} 
| 


| nated by the manufacturers. 


drawing for additional prizes do- 
Light 
refreshments were served through- 
out the three days to all the visitors 
it the show 


A view of the three-aisle exhibits of thirty-six manufacturers who displayed their 


products at the Riechman Crosby 


Hays Industrial Supply Show 


Memphis, Tenn 


ADDITIONAL NEWS STARTS ON PAGE 214 





REVOLUTIONARY 
NEW PRODUCT 
CREATES SENSATION 
WITH INDUSTRIAL 
DISTRIBUTORS 


Every customer you have is a red 
hot prospect for Valdura_ Epo- 
Surfacer—the amazing new product 
for patching and resurfacing con- 


crete, wood and metal surfaces. 


Ads like the one on this page—plus 


direct mail—are bringing in live 


leads up to 30%, according to In- 
dustrial Distributors throughout the 
country. 
Get the 


complete story on E po- 


Surfacer—as well as other Valdura 


products—at Booth 163, Triple Mill 


Supply Convention, May 23-25 in 
Chicago ... or write for literature 
and complete information on Epo- 
Surfacer to Valdura Heavy-Duty 
Paint Division of American-Marietta 


Co., Chicago 11. 


| 
ALDURA 


| PAINTS. tyay ENDURE v 


INDUSTRIAL DISTRIBUTION 


Super-tough 


resurfacer 4 


makes 
vulnerable 


spots stronger 
than new! 


VALDURA 


Damage to costly machined 
parts can result from cracks in 
concrete floors. Epo-Surfacer 
prevents this as well as skidding 
in slippery areas 


and use screed bar and trowel 
to spread. Hardens quickly. 
Recommended minimum thick- 
inch. 


ness is 14 


EPO-SURFACER 


Newest addition to the famous 
Val-Chem Line, Valdura Epo- 
Surfacer is a 100% solids epoxy 
product that simplifies patch- 
ing and resurfacing of concrete, 
wood and metal surfaces. A 
relatively thin coating of Epo- 
Surfacer will effectively patch 
any crack in a concrete floor— 
adhere better than concrete and 
give a stronger surface than the 
original. Epo-Surfacer is imper- 
vious to alkalis, acids and sol- 
vents...can be feathered to a 
thin film... provides slip-proof 
protection for tank cars, truck 
floors, stairs and ramps. For a 
FREE trial in your plant—ap- 
plied by a Valdura Represent- 
ative, if desired—fill out cou- 
pon below and mail it today! 





VALDURA "{ii)" PAINT DIVISION 


Contact us about 
patching an area in 
our plant, not ex- 
ceeding 15 square 
feet, with Valdura 
E po-Surfacer—at no 
charge to us. 


NAME 


COMPANY 


AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, Illinois 


e MAY, 1960 








Price Index for 19 Product Classes 


(1947-49= 100) 

% Change 
Mar. Feb. Mar. From 
°00 "00 "59 ~=—ss Year Ago 


(preliminary ) 


Abrasive Products 143.2 143.2 146.4 2.2 


NAME OF PRODUCT CLASS 


Cutting Tools 174.4 173.9 160.8 + 8.5 
Fans and Blowers 182.5 182.5 182.2 
Fasteners 198.7 200. 200.1 
Incandescent Lamps 190.0 190.0 159.6 
Industrial Rubber Products 152.9 152.9 149.4 
Lubricants 97.4 97.4 89.0 
Materials Handling Equipment od 173.6 168.7 


Mechanics Hand Tools 187.8 185.8 


(Files, saw blades) 
Metalworking Accessories 4.3 174.5 172.3 
Motors 112.6 110.4. 
Paint : 128.3 128.4 
Portable Power Tools 43.: 143.5 143.7 
Power Transmission Equipment 181.2 181.0 174.9 
Precision Measurig Tools 148.2 148.2 145.2 
Pumps and Compressors 130.6 180.6 179.2 


Steel Products 186.8 186.8 186.7 


(Pipes, bars, nails, wire rope, 
Valves and Fittings 170.3 169.8 160.2 


Welding Machines 154.9 151.8 152.0. 
(Equipment, Rods) 


Total Index (weighted average) 166.4 166.5 162.5 


Industrial D 
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bbb. 


OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


| 


tolbh 


makes the 


IFFERENGE 


wee 








.--and top design 
is one of many dividends 


when you buy 


_i\<2 , q 
‘| ° BINE 
WORK BENCHES —_ 
i ae oe , | ALITY PROTECTED 


FILING 


CABINETS D LAY T LES 
MODULAR 
WORK BENCHES 
J a »Y 
<< itt ov'r® om 
N ? m 


EQUIPMENT 


THE ‘“‘QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 


) 





LYON METAL PRODUCTS, INC. 


. aoe: econ, General Offices: 553 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill_— York, Pa.—Los Angeles 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Miniature Slab Mill 


Machines new super alloys, refractory 
and nuclear reactor metals, new steels 

Solid carbide miniature slab mill 
is said to offer advantages of solid 
carbide construction with controlled 
flute 
fluted milling cutters that are brazed 
locked Available 


in wide variety of from 


geometry ove! other coarse 


or mechanically 
SIZES l-in 


diam. x l-in length to 2-in diam. x 
3-in. length 


M. A. Ford Mfg. Co., 1545 Rock 


ingham Rd., Davenport, Iowa 


TERT aber 


Belting 


interchanges with wood block belts and 
moulded endless variable speed belts 


“Hypowa” adjustable vari-speed 
belting is made in top widths from 

to 4in for use on “V” to “V’ 
variable speed applications. Stated 
features: exclusive strength mem 
ber and increased plies per link pro 
vide maximum crosswise rigidity and 
higher resistance to compression; 
link type of construction permits 
quick 
length as well as extreme longitu 
dinal flexibility; all belts oil and heat 


resistant and each top width is indi 


assembly of any required 


vidually packaged 13 feet to a carton. 


Brammer Corp., 486 Broadway, 


New York 13, N. Y 


140 


Multi-Drill 


For close center multiple spindle 
drilling and tapping applications 
Model Multi-Drill, a two 

spindle unit, has a full ball bearing 
drive 


70)” 


with special friction bearing 
spindles and “full face’ 
spindle 


heat treated 
drive gearing. Can_ be 
mounted on any drill press or drill 
unit, and can drill a wide variety of 
hole patterns in a 2-in diam. circle— 
the unit’s maximum drilling area 
\vailable with full complement of 
standard and special spindles. 
Commander Mfg. Co.., 


Ill 


Chicago, 


Moisture Getters 


Developed for 
semiconductors 
liny porous glass discs. developed 


is moisture getters for semicon 


said to ibsorb 


high 


strength, handle and mount easilv in 


ductor devices, arc 


moisture, have mechanical 
transistor and diode inclosure. Avail 
able with or without holes, in thick 
nesses of .030-in or more 


Corning Glass Works, Corning, 
N. ¥ 
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Midget Bearing 


For small fractional 
horsepower motors 


Self-aligning bearing is available 


3 


for shaft sizes of 4, >, % and ¥y-in 


Self contained, unit is a permanently 
lubricated bearing with a sintered 


bronze bushing. Said to be mainte 


nance free, eliminate need for oil 
lines, reservoirs, oil cups, wicking, 
Installa 


tion requires only one minor change 


oil slingers, catchers etc 


in the end bell housing to accommo 
date bearing. Supplied to standard 
tolerances. 

Randall Graphite Bearings, Inc., 
Ave., Lima, Ohio 


industry 


Greenlawn 


Machinists’ Vises 


Have replaceable hardened 
tool steel “T” jaw faces 
Line of machinists’ vises features 
jaw faces, securely anchored in un 
breakable malleable iron jaws, which 
cannot come loose but are easily re 
placeable. Entire jaw face area cov 
ered by a solid gripping surface. No 
screw holes or screw heads in grip 
ping tace 
Columbian Vise & Mfg. Co., 
9023 Bessemer Ave., Cleveland 4, 
Ohio 





TODAY 


Packaged Cranes 


Quickly installed without 
drilling or welding 
Packaged cranes require only thi 
addition of an X I-beam an 
shaft for installation. In top 1 
or underhung models of up to $5 
capacity, are said to save 


50 percent on freight 


ble to difterent spal 


ind beams. In two-to1 


rails 
bottom running 


>-ton 


ton t 

bottom running al 

2-ton Gantry models 
Harrington Co., Plym« 


ing, Pa 


Belt Sander 


Vacuum dust pickup 90% efficient 


when sanding resins, lead or wood 


Model 445 4in belt sander has 
dust pickup said to 


_ = 
ulow sandin 


( ther 
rubber spongs 
nding 


ind painting in same ar¢ 
stated 


pad fo! 


advantages 
easier contour 


longer belt life, faster sanding b« 


cause clogging is minimized; can 
sand flush to vertical surfaces; trans 
mission never needs lubri 


Skil Corp., 
Chicago 30, IIl 


iting 


Elston Ave 


StI 4 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Micrometer Depth Gage 


For easier, more 
accurate measuring 
micrometer depth gag 
illow measurements to 
hole, avoiding 


drill 


1h} Rod ill be 


it side of 
th made by point 
turned 
Once set 


position 


t turn while measuring 
iway from setting. Grad 
thimble 


Ith numbered 


each 
( ther stated 
bro ide 


have 
nclude heavie! 


urable head,  non-glar« 


finish, 


id satin hardened 
und thread 


1 Rule Co., Saginaw, Mich 


Grinding Wheels 


For use in miniature precision bearing 
manufacture; as small as .036-in diam. 
Line of muimature — precision 


called 


s, have 


erinding wheel 


nigrind’ mounted wheel 
bearing 
Diam 


016-in 


In miniature 
manufacture, jig grinders et 
eters to .036in, as thin as 


Wheel 


yunting end to 


require the mandrel’s 


extend through 


upport 


length of abra 


entire 


ection, must rotate at ex 
high speeds to insure proper 
100.000 


Ing action (even at 


pm. of ultra high speed spindles 
m machines using wheels, surface 
fpm sometimes gets as low as 1000, 
claims 


Norton Co 


1h} iket 
, Worcester 6, Mass. 
INDUSTRIAL DISTRIBUTION 
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Fluid Power Cylinders 


Small, compact units cover 

pressure range to 750 PSI 

(hree miniature fluid power cylin- 
ders, called Para-Mite cylinders, have 
stated 
provide positive 
U-< up pa 


friction and honed steel barrel mini 


following cvlinders 


features 
motion because 
kings have minimum 


mizes adhesion; requires minimum 
space because heads are permanently 
attached to barrel; rod head fabric 
ated from bronze having good bear 
ing qualities to eliminate rod bush 
ings, provide long bearing surface; 
rods are hard chrome plated. 


M[g Corp., 1179 
Cleveland, Ohio 


Paragon 
134th St., 


East 


Cylinders 
One-piece square heads, polished 
stainless steel rods, nylon bearings 
Line of air 

SS, 


of %, 14, 14 and 2-in, as either double 
acting, 


ind hydraulic cylinders, 
type are available in bore sizes 
1 spring return, as well as 
double ended or single ended. In 
inches of stroke to 20-in, with any 
stroke available to 168-in. 

Mlenair Corp., 255 E. 
Mineola, N. Y. 


2nd St., 





THANK 


Thanks to you, our vigorous distributor organization, the famous Marching 
Men of Winter Brothers increase in stature year after year. Again this 
year, everyone at Winter wishes to commend you for your important serv- 
ice role in industry. We thank you, too, for the vital part you have played 
in making Winter Brothers one of the biggest names in metalworking. 


WINIER 


WINTER BROTHERS COMPANY 


ROCHESTER, MICHIGAN, U.S.A. 








INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 








| NATIONAL 


As National Distributors, you are consistently setting new sales records 
in the metalworking tool industry . . . a job well done. Your aggressive 
sales efforts and conscientious service will continue to be supported by 
National’s top-product quality and field-proved performance . . . the result 
of unequaled research, engineering and production know-how. 


NATIONAL TWIST DRILL & 
TOOL COMPANY 


ROCHESTER, MICHIGAN, U.S.A. 
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On the Market Today (Cont’d.) 


Self Locking Socket Screws 


Eliminate maintenance, downtime 
due to fastener loosening problems 
Line of self-locking socket screws 

make use of a compressible nylon 
pellet to insure positive holding 
power despite shock, severe vibra 
tion. Seated in a small recess neat 
the end of the fastener, the pellet 
compresses as the screw is inserted 
in a tapped hole or nut, forcing mat 
threads fol 


Fasteners are 


ing together 


positive 
locking. reusable 
repeatedly. 

Standard 


Jenkinstown, 


Steel (2. 


Pressed 


Pa. 





Midget Air Cylinders 


Supply maximum power 
in minimum space 


Series of midget air cylinders in 


clude double which 


have one-inch bores and are suitable 


acting units 
for air pressures to 125 psig. Series 
includes 6 models, each offering a 
2, 3, 6,9 and 
Recommended for light-duty 


“gang-type’ ail 


different stroke size: | 
]2-in. 
and applications, 
such as operating jigs and fixtures or 


transfer 


and special purpose ma 


chines, cylinders can be neck, angle 
Has 
and 
Lengths range from 448-in 
to 1548-in 

\. Schrader’s Son, Div., Scovill 
Mfg. Co., Inc., 470 Vanderbilt Ave., 
Brooklyn, N. Y. 


leg, or clevis-bolt mounted. 


corrosion resistant brass body 


piston. 


144 





Carbide Tipped Angular 
Cutters 


Generous carbide tips facilitate 
regrinding without grinding cutter body 


“Nelco” 45-deg. angular cutter is 
available with two carbide grades: 
200 for 


recommended 


Series steel 


for 


angular grooves and dovetails in cast 


recommended 
and Series 300 
iron, brass, bronze and similar non 
ferrous materials. Designed for use 
on arbor, teeth have O-deg. rake and 
the cutter may be ordered with key 
way in line with teeth or halfway 
teeth for interlocking or 
with “Nelco” carbide 


tipped side mills, slab mills and saws 


between 


ganging 


for multiple milling operations. In 
three sizes from + to 6-in diam on 
either left hand or right hand. 4in 
tools have 10 teeth. 

Cutting Tool Div., Brown & 
Sharpe Mfg. Co., Providence, R. I 


Conveyor Belting 


Reduces cost of conveyor structure, 
eliminates need for troughing idlers 


‘Mono-Belt”’ 


belting is constructed with molded 


rubber conveyor 
flanges which become an integral 
part of the belt carcass and cover 
forming one ~ Struc 
ture’, allowing reduction of flat belt 
width, maker claims. Other stated 
increased speed and load 
ing capacities permit 40 to 200 per 
cent greater movement and tonnage 
than belts, 


5-50 per cent 
| 


homogeneous 
benefits 


conventional flat pro 
vides economies of 3 

in structure, materials handling, belt 
maintenance costs 


Mercer Rubber 
Square, N. Y. 


Co., Hamilton 
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Transmission Belting 


Double-strength, all synthetic, 
almost 100 per cent stretch-free 


I'ransmission called 


belting, 
‘Revo” belting, is made by an im 
proved method of orienting Nylon 
bands and a specially woven Nylon 
\ high coct 
ficient of friction is said to obtain 
by coating the pulley side of the belt 
with Urethane. 


cloth, maker claims. 


Special processing 
of nylon bands sets molecular struc 
ture permanently, always returns 
belt to original length or tension 
Properly installed, belting can run 
indefinitely without take-up or 
idlers, maker claims. Other claims: 
resists temperatures (up to approx! 
mately 200-deg. F.), humidity, oils 
ind many acids. Can be cemented 
Doubled 


strength of belt permits use of thin 


endless in a few minutes. 
belts at high speeds around excep 
tionally small pulleys. 


L. H. Shingle Co., Camden, N. J. 


Fire Extinguisher Bracket 


For use with any of company’s 
2V2 gallon wet chemical portables 


Clamping, band-type fire  ex- 
tinguisher ‘bracket is designed for 
installation on automotive equip- 
ment, on shipboard or wherever 
heavy vibration is encountered. Can 
be floor, 
mounted. 

Walter Kidde & Co., Inc., Main 
St., Belleville 9, N. J. 


wall or runningboard 








Teflon-lined, withstands 

almost all chemicals 

R/M_ hose, called Flexlon, with 
stands all known chemicals except 
flourme gas, chlorine trifluoride and 
molten alkali metals, maker claims 
Other 
permeability, zero water absorption, 


stated features include low 
easy cleaning and sterilization, flex 
ibility and easy handling. Bonding 
leflon tube to hose bodv is 
said to eliminate separation, crack 

Plies of high tensile 


cotton cords or special braided steel 


of glossy 
ing or splitting 


Wire depending on pressure o1 


temperature) form strength mem 


bers. ‘Temperatures to 325-deg. | 
ind working pressures to 1500 psi 


di ims 


ire acceptable, depending on size, 
type of hose 


Available in 
to ld-in. in 15 to 50 ft. lengths 
depending on size), with brass or 
stainless steel fittings 

Manhattan Rubber Div. Ray 
bestos-Manhattan, = Inc 


N. J 


Passaic, 


Ground Flat Stock 


Oversize and 
pre-colored 


tool called 
available in 18 and 


Ground flat 
“Scribe-It” is 


36-in lengths, can be heat treated 


steel 


and then finish ground to nominal 
size. Precoloring preserves fine fin 
ish, does not increase ground dimen 
sions, maker claims. 

Marshall Steel Co., Box 108, La 
grange, I]linois 


Trays and Bench Stands 


For small parts storage, 
component bench assembly 


Bench 24-in 


widths, are welded construction of 


stands, in 18 and 


1S gage steel and have leveling ad 
justments. Chrome buttons permit 
easy sliding on bench area for assem 
work 


bly line I'rays, called Sim 


trays, measure 24x44-in long, in 


widths from 3 to 71 in. Finished in 
dark green enamel with smooth in 
teriors fabricated from 20 gage steel. 
locations, 


lor more permanent 


Simrails” are available for direct 
wall mounting in 18, 36 and 48-in 
lengths for electrical parts, machine 
shop etc. applications. 

Skyline Electronics Inc., 1828 
South Bannock St., Denver, Colo 


rado 





Feed Tubing Cutters 


Feature fully enclosed feed screws 
that can’t jam with chips and dirt 


l'ubing cutters, Nos. 105 and 205, 


give quick, clean cuts of copper, 
thin 
Each 


irries a spare cutting wheel in the 


brass aluminum tubing and 


wall conduit, maker claims 
handle (a special cutter wheel for 
No. 205 is available for cutting plas 
tic and aluminum pipe). No. 105 
has a 4 to 1§-in O.D. capacity. No. 
205 has a 4 to 2g-in O.D. capacity 
with instant slide-to-size adjustment. 

Ridge Tool Co., P.O. Box 670, 
Elyria, Ohio 
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PROFIT 
COLUMN 


KEYWAY BROACH KITS 


For cutting keyways from js” to 1” 


in any bore from 4” to 3” in one 
minute for as little as one cent. 








DPhp apy — 
SQUARE BROACHES 
For finishing 4%” to %” square holes 
in one pass in cast or drilled bore. 


HEXAGON BROACHES 
For finishing 14” to %” hexagonal 
holes in one pass in cast or drilled 
bore. 





ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





eS a _ 
duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced”’ toughness, red 
hardness and wear resistance. High 
speed, groundsquare andrectangular. 





| Winute Wan 
MAGNETIC BASES 
fi Hold dial indicator gages 


save set up time. Al- 
nico magnet has 50 lb. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 








For complete information on these fast 


selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 


dumon 








aoe Valeialt-1-mi-t-litig—t-mel tile i alto lk fo] mio] ge) ih: 





FACTORY 
STOCKS 


STOCKS 


Prompt delivery 
promotes 
customer satisfaction 


Allis-Chalmers distributors get solid backing from integrated, 
national warehousing facilities. 

Field stocks are located in A-C warehouses from coast to 
coast. Maximum delivery time to most industrial communities 
is less than 24 hours. 

Factory stocks, supporting field warehousing with ample 
inventories, are at the distributors’ disposal. Central location 
guarantees delivery in the shortest possible time. 

Some motor and pump franchises are available. Contact your 
nearest A-C office or write to Allis-Chalmers, General Products 
Division, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 
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Socket Screws 


Feature plastic 
self-locking insert 
Another line of socket screws 
featuring “Long-Lok” self-locking 
insert supplements company’s pres 
ent socket screw line. Insert is 
said to perform over wide tempera 
ture range, withstand severe impact 
vibration and shock, achieve superior 
thread engagement and high tor 
sional resistance, eliminate need for 
lock washers, pass easily through all 
normal clearance holes. Insert 
available on company’s socket head 
cap screws (1936 and 1960 series), 
set screws, button heads, flat heads, 
shoulder screws and pipe plugs. 
Parker-Kalon Div., General Ameri 


can Transportation Corp., Clifton, 
N. ]. 


Ignition Point File 


Does fast, neat work on distributor 
points, spark plugs, other points 
Fine tungsten point file is 5-in 
long, has chisel tip for entering gaps 
ind slots easily. Smooth grip 1s ex 
tended for secure, three-firger grip 


Proto Tool Co., Los Angeles 14, 
Calif. 





Hand Grinder 


Longer life, greater 
dependability 
High speed hand grinder, Series 
40, is said to offer a higher, full-load 
working speed than offered by com 
parable grinders because of a motor 
design feature that reduces no-load 
speed for longer bearing life and 
increases full-load speed for maxi 
mum production and faster metal 
removal with carbide burrs or 
mounted wheels. Stated exclusive 
design features include: sealed-fo1 
life bearing lubrication; shock-ab 
sorbing flexible coupling that isolates 
armature from shock; rapid heat dis 
sapation for cooler operation; metal 
scals to protect bearings from dirt 
ibrasives. Rated at t-hp (continu 
ous duty), with a no-load speed of 
35,000 rpm. Weighs 33-lbs 
Dumore Co.. 1300 17th St... Ra 
cine, Wis. 


Wig, mannan 


Saat 





Drill Blanks 


In wire sizes, 

numbers 1 through 30 

Wire size drill blanks, Series 1825 

are precision ground from the solid 

in grade C-2, to tolerances of .O000 

.0005. Complete range of diams 
runs from .0135 to .2280 

Atrax Co., Day St., Newington, 

Conn. 





Product lines designed for profit 


Super-Seal motor driving a pump in the acid pit of a chlorine 
plant. This motor was still in good operating condition after 
two years. Other motors lasted only a few months. 


WDer-NRal motors 


bring your customers 


important savings 


Super-Seal motors give the kind of results that keep custom- 
ers satisfied . .. make them tell their friends about the savings 
they have achieved through reduced downtime and smaller 
maintenance bills. 

Super-Seal motors give performance under conditions that 
would completely destroy other insulations. They have excel- 
lent resistance to acids, alkalies, oil, abrasives, moisture and 
vibration. They have proved themselves year after year where 
even motors with the most costly enclosures have failed 
within a few months, 

Such results mean enthusiastic acceptance by users 
throughout industry . . . Super-Seal motors have “made” their 
own market. With this sure-fire product, an Allis-Chalmers 
motor franchise is your best bet for increased sales... 
increased profits. 

Franchises are available now in some areas for motors, 
control, and pumps. Contact your nearby A-C office, or write 
Industrial Equipment Division, Allis-Chalmers, Milwaukee 
1, Wisconsin, 

Super-Seal is an Allis-Chalmers trademork. 


ALLIS-CHALMERS 
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This is the age of motion 
... Of jets—rockets—space 
probes—new go! And go, 
is the symbol for P-K’s 
vision of the future. You’ve 
seen P-K introduce new 





profit-building, 
bulk and package plans— 
you've seen the new 
Hi-thred® tapping screw, 
the new Pre-Lode (1960 
Series) socket head cap 
screw, the revolutionary 
W-Point socket set screw, 
the P-K Long-Lok® self- 
locking insert, and now 
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new Tapits self-drilling 
screws. Yet... this is only 
the beginning! 


P-K IS GOING LIKE 60! 
Even greater momentum 


is building for 1960, and 
you can expect P-K to con- 
tinue its leadership in new 
ideas, new plans, new 
products, new profit op- 
portunities. P-K will put 
major emphasis behind a 
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program to further 
improve its service to you 
and your customers —to 
help you sell—to help your 
men realize the volume 
and profit potentials inher- 
ent in selling the right fas- 





tener for the job, instead 





of merely selling screws. 


THE TREND IS TO QUALITY 

Raw cost was the keynote 
of the ’50’s. Now there’s 
something new in the air. 
The watchword for the 















'60’s is “IN-PLACE COST!”’. 
Users can be convincingly 
shown that “in-place cost” 
is actually the raw cost 
plus the labor to put the 
fastener in place plus the 
cost of replacement when 
inferior screws fail in the 
assembly operation. 


Quality fasteners that cut 
labor cost will be favored. 
That's why P-K distributors 
have the edge. And to help 
you capitalize on this ad- 
vantage, P-K promises you 
the most comprehensive 
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informational pro- 
gram ever seen in the 
industry. Increased train- 
ing in product knowledge 
and fastener selling can 
provide not only new im- 
petus for increased sales 
to present customers, but 
will help your men reach 
prospects heretofore un- 
available. 


P-K IS ON THE GO...T0 HELP 
ITS DISTRIBUTORS GROW! 


Learn the details—get the full 
story—at P-K BOOTH 634-6 
Triple Mill Supply Convention, 
International Amphitheatre, 
Chicago— May 23-25, 1960. 


PARKER-KALON’ 


fasteners 


PARKER-KALON, a division of General American 
Transportation Corporation, Clifton, New Jersey. 
Offices & warehouses in Chicago and Los Angeles 


@ 








Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 


Edward Valves, /nc. 


MAGAZINE & DIRE 


COMPLETE CATALOGING 
NE | ADVERTISING 


Have you ever asked yourself, 
“why am I stocking this par- 
ticular product?’’ Maybe the an- 
swer was “great demand” or 
“more profit for me’”’ or “best in 
its field’. There are a lot of 
reasons why you would want to 
keep a good stock of a good 
product. 

But there may be some very 
good reasons (reasons you 
haven’t thought about) why you 
should be stocking Edward 
valves. For instance 
ing, sales promotion, 
vertising! 

EDWARD VALVES pro- 
vides a complete catalog service 
that makes selecting the right 
valve as easy as possible for you 
and your customers. Our con- 
tinuing direct mail program to 
your good valve customers keeps 
them informed of Edward ad- 
vances in valve design — helps 
keep them sold on Edward. And 
easy-to-use pricing information 
from Edward makes your job 
simpler, faster. And finally —but 
very important— Edward main- 
tains a consistently strong na- 
tional advertising and sales pro- 
motion program to your 
customers and prospects through 
the pages of the leading in- 
dustrial publications they read. 


catalog- 
and ad- 


TORY URECT MAIL ADVERTISING 


CUTAWAY ILLUSTRATIONS 


WHAT THIS MEANS TO 
YOU: The value of Edward ad- 
vertising, cataloging service, 
price data and direct mail activi- 
ties can be summed up in one 
word —“‘sales’’. As any business- 
man knows, you can’t cover all 
your customers and prospects 
with personal sales calls. Often 
you don’t have enough sales- 
men to cover your regular cus- 
tomers as frequently as you 
would like. Advertising and cat- 
alog information helps you do 
this job more effectively and at 
lower cost per sales contact. Ad- 
vertising reaches those prospects 
your salesman can’t get to. 

Edward advertising and sales 
aids are just one of the many 
good reasons why you should 
make Edward valves the leader 
in your line. Ask your Edward 
sales representative to help you 
maintain a working stock of 
these fine valves. Edward builds 
a complete line of forged and 
cast steel valves for pressures to 
10,000 lb for industrial, power, 
petroleum and marine services. 
Edward Valves, Inc., 1222 West 
145th Street, East Chicago, In- 
diana. Subsidiary of Rockwell 
Manufacturing Company. 








One of a series of informal reports 


to major industrial distributors 


Sponsored by 


Edward Valves, Inc. : 
Subsidiary of Rockwell Manufacturi 


East Chicago, Indiana 
ng Company 
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Hand Tool Sets 


Come complete with compact, 
easy to use heavy-duty tool chests 
‘Three hand tool sets include: No. 

100-B, which contains 94 tools in 
cluding a wide range of sockets for 
covering a variety of work from igni 
tion and carburetor operations to 
heavy jobs on trucks, tractors; No 
102-B, which 64 tools 
sclected for every day automotive 
maintenance work; 103-B, 


contains 42 tools for general main 


contains 


which 


tenance work. 
Owatonna Tool Co., 
St., Owatonna, Minn. 


Cedar 


Pressure Gage 


For oil, air, water, steam, gas, other 
media not corrosive to brass, bronze 


Heavy-duty, geared - movement 
pressure gage, called Gearcoid ‘Type 
110, integral 


socket, tube, tip, movement, pointer 


features design of 
and dial assembly for installation by 
hand turning the gage case, no in 
accuracies in pressure readings due 
to distortion of piping. In 20 dif- 
ferent standard ranges of 0-15, 0-30, 
0-60, 0-100, 0 160, 0-200, 0-300 and 
up to 0-1000 psi; compound ranges 
from 15/30 to 200/30-in VAC. 
Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge- 
port 2, Conn. 


American 





GET READY FOR THE 


ELLING SIXTIES! 


with the BOND PROFIT LINE! 


MANUFACTURERS of the leading basic line of 
POWER TRANSMISSION EQUIPMENT 





SPEED REDUCERS 

Wide range of worm gear speed re- 
ducers. Vertical and horizontal units. 
Single and double reductions; ratios 
5:1 to 3264.1 for 1/30 to over 11 


Steel Service Counters HP. input. 


Feature ease of assembly 
resulting from boltless design | STOCK GEARS 
Heavy duty boltless steel service | Complete line of stock gears: Spur, 
counters, called ‘T-line steel service | Mitre, Bevel, Worm Gears and Worms. 
counters, have application in stores, | Also, _— made-to-order to your Cus- 
warehouses, factory storerooms, sup tomers’ specifications. 


ply houses etc. Components in 


SPROCKETS AND CHAINS 

Cut Cast Iron and Steel Sprockets 
suitable for light or heavy drives— 
available from STOCK. Special sprock- 
ets to order per your specifications. 


clude posts, shelves, counter fronts 
and partitions. Open or closed 
styles available, with or without 
doors, and reinforcements can be 


tae Demet 8 


added where loading is extremely 


heavy. Accessory parts such as FLEXIBLE COUPLINGS 

dividers and drawers can be added 5 Types—Nearly 100 different sizes. 

For any drive up to 500 H.P. at 100 

R.P.M. Each has only 3 parts—re- 

quires no adjustments or lubrication. fm 
Available in iron or aluminum. 


to under-counter storage bins. Sec 
tions can be joined together to form 
continuous counter. Available in 


ne Bh we 


wide range of sizes. Standard green 
and gray colors, with optional colors 


available. UNIVERSAL JOINTS COLLARS PILLOW BLOCKS 
Penco Div., Alan Wood Steel Co., * . ™ 


200 Brower Ave., Oaks, Pa. oS @ ) @) 
Th Ss 
- 


Automatic Transmission Fluids All of the above items in our broad line 


Have 400-deg. flash points, oxidation ARE CARRIED IN STOCK. 


ng nes th : 
inhibitor; won’t harm rubber seals Write today for tim sch Eo alae oat 
Two automatic transmission fluids high profits with off-the-shelf sales. Choice territories 
—Type A—Suffx A and Type C- available. Bond's marketing program works for you to 


have both been certified as meeting | 
or exceeding all spec ifications set | CHARLES BOND COMPANY/ 617-623 ARCH STREET « PHILA. 6, PA. 
forth by General Motors for ‘Type A Gentlemen: Please send me 

automatic transmission fluids and (-) Facts on profitable Bond dealerships 

GM's Allison Div. for ‘Type C auto (10 Catalog No. 100 on Bond’s Complete Line 

matic transmission fluids. Fluids 

feature high thermal resistance to NAME COMPANY 





prevent “breaking down” and im ADDRESS ” 


proved low temperature viscosity 


characteristics Bord ) CHARLES B 
Lubrication Engineers, Inc., 2809 


Race St. Forth Worth, Texas 617-23 ARCH STREET © PHILADELPHIA 6, PENNSYLVANIA 
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“C.C. Conzett (right 
hose with chemical inertness for one of his customers,” says 
S. L. Sorensen (left). ‘‘Maltese Cross Teflon fills the bill so 


needs a short length of heat resistant 


far—let’s check the price page against his other specifica- 


tions,’”’ replies George (center). 


Checking inventory, Sales Manager Elmer Smirl (center) 
says, ‘“That’s it on hose. You got the Servall order, right?” 
George says, ‘‘Check,”’ but Paul De Graffenreid (left) says, 
“George has been watching this inventory right along, he’s 
probably got those two reels on order all ready.”’ 
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in western story 


Product specification, engineering, and customer sales calls with distributor... 
all in a day’s work for George Arnold 


Pitching in on engineering, sales calls, and general 
service for Western Belting & Mechanicals, Inc., in 
Los Angeles is $.0.P. for H-R Field Engineer George 
Arnold. 

S. L. Sorensen, Western’s Secretary and Treasurer 
—a former Hewitt-Robins man himself—says, ‘Our 
company serves just about every industry in Los 
Angeles. We aren’t interested in ‘order takers.’ It’s the 
factory man who sits down to work with you that we 
respect... fellows like George Arnold.” 
Says President C. C. Conzett: “‘George will come in 


and go through our inventory, give us a hand if we 


need it on engineering specs, and then go out with us 
on our sales calls. Next time I advertise for a new man 
around here, it’s going to sound pretty much like 
George Arnold.” 
Attention like this is 


sé 


standard equipment” with 
every Hewitt-Robins Field Engineer. Whether your 
operation is up toward Maine, out around Salt Lake, 
down Mobile way, or wherever, there’s a Hewitt- 
Robins man ready to work with you. 

If you haven’t been getting this type of service from 
fyour supplier, look up the H-R Field Engineer nearest 
you. Hewitt-Robins, Stamford, Connecticut. 


@ HEWI!ITT-ROBINS 


“‘How’s our Maltese Cross cement placement hose standing 
up?”’ George asks Leonard Weaver (right), yard superin- 
tendent for Anthony Pools (the world’s largest swimming 
pool builder). Mr. Weaver: “Wonderful. It has outlasted 


the old type we used better than two to one.” 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 


Next comes a visit to Popcorn Processors, Inc. Paul (right) 
tells George (center), ““‘We made an elevator operator out 
of your Hewlite belt.’’ George asks Production Manager 
C. Adams, “How has it been for service?” “It’s been oper- 
ating satisfactorily for two years with no signs of wear.”’ 


153 





Tool Boxes: 


Sound Investments for Industry 


This means fast turnover 
...steady profits for you! 


The lasting value and unquestioned quality of Kennedy Tool 


Boxes have earned unive 
users and purchasing age 


rsal acceptance among industrial tool 
nts alike. Acceptance that pays off in 


fast, high-profit sales for you, 

















SEND FOR YOUR KENNEDY PROFIT PLAN 


Ken nedy Kits 


KENNEDY MANUFACTURING CO. 





DEPT. 111, VAN WERT, OHIO 


Kennedy enables you to offer your 
customers the full line of Tool Boxes 
designed to defy obsolescence —fabri- 
cated to the uncompromising standards 
which spell lifetime value. 


The Kennedy Profit Plan is a common 
sense program which helps you tie-in 
your tool lines with your display of 
tool kits. Start cultivating multiple 
sales and profits now. 


TODAY! 


Please send me complete details about the 
Kennedy Profit Plan, 


Business nome_ 
Reavested by 
Address 
Cnennnanss 


Zone State 
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Air Governors 


Will endure 3 million 
uninterrupted cycles 


“Gov-N-Air” 


actuate any compressed air operated 


unit is designed to 


equipment requiring dependable 
and positive control similar to a by 
pass valve, maker claims. Governor 
snaps open immediately once setting 
pressure has been reached, assuring 
an immediate full-open port through 


\dapt 


able to pressures from 20 to 250 psi 


which controlling air passes 


through use of adjustable locking 
screw and a set of easily changed 
springs. Cut-in and cut-out, or dif 
ferential, pressures range from 4-14 
psi upwards. Applications include 
controlling continuous running com- 
pressors and for vehicle brake drum 
systems. Can also be used to actu 
ate automatic tank which 
expel moisture, sludge from com 


drains 


pressor receiver tanks, 
W ilkerson 1687 
Girard, Englewood, Colorado 


Corp., West 


Zinc-Stearated Sandpaper 


Does not affect bonding 
of lacquers to sealers 


Zinc-stearated sandpapers, used 
principally for finish-sanding, will 
affect 


lacquers to sealers when used to 


not adversely bonding of 
finish sealed wood surfaces, maker 
claims. Sandpaper is said to prevent 
fine wood particles, wood resins or 
sealer coats from binding togethe1 
into a solid mass. 

Michigan 
East I ight 


Mich. 


Co., 11900 
Detroit 5, 


\brasive 


Mile Rd., 





Presses 


Full press tonnage can 
be utilized for die trimming 


Havir” 
presses are available in § ton with 
12 x 12-in bed; 12 ton with 12 x 14 
in bed and 16 ton with 12 x 14in 


bed. Increased die space provided 


Series of expanded bed 


is said to make possible a lower ton 
nage press to obtain necessary dic 
space for die trimming 

Sales Service Mfg. Co., 2363 Um 
versity Ave., St. Paul 14, Minn 


Ball Bearings 


In inch and metric 
dimensions 
‘lwo series of ball bearings includ 
1) R series bearings (right, above 
which have all boundary dimensions 
bore, outside diameter and width 
—made to inch dimensions to facili 
tate shaft and housing design. and 
2) 30 series ball bearings designed 
to fulfill need for extra-small metric 
ball bearings for use with shafts and 
housing of small diam. “R” 


bearings offered in 15 sizes for shafts 


SeTies 
ranging from 4 to 14-in diam. Series 
30 bearings have bores which range 
from + to 9 millimeters diam. 
Hoover Ball and Bearing Co., 
5400 S. State Rd., Ann Arbor, Mich. 





EXPAND YOUR SALES WITH NEW, COMPACT 


ORT ORTH 


HI-CAP 
WEDGE 
DRIVES 


with 

QD Sheaves 
and 

Green Seal! 
Belts 


QD V-Belt Drive QD Hi-Cap Drive 
Pictured Drives Compared: 
For 30 HP with 1.4 Service Factor—Savings Vary with Other Drives 


Belts | Center Weight 


Sheaves ny 


HP Per HP Per Drive 
443 | $124.45 


0D DriverlOD Driven Face Number Size Distance Lbs. 
—_ T Te T E T C75 | 197” 1085 


QD V-Belt Drive’ 8.4” 


QD Hi-Cap Drive 7.1” 


+ > 


‘Hi-Cap Saves it 13.59 


164” 153 


After more than two years of toughest use-testing, Fort Worth 
introduces the Hi-Cap Wedge Drive. Complete lines of Hi-Cap 
Wedge QD Sheaves and Hi-Cap Wedge Belts are now stocked in 
strategic Fort Worth warehouses across the nation, assuring prompt 
service. Supplementing conventional V-belt drives, Hi-Cap Wedge 
is recommended for 


* COMPACTNESS — Where a more compact drive is desired than possible 
with conventional V-drive equipment. 


* SAVINGS In installations above 10 horsepower. Hi-Cap Wedge com 
pares in cost favorably to the conventional V-drive; above 25 horse- 
power, Hi-Cap will provide cost savings over most other drives 


NEW APPLICATIONS — Extending the V-drive application range, Hi-Cap 
Wedge offers advantages for many installations where other types of 
belt drives or chain drives have been common 

INVENTORY ADVANTAGE — Hi-Cap Wedge covers a wide range of drive 
requirements with considerably fewer belt and sheave sizes than 
would normally be considered necessary. Selection of sheave and belt 
sizes assure systematic coverage of speed ratios in evenly spaced 
increments 


All Hi-Cap Wedge sheaves are new designs, using the same QD 
bushings as conventional QD sheaves and QD roller-chain sprockets. 


Compactness of Hi-Cap Wedge drives is made possible by removal 
of “fat”? from belts but without sacrifice of sidewall contact with 
sheave grooves. This and super-strong Green 
Seal cords give belts greater power-transmission 
capacity with less bulk. 


HI-CAP CONVENTIONAL 


For full information, write to... | UW 
Fo RT a ORTH 


STEEL AND MACHINERY COMPANY 
FORT WORTH 1, TEXAS 


V-BELT DRIVES—ROLLER-CHAIN DRIVES—SCREW CONVEYORS~—INDUSTRIAL FANS 


Warehouse Stocks in Fort Worth, Jersey City, Memphis, Atlanta, Chicago, St. Louis, Kansas City, 
Houston, Oklahoma City, Denver, Los Angeles, San Francisco; Sales Office in High Point, N. C. 


Inquire about Franchises, Select Areas Available Now 
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METAL WORKING SHOP: 3” x 10” “PG” Wheel, mounted on a shop-made automatic feed machine, is used to blend surface marks 
resulting from weld-removal and reconditioning on farm milk tank bottoms. “*PG** Wheel replaced set-up wheels; resulted in elimination of 
one operation; cut processing time in half; gives better finish, more uniform appearance, is cleaner to work with. Fast-cutting, smooth 


polishing ““PG"’ Wheels are versatile . . . can be used on all standard equipment; adapt easily to special applications. 


Know...sell...profit with these products of 3M Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES +‘ NON-SLIP SURFACING 
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3M LEAD 


THE WAY TO 
MORE SALE 


You'll find selling opportunities for 
“SCOTCH” BRAND Pressure-Sensitive 
Tapes and ‘*3M’”’ BRAND Coated 
Abrasive Products everywhere you go 
—in every industry; in every plant. 
Here are six tried and sales 
ideas to help you turn prospects into 
customers. 


tested 


Six big reasons why it pays 
to be a 3M Distributor, handling and 
promoting 3M-made products: 


1. TOP-QUALITY PRODUCTS 
Products are known the world over for quality 
Both "SCOTCH" BRAND Tapes and “3M 
BRAND Abrasives are continuously qu 
checked before they leave our plants 


always! 3M 
ality 


2. STEADY PROMOTIONAL SUPPORT. A 
well-planned, year-round program of hard-work- 
ing advertising helps pave the way to sales fo 
you. Both “SCOTCH” and “3M"' BRANDS ra 
high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS 
These range from com 
folders and industry manuals to demonstratic 
kits, movies and sound-slide presentations 


prehensive produ 


4. FACTORY TECHNICAL ASSISTANCE 
Factory-trained 3M salesmen work 
the field to help solve customers 
Company technical servi 
ing your customers with assistance o 
product applications and methods 


with 


eisc t 


5. SALES PROTECTION 
key man in our policies and plans 
and programs are distributor 
get full credit for factory-made 
territory. 


The iistr dD itc 
All sales ¢ 
oriented 


saies 


6. NEW PRODUCTS FIRST! Minnesota M 
and Manufacturing Company's continuing pro 
gram of research assures you a line of then 
and best products on the market 
having them FIRST! 


ewest 
and of 


ML 
Miienesora Misine AND WManuracturine COMPANY “& 


ALUMINUM FABRICATOR: 3M Coated 
Abrasive Belts replaced set-up wheels; 
boosted production 50°7.. Operation is grind- 
ing off gates, risers, and parting lines for the 
final finish of cast aluminum transformer 
heads. 3M Belts give better finish, as well as 
higher production rates. 


i 


METAL CABINETS: This customer .was 
using a competitive coated abrasive disc for 
removing fabrication marks and surface de- 
fects prior 2 painting. When he switched to 
3M Type “C” Discs, Grit 100, he achieved 
25° greé ae. production per disc; cut costs; 
found the “C” Disc conformed better for a 
better finish | too. 


ENGINE MANUFACTURER: Salesman’s 
suggestion to use die-cut pieces of *““SCoTCH™ 
BRAND Masking Tape solved serious produc- 
tion problems for this firm. Die-cut pieces of 
crepe flatback tape are now used to keep 
paint spray, dust, foreign matter out of 
engine parts during assembly. 


ELECTROPLATING: This Midwest com- 
pany needed only one demonstration before 
ordering “Scotcn” BRAND Plastic Tape No. 
470...using it for stop-off masking and rack 
wrapping applications. Tape offers strength, 
conformability, and a backing that resists 
effects of plating cycles. 


CONTAINER USERS: Shippers everywhere 
are getting more container mileage by using 
short strips of “ScotcH” BRAND Filament 
Tape to close and/or reinforce all types of 
fibreboard shipping containers made today. 
Inexpensive H-120 hand dispenser eases ap- 
plication problems, too! 


=>: 


- +--+ WHERE RESEARCH IS THE KEY TO TOMORROW WR 
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Spray guns 


Automation 
controls 











Electrostatic 
equipment 


Airless 
spraying units 


Material 


handling 
pumps 


Air compressors 


“ 
K 





| 
. 











Tell your customers to... 
put all their 
spray finishing 
problems 


in one basket 


Your customers are being told how 
Binks ‘‘total finishing’? equipment 
line and ‘‘total manufacturing” con- 
cept are good reasons for calling a 
single source. 


Need alone can govern your rec- 
ommendation. Binks makes a com- 
plete line of air atomization, 
electrostatic and airless atomization 
spray application equipment. You 
can be completely objective in appli- 
cation method recommendation. 


Manual vs automatic vs automa- 
tion. No two sets of production re- 
quirements are the same. This is why 
Binks line includes over 1400 units 
... from the finest in spray guns to 
the very latest in electro-mechani- 
cally automated equipment that 
handles production intermixes with 
virtually no loss in finishing materials. 


Production ‘‘horse-sense.’’ Know- 
ing how to apply finishes is only half 
the battle. Understanding the rela- 
tionship of finishing to overall pro- 
duction problems is the other half. 
Binks 67 years’ experience on both 
counts...is always available to 
both you and your customers. 


Call, wire or write today fo see how 
Binks “total finishing,”’ “total manufac- 
turing’’ concepts can boost your sales. 


Ask about our spray painting school. 


Open to all... NO TUITION ...covers | 


all phases. 











Epoxy Resin Pipe Coating 


Applies more easily and quickly 
than conventional mill coatings 
Epoxy resin pipe coating, called 
“Scotchkote” resin No. 101, is one 
part powder and cures in less than 
20 seconds with close coating toler 
ances, maker claims. Other stated 
claims: solvent hazards and_ post 
baking are eliminated; resin coated 
pipe can be handled in much the 
same manner as bare pipe; welding 
of pipe sections can be accomplished 
through the resin coating, once an 
arc has been struck on a bared spot; 
resin is completely thermoset, won't 
flow under pressure or flow upon 
heating, and has an_ adhesion 
strength of 3000 psi; resin has high 
impact strength and resists most 
chemicals 
Minnesota Mining & Mfg. Co., 
900 Bush Ave., St. Paul, Minn. 





=== 


Wrench 


Uses a pawl for 

increased speed, effectiveness 
Open-end type wrench, called 
Wrenchking, has spring activated 
pawl which permits the user to slip 
the wrench on a nut in any position 
lurning the wrench immediately 
locks it firmly against the nut. Be 
cause the grip is firmer, force is 
applied more evenly, with minimum 
damage to corners of a nut, maker 


EVERVTHING /OR 
SPRAY FAIN//NG 


Nationwide service 
claims. Pawl also has a ratcheting 


action that permits faster, more sure 
Binks Manufacturing Company 
3128-30 Carroll Avenue, West, Chicago 172, Illinois 


tightening. 
Bristol Co., Socket Screw Div., 
Waterbury 20, Conn. 


oa 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR cuassirieo DIRECTORY 


158 INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 








Key Kit 


Holds hex-socket screw keys in sizes to 
fit most of company’s Hex-Socket screws 
Key kit, No. 667, holds 18 of 
ompany’s hex keys in a compact, 
sturdy metal box measuring 5} x 72 


x 3-n. Keys range from 
028-in 


smallest 
through é-in hex diam. and 
ht company's hex-socket Trews in 
that category. Kit also includes new 

ind 4%,-in sizes for No. 6 and No 
8 “60” Series cap screws. Rack 





in 
side box tilts keys outward for easy 


selection. 


Allen Mfg. Co., Hartford 1, Conn ; 
Hannibe!, 
a 


factory, 
office ond a 
poet the most complete : 
oon neering ond aanreee 
nal $. 
a es et special carbide too 
yP 


Arkon- 
dt-Sonis factory ot Roger -= 

oy tha copacity over F = 

wmiat tools and tool holders @ 

poi 


vastly expanded 
Wendt-Sonis now has a = ‘tat of 
-apacity of over ma a your orders 
yess fa turing space to handle y shat 
manu” nd efficiently. Each ple 

ds and the 


a com plete 


mptly 2 
more pro : 
e most modern meth 
i i ducing 
aterials in pro ‘ . 
ee t in carbide cutting tools 
es é , pron 
srations ma 
d this div ision of opé “ge — 
gs ek ~ontrol more certain. More } os 
: ting the pace W 


uses th 


=m ys finest ™ é 
. at ia ‘ne of the fin 
Plastic Steel : line of 
Will bond all types of metals, quality ae 
. - : sis § 
wood, ceramics, other materials that W sn carbide tool industry. 


Epoxy tooling and repair com 
nd tipped cylin 

pound, available in two types—No 7 
100, a putty like material and No 
101, a liquid—is said to have 


. yin 
i the fast-grow! 
tool plont of | drical carb! . 





rood ye ~_" 

5 f<-80,% 

is > 

; th ° 

ye 

sist most chemicals and oils. Has j (329 ° 
been used for repairing 


tensile and compressive strength, re 


damaged 
machinery, foundry patterns 


core boxes, and for other 


Ss 
and 
ipplica 


tions where high strength and light 


* 
weight are important Available in | Wendt-Sonis Company 


gallons, 5 gallons and drum lot: HANNIBAL, MISSOURI -« 
Devcon Corp., Danvers, Mass. 





ROGERS, ARKANSAS 
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PUNCH-LOK HOSE CLAMPS 


chosen for RUGGED 
DEPENDABILITY 


‘‘ Stays on for 
the LIFE of 
the hose !"’ 


Fine power tools like the¥jHiliaco PNEv- 
MATIC TORK-MASTER a WE nch are 
dependable. That’s why Pigjgiijok hose 
clamps are chosen for coupliigg hose! 
Punch-Lok hose clamps Se Mey er- 
lasting’’—last the life of the ho 


STOCK « SELL * PROFIT 


with Punch-Lok clomps « Get facts now! 


BA O) The Sign of a GOOD Hose Clamp 


ALONG 


Dept. U, 321 North Justine Street 
Chicago 7, Illinois 
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Notch V-Belt 


Rugged, flexible with quiet, 
vibrationless running characteristics 
Fully molded, fully jacketed 

notched V-belt, called the CX \ 
Belt, is said to run smoothly over 
smaller pulleys. Fully molded and 
fully jacketed construction elimi 
nates flex-cracking, greatly increases 
fatigue resistance, maker claims 
Other stated features: resists cross 
sectional distortion, maintains lateral 
stability, resists changes in effective 
length, is cool running. 
Raybestos-Manhattan, Inc., Man 
hattan Rubber Div., Passaic, N. ]. 





ee 


Two Flute End Mills 


Put end mills in a 
“throw-away” tool class 
I'wo flute, single end mills, called 
Phriftmills’, are ground from 
solid, said to produce faster, more 
efficiently and initially cost up to 
20°, less than conventional end 
mills. Have 30-deg. helical flutes 
right hand cutting. Shank is same 
diam. as cut for longer life. Recom 
mended for most conventional end 
mill operations, especially profiling, 
peripheral milling, general end 
milling. Six sizes, from 4 to 4-in. 
Cutting Tool Div., Brown & 
Sharpe Mfg. Co., Providence |, 
_& 





Pocket Tool 


Fits a variety of 

nuts, bolts and screws 

Four-way pocket tool, Model 601 

is balanced and shaped for working 
ease, has red plastic handle which 
socket at 
-in socket at opposite end 
bolts 
blade is in 


features a }-in one end 
with a 
for 


SCTCWS 


hex nuts, and 


Double-end 
serted in the 


driving 


j,-in socket to convert 
tool to either a ;y-in slotted or a 
No. | Phillips screwdriver. Patented 
spring holds it firm 


Xcelite Inc., Orchard Park, N. Y 


Magnetic Inspection Materials 


Available in pressurized spray 
cans, plastic squeeze bottles 


“Magnaflux” 


magnetic particle inspection mate 


and ‘“Magnaglo” 
rials, in ready to use form, eliminate 
bulky containers and the problems 
of mixing to formula, or filling ap 
plication devices, maker claims. Also 
Sealed 
pensers keep out dust, moisture, 


reduce set-up time. dis 
other contamination during storage. 
No. 14M Fluorescent Magnaglo 
Bath and No. 9BM Magnaflux Bath 


available in 12-0z. pressure 


No. 1 Grav Powder available 


spray 
cans. 
in plastic squeeze-bottle dispensers, 
each containing one full pound of 
magnetic particles 

Magnaflux Corp., 7300 West Law 
rence Ave., Chicago 31, III. 








REDUCE CAPITAL OUTLAY, 
INVENTORY; GUARANTEE 
IMMEDIATE DELIVERY OF 


CHICAGO 


MOUNTED WHEELS 


NEW SPECIAL SHAPES 
NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 
FROM STOCK... 


Now you can stock an entire line of mounted 
wheels, 10 each (610 pieces) for only $300; 
100 each (6100 pieces) for only $2500. Inter- 
mediate quantities also available. This new 
“SS Series” reduces inventory, simplifies 
ordering, and guarantees your customers im- 
mediate delivery. And within 48 hours, you 
can replenish your own entire stock. 


THESE 6 SPECIAL SHAPES cover over 96% 


OF ALL PORTABLE GRINDING NEEDS 


Extensive research and industry practice have 
disclosed that six Chicago Wheel Special Shapes 
cover practically every portable off-hand grind- 
ing job. These are available in 27 sizes with 
choice of two specifications in aluminous oxide 
abrasive and seven shapes of silicon carbide. 
This new “SS Series” of Chicago mounted 
wheels is the most efficient, profit-making system 
ever devised for Chicago Wheel distributors. 





WRITE FOR BULLETIN SS-101 
Illustrates vitrified and rubber 
bond wheels; sizes, shapes, speci- 
fications, prices, discounts. For 
complete information on Chicago 
rubber wheels for portable grind- 
ing, ask for Bulletin R-201. 














CHICAGO WHEEL 


AND MFG. 
Dept. 1D-5, 


INDUSTRIAL DISTRIBUTION 


e MAY, 


co. + 1101 WEST MONROE STREET 
Chicago 7, Illinois « Telephone CAnal 6-8155 


DISTRICT OFFICES: 

® Chicago, Ill. @ Milwaukee, Wis. 
® Detroit, Mich. © St. Louis, Mo. 

@ Cleveland, O. © New York City 


@ Kansas City, Kan. 
®@ Hollywood, Calif. 
@ Easthampton, Mass. 
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to increase repeat profits on every call...remember... 


) Swivel Lock 
For fingertip conversion of casters 
from swivel to rigid at any position 
Positive-action swivel lock is said 


to be strong and versatile. Any num 
ber of locking slots can be milled 
more into the caster yoke base at specified 
positions to provide controlled 

movement in any direction. Fixed 

to underside of attaching plate 
is a spring-loaded, finger operated 

O SBORN plunger which engages slots. When 

® 


retracted, plunger seats in a vertical 


notch in the plunger housing to 
hold it clear of the swiveling yoke. 


Swivel lock can be used alone to 
facilitate steering over a prolonged 


straight course, or in conjunction 
with a wheel brake. 
Hamilton Caster @& Mfg. Co 


1633 Dixie Highway, Hamilton, 
Ohio 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 
Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 





Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. Coat and Hat Rack 
You assure repeat orders . . . with 
Osborn’s line of quality brushing tools For shallow and 
because satisfied buyers always come 


confined areas 
back for more. 


Add it up—extra profit is yours for Wall-mounted coat and hat rack 
the asking because Osborn Brushes are has coat hangers which hang paral 
in steady demand everywhere. Get your ° ? 
share of this high-profit Osborn business. lel rather than perpendicular to sup 
The Osborn Manufacturing Company ' 

i y> orting wall, gz ange 
5401 Hamilton Avenue, Cleveland 14, Ohio porting ill garment hangers which 


slip into fixed receptacles that are 
permanently attached to the hat 
shelf. Hat shelves are formed of 
parallel aluminum tubes, available 
in lengths from 2 feet or longer to 
fit. Entire assembly, fully loaded, 
projects out 1] inches from wall. 
METAL FINISHING MACHINES... AND FINISHING METHODS Ves Reisen Ce. Silent 
POWER, PAINT AND MAINTENANCE BRUSHES * FOUNDRY PRODUCTION MACHINERY 2 2 
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THESE UNIQUE GUARANTEES 
BEHIND DISSTON TOOLS AND 
SERVICE MEAN SOLID 
PRODUCT CONFIDENCE 
FOR A DISTRIBUTOR 


EXAMPLE: CHIPPER KNIVES 


Disston chipper knives, when properly specified, 
will equal or better the cutting performance of any 
other knife. 

How can we make this statement’? 

Because Disston, by eliminating the cause of crack- 
ing, has made a knife so strong that we can make 
these unmatched, unqualified guarantees: 

. we will immediately replace any Disston 
chipper knife that cracks in operation because of a 


manufacturing defect. 


DISSTON DIVISION 





. .a knife recommended by Disston for a specific 
application will perform as specified or it will be re- 
placed or corrected. 

For this reason, you can be sure that when you 
stock and sell a Disston chipper, you can have every 
confidence it will stay sold! 

These guarantees are one more reason why Dis- 
ston Has The Edge. 

Disston Division, H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and piping fittings, roll formings and stampings, wire rope and strand. 
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NOW... 
Every link of 
Campbell Chain 
tells me what 
| want to 


Power Steering Kit 
Allows quick assembly of power 
steering pressure and return lines 
Power steering kit, No. 5190, con 
tains a handy coil of company’s 
2555 power steering hose and a 


ret eiave C4 HOO 


variety of reusable fittings for mak 


7 
; 


ing hydraulic pressure and return 


ry 


lines for power steering units on all 
makes of cars ranging from 1952 
models to the latest, plus trucks 
buses, material handling trucks, and 
other types of industrial and farm 
vehicles, maker claims. Only tools 
required for assembly are a wrench 
and a vise. 


\eroquip Corp., Jackson, Mich. 


CAMPBELL marks every link to show the grade or Flow Control Valve 


the manufacturer .. . it’s ““HALLMARK’’s CHAIN! Controls flow, shut-off of bulk 
materials from bins, hoppers, etc. 





Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 


Addition of electric motor posi 
tive drive and remote control for 


opening and closing the flexible 
The grade mark (see below) appears on alternate links diaphragm permits motorized flow 


. your permanent grade identification. control valve to be installed in loca 





The Campbell “C” is permanently in relief on every : tions where manual operation is 
other link . . . your manufacturer identification. ———— not possible, maker claims. Valve 
; ' . . features flexible diaphragm which 
AND ... another bonus! CAMPBELL CHAIN is easy to ° 


Sega i at forms a concentric aperture which 
measure. It’s ‘‘Measure-Mark’ Chain color coded 


may be varied to form a countless 
exactly every five feet (see below). 
number of openings—from open to 
aren . closed—merely by starting the mo 


GRADE | GRADE MARK “aa ae tor. Valve may be held at desired 





PROOF COIL CHAIN P GREEN : open position against head load of 
BBB CHAIN RED ti‘CO‘OCR bulk material, or low air pressure. 
HIGH TEST STEEL CHAIN BLUE —aS Ta Flexible diaphragm presents resilient 


CAM-ALLOY CHAIN | ~ ORANGE | surface which rolls the material with 
it in closing. 





Syntron Co., 900 Lexington Ave., 
CAMPBELL CHAIN Comsany Homer City, Pa. 
CAMPBELL FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 


CHAIN WAREHOUSES: £. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif, 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 








FYOU.... 


1. will let us hold a sales meeting 


Ee oP 2. mail our brochure to your customers 


For all avtomative | gy refuse free sampling 


and marine tuneup work 


Ignition set, in roll-up or hang-up 


kit, contains 8 open end ignition and 


wrenches with opening ranges from 


1? to 44-in; an ignition gage set, TI STOCK 
plier, point file, aircraft-type screw | p LA STI MA 


starter, and screwdriver 


Pern tewawes, | doesnt tunmin FO gaye . . 


we re wrong! 


WELL REFUND 
YOUR MONEY 


veer vw eons nate PLASTIC MASTIC is not a new product— 
siabecitiiad anid 60 Leading Distributors are presently 


I'wo features to provide a quick, e 
simple and accurate method of knife handling this product. 


installation for company’s 5-in 

O c cl d | < yecision . . 

ih index ai which meet to PLASTIC MASTIC IS an item that repeats 
relpernarenripadnd amecbeany and has an excellent distributor discount 


the cutterhead in the correct posi 


tion for setting the knives and Mail this coupon and we'll be happy to 
serves as a stop-gage to automatically have our local representative call on you 
locate knives in the cutterhead fot 


precision rabbeting operations and 

omsowslios ioe ELASTIC © mastic- 
vide a unique method of holding 

GENERAL REPAIR KIT 


WILLIAMSON ADHESIVES, INC., SKOKIE, ILLINOIS 
8220 N. Kimball Ave., Phone: Keystone 0-7420 


i 

| 

the knives at the proper height while | 

they are locked into position. 

Springs are located at the bottom | 
ot the cutterhead groove and hold | send us detailed information Hove local representative 
the knife against a flat surfaced on Peneite Gla — 

block while lock-screws are tight | Name 

ened. | 

Rockwell Mfg. Co., Delta Power 

Tool Div., 468 N. Lexington Ave., | 

| 


Pittsburgh 8, Pa. || 


Company 


| Address . 


City 
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Robert W. Christensen, Skil Vice- 
President, Engineering, holds unique new 


industrial sander. 


For more information 


visit Skil booth (Nos. 109-111) at Triple 
Industrial Supply Convention, May 23-25 


in Chicago. 


Skil tool innovations mean mor 


As labor costs continue to soar, more power tool 
buyers than ever are looking for tools that will 
do the job faster, easier, at lower cost. New, 
cost-reducing Skil tool concepts(like those shown 
above) are meeting this need head on. In 1959 
alone, for example, Skil brought out a completely 
new tool every 14 working days, 17 in all... 
plus 18 improved tools in the same 12 month 
period. 

Because Skil emphasizes product innovation 


more than any other company in the industry, it 
adds up to more sales at bigger profit margins 
for Skil distributors. Proof again that product 
innovation is closely identified with maintaining 
distributor profits! 

Isn’t it about time you got all the facts about 
the most progressive (and most profitable) 
power tool line? You can, by calling your Skil 
representative now. Or write: Skil Corporation, 
Dept. 115E, 5033 Elston, Chicago 30, Ill. 


MORE EXCITING TOOL 
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(i) World’s lightest, biggest capacity 10° (5) Lowest cost way to make %4"-1° masonry holes 
Saw (Model 860) (Model 726 Roto-Hammer) 

(2) Most powerful Right Angle Drill made (6) First 2-speed Reciprocating Saw 
(Model 268) (Model 700) 

(G3) Fastest, most accurate Electric Driver @) Lowest cost Driver with true teat’ seen 
made (Models 235-272 Anti-Ratcheting Driver) (Models 139-140 Driver) 

(4) Lowest cost way to make 1°-2° masonry holes 
(Model 736 Roto-Hammer) 


Sales, more profits per sale 


»-.» AND SKILSAW POWER TOOLS 


INNOVATIONS ARE ON THE WAY...WATCH SKIL AND SEE! 
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LOOK HOW EASY IT IS 
to install a belt... 





Sewage Pump 


Combines pump and motor 

in one compact, complete unit 
“Demersible” sewage pump has 
motor totally sealed and oil filled in 
a cast iron case, conveniently located 
controls. Furnished with 30 ft. of 
waterproof cable. Can be quickly 
installed for temporary service or 
permenantly set for continuous 
SeTVICE. Capacities from 25 to S00 


Photo rtesy of 
ee gpm. 


’ John Deere ‘ : ; 
» Deming Co., Salem, Ohio 


with CLIPPER fasteners 


The Clipper Fastener method is the fastest way to 
make an endless belt. It takes only 60 seconds to 
lace a 12” wide belt. Then, just thread the belt 
through the machine and insert the pin. Presto, THIS AD IS 
it's done in a fraction of the time it would WORKING 


take to install a vulcanized belt 
FOR YOU IN 


Clipper Hooks and Lacers make belt joints as 
strong, smooth and flexible as the belt itself. Each 
hook is separate from the others giving flexibility 
not possible with other methods. Exerting pres- 
sure up to 45,000 pounds, Clipper Belt Lacers im- 
bed hooks firmly flush with the surfaces of 
the belt. This produces strong, smooth joints that 
give longer service and save downtime 


Cutter 


Has extra wide rollers 

to prevent spiralling 
For information on the savings possible with Cutter, for hand or power use, 
Clipper Fasteners, write for your copy of Bulletin cuts 4 to 2-in material. Position of 
259 "5-Company Report on Fastening Methods”. wheel gives clear view that permits 
quick, accurate setting to mark, 
Ask your Industrial Distributor for Clipper Products maker claims. Pressure applied di 
rectly to cutter wheel for fast, easy 
BELT LACER cutting. Uses company’s Honed 
COMPANY Edge Black Magic Cutter Wheel. 


Beaver Pipe Tools, Inc., Warren, 


Grand Rapids 2, Michigan Ohio 
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Plastic Screw Anchors 5 Reasons Why: 


Will hold permanently in 
plaster, drywall, tile, masonry 


T Reddy-Fit Eyes eliminate most of the 
work of fitting a new handle to the 
tool. This time saving, labor-saving 


Line of plastic screw anchors are 
made of ‘Tenite Buterate and pulver 
ized metallic aluminum, install by 


48 
| a 


feature is a big sales advantage to 
you and your customers. 


drilling hole, inserting anchor, in 
serting screw and tightening. Sug 


— 


gested applications in commercial 


Wood and Steel Wedges are 
fastened to each handle, further 
facilitating fitting. 


sound systems, temperature control 
svstems, sheet metal work and elec 
trical and plumbing installations 


00 ; : 2 
Hold up to 100 Ibs, rust free - Each Link handle is accu- 
Fastwav Fasteners, Inc., 1676 


East 28th St., Lorain, Ohio wee “an - -" rset 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 


if 


Hod i | ee 
@cecoee jececee-- 


Foil stamping on each Link 
handle ends confusion. Each 
handle is identified as to 
name, pattern number and 
weight tool it fits. 





i tt 


Handle labeling is coordi- 
Chain-to-Chain Connectors | nated with information con- 


tained in catalog A and wall 2 SLEDGE HANDLES 
Provide detachable chain-to-chain | 3 


. chart B illustrated at right. 
connection for making endless slings 


Allov studded ““C” links were de 
veloped to meet the many situations 


Pattern No, 68 — For 6 and 
8 Ib. tools. 


. ; 5 | Pattern No. 1016—For 10-1 
There is a Link program for i rte ties 
you which will help you Pattern No 
sell more handles — more | i to 
profitably — ask about it. | Lengths 24” to 42” 


; 
fe 


in industry where normal endless . 1824—For 18-24 
slings cannot be satisfactorily ap 
plied to the proper position on the 
load being handled, maker claims 


Normally used in conjunction with 


i 
a sheave wheel on which the chain | j 
runs to facilitate rotation of the i 
work, the C links are, unless speci t-) ; 


fied, furnished attached to a length 


of alloy chain. C link assemblies HANDLE COMPANY 
are fabricated in }-in x 2-ft., @-in x Manufacturers of 


2-ft. and 4-in x 2-ft. sizes which America's Finest Handles 


include the link attached to a 2-ft SALEM, INDIANA 
section of alloy chain. 


, : : Sy Write today for FREE copies 
American Chain & Cable Co., of Wall Chart B and Catalog A 
Inc., 929 Connecticut Ave., Bridge illustrated above 


port 2, Conn. THINK AND YOU’LL HANDLE LINK 
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Q. “Why do you feel the Dayton 
line is the only line to sell?” 


A. “Completeness of the Dayto 
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V-Belt line means more sales... 
better customer service.”’ 


4 


Mr. James F. Donahue Gen. Mer., Chandler 
& Farquhar, Boston, knows from experience 
that their policy of handling only top brands 
and complete lines pays off in volume sales, im- 
proved customer service. Here’s what he has 
to say about Dayton: 

“By maintaining a large inventory of the 
entire Dayton line—we can guarantee prompt 
delivery on any item a customer needs to keep 
his plant running with a minimum of downtime. 
This means, also, that he doesn’t have to tie-up 
large sums of working capital in on-hand 
replacement parts. 

‘As one of the five largest industrial distribu- 
tors in the country we pride ourselves on the 
completeness of our operation. We can fill any 
order for Transmission Equipment, Abrasives, 
Machinery, Accessories, Portable Electric Tools, 
Cutting Tools, Tools and General 
Supplies whether it involves a single part or 
any combination. To the Purchasing Agent this 
means lower buying costs and considerable sav- 


Precision 


ings in shipping expense, paperwork, ordering, 
invoice checking and bookkeeping. 

“There are many more reasons why we think 
Dayton V-Belts are the only line to sell. Their 
well-known name and recognized quality 
the exclusive Dayton Cog-Belt 
lished acceptance in the market. 


plus 
have an estab- 


“Their excellent research, development and 
engineering program puts us in position to offer 


‘‘The complete new line of Dayton Industrial Hose has opened 
up a new volume market for us." 


INDUSTRIAL DEPARTMENT 


Dayton Industrial Products Co. 
Division f Daycoco Corporation 


(formerly The Dayton Rubber Company) 
2001 Janice Avenue Melrose Park, Illinois 


the most advanced products in the field. And, 
because Dayton opens up their activities to us 
we're usually first with any new development. 
The complete new line of Dayton Industrial 
Hose is a good example. Recently announced, 
we are already set up to handle molded-braided, 
horizontal-braided, machine-built, wrapped- 
fabric, hand-built and woven jacket hose for 
all our customer’s needs. 

“Finally, the direct help we get from Dayton 
in solving drive problems and giving engineer- 
ing counsel has contributed to the growth of 
our Power Transmission sales which is now one 
of our largest departments. No doubt about it, 
the Dayton line is the only line to sell.” 


“Our large Dayton stock keeps customers in productive operation. 
Saves them thousands of dollars of working capital in inventory, 
reduces downtime to a minimum." 


“Dayton V-Belts and Hose are shipped to all New England from 
the Headquarters of Chandler & Farquhar, Boston, with a speed 
impossible for most suppliers.” 


“Dayton's Complete line covers every aspect of the power transe 
mission field. With the Dayton Blue Ribbon Thorobred and Super 
Thorobred, Cog-Belt, Variable Speed V-Belt, FHP, Double Angle, 
Converter Thoro-Link and Poly-V belt all nationally warehoused, the 
customer gets prompt service.” 
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Profit-minded dealers stock SHURE-SET 





FOR FAST TURNOVER AND 
~ REPEAT BUSINESS 


Shure-Set hammer-in fastening 
too/ se//s fast to: 


CARPENTERS 
ELECTRICIANS 
PLUMBERS 


SHEET METAL 
MEN 


LATHERS AND 
PLASTERERS 


DO-IT-YOURSELFERS 


Experience has proved Shure-Set’s 
appeal to a wide variety of craftsmen. 
The “‘secret of its success” lies in pin- 
point power concentration ...a few 
hammer blows drive fasteners right 
through wood or thin metal into con- 
crete, without costly drilling! 


The tool (no cartridge required) is an 
amazing time and work-saver, while the 
special fasteners offer exceptional 
advantages over old-fashioned types, 
and assure repeat business. With this 
hammer-in tool and a selection of 
fasteners, you're set to sell and profit. 
Write for money-making plans now! 


Shure-Set’... another product of 


Ramset Fastening System 


OLIN © WINCHESTER-WESTERN DIVISION 
MATHIESON 4 293-E Winchester Ave. New Haven 4, Conn. 
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Portable Power Tools 


Completely new line 

announced by company 

Line of 16 portable power tools 
for industrial use includes 10 heavy 
duty drills, in a range of 4, 7, 1 and 
]4-in heavy-duty disc 


sizes; three 


sanders in 7 and 9-in sizes; a 7-in 
polisher; two portable grinders in 
5 and 6in sizes. ‘Tools are up to 
35 per cent lighter in weight, up to 
100 per cent more powerful, maker 
claims. Feature precision balance, 
better control, greater durability and 
lighter weight. 

Stanley Electric Tools, Div. Stan 
ley Works, 195 Lake St., New Brit 


ain, Conn. 


Pillow Blocks 


Feature unbreakable 
malleable housings 
Line of malleable tapered roller 
pillow blocks have following stated 
features: unbreakable malleable 
housings for extra strength, more 
compact design, lighter weight; 
heavy loading taper roller bearings; 
eccentric locking collar which grips 
shaft firmly; labyrinth grease seals 
with specially formed inner seal that 
seals grease in, dirt out; elongated 
bolt holes for more adjustment, max 
imum interchange; completely as 
sembled, ready to use. 
Browning Mfg. Co., Maysville, 


Ky. 





. and it’s easy to see why. 


With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS .. . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE ine 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory —spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! ... Just drop us a line. 





BOOTH ie Pass — ‘ 
u ° 
514 ee  - Thru 25 


MAY 23 








MACHINE TOOLS . . . SINCE 1912 e« 


Since 1912 makers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. 2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coast-to-Coast 


sTanpane/ 
the STANDARD electrical tool co. "OO" 


2520 RIVER ROAD e CINCINNATI 4, OHIO 
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THE BEST THING YOU CAN DO 
IS GET HIM T0 


You couldn't do him a bigger favor. And, right now, you’ve got wire rope customers who need the 
long-run performance of this rope, the newest wire rope development to come along in years. 

We've reproduced an advertisement here, first, to give you the reasons why Herringbone acts the 
way it does and, second, to let you know that we're telling the wire rope world—in a number of publi- 
cations — the same thing we're telling you. 

To add to this enticement, we have some decidedly glowing accounts from Herringbone users as 
to its staying power. These are immediately available for your use and your customers’ edification. 

Promote the new Roebling product...Herringbone. You’ve got customers who depend on you for 
the best in wire rope. You've got Herringbone—if not, get it right away. 


ROE BLIAG 


Branch Offices in Principal Cities 
John A. Roebling’s Sons Division 
The Colorado Fuel and Iron Corporation 
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FOR ANY WIRE ROPE CUSTOMER 


USERS OF NEW 
ROEBLING HERRINGBONE WIRE ROPE 
HOLD THESE TRUTHS 
TO BE SELF-EVIDENT... 








That Herringbone is the most practical and 
needed wire rope development to come along 
in years. 

Herringbone, the regular lay and Lang lay 
rope, is actually two-ropes-in-one rope. Thus, 
the qualities that make these two ropes good 
ropes, combine to make Herringbone excellent. 


HERE'S WHY: 
The steel core of Herringbone provides the ideal 
of Lang lay and@ne pair) 
regular lay strands used in its construction. In 
addition, thefouter wirepare heavier for extra 
abrasion resistance, and good flexibility is main- 
tained by the finer wires inside. This combination 
of features enables Herringbone to give longer serv- 
ice in most applications. 








Herringbone has been used on a wide variety of 
excavating equipment and tough hoisting jobs with 
impressive results. Its applications are practically 
unlimited on installations which call for all-steel 
ropes and on many where fiber core ropes are now 
being used. Another of Herringbone’s added attrac- 
tions is the fact that it eliminates the necessity for 
stocking Lang lay rope for one job and regular lay 
for another. 


Your Roebling Distributor has Herringbone right 
now. He has, also, copies of a brochure describing 
Herringbone, the newest Roebling Star Performer. 
If you wish, write Wire Rope, John A. Roebling’s 
Sons Division, Trenton 2, New Jersey, for literature 
and anything you'd like to know about Herringbone. 


ROE BLING 


Branch Offices in Principal Cities 
John A. Roebling’s Sons Division 


The Colorado Fuel and Iron Corporation ) 


WIRE ROPE 


BERRINGeUy 
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‘BUNTING- 


BEARINGS —_~ 


a ' , eae ™ 
Bunting local machine shop service solves many critical problems 





Sliding Sleeve Valve 


Can by padlocked in both “off and 
exhaust” and “on and flow” positions 


One, or small lots of specially designed bearings, not 
obtainable from stock, can now be procured immediately 
through yout Bunting Distributor. ry opener ma- Locking feature on line of sliding 
chine shops in Bunting Branches are at your service for 

emergency and experimental needs. The wide range of 
sizes of Bunting stock cast bronze and sintered bronze 


sleeves valves is said to (1) elimin- 
ate safety hazard of maintenance 


; work on air operated machines with 
bearings makes easy the alteration of a stock to a special 


bearing at low cost. Bunting Cast or Sintered Bronze 
and Bunting Bearing Aluminum Bars provide the ma- 


live air in system (the three way 
version exhausts “down-stream”’ ait 
when in the “off and exhaust’’ posi- 


~ 


terial for special sizes and designs which cannot be made 
tion) and (2) prevent potential 


from stock bearings. Your local Bunting Distributor can 


: danger of a machine losing its air 
arrange for such work. 5 5 


pressure at wrong time. Also con- 
serves air during long shutdowns. 
In 2-way and 3-way actions, manu- 


ally or spring returned. ‘lap sizes 
Cate ae Point Showing some common L through l-in. 
alterations of Bunting Standard Stock Cast ] , : , 
nt Valve Co., Salem, Ohic 
Bronze Bearing, No. G-1191. Size 1%” Hu 7 — , 
ID x 1%” OD x 2” length. 





¥%”. hole in K Me . Style #5 
enter of ing 1%” IDx Graphited . 
bearing D x Aluminum Levels 
2” long 
Have 24-inch rules 


along top edge 


No. 4524 4 vial level (with 2 
plumbs and 2 levels), and No. 6524 


Ask for Catalogs: 


6 vial level (with 4 plumbs and 
Ne. 168—Complete listing of Ne. 258—Complete listing of No. 46— Technology of Bunting 


sizes of Bunting Cast Bronze Cast Bronze Electric Motor Bearing Aluminum. A_ tech- levels & both hav _~ full S1ze, die cast 
and Sintered Bronze Bearings Bearings for all makes and nical treatise on the composi- , . : ara : eS , 
and Bars and Bunting Bearing sizes of electric motors. tion, machining and use of frames, can be read from either edge. 
Aluminum Bars. Pocket size this new bearing metal. Ask Metallic-sealed vials are of solid-set 
edition, your local Bunting Distributor. 
catseye design, with plastic rings. 


‘hey are protected on both sides by 


tHe BUNTING Brass and Bronze Company heavy glass lenses. 


TOLEDO 1, OHIO » BRANCHES IN PRINCIPAL CITIES Columbian Vise & Mfg. Co., 9023 


BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE, SINTERED METALS OR ALUMINUM ALLOYS 
THIS ADVERTISEMENT APPEARS IN MILL & FACTORY + AMERICAN MACHINIST « Bessemer Ave., Cleveland 4, Ohio 
PURCHASING * MACHINES & TOOL BLUE BOOK * SOUTHERN POWER & INDUSTRY 





INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 





Oe Nt i § ¥ socuer ‘pire ptues 

NEW improved boxes... | 4 Rae 
& NPT - 14 THREADS 

= 


NEW orc ce 


labels WG: 4) HEX HOHE Ca SCREWS * a 


NE PT nex J m1 
aN hi 4. 






















x 
‘ \ \ a ——< ; mars , 
Vik nex Sas | “HEXAGON NUTS 
7 hig 
| 5 10081 La 
4 " 3 100 1B i6 UNC - 18 THREADS 4} , 
: as MEE Lo crascane conew concacy © TANeane senew courany av 
[> . _ Srannane conew eommaey Pe is ze : 
i 1” Oe le 
meen © .\C SCREWS” SOCKET wens uP SCREWS 
| | STEEL | GIMLET POINT 
! 
\ f 7 25 | 
_ — > 
) 4 UNC - 9 THREADS 4 
a h STANDARO sia 2 Niel | ’ SrSeSane senem eonren 
CARRIAGE BOLTS HEX HEAD CAP SCREWS HEX HEAD MACHINE BOLTS 


1 25 


FULL BODY 


2 UNC - 13 THREADS 


FULL BODY 
& UNC - 18 THREADS 


REGULAR SQUARE NUTS 





Two more reasons why 
it pays to standardize on 


STANSCREW 


After two years of exhaustive study, Stanscrew 
has completely renovated its packaging. Among 
many improvements are new, standardized boxes 
of extra tear strength, more accurate fit, and 
maximum stain resistance plus a carefully 
coordinated “‘family’’ of new high visibility, color- 
coded labels. 

For you, this modernized packaging will help 
dress up your shelves simplify and speed 
and, most important, assure 
your customers that your fastener deliveries ar- 


your order filling oss 


rive in longer lasting, more easily identified con- 
tainers. 

Stanscrew’s vast packaging program also in- 
cludes major improvements in bulk packaging 
and palletized shipments again typical of 
our determination to provide Stanscrew distrib- 
utors with the elite in fasteners under the most 
salable conditions possible. At Stanscrew, every 
technical and selling advancement is passed on 
to you so you, in turn, will have every advantage 
in working with your customers. 

To give you all the facts on this new packaging 
program, Stanscrew has designed a comprehen- 
sive wall chart. It explains, in detail, the new 
simplified labeling system and the striking de- 
velopments in fastener containers. 

Just sign this ad and mail it to our address 
below. Your copy will be delivered promptly. 


STANSCREW MEANS 


Continuing sales help .. . 
fastener specialists selling 
with you and for you. 


A complete fastener line... 
now over 5,500 catalogued 
items. 


Fast service .. . orders 
shipped within 24 hours. 


Industry’s broadest protection 
on all sales in your territory. 


A consistent promotion pro- 
gram that helps pre-sell your 
customers, 


Superior fastener quality ... 
the exclusive “Carbon Res- 
toration” process, for ex- 
ample, 


Preferred and specified by 
leading manufacturers in all 
industry classifications. 


STANSCREW FASTENERS 


CHICAGO 
HMS | HART! 
WESTERN 


A REW MPANY. BELLW 


4INE SCREW COMPANY. HARTFORI 


STERN AUTOMAT MACHINE REW 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 





KIDDE 


ELPS YOU 
WHERE 


IT COUNTS! 


Proven Sales Aids! Newspaper mats, Complete Line! Left to right below, just 


® direct mail pieces, informative brochures, ® four of the extinguishers in the Kidde line 
novelties, slide films, motion pictures, sales 2% and 5 pound pressurized dry chemical, 15 
manuals...a complete package of tried and pound carbon dioxide, and new pressurized 
tested sales helps is yours when you feature the water. Kidde’s full line covers more than 30 
Kidde line! proven models in varying types and capacities. 
There’s a Kidde model for every hazard, a poten- 
tial sale in every Kidde model! For more infor- 
mation, write Kidde’s Market Development 
Department, stating your sales territory. 


Selective Distribution! As a Kidde dis- 
® tributor, you get the selling advantages of 
a selective distribution policy in the trading 


areas you serve 


Solid Experience! Many of today’s im- 

® portant fire extinguishing advances have 

been Kidde firsts many are still Kidde exelu- 

sives. Feature the Kidde line of fire extin- 

guishers and you feature the latest and finest 
in fire fighting equipment! 


Nationwide Warehousing! Feature the 


® Kidde line, and you gain the sales advan- io 
tage of Kidde warehousing. Located all across 'e| 
the nation, Kidde warehouses mean minimum : 


inventory, fast delivery, complete service 
facilities for you! 


Advertising! National advertising, in- 
® cluding trademark headings in telephone 


; ’ 2% pound 5 pound 2% gallon 15 pound 
directories, help you sell the complete Kidde line. 


dry chemical dry chemical water carbon dioxide 


Visit Kidde (Booth 801) at the Triple Industrial 
Supply Convention. Chicago, May 23, 24, 25. 


ae Industrial and Marine Division 
‘ tdde Walter Kidde & Company, Inc., 522 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal —Toronto — Vancouver 
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performance determines demand and 


MORE INDUSTRIES 
DEMAND JOWNSON 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality— proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 











al 
mat} 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


If it burns gas » look t ++. since 1901 


JOHNSON GAS APPLIANCE CO. 588 E Avenue NW, Cedar Rapids, lowa 
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Speed Reducer 


Strong, compact; applications in car 
pullers, conveyor drives, mixers etc. 
Helical geared, parallel shaft speed 

reducer, the DL-4 is rated at 3.9 HP 

with 1750 rpm input and 30:1 ratio. 

Overall height is 154-in. 

Alten Foundry and Machine 

Works, Inc., West Wheeling St., 

Lancaster, Ohio \ 


(AC 


OF CORROSION PF 


Coating 


Economical; resists weather, moisture 
mild chemical service 
Neoprene-asphaltic coating, Ga 
cote NA-62, is said to combine ad 
vantages of Neopreme and asphaltic 
based coatings, i.e., resists cold, abra 
sion, chipping, spalling, flow and 
sag; applies easily; has improved ad 
hesion, flexibility. Requires no 
primer, applies to damp surfaces. 
Applies by brush, roller, spray. 
Gates Engineering Co., Wilming 
ton, Delaware 





LEGWORK can create some sales... 


BUT DEVCON® PRODUCTS 
CREATE BIGGER, MORE 
CONSISTENT SALES... 


Devcon® products eliminate extra “legwork” 
from your sales efforts. Each call means 
an opportunity to show customers how 
Plastic Steel™ and other Devcon Industrial 
Products complete all in-plant repair jobs 
... Make molds, dies, patterns, etc., 
at a fraction of normal costs. 


Tom Allen Stevens of the T. A. Stevens 
Company, Cincinnati, sums it up this way: 
“Devcon products have saved our 
customers time, money and tempers. 
We have found that a Devcon j 
customer is a friend for life."’ ’ 
; 
k 


The strongest, most / acomplete line 
versatile tooling and repair ' of quality products 
material available today. / for permanent repairs 
and plastic tooling 


<2 


Reg. U. S. Pat. Off 


» 
eG) 1 DEVCON CORPORATION, Endicott Street, Danvers, Massachusetts 





WHY IT PAYS TO SELL «-"' 
ACME 

POWER TRANSMISSION ow 

CHAINS AND 

ACCESSORIES 


i aml 


ACME CHAIN CORPORATION has created an 
enviable reputation in the trade for the high quality 
of its roller chains and accessories, plus the fastest 
service possible to its customers. 


Here’s how you benefit 
by selling ACME Chains: 

] Complete selection of roller chains from 14” pitch 
to 21,” pitch and accessories available at all times. 
Prestige is high among present users of ACME Chains. 
Selective distribution protects your franchise. 

Sales policy protects your profits. 

Consumer acceptance is established. 

ACME Roller Chain market is unlimited. 

Complete inventory at all times avoids costly delays. 

8 Expert engineering service always available. 

Thousands of sales leads are produced every year 
from a well balanced advertising program including 
trade paper, brochures and other supporting mate- 


rial. ACME’s reputation for unexcelled service has 
never been challenged. 


Write or phone for more information on how you can 
profit by the ACME Chain Corporation distributor plan. 


See Us at the 
Triple Industrial Supply Convention 
Booth No. 142 


Write Dept. 15-Q for new 100-page 
illustrated technical catalog including 
new engineering section showing 36 
methods of chain adjustments 


Chou 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS + DOUBLE PITCH 
CONVEYOR CHAINS + STAINLESS STEEL CHAINS + CABLE CHAINS + 
FLEXIBLE COUPLINGS + STANDARD AND SPECIAL ATTACHMENTS 


HOLYOKE 
MASSACHUSETTS 
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Vertical Pneumatic Grinder 


For taking down rough spots or general 
grinding on flat or curved surfaces 
Model 700-V vertical pneumatic 

grinder features revolving cup wheel 

guard which is said to afford greater 
operator protection, permit better 
observation of work being done 

Weighs 11 Ibs., uses a 6in wheel 

or brush, and can be obtained with 

air motors which operate at 4500 o1 

6000 rpm. Can be used with wide 

variety of cutting surface wheels, 

sanding, polishing attachments. Bal 
anced to operate evenly, smoothly 
with little added pressure 

Airetool Mfg. Co., Springfield, 
Ohio 


Safety Switch 


Will accommodate up to 4 padlocks, 
plus a cover padlock if required 
Heavy-duty NEMA 12. safety 

switch can be locked in ON position 

if required by punching out a small 
knockout. Has large, heavy-duty 
cast handle. 

Square D Co., 1601 Mercer Rd., 

Lexington, Ky. 





CATALOG F-10 

Vogt stainless and 
alloy steel materials 
are shown in their ap- 
plication to specific 
types of piping prod- 
ucts in this 432 page 
catalog. 

Write for a copy on 
your company letter- 
head. Address Dept. 
24A-FI. 


FOR FroResS 
‘STAINLESS — 


po tote dee Pelo 


AND | 


ALLOY STEEL 


Valves, Fittings 
and Unions 


IN STOCK AND READY TO GO! 


BE SURE to consult the new Vogt Catalog 
F-10 when in need of top quality forged 
stainless and alloy steel piping products for 
severe operating conditions. 

The complete Vogt line includes sizes and 
types to fit your process requirements with 
high resistance to corrosion, complete free- 
dom from product contamination, and long 
service life. 


HENRY VOGT MACHINE CO. 
Louisville 10, Ky. 


SALES OFFICES: 


New York, Chicago, Cleveland, Dallas, Camden, 
N.J., St. Louis, Charleston, W.Va., Cincinnati 
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SCREW JACK MODELS 
TO CHOOSE FROM 


THE WORLD'S MOST COMPLETE LINE! 


SCREW 
JACKS 


SIMPLE 


SCREW JACKS 


4-WAY HEAD—19 MODELS 


10 to 24 tons capacity. 


Ball bearing, Malleable Housing, 


Safety peep hole. 


RATCHET HEAD— 


10 MODELS 


20 to 24 tons capacity 
for close-quarter operation. 


PLANER JACKS 
—5 MODELS 

2 to 8 tons 
capacity. 23%,” to 
7” high. 1” to 
4,” Lift. Swivel 
head & lock screw. 


TRAVERSING BASES and 
TRAVERSING BASE 
SCREW JACKS 

7 Models—10 to 50 tons cap. 
Vertical & Horizontal travel. 





TRENCH & 

TIMBER BRACES 

22 Models, Drop-forged steel 
—1¥," & 2” dia. screws. 
Adapt to any width of trench. 


Other screw type 


& Wheel Pullers, Bumper Jacks. 


Steamboat Ratchets & 
Load Binders, MINE ROOF AND TIMBER 
JACKS, Rail Puller & Expander, and Gear 


JOURNAL JACKS 
8 Models, three 
with aluminum 
alloy housings. 
, 15 to 50 tons 
’ ity. 
c_, Capacity 


REEL JACKS— 
3 MODELS 

5 and 15 ton 
capacity. 


SHORING JACKS 

8 Models, Forged Steel. 
Machine cut screws. 

25 & 35 ton cap. 


PUSH & PULL JACKS 
12 Models 
Util-A-Tool—the tool of 

a thousand uses. 


Look for further 
information on Hydraulic 
and Lever Jacks in 

other advertisements. 


WRITE FOR CATALOG: MECHANICAL 60 


TEMPLETON, KENLY & CO. 2523 GARDNER ROAD e BROADVIEW, ILL. 


184 
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Abrasive Disc 


Fiber-backed; has two 
parallel straight sides 


When abrasive disc, (in shape of 
1 rectangular section with a radius at 
cach end) rotates, a full inch of its 
outer edge becomes transparent, per 
mitting work point to remain in full 


VIEW Maker 


faster 


claims grinding is 
because disc need not be 
moved away for frequent inspection 
Called ‘“Vizi-Discs”, are available in 
7 and 9-in sizes, in standard range of 
grit sizes 

Behr-Manning Co., 
Co., Troy, N. Y. 


Div. Norton 


Hex Keys For Cap Screws 


Two additional keys for 
cap screw sizes 6 and 8 
I'wo hex keys are for the 1960 
type cap screws which replace the 
36 series, are required for cap screw 
sizes 6 and § which have both been 
changed in socket dimensions. New 
kev sizes are yy and ,*,-in, available 
as part of a set of 11 in clear plastic 
container. Of alloy tool steel, iso 
thermal heat treated for maximum 
strength without brittleness 
Set Screw & Mfg. Co., 
ili 


Bartlett, 





special taps 





and that's not alll 


Special taps are a Wood & Spencer forte. You can count 
on us for fast, expert service on specials 
plus complete line of standard taps 


plus industry’s speediest delivery on 
standards and specials 


plus eye-catching packages that shout “quality” 
plus {ull stock of all standard taps at all times 
plus product precision based on 50 years experience 


plus attractive, well-organized catalog 


Why not write us for a copy today? 


The Wood & Spencer Company 
1930 East 61st Street « Cleveland 3, Ohio . 
Quality too/s since 1909 b 

Ma 


o 
ee 
 fololem.-me—) ol-Ialet-ia & 


s 
6 
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> 
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Complete line f 
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Reporting more news from... 


CRA 
DIRECTION 7 


a fast-moving program of planned expansion, product 
development and streamlined distribution to help our 


customers meet the challenge of the Soaring Sixties. 


W. H. Slakey, president, reports: ‘““The most important single decision a distribu- 
tor makes is choosing the line he’ll carry. We switched to Crane a while back, 
and already we've significantly increased our business. 

“Crane quality is a great thing to have going for you. Customers accept 
it without question. And currently, Crane’s Direction ’70 program really gives 


us a big sales boost. We’re getting lots of new products to sell, excellent sales 
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Slakey Brothers has 125 


emy loyee & 2a 


promotion service ... and we know current Crane 
advertising is influencing our customers. 

“Also, the fact that the Crane line is so complete 
is in itself a business-getter. We find that we have 
become virtually a single source for many industrial 
valve customers.”’ 


CRANE CO., 
VALVES - 


INDUSTRIAL PRODUCTS GROUP - 


ELECTRONIC CONTROLS PIPING 


4100 SO. KEDZIE AVE. 


salesmen, 5 branches serring Crane customers all over North California 


Crane’s fast-moving Direction ’70 is one of the 
most potent sales programs in industrial distribu- 
tion today. And Crane distributors—both new and 
old, all over the country —are converting it into im- 
mediate extra profits and bright long-term growth 


prospects. 


CRANE | 


, CHICAGO 32, 
HEATING 


ILLINOIS 


PLUMBING - AIR CONDITIONING 
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STANDS TOUGHEST SERVICE 
BUILDS PROFITABLE SALES 








Fluorosilicone Sponge Rubber 


Resistant to 
fuels, lubricants 
Fluorosilicone sponge — rubber 
compound, called Cohrlastic 10530, 
has a dense, uniform, non-absorbing 
closed cell structure, is said to pro 
vide resistance to fuels, lubricants at 
extreme high temperatures, possess 
immunity to aging, ozone and 
weather hardening, excellent dielec 
tric properties and good compression 
set resistance. Suitable for soft gas 
keting, vibration dampening, fairing 
strips, pads, cushions and other ap 
plications where there is extreme low 
" or high temperatures and exposure 
to fuels and oils. Available in 12 x 

AT LAS 12 and 24 x 24-in molded sheets 
Connecticut Hard Rubber Co., 


OFFSET SIDE BAR ROLLER CHAIN 407 East St., New Haven, Conn 
OPENS UP NEW SALES ON HEAVY EQUIPMENT 


PRECISION CLEARANCES for efficient operation... accurate fit and 
smooth bearing surfaces. 

PINS TOUGHENED for shock loads. Precision hardened rollers, bushings 
and links to stand severe operating conditions. 

DETACHABLE ASSEMBLY makes link replacement easy. Chain made up of 


series of identical links held together with cottered or riveted pins. No searching 
for connecting link. 


BUILT-IN MISALIGNMENT COMPENSATION to allow for sprocket 


variance. Requires same sprockets as for standard roller chain. 





Here's a heavy load chain that can put you in the driver's seat where the drive 
is tough and “long service” clinches the sale. This chain has the same Atlas ? 
Distributor Profit Plan behind it as all other Atlas Products. Write today for Projector-Printer 


i t Atl ffset Side Bar Chain to ... : ; 
sales and profit data on Atlas Offset Side Can eieselind euataseion 


drawings up to 34 by 48-in 
ATLAS CHAIN & MANUFACTURING CO. 


Subsidiary of Prudential Industries, Inc. Elec trophotographic projector 

West Pittston, Pa. printer, called the Kecofax Projector 

GET YOUR COPY OF THE NEW FOLDER Printer, works by loading film manu 

ON HEAVY DUTY CHAIN! ally into holder, setting exposure 

time and pushing button. Requires 

40) seconds to produce a finished 

print. Pre-set regulator permits up 

to 19 prints automatically from a 
single negative. 

Keuffel & Esser Co., Hoboken, 

N, J. 
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Men of the S4G Distributor Advisory Council 








An experienced pilot, Dean Wood often flies needed bearings to far-flung customers 


Topflight service sells bearings in the Northwest 


“The sky's the limit—when it comes to serving our custom 
ers,” says Dean A. Wood, V. P., Bearing Sal 
Inc., with main offices in Seattle, Was} 
Oregon 

“Our service goes far beyond prompt deliveries. For 
stance, we 


They 


in 
are very selective in hiring sales representatives 
are carefully trained before going into the field. And 
they keep up to date on new products, improvements and 
techniques by regularly attending both our own seminars and 
those sponsored by bearing manufacturers 

“It is our philosophy that this continuous program gives 
our men a keen insight to a broad variety of bearing problems 
and applications. It enables them to readily offer customers 
on-the-spot solutions that result in sales. Naturally, when a 
real tough problem comes along, our salesmen can rely on 


es and Service, 
ington and Portland, 


assistance from a qualified engineering staff in the main 
othce i 

BS & S now has twenty salesmen working out of ten loca 
tions for full coverage of the greater Northwest. 

Ihree of these ofhces have been opened within the last 
five years—an indication of the demand for the quality ser- 
vices and bearings from this progressive distributor. 

Dean Wood has been associated with the organization 
since 1939. His company is a member of the Anti-Friction 
Bearing Distributors Association and currently Mr. Wood 
is one of the eight distributor executives on the SCF 
Distributor Advisory Council. This group, representing over 
500 Authorized SLGF Distributors, meets regularly with 
SCS Sales Management men to mutually find new ways 
to better serve American Industry 


EVERY TYPE-EVERY USE 


okKF. 


INDUSTRIES INC PHILADELPHIA 32 FA 


AEG U8 PAT OFF 
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Haven Show Draws 5,000 in Bay Area 


Haven Machinery & Supply Co., 
Oakland, Calif., was host to some 
5,000 visitors at a recent three-day 
equipment and machinery show 
marking its 25th anniversary. Billed 
as the “Northern California Ma 
chinery Show,” the event was held 
in Oakland’s Exposition Building. 
It featured $250,000 worth of equip 


\ I! yy" ; . ment in 60 exhibits. 
|) F National and regional manufac- 


turers were represented, some with 

full lines of as many as 20 to 25 

different models. Visitors attended 
Visitors Pour into Oakland’s Exposition Building for show marking 25th year from as fat — = Southern Cali 
fornia and Reno, Nev., according 
to the Haven management. ‘Iwo 
days were set for invitation visitors; 
one for the general public. 

Haven officers said they originally 
planned a small open house at each 
of the five company locations in 
Oakland, San Francisco, Sacra 
mento, San Jose and Fresno. Plans 
were later expanded to add more 
lines, and $15,000 was earmarked 
for a large show in a major hall. 
‘Two months of special promotional 
efforts preceded the event. 

The Haven firm was founded in 
1935 by Coley E. Haven, who 
bought two radial saws with his 
total capital of $150. He rebuilt the 
saws himself and sold them for 
$300 apiece. From this, a distri 
bution business was launched. 

By 1940 the firm had a 2,500 sq 
ft. headquarters and Claude Haven, 
the founder's son, now a vice presi 
dent, had opened a San Francisco 
branch. Other branches followed. 
Ihe headquarters has since been 
enlarged five fold, and by 1959, 
according to its owners the company 
was doing a seven-figure volume in 
tools and machinery for the metal 
working, woodworking and con 
struction industries. 

Other sons of the founder, now 
active in the firm, are Victor Haven, 
president; Allen Haven, vice presi 
dent and general manager and Clay 
ton Haven, vice president in charge 
at San Jose. Their father died last 
Ilosts on opening day are Allen and Claude Haven, Reyn Romer, and Clayton Haven year shortly after retiring. 
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Industrial Electric Furnaces 


Feature infinite zone 
control to 2300-deg. F 


Infinite zone control switches on 


companys industrial electric fur 


naces control rate of temperature 
input, allow for complete and ac 
curate equalization of vertical zone 
temperatures at any time tempera 


VW hen 


desired temperature level has been 


ture curve, maker claims 
reached, it can be maintained to a 
plus or minus 3-deg. F. dead zone 
Each furnace is also equipped with 
a temperature indicating pyrometer, 


two selector 


thermocouples and 
switch. 


L and L Mfg. Co., Upland, Pa 


Office Machine Cabinet 


Right size for use with most office re- 
production equipment, other machines 

Office machine cabinet has one 
adjustable shelf and a built-in lock 
Pan 


type sliding tray mounted directly 


for safety storing supplies 
under top may be inverted for use as 
Rounded 
corners at front match design of 
company’s desks, table, cabinets etc. 

Lyon Metal Products, Inc., 3 
Plant Ave., Aurora, II]. 


additional working space 


A NEW WAY 
TO SELL 
fAPS ... 





| 
| 
| 
| 
| 
| 
| 
| 
| 


THE SOSSNER 
TAP 
PRESENTATION 
| 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


TAP & TOOL CORPORATION 


SOSSNER 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS « 


29 BROADWAY LYNBR Riis N Y 


DALLAS 
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New Order Index Up 1% In February 
One source 300 


for all types “nd L | r 





SEASONALLY ADJUSTEO NEW ORDER INDEX 
INDUSTRIAL SUPPLIES AND MACHINERY 
— 
poe 


CASTERS & WHEELS 


MANUFACTURES DURABLE 


[ Pas SEASONALLY ADJUSTEO INDEX 
| INOUSTRIAL PROOUCTION 
< 


| 


1955 1956 1957 1958 1959 1960 


Che American Supply & Machinery Mfrs. Association reported that the index of new 
orders placed by distributors with their suppliers increased 1.0% in February. The 
index went up two points to 200. This is the first time the index has increased 
last July, when it was 216. Since then it has been on a steady declin 


nee 





Hoist Mfr’s Elect Officers At Annual Meeting 


THAT ASSURE 
MORE SATISFIED 


CUSTOMERS 


RUBBER TREADS .. . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED . . . by zinc plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 





LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Quick grease-gua 
lubrication provides easy maintenance. Newly elected officers of the Hoist Manufacturers Association, In 
| to r) Herbert W. Gledhill, Jr., president; Fred FE. Rau, vice president; 
STRING GUARDS . . . Even though string Edward J. Byrne, director; Joe H. Peritz, executive secretary and treasurer; 
and ravelings may wind around the hub, Bover; and Raymond A. Davies, director 
these string guards insure easy rolling at 


of times. Herbert W. Gledhill, Jr., vice ican Engineering Co., a director; 


president and general sales manager, Raymond A. Davies, sales manager, 
Shepard Niles Crane & Hoist Corp., Chester Hoist Division, a director; 
was elected president of the Hoist and Edward J. Byrne, sales manager, 


Bm CASTERS AND WHEELS ed Manufacturers Association, Inc., at Chisholm-Moore Hoist Division, a 
DISTRIBUTORS its annual meeting held in Cleve- director. Joe H. Peritz was re-elec 
Write for details land, Ohio, recently. ted executive secretary and treasurer, 
DARNELL CORPORATION, Lrp. Other officers elected were Fred and C. M. Dinkins, general counsel 
DOWNEY LOS ANCELES COUNTY) CALIFORNIA E. Rau, hoist sales manager, Yale Edward S. Boyer, sales manager, 
$7-26 URTV FIRST QT. WOOBNOE 77. & 1. me. V & ‘Towne Mfg. Co., vice president; Materials Handling Division, is al 
panama ts oo lage Weldon C. Miles, president, Amer- _ ternate director for Mr. Miles. 
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You'll want to know about the 
scr ROCK 


MOTORIZED 
PULLEY 


the conveyor drive with 


EE OwW!°/ FE: Et 
Po L.1.5: YY 


and Put yourself in 
thi fit 
PROFITS | 8" 


‘ job-proven, 
all in ONE package! PROFIT-proven 


Schrock Pulleys 
to YOUR line! 


PACKAGED PROFITS 

With every sale of a Schrock 
Motorized Pulley, the distributor 
receives profits on a complete 
conveyor drive unit rather than 
mall profits on the sale of indi- 
vidual component parts of a con- 
ventional drive. 


WRITTEN AGREEMENTS 
Western Conveyor signs written 
agreements with _ distributors 
covering pricing policies, sales 
conditions, franchised areas and 
duration of agreement. 


MARKETING ASSISTANCE 
Western Conveyor supplies FREE 
selling tools and sales aids, in- 
cluding unique pulley selectors, 
new selection catalogs, engineer- 
ing handbooks and national trade 
Thousands of Schrock Pulleys are in daily world-wide publication advertising. 

use, providing dependable, economical service at the PRODUCT SALEABILITY 

flip of a switch. The compact design of Schrock Pul- The virtual elimination of down 
leys, with all moving parts housed inside the pulley and minimized maintenance 
shell, eliminates motor mounts and bases, couplings, with a Schrock Pulley installation 
sprockets, chains and belts . . . provides maximum ee ag setting Sac Owe 
performance with minimum maintenance. Simple and ee ee 

easy to install, Schrock Pulleys have been given the 
highest safety ratings, and are available in varying beer eeceseese ees eseeseeeneeseeseseeseses 
sizes and motor ratings from 1 to 125 horsepower. 
Distributor Inquiries Invited 
Schrock Pulleys and Hydraligners (hydraulic take-up units) are manufactured by For full details, visit us at 
Booth #155 during the Triple 
Industrial Supply Convention 
in Chicago, May 23 to 25; or 





write Western Convevor Com- 
pany, P. O. Box 35 
Idaho. 


, Boise, 
PO.BOX 357, BOISE, IDAHO 
PHONE 3-5464 TWX BE 197 
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CATAWISSA 


ROUND, STRAIGHT 
BARRELS for fast 
wrenching. No un- 
even or tapered sur- 
facestocause 
wrench slips or 
wrench locking! 


gives you all these 
features for your 
forged steel pipe 
union requirements 


UNIFORM WALLS for 
even expansion and 
contraction under 
temperature 
changes. THEY FOL- 
LOW THE PIPE! 


CATAWISSA 
BALL-TO-ANGLE SEATS 
give you a ‘’Perfect Seal 
regardless of pipe align- 


ment! 


MORE THAN ADEQUATE wall thicknesses 
give you Catawissa's 3-to-1 Safety Factor 
(3000-Ib. service, 9000-Ib. test; 6000-Ib. 
service, 18000-Ib. test)! 








Catawissa Perfect Seal Pipe Unions are made by Union Specialists from 
80,000-Ib. tensile strength steel (ASTM Spec. A-105-55T, Grade II). Steel 
forgings from our own forging mill are closely checked for imperfections 

and finishing on modern, automatic machines with close inspection dur- 
ing and after production give you pipe unions second one! 


Get your free copye ae ding 
write direct or Sl" RIEL 4a this in lea 


trade magazines “cage y 
° 
remind your customers 


... always specify 
CATAWISSA 


atawissa line... 


CATAWISSA VALVE & FITTINGS COMPANY . 


CATAWISSA, PENNA. 
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Parts Container Rack 


Increases work 
space and output 
Rack gets parts containers off the 
assembly bench top area and posi 
tions them for maximum operator 
efficiency. Fits all types of assembly 
benches, maker claims. Containers 
can be hung on both sides of rack 
which pivots 360-deg. so rack can be 
loaded from behind. 
Products For Industry, Inc., 1530 
Summer St., Stamford, Conn. 


Crane Scale 


Provides a new approach to 
over-head crane scale weighing 
Remote indicating crane scale has 
load clement and indicator provided 
as separate units connected up by 
50 ft. of flexible double wire braid 
hose. Load element can be picked 
up by a crane hook to any reason 
ible height and the indicator can 
be mounted at eye level where the 
operator can accurately read any load 
applied to the hook of the element, 
maker claims. Element provides for 
automatic self-alignment under ten 
sion. Unit has high safety factor, 
360-deg. calibration, 25% tare ad 
justment on a 12-in dial. Dial 
pointer can travel an overload mar 
gin of 90-deg. beyond dial capacity. 
\vailable in capacities from 1000 to 
60,000 Ibs. 
Martin-Decker Corp., 3431 
Cherry Ave., Long Beach 7, Calif. 





THEY TRUST THEIR 
BABIES TO 


More manufacturers protect their 
precious new products with FRAM 
than with any other filter. See why: 


The business reputation of an engine manufac- 
turer is at the mercy of dirt and contaminants 
that can ruin his products after they are sold. 
For fullest protection more manufacturers 


install Fram at the factory! FR Gi Ly" I 


Your customers know that among top manu- O/L* AIR *FUEL+*WATER 


facturers Fram is the preferred brand. In : 
these days of rising maintenance costs Pah TE 2, S 
customers appreciate the fact that you | 
provide Fram Filters for their equip- 


ment. Stock the finest...sell Fram! FRAM CORPORATION, Providence 16, R. 1. 
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UNISORB SELECTOR CHART SHOWS... 


NEW SALES OPPORTUNITIES 


WITH COMPLETE LINE OF 
MACHINE MOUNTS 


158 times all the machines used in your territory and you have 
some idea of Unisorb sales opportunities! This new Selector 
Chart actually shows the right type of Unisorb for over 158 dif- 
ferent categories of machines, the only sales tool of its kind 
available. The complete line of Unisorb pads and Unisorb 
Level-Rite self-contained leveling mounts offers these important 
advantages and cost savings to your customers. 

« Cuts installation costs up to 70% 

« Eliminates as high as 85% of transmitted vibration 

« Lowers noise levels, improves morale, improves machine 
performance 

« Saves up to 80% on installation time 

« Eliminates bolts, lag screws and pitted floors 

Cash in on the Big Profits Under Machinery Legs — with Unisorb! 

A long profit margin, low-cost stocking plan, extensive na- 
tional advertising, sales leads and repeat business. It's all yours 
with the Unisorb line. Write for complete details, today. Many 
valuable territories still available. 


ee ee ene ee en te ee 


269 SOUTH STREET 
BOSTON 11, MASS. 
» 


Want more 
intermation 7 
Send for 
Unisorb 
Selector 
Chart 


Division of The FELTERS Company 


Please send me Unisorb “Profit Finder’’ Selector 
Name 

Position 

Company 

Address inedens - 
City - ee — Zone State 


vae.22 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 





Slicing and Dicing Machine 


Automatically wafers 
semi-conductor materials 
“Micromaster” slicing and dicing 
machine, No. 618, automatically 
wafers semi-conductor materials such 
as germanium, silicon, quartz crystals 
etc. with parallel accuracy to one 
ten-thousandth of an inch and con 
sistently repeats in size to plus ot 
minus two ten-thousanths, maker 
claims. Uses a metal-bonded or 
resenoid-bonded diamond wheel, 
had table driving mechanism which 
provides smooth feed, infinitely ad 
justable from 0.100 to 144in per 
minute, with rapid table positioning 
adjustable to approximately 25 ft 
per minute 
Brown & Sharpe Mfg. Co., Ma 
chine Tool Div., Providence 1, R. I 


Flange Blocks 


In shaft sizes 

13/16 through 2 15/16-in. 

lapered roller bearing flange 

blocks, series FB900, are equipped 

with tapered roller bearings, eccen 

tric locking collars, malleable hous 
ings, Centrap grease seals. 


Browning Mfg. Co., Mayville, Ky 





a / for tool and die makers . 
chibe-IT 


MARSHALUS TIME SAVING COMBINATION 
in the most popular sizes of: 


Otter GROUND FLAT STOCK 


18” AND 36” LENGTHS 


Ready for scribing and layo 
Method of pre-coloring dox 
Same price as Standard 
Resists rust 
Permanent identificatio 
Can be finished to Standard size after heat treat- 
ment 
Retains 25 to 35 R.M.S. (Micro finish) 
: / 
Protected fully and easily distinguished by y Ready per the layout bench: 
Scribe-IT aluminum foil packaging ; 
f . Marshall has added another first! The first to combine the 
Available in practical range of sizes for tool ar , 
sta eee practical rang : — _ advantages of Oversize and Pre-coloring in a new product. 
Scribe-IT — an Oil hardening ground flat steel — in 
Pre-colored and Oversize but retains accuracy o selected, practical sizes for tool and die requirements. 
Another time and money saving product available from 


stock. 


Write for descriptive literature and prices 


MARSHALL STEEL COMPANY 


Box 108-ID La Grange, Illinois 


die making 


Me KH KK KikktkhhiKi 


The rbristocnates of fine Ground Flat Steet! 
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ACTUAL 


Pliers are Utica’s specialty! 
Keeping pace with the 
changing demands of 
industry, Utica produces 
and stocks over 1,000 
different types of pliers— 
fine precision tools for 
every conceivable use. 
Because of the job these 
tools have done to reduce 
costs and improve prod- 
ucts in many of the 
country’s largest and most 








specialized plants, Uticas 
are in widespread demand. 
Take advantage of this 
preconditioned market. 
Sell Utica. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 





tools the experts use! 
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Molded Rubber Contact Wheel 


For grinding and polishing with 
coated abrasive belts and bands 
Cosmo R-100 molded rubber con 
tact wheel features rubber molding 
between two prime steel discs that 
form wheel sides. All wheel arbor 
holes are standard, but aluminum 
or steel flanges inserted into wheel 
arbor holes are machined with pre 
cision arbor holes to diams. required 
by users. Completely balanced fot 
smoother running, is available in 
durometer ranges from 10 to 90, 
has oil resistant tires with plain o1 
serrated faces. 
Chicago Rubber Co., Inc., 
West Fulton St., Chicago 


1019 


Non-Electric Magnetic Unit 


Holds or controls parts in handling, 
conveying operations; removesiron fines 


Compact, permanent non-electric 
magnetic unit, called Magna-Bar, is 
1 x l-in in cross section, obtainable 
in standard widths of 4-in through 
72-in, in two inch increments. Has 
non-magnetic stainless steel mount 
ing brackets adjustable from } to 
4-in in depth and removable. 


Mriez Mfg. Co., Erie, Pa. 





LENOX ANNOUNCES MAJOR 
BAND SAW BLADE ADVANCEMENT! 


The Lenox Master-Band triples the square inches of cufting per blade. Its positive 
cutting life is guaranteed to be at least three times longer than regular bands. A faster cutting 
rate is immediately visible. New cutting accomplishments can be made with standard band 
saw machine equipment. SEE COUPON BELOW for Guaranteed Trial Offer. 


We are extremely confident of our new 
Lenox Master-Band. We will guarantee 
that this advancement in metal cutting 
band saw blades will definitely put new 
life and more versatility into your stand- 
ard band saw machine. The Master- 
Band will cut at a 50% faster rate than 
a regular band saw blade. The Master- 
Band will cut more square inches of 
metal and we guarantee that it will 
outlast at least three regular metal cut- 
ting bands. In addition, many of the 
tougher alloy steels which previously 
could not be cut with a regular band 
saw blade, can now be cut on your 
standard equipment with the new 
Master-Band. 


The Lenox Master-Band is a special 
alloy steel band saw blade designed and 
engineered especially for use on con- 
ventional, horizontal and vertical metal 
cutting band saw machines such as the 
Kalamazoo, Johnson, Wells, DodAll, 
Marvel, Grob, Laidlaw, and others. 


THE MASTER-BAND IS SUPERIOR! 
The special steel analysis of this new 
blade results in a greater quantity of 
carbides in the structure and when 
processed through the Lenox modern, 


skillful heat-treating, we produce a band 
saw blade of proven superiority. The 
Master-Band assures superior resistance 
to wear, highly extended fatigue resist- 
ance, and assures continuous cutting of 
tougher steels at faster rates. 


The Lenox True-Weld process, which 
is performed with exceptionally pre- 
cisioned, fully automatic equipment, 
guarantees the almost total elimination 
of weld breakage. Specially designed 
welding equipment is necessary for 
welding the Lenox Master-Band. Each 
blade is perfectly matched and electri- 
cally butt welded and inspected to 
assure integrated bonding. Each weld 
is precision ground and inspected to 
prevent hollowing. 


COST ADVANTAGES: More pieces can 
now be cut in the same time period 
because the Master-Band cuts at a 


faster rate. Expensive down-time for at 
least three blade changes can now be 
eliminated. Tougher steels that had to 
be cut by other, more expensive cut-off 
methods, can now be cut on your stand- 
ard band saw machine with the Master- 
Band. 


WRITE TODAY FOR MORE INFOR- 
MATION! Want more information on 
increasing blade life and decreasing cut- 
ting costs? Contact your industrial 
distributor or write outlining your par- 
ticular cutting operation. Specify ma- 
terials and sizes most often cut. Also, 
indicate the make and model of your 
band saw machine. Your inquiry will 
be promptly and carefully answered. 


GUARANTEED TRIAL OFFER 


AMERICAN SAW & MFG. CO. 


SPRINGFIELD, 


MASSACHUSETTS, U. S.A. 


} PLEASE FURNISH ALL INFORMATION REQUESTED, 
COMPANY......... 


ADDRESS... 


econ —- pececcccontenococecoenssvecsnccasonepeouennensnananenin 
re ele ea ma emaaan alana eee, 
city zone aii 


IMPORTANT! PLEASE COMPLETE 
tg Ee BB By ae: nee re 


MAKE AND MODEL MACHINE 
INDUSTRIAL DISTRIBUTOR 
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Chemically Inert ¢ 
Dry Bearing Materia 


Chemloy 719 is proving 
to be the most universal 
dry bearing material 
ever offered to industry: 
... because its ex- 
tremely low coefficient 
of friction invites use 
where lubrication is im- isc 
possible, impractical or undesirable. 


. . . because it may be used on both sliding and rotating 
applications over a wide temperature range. 


. .. because it is impervious to practically all known 
chemicals, solvents or corrosives. 


... because it is excellent under vibration or shock 
service conditions. 


. .. because it will not conduct electricity or cause gal- 
vanic corrosion. 


Chemloy 719 is available in all basic forms—such as 
sheet, rod or tubing—or in parts molded or machined 
to specifications. Get full details. 


*The best in Teflon based bearing materials. a * 
ye 
Request Bulletin T-120 and Price Sheet No. 126, or ert 
send b/p specs. for quotation on molded or machined 
parts. Crane Packing Company, 6459 Oakton St., 
Morton Grove, Ill. (Chicago Suburb). In Canada: 
Crane Packing Co., Ltd., Hamilton, Ontario. 


f =>, 
—- C 
ee | & 
LAPPING MACHINES THREAD COMPOUNDS 


OMPANY 
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Thermistors 


For problems of voltage regulation, 

time delay, temperature control, etc. 

l'ype “K” thermistors have resist 
inces of from 1K to LOOK at 25-deg 
C., operate at ambient temps. t 
300-deg. C \lso available for use 
to 600-deg. C. ‘Type “D” thermis 
tors have resistances of from LOOK to 
LOOK at 25-deg. C, have maximum 
operating temp. of 150-deg. C. Both 
have SUD resistance tolerances of 
plus-minus 20 per cent, with closer 
tolerances available on ordet 

Walter Kidde & Co., Inc., Main 
St., Belleville, N ] 


Honed Edge Cutter Wheel 


Combines easy-cutting quality of thin 
wheel, long life of heavy duty-wheel 
Black Magic” honed edge cutter 
wheel is now standard cutter wheel 
on company’s No. 2 pipe cutter 
! to 2-in), its Model-A pipe 
machine, and its Speed-O-Matic 
pipe machine. Cutter wheel, said to 
cut easier, last longer than either a 
heavy-duty or thin wheel, fits all 
standard No. 2 pipe cutters and pipe 
machine cutoffs. 
Beaver Pipe Tools, Inc., Warren 
Ohio 





FEATURES 


OUTSTANDING 
FEATURES 
FOR EVERYBODY 


you...your salesmen...your customers 


CHECK THEM 





ADVANTAGES FOR... 





DISTRIBUTOR 


DISTRIBUTOR SALESMAN 


CHAIN USER 





INSWELL ELECTRIC WELDING 


the superior weld with the distinctive 
shape... proved and improved in 35 
yeors of service 


An exclusive quality 
feature that builds and 
retains customer 
confidence. 


A strong, tangible 
sales point. 


A proved, 
dependable weld 
preferred by 
experienced chain 
users. 





LIFETIME |DOENTIFICATION 
chain permanently branded by Make and Grade 


CM v- 


Even after months 
of service, you have the 
answer to these 
questions: 

Who made it? 

What grade is it? 


Another valuable 
and visible sales point 
...a CM “first”. 


Provides positive 
knowledge of a chain’s 
Grade (strength) 

...a definite safety 
feature. 





CONVENIENT COLOR MARKS 


ot exact 5 foot intervals for quick identification 
ond fast, accurate measuring. 


You can fill orders 
faster and with less 
chance of error. 


A plus to discuss. 
Paint marks can be 
placed accurately 
even at link 
juncture points. 


More efficient 
dispensing from 
stock room. 





HANDY PACKAGING 


LEVER-PAK FIBER DRUMS for 
CM Chain in larger quantities 


CM DEALER DRUMS for chain 
in smaller sizes and quantities 


Dispenser -type “Bin-Pack” cartons for 
Liberty Coil, Liberty Machine and Pass- 
ing Link Chain 


Keeps chains clean 
and dry. Simplifies 
storage and 
handling. Saves time 
and money. 

Labels are color 
coded. 


A definite sales 
feature for your 
customers who 
purchase chain in 
larger quantities 





SUPERB HERC-ALLOY 


the original alloy steel chein...intro- 
duced in 1933... for heavy lifting 
where there should be no compro- 
mise with quolity or safety, Herc- 
Alloy is the chain to use 


This chain has an 
outstanding reputation and 
is widely used throughout 
industry. It is heavily 
advertised in leading trade 
publications 


Same advantages 
in storage and 
handling as‘for 
Distributor. 





Many superior features 
lighter, therefore easier 
to handle...long wearing 
high resistance to impact 
loading... Inswell welded 
all fittings of Herc-Alloy 
125,000 p.s.i. tensile 
strength steel. (See Data 
Book 100 for other 
sales features) 


Herc-Alloy’s outstanding 
features and time-tested 
dependability. 


Data Book 100 a valuable 
guide on sling chain care, 
use and inspection. 


A large wall chart for 
shop use showing Working 
Load Limits. 





HAM MERLOK the first 
coupling link offered by a chain 
manufacturer for assembling 
sling chains at the point of use 


Makes it possible for 
distributor to fill “custom” 
sling chain orders from 
stock. Widely advertised 


Hammerlok design 
features and fast service are 
strong selling points 


Enables customer to get 
delivery for new or repaired 
slings without delay. 


A handy chart gives complete 
instructions for the 
assembly of sling chains. 





COMPLETE LINE 


Iinswell Proof Coil, BBB, High Test, Herc-Alloy and 
other welded link grades. Master links, rings, hooks 
of all types and other attachments 








You profit... your customers 
benefit...through these 
special CH chain features 


Can fill all orders with 
one high quality, well-known 
unquestioned brand. 





Complete high quality line 
to talk about. Attractively 
catalogued with individual 
loose -leaf bulletins on 

the various chain grades 
and attachments 





Provides a single, 
dependable source of 
quality chain 





COLUMBUS McKINNON CHAIN CORPORATION 


Tonawanda, New York 


Regional Offices: New York, Chicago, Cleveland, 

San Francisco, Los Angeles 
Warehouses: Dixon, Illinois; San Francisco, 

Los Angeles, Portland, Salt Lake City 
in Canada: McKinnon Columbus Chain Ltd., 

St. Catharines, Ontario 


INDUSTRIAL DISTRIBUTION e MAY, 1960 





i 


< 








eS 


oe) ee coe 





You'll be welcome at 
BOSTON GEAR Booth No. 468-470 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
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Look for the busiest place in the building. You'll find it’s the area where 
the Distributor keeps his shelf stocks of BOSTON Gear products. This 
profitable activity is no happy accident. It is built on an 83-year reputa- 
tion for finest quality. It results, also, from constant promotion of a sound, 
progressive sales idea — expressed by the well-known slogan... 


In addition to established, active demand, — BOSTON Gear Distributors 
can be sure of support and protection that has set the standard for Supplier- 
Distributor relations. The BOSTON Gear policy is a “policy-in-action” 
— and it works, each and every day, to boost sales and profits. Ask any 
BOSTON Gear Distributor. Boston Gear Works, Quincy 71, Mass. 


Proved by practice — the BOSTON Gear Policy 


SELECTIVE, LIMITED DISTRIBUTION 
Assures maximum area sales potential for 
all BOSTON Gear Distributors 


SELL ANY QUANTITY — ANY ACCOUNT 


AGRESSIVE FIELD ASSISTANCE 
Active, constant support from qualified 
BOSTON Gear specialists 


ADVERTISING PROMOTES DISTRIBUTORS 


Boston Gear Distributors are free to sell to 
any account .. . any quantity of any item 
INTENSIVE SALES TRAINING 

For distributor's sales force. Instruction at 


plant, and scheduled courses at 
Distributors 


Industry-wide publication program that fea- 
tures Distributor’s service, and product 
literature that produces sales. 


750,000 CATALOGS IN CONSTANT USE — 
The Boston Gear Catalog is industry's most 
popular transmission parts buying guide. 


9496 STANDARDIZED POWER TRANSMISSION PRODUCTS 


Year after year, it’s 


BIGGEST in dollar VOLUME — in dollar PROFITS 
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_,, another 
ALLEN service 
that helps you 


move our produ ‘ 
from your shelves: 


cts 


el 
pac aD 


a, 


ALLENS careful Coding System 


makes it possible for you to provide 
immediate certification for government 





orders— here’s how it works: 


Each incoming lot of stock is tagged 
with its own code letters. The first 
letter indicates the type and grade of 
material. Second and third letters 
identify positively a specific lot of the 
material. 


At every step of the processing into 
Allen products, the Code Identification 
rides right along. Processed cap screws, 
made from this coded material, are 
being threaded here—the job ticket 
tells the story. 


This coded identification sticks right 
with the material as it is processed. 
Here, as this stock is being prepared for 
the header, the Code Identification is 
transferred to the production ticket. 


When the products are packed, the 
Code Letters go right on the label. 
When you're shipping to government 
or other user where certification is re- 
quired, phone, write or wire Code, and 
we will send certification at once. 


Write now for samples of ALLEN Hex-Socket Screws— 
and for full information on the many Allen services 
that help Allen distributors to make more sales. 


ANNIVERSARY YEAR 


eB 1910-1960 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Welding Machine Line 


Lateral coil movement reduces cabinet 
heights, allows stacking of up to 3 units 


standard AC 


welding machines, of which 300, 400 


“Premier” line of 


and 500 amp welders replace similar 
ratings in company’s “Challenger” 
line, feature design change which 
permits stacking of units, cuts vibra 
tion noise and, by eliminating gravi 
tational force on the moving coil 
makes handwheel adjustment of cu 
rent easier. Improved 5 to | turning 
ratio has cut total handwheel turns 
from about 70 to 15, maker claims 
“No-back” device, a one sided brake, 
is said to eliminate coil creep. The 
new welders—all ratings have a 24-in 
width, 28-in 


height—are as much as a foot lower 


30-in depth and a 


than conventional machines to per 


mit three-unit stacking, maker 
claims 


\. O. Smith Corp., 
Products Div., Milwaukee, 


W elding 
W is 


Cellophane 


Seals at low heat, 
speeds wrapping 


NMISD-60. Is 
said to provide strong heat sales at 


Cellophane, called 


temperatures at least 50 degrees 
lower than possible with other cello 


phanes. Also said to retain good 


appearance, protection and non 
blocking properties characteristic of 
former MSD-60 


tions where faster production is re 


Suggested applica 


quired in a wide variety of packag 

ing applications. 
Du Pont Co., 

Delaware 


Wilmington 98, 





NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! NEW! 


A RADICALLY NEW METALLURGICAL APPROACH 
builds unprecendented durability into Heller 
“Ultras”. That’s why they’re certain to 
outlast all high speed steel band saws currently 
used in production cut-off work on ferrous metals. 
The blad IMPROVED IN EVERY WAY! Special steel analysis 
e Diadges . more advanced production methods . . . closer 
heat-treating control . . . stronger welds . . . more 
exacting 100% inspection! No wonder Heller 
“Ultras” deliver up to 300% more 
cuts per blade. Yet, the price is only 10% higher. 
This means as much as 75% savings in 
cutting costs. 
TESTS CONFIRM THEIR SUPERIORITY! Matched 
against all comers, at heavy feeds and higher 
speeds, the harder teeth, tougher bodies and more 
uniform full-blade flexibility of Heller “Ultras” 
' are sure bets to win the race against time 
- and costs. Seeing’s believing! 


eller 


“ULTRA”’ 
HIGH a oe STEEL 


BAND ‘SAWS 


that outlast 
all others! 


«f 


GAMBLE 
OUT OF 
SELLING! 


TAKE THE 7 . Wena SPEED 


Every test you 
arrange and 
order you take 
for Heller 
“Ultra” High 
Speed Steel 
Band Saws 
is the surest 
guarantee of 
profitable repeat 
usiness for you. 
Talk them up 
on every call. 
You'll be glad 
you did! 


17.0.16 
America's Oldest File Manufacturer 


HELLER TOOL CO. Neg 18? NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Steel Co. 


Branch Offices and Warehouses: Boston * Newark, N. J. * Detroit * Chicago * Shreveport * los Angeles * San Francisco * Portland Oregon 
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You'll Make New Friends 
with the 





Model B (Wet or Dry) 
Dependable. Economical. Easily 
handles 5” rounds, 10” flats. 





Portable Fire Pump 


Compact, can be taken anywhere, 
used alone or as a relay 





Model M (Mobile 
Rolls to the job, inside or out 


Copacity: 5° x 10 Model DC volume pressure watcl 








pump weighs 130 Ibs, is rated up to 


250 gpm at 15 psi, and is powered by 





a 9 hp 4cycle engine. Has alumi 











Johnson Adjustable Stock Stand 
Provides rigid, safe work support. 


Johnson Model J (Wet or Dry) 
Capacity — 10” rounds, 18” flats. Motor % h.p. (any 
voltage available) » Wheel Diameter—16” + Floor space 
—66” x 31” « Bed—11” wide, 44” long, 6” deep, 24” 
high * Overall Height (closed )—39” » Weight—approx 
750 Ibs. * Speeds— 36, 90, 130, 190 feet per minute 


num alloy castings, channel steel 
frame with collapsible handles 
Standard 24-in discharge, and 24-in 
suction with cap and screen. Foam 
nozzle or pick-up tube may be at 
tached if necessary. Will serve as 
wuxiliary pump for flooded cellars. 





American LaFrance, Elmira, N. Y. 
Safety Shields 


For on-the-job protection during 
welding and grinding operations 


The big, dependable Johnson delivers more saw for less money. It 
easily and accurately handles anything in your stock pile: rods, 
angles, tubes, heavy rounds, irregular shapes, and flats. 

Whatever model fits your production requirements, you'll find 
Johnson versatility will boost your production and lower your 
metal cutting costs. Today, the Johnson saw speaks for itself in 
thousands of progressive shops... 


Safety shields are said to combine 
light weight, compactness, easy 
assembly, are available in four sizes 
from 18 to 36in in height, 42 to 
to 72-in in over-all length 


why not yours? 


In three 
THESE DISTRIBUTORS sections, of tubular steel with black 
Con Advise You of Your Near-By Dealer oxide finish. 


nities National Cylinder Gas Div 
R. J. R. KELLEY CO. 
Hale Bidg., $19 Main St 


Chemetron Corp., Chicago 11, IIl 
East Orange, New Jersey 


Southeastern 

F. L. BISHOP 
333 Chandler Bldg 

Atlanta, Ga. 


Mid-Western Florida 
W. Q. LUNDMARK J. K. KESSLER & ASSOC. 
75 N. Broadway 3313 W. Seville Circle 
Des Plaines, Illinois Tampa, Florida 


Paper 
WRITE TODAY... 


Ask for illustrated litera- 


ture, specifications and Western 
prices on the full line of HASTINGS DISTRIBUTORS 


Johnson saws. Ask the man wg hs | jor 

who has one... you'll be ‘ 

glad you did! Canada 
CANADIAN FAIRBANKS MORSE LTD. crosswise, which is said to give multi 


16 Branches across Canada wall bags high resistance to break 
age. Has excellent printing quali 


ties, maker claims. Available in 


For conversion into mutiwall bags for 
granular, powdery, paletized materials 
Southwestern 
TURNER ASSOCIATES 


$420 Johnson Drive 
Mission, Kansas 


Extensible kraft paper, called 
“Expanda-Kraft”, has improved ex 
tensibilitvy, both lengthwise and 





three color grades: bleached white, 

semi-bleached, natural white 
Hollingsworth & Whitney Div., 

Scott Paper Co., Chester. Pa. 


> eB MANUFACTURING 
CORPORATION 


1050 Barnes Street, Albion, Mich. 
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Keep pace 


with 


your 


customerss.... 
Stock the newest too/s 


BUTTERFI 


DIVISION, Union Twist Drill Company, 


Visit the Butterfield Booth 652 at the Triple 
Mill Supply Convention in Chicago on May 
23, 24, and 25. 


INDUSTRIAL 


F 








ELD 


Derby Line, Vt. 


BUTTERFIELD 


100% 
INSPECTED 
smote) &— 


the complete line 
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Diamond Drills 


For drilling holes in stone, tile, 


reinforced concrete and brick 
lhree models of portable dia 


mond drills include: Vanguard III 
for drilling holes to 9-in diam.; Van 
guard II for holes up to 44 ind 
Vanguard I, a hand portable unit, 
WHEN THEY \ | for holes up to lin diam. Models II 


ind III are swivel mounted, can be 


ASK i @) = extended to height of 20-ft with ex 


{ 


] 
nsion column and mask. Diamon 


LOW-COST HAMMERS... 


re bits available in standard 
from } through 14-in diam 
lengths of 44 and 12-in 

Varel Diamond Products Co., 
1230 Denton Drive, Dallas, Texa 


It makes sense to sell them True ,Temper B@al-\-1-mmal-lesleal-le-1 
are not the “cheapest”...*but they save money the only way 
al: lealeal-ia- Mia -1- lil met: lalod o)\Mielehdel-ladeldeallalsMm-lalommolehdl-t-iilaleme- lab] 


(ohdal-immal-leaslesl-ie- meal. lel 


4 @) O84 a Mo - li Mel lal lalelelct-lel-lelgelialcMial-lalell- iL mn- Mioiaigelaal len de) eo) —] 

of special -alloy steel, the strongest ever made. Head is care- Safety Return Device 
fully f 2d, te ia-leMal- (eel -lal-lePendal-lalllelel¢_loMhceMial-lalell- Mai aie! lal: ; 
ully forged, tempere Cs Increases protection for users of 
company’s “Power Shop” model 925 


loosen or fly oh imum Molle iaM~al-lelela-lal-mecis—-lallelalme idioms lel- to masl >) 
ialelel mma -1-i)-}¢ Mell ME lalcMie(a-1-t-1 Man lelaM@melileMih, | -.@ilel@ilela fam —!-\1-lalet —) 


Safety return device, called § 
is perfect. Sizes—8 oz. to 32 oz | : recul levice eG if | 
Bak, automatically returns motor 
HICKORY-HANDLED ball peins,too,in three grades and the size | 
) 
imiage on ower Shop from 
TolMal-1-1° Mi alelae|_leMal-1-(eMiela-loil_llelal-jal-lel-leM-laleBal-1-\eida _1-\4_To) 3vays. > ‘ | } 
\\ \ | \ \ + 
ala Paat=tael-lal-ie Peet elilal<-lenie-)-Mial-lelell- ma -1-it-i¢- M7 -1- tal la -lele la 1-1 - lg hic h 1M b cle I ul pended On 4d 
radial-arm power tool. Spring-a 


tuated unit is said to greatly increasc¢ 


opel protection from moving 


parts by fel returning cutting 





mechanism to a rear idle position in 
back of the guide fence the instant 
operator relaxes his forward pull 
on the motor carriage. Mounts 
quickly by using an existing hole at 


SELL THE COMPLETE LINE OF THESE NATIONALLY 


the rear of the radial arm Special 
ADVERTISED "TOOLS FOR INDUSTRY.” Free catalog available 


spring arrangement and cable-r 
iaelea Me ia’l- ml -lealel-| amino ic Me —B6lelllcMy-\'1-1al6)- fam @11-1'1-11- tale MR lo ME @lalle) 


trieving reel permits 


pay-out without excess 
THE RIGHT TOOL 
RUE EMPER. FOR THE RIGHT JOB DeWalt Div. American Machine 


md loundry Co., Lancaster, Pa 
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HERE’S THE 
LINE UP- 
TAKE YOUR PICK: 
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In the market for machine bolts? 
We make a full line of sizes 
Carriage, and lag bolts also. 


And they're all top quality. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


tion 


ah > @ - 10) & S 
FIN.HEX NUTS TE ba i 
for strength 
yy) economy 
... versatility 
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RPOWERING 


Buffing Wheels 


DEPENDABILITY forthe vr worker 


craftsman, jeweler, school 


Buffing wheels, called Poly-Mops, 
DICTATES USE are particularly suited to applica 
tions on metals where an extremely 
IN VITAL high finish is required. Face of 
wheels is formed by thousands of 
cotton tufts that are mounted in 
a solid wood core. Dense fillings of 
mops assures maximum efficiency 
and wear, maker claims. Broad face 
of wheels is said to permit a large 
buffing area for best results in a 
minimum amount of time. Can be 
used with either straight or tapered 
spindles. Finished with one inch 
holes. 
Craftools, Inc., 396 Broadway, 


New facility acts as high- New York 13, N. } 
J ol tte Rorelaalaal ialior-lacelary 
headquarters for 


metropolitan fire and. - NEW FIRE ALARM CENTER IN 


elE-?-t-)<-1amolelal ice) M 


architects: | ST. LOUIS SELECTS CURTIS 


Hel/muth, 


ovata a Kassaoaum ; EQUIPMENT “TO RING THE BELL” 


Consulting Engineer: 
John O. Falvey 





Curtis air compressors were selected for two . * Rockwell Hardness Tester 
different jobs in this just-completed “nerve oxthadl | Measures hardness of metals, materials 
center.’’ By pressurizing cables that contain > steel Uerieaalt @ aad © canis 
1,172 miles of underground telephone and 

telegraph circuits, communications are pro- , Rockwell hardness tester may be 
tected against water or other damage. ; 
Another Curtis compressor powers eight | in open yards, production areas et 
cleaning jets located at key points inside Full line of compressors Big? casings. cr gee 
the Center. available 1/4 to 50 H.P. to test large components and work 


moved from one location to another 


Your primary prospects are pre-sold on Curtis compressors. They know the we too heavy for economic 
Curtis reputation for dependable, high quality equipment. All tanks meet ASME hauling. Scale tests are produced by 
specifications: units have Curtis-Seal Crankcase, Adjustable Timken Tapered spring loading. Springs are naturally 
Roller Main Bearings, Self Centro-Ring Oiling, Air Cooling (no cooling water 


and artificially aged. 
required). Write for Free Catalogs covering the complete Curtis line ; 


Also announced: Model LL micro 


hardness tester, with selective range 
THE COMPLETE LINE OF HORIZONTAL AND VERTICAL COMPRESSORS « AIR CYLINDERS ¢ PENDANT AIR HOISTS of indentation loads of 25 to 1000 


: grams 
: Wilson Mechanical Instrument 


); ae ‘. 5. fe Pubs. 
MANUFACTURING COMPANY Div., American Chain é* Cable, 
PNEUMATIC DIVISION e DEPT. 43, ST. LOUIS 33, Mo. @ Established in 1854 Inc., Bridgeport, Conn. 
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BELMONT TEFLON PRODUCTS 





~ 


~ 


TEFLON* 
ENVELOPE GASKETS 








iia he), | 
RODS 








See reverse side for Stock Lists... 


BELMONT 
TEFLON 
ENVELOPE 





GASKETS on TYPE—ROUND TYPE—OVAL 





(inches) 3151 CA—3/16” 3151 CB—3/16” 3151 C—1/16” 3150 CB—3/16”’ 
filler filler filler filler 





x 1% X X 

x 2% : x 

x 2% xX 
1%2x«x3% 
2x4 
22x 4% 
3x 5% 
4x 6% 
6x 8% 
8x11 

12x 16x 1% 





>< | OK | OK | OK | DK) OK | OS | OK 











63088), | TEFLON 
EXPANSION a 9 941-18 3 
JOINTS COUPLINGS 
Available in the Nominal Available in the Nominal 


SevEs St78 Pipe Sizes: 1’, 2”, 2¥%2"’, 3’, 6”. Wvvas S878 Pipe Sizes: 1’, 1%"', 2", 3 


TEFLON 


Sheet Size (in.) Thickness (inches) 
STOCK 


SHEETS 24x 24 1/32, 1/16, 1/8, 3/16, 1/4, 1/2 
Style 3100s | 








36 x 36 1/16 and 1/8 
48 x 48 1/16 and 1/8 








TAPE Continuous Width (in.) Thickness (inches) 





Style 3110 ST 12 .010, .020, .030 


24 .010, .015, .030, .060 











Available in lengths up to 6 ft. 

ROD in the following nominal rod sizes: 

Style 3120 3/16, 1/4, 5/16, 3/8, 7/16, 1/2, 5/8, 3/4, 
7/8, 1, 1-1/8, 1-1/4, 1-1/2, 1-3/4, and 2 inches 


THE BELMONT PACKING & RUBBER COMPANY 
Butler & Sepviva Streets « Philadelphia 37, Pa. 


q Use this card to get pertinent information on how you may benefit. 





1. “Got a great idea for you, Sully. Save 2. 


Okay, so I make a buck on it. Wanna 3. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” F 


hear how it works” glass quick. Gotta call me. Right?” 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. You want Pyrex® Red Line. The no-stoop, no-squat kind. Right, I'll 
for the gauge an’ two for the shelf send you a package. Thanks for the order. ‘Bye now.” 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 


treatment. (Tell him to order at least three instead of one. And trade him up to the Red 


Line.) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep CORNING GLASS WORKS 


customers out of trouble. CORNING MEANS RESEARCH IN 


GLASS 
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NEW...ALL NEW...FROM 


KALAMAZO 


Now, after more than four years’ research, Kalamazoo brings to you the all new 
Model 14A —horizontal metal cutting bandsaw. Incorporating some 30 shop 
proven, cost'saving features, this hydraulic driven, heavy duty bandsaw offers cut 
ting capacity and ability in excess of any cut-off method, at far less tool cost per 
square inch of evtting. 


Most important among these profit producing features are: positive control force 
feed; clockwise Blade rotation to reduce teeth shock — increase blode life; conven 
ient 36” machine height to reduce operator fatigue; large 14. x 24 capacity; push 
button control; dual movable vise jaws; adjustable blade tension 


For complete details on this amazing new machine tool, phone, write or wire your 


Kalamazoo representative. Facilities for test runs of your material on the “Big K 
are at your disposal — at mo obligation 


MACHINE TOOL DIVISION 


Kalamazoo Tank & Silo Company 


508 Harrison St. 


Kalamazoo, Mich. 
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NEWS 


(Starts on page 132) 





Herbert J. Mayer 
Assumes Presidency of AED 


Herbert J. Mayer was formally 
installed as 42nd president of Asso 
ciated Equipment Distributors, fol 
lowing the untimely death of Jewel 
\. Benson, who had been president 
less than one month. 

Mr. Mayer is executive vice pres 
ident of Western Machinery Co., 
and general manager of Edward R. 
Bacon Co., both in San Francisco 

Mr. Mayer served as vice pres 
ident in 1959, and as director of 
the Arizona, California, Nevada, and 
Ilawail region in 1958. For five 
vears he was a member of AED’s 
industrv round table, serving as co 
chairman in 1957, and has served 
on the equipment financing and na 
tional affairs committees. In 1953, 
he was elected president of the Con 
struction Equipment Distributors of 
Northern California 

At the same time, Richard | 
Newlin of Newlin Machinery Corp., 
Kansas City, Kan., was inducted as 
AED senior vice president. Mr 
Newlin had previously been elected 
to a second term as vice president. 


Butterfield Appoints 
Sales Supervisors 


Ronald E. Quigley and Howard 
J]. Baetz were appointed sales super- 
visors for Butterfield Dyivision, 
Union Twist Drill Co. 

Mr. Quigley, with the firm since 
1956 will work in the Midwest area 
comprising Illinois, Indiana, Iowa, 
Wisconsin, Minnesota, Missouri, 
Kansas, Nebraska, and North and 
South Dakota. 

Mr. Baetz will work in the Great 
Lakes area comprising Michigan, 
Ohio, and western Pennsylvania. He 
has been with the firm since 1948. 





What about back-out torque ? 





What about back-out torque? Is it ¢ » measure of a 
set screw’s vibration resistance... or is that 

Research shows it to be a myth. Back-out torque is no 
ndication of a set screw’s resistance to loosening in vibra- 
tion. Tests comparing knurled cup point High Torque 
UNBRAKO socket set screws with a specialty point set 
screw showed no significant differences in back-out torque 
between the two products. Yet in impact-induced vibra- 
tion tests, the UNBRAKO had a vibration life six 
great as that of the screw with the specialty point. 


limes as 


And—as much as 40% higher tightening torques 

The tighter a screw is wrenched, the greater its holding 
power. High Torque UNBRAKO socket set screws are de- 
signed to be tightened tighter without damage to the 
screw—up to 40° tighter than ordinary socket set 
screws. Here’s how we do it: 


@ Deeper sockets for maximum key engagement and wrench- 
ing power 


See us at the Triple 
Industrial Supply Convention 
Booth 912-913 


t corners to eliminate sharp angles where cracks 
tightening 
grain flow for greater overall strength 
ned threads with metal compressed into a closely 
rrain structure, and no straight lines along which shear 
‘an occur 
Precision heat-treated steel to eliminate brittleness or 
decarburization 








Impact-induced Vibration Test 


é 


— 
— 























Greater holding power . . . greater vibration resistance . . . 
more reliable fastening for your customer’s assemblies. 
That’s the UNBRAKO story in a nutshell. 


INDUSTRIAL FASTENER Division 
JENKINTOWN 13, PENNSYLVANIA $ 


where reliability replaces probability 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 215 





“tectsion 


WIST DRILLS 


PERFECTLY 
POINTED 


‘ 
! 
I 
1 
\ 


MATERIAL HANDLING 
rdet Janua naintained 
~ | ani is th h 
HIGH SPEED es | for this equipment in D 
DRILLS © BLANKS @ REAMERS P vas an i t I 
© END MILLS © TAPS ui ac ame “pita Institut 
nacx Teveais 
CARBIDE if | ; 
© DRILLS © REAMERS © die | Metal Edge Acquires 
or ee Universal Container Co. 
Metal Edge Industries acquired 
the Universal Container Co., Sai 
Francisco, according to James Eis¢ 
man, president 
Mr. Eiseman also stated that the 
new corporate division, the fifth a 
quired in recent years, will be known 
\ LINE as Metal Edge Universal 
‘ \lbert DeNola, former president 
: | of Universal Container, will con 
1 tinue with the new Metal Edg« 


; ACCURATE Universal. 
/ IN | 


DIAMETER Wiew ou Joins 
R. W. King Co. 

William H. Dalton joined R. W 
King Co., manufacturers represen 
tative located in Meridan Conn., as 
a salesman to cover eastern Miass., 
Maine, and New Hampshire 


Here is your logical source of supply Mr. Dalton has sold slotted angh 


to distributors since 1956. 
for the highest grade industrial twist drills ranging in size from 


0059” to 2” in all types. 100% guarantee on all quality and 
accuracy. 


SPECIALISTS IN Straight Shank . . . Twist Drills and Drill 


sites) Col ME Ti sle]| Mol M0 )0/o MEDI lolit-ti-Talelale| 
Tools. 


antl?) 
‘hh Ln 4.118 mn @)8)-) an 20) .an 8) 8 Vee 
PRECISION TWIST DRILL 
AND MACHINE CO. 


PHONE 2040; TWX CRYSTAL LAKE, 3127 


“ ATALOG 10 WOODSTOCK ST., CRYSTAL LAKE, ILL. 


Send todey for your catalog 
no obligation 





William H. Dalton 
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Turns over like it goes w-- AST! 


AIM-Brand-Stotted Angle— 
means volume selling— 
normally hundreds of 

feet per order! 








Make no mistake—AIM Brand Slotted Angle is 
no one-shot, short-order item. Typical structures 
built with it require from hundreds to thousands 
of feet. Many plants maintain continuous, sizable 
inventories—using it for all their structural and 
storage needs. It means big business—repeat 
business —fast turnover. 





And Acme Steel does '’em all one better—with cus- 


tomer application and engineering assistance... 


Ef REQUIRED 


r 


with thorough sales and application training for 


your salesmen. 


1 


For the total AIM Brand profit story, write: 
ACME STEEL COMPANY, Fabricated Materials 
Division, 135th St. & Perry Ave., Chicago 27. 


1200 
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A. Rack set for rolled plastic 
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B. Grinding wheel rack set 
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C. Bar and sheet rack 
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D. Maintenance platform 


CE3FRaming 0 





CE Heer ee 
_ late 
~~ @ee. 


+ Sedtieove 


es ee 2 ee ee 





WOODINGS-VERONA 
TOOLS 


salable items—widely used 


, 














Ne. 17Y P! ck, Contractor's 
Yankee Pattern. Round 
Point. 8 pounds. 


No. 107 Mattock-Pick. 5 
ib. 3% in. blade or 6 Ib. 
4 in. blade. 


Ne. 106 Mattock-Cutter. 
3 tb., 13 in; 5 ib. 15% 
in.; 6 Ib., 16% in. 


Z 
GLY EA 


Woodings-Verona tools in- other items that are in steady 
clude, in addition to the above, demand by industrial and rail- 
sledges, adzes, hammers, chisels, road buyers. Highest quality— 
wrenches, mauls, punches and __ well designed and made. 


WOODINGS-VERONA TOOL WORKS 


VERONA, PENNSYLVANIA 
MAKERS OF CONSTRUCTION AND RAILROAD TOOLS 


BAIS 


Shown above are some of the more widely used Woodings-Verona Tools 
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William 1. Smith 


Fairbanks Appoints Smith 
To Sales Staff 


William I. Smith was appointed 
to the sales staff of Fairbanks Co 
to cover the Philadelphia, castern 
Pennsylvania and southern New 
Jersey area 

Mr. Smith, who will specialize 
the sale of Fairbanks bronz« 
iron body valves and dart union 
has been selling valves and fitting 
in the industrial market for the 


VvCcars 


Stanley Appoints 
Skorupski And Wakelee 


Anthony J. Skorupski 
pointed sales representative in north 
ern Illinois for Stanlev Steel Stra 
ping, division of ‘The Stanley Works 
David M. Wakelee was appointe: 
representative for builders hardware 
sales in metropolitan Chicago for 
Stanley Hardware Division 

Mr. Skorupski joined Stanley un 
1957 as a sales trainee 

Mr. Wakelee was manager, Chi 
cago office and warehouse, for ‘The 
Stanley Works since March 1959 
Hie succeeds Raymond J]. Wedge, 
who was named representative in 
the southern Florida territory 


oe 


ia 


A. J. Skorupski D. M. Wakelee 





Why DICK DISTRIBUTORS are making 
NEW SALES RECORDS! 


Power Transmission News from R. & J. Dick 


NOW... edjusteble length 
quickly instelled V-SELTS.. 


re DIXLINK 


Now 
a 7 
Str + dur 
"chiles, eens pr 
8tir; 


2 SURE ways to sav ‘\ DICKROPE 


on yo; ——— | Bae 
| . im V-BELT DRIVES 


deliver 40%, more H.P. per 


° 100! 
qyoenson oxiTins 
oo 


_— 


O00... 0 Seemteny Gets 
wonce - 
R-8 8 EP <onvanr ine 


Mone, Saving oa on 


Anse | 3 
er to Many Drive Problems 3 , 


R. & J. DICK IS ON THE MARCH! The months just past saw Dick sales reach new record highs, 
the profits of Dick distributors soaring. 


NOW, EXPANDED ADVERTISING—NEW, BEST-SELLING PRODUCTS-—The Dick advertis- 
ing effort has been multiplied...is reaching a tremendously expanded market with the story 
of Dick advances in power transmission and conveying equipment. 


Choice Areas Still Open for Qualified Distributors. Write or 


Send Coupon For Full Information. 





R. & J. DICK COMPANY, INC. 
Totowa, New Jersey Dept. 16-E. 


Yes . . . | would like full information about the advantages to 


R. & _ COMPANY, inc. our organization in carrying Dick power transmission and conveying 


equipment. 


NAME 


TOTOWA, NEW JERSEY 


Design Leadership In Power Transmission POSITION 
And Conveying Equipment 


COMPANY 





CHICAGO « SAN FRANCISCO « LOS ANGELES STREET ADDRESS 
SEATTLE * PORTLAND 
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You can 

count on 

Y Increased Sales 
and Greater Profit 
when you sell 


MILFORD 





brand name for 
Metal-Cutting Products by 


THOMPSON 

of NEW HAVEN, 

CONNECTICUT 
and Here's Why 


® THE THOMPSON SALES POLICY 


is designed, written and interpreted to pro- 


tect your sales efforts and your share of the 
market on every important point... to help 


you sell more and make more money! 


® THE THOMPSON DISTRIBUTOR 
ADVISORY BOARD .. 

which is consulted before making 

any important decision or change 

that affects sales policy, is a 

truly representative body 
composed of both large 
and small distributors. 


Available only through 
Selected Industrial 
Distributors 
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Walter C. Bass 


Charles E, Bain 


American Pulley Promotes 
Walter C. Bass 

Walter C. Bass was elected ex 
ecutive vic« president, ind Charl 
| Bain Was el ed Vict pre 1dcn 
ind general works manager of ‘The 
American Pulley Co 

\lr. Bass joined the firm last 1 
is general sales manager responsible 
for American's Power- l ransmissio1 
Materials-Handling and Hubbard 
Spool divisions 

He will now be responsible for 
all marketing functions as well as 
overall company operations 

Mr. Bain joined American Pulley 
in 1952. In his new capacity he will 
be responsible for all phases of prod 
uct development, research, engineer- 
ing and manufacturing 


Sierra Drawn Steel Sold 

\ plan whereby Bliss & Laughlin, 
Inc., will acquire Sierra Drawn Steel 
Corp. of Los Angeles was approved 
by directors of both companies 





largest line of 
industrial tapes 


sold only 
through jobbers 


broad assortability, 
best stock price 


profit as 
high as 70% 


TAPES FOR EVERY 
PURPOSE... 


PERMACEL 


PeRMacet NEW BRUNSWICK, NEW JERSEY 


TAPES + ELECTRICAL INSULATING MATERIALS+« ADHESIVES 
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A COMPLETE, TOP-QUALITY BRUSH LINE | Yauzhen Promote 


By Flexible Tubing 


BOOSTS BUSINESS — Roger F. Vaughan was promoted 


to regional sales engineer by The 


THAT'S WHY IT Flexible ‘Tubing Corp. 


Mr. Vaughan will work out of 
fo Sell the firm’s Hillside, Illinois, office 
ays covering ten north central states, 


for the company’s general products 
division. 


Previously Mr. Vaughan was em 
M 1 [LWA J 4 ¢ i | ployed as a sales engineer at Hillside, 


Ill., one of the nine regional offices, 


and location of the firm’s Chicago 
IN D U 5 I 4 lA l warehouse. 


4 6 U S M ES Clarkson Scholarship 


Renewed By Black & Decker 


The Black & Decker Mfg. Co 
has renewed its scholarship at Clark- 
son College of Technology for an 


p> 
j 
AI 


undergraduate industrial distribu 
tion student. 

Ihe initial B & D scholarship 
expires this year. It provides $775 
annually for four vears. In selection 
of the recipient, first preference is 
given to residents of Marvland and 
surrounding area. 


@ You've got most every thing when 
you. sell Milwaukee Industrial 
Brushes A line that meets the 
requirements of a customer and 
prospect . . . a line of brushes nai Sah yi 
that’s built for extra life and effi- June, with the degree of bachelor 
ciency . . . increased sales and the of science. 

confidence of the American indus- ; 
try in Milwaukee leadership. And Besly-Welles Opens 

on top of that, Milwaukee’s Engi- New East Coast Warehouse 
neering Department is available 
at all times to help solve your 
brushing problems. 


[he present recipient is Edward 
C. deVente, who is graduating in 


Besley-Welles Corp. opened a 
new warehouse and branch office at 
1025 Greeley Ave., Union, N. J. 

. Production brushes for power use Ihe new facility contains 1,600 


sq. ft. of floor space. 
© Production brushes for hand use 


¢ Brushes for various maintenance needs Union Carbide Appoints 
Wurtzell Market Manager 


THE MILWAUKEE BRUSH MANUFACTURING CO.| P<! Sutcll was appointed 


manager-wire and cable market for 


2212-36 North 30th Street Milwaukee 45, Wisconsin Union Carbide Plastics Co. 


Mr. Wurtzell will be responsible 
for the company’s participation in 
the wire and cable industry. This 
will include defining opportunities 
and objectives, as well as providing 
the sales planning required to 
achieve them. 

Mr. Wurtzell is now at the firm’s 
New York office. 
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Why Lufkin is the new leader in precision tools 
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Lufkin... your single source for quality precision tools! 





Only seven of the popular tools made by Lufkin are perfectionists everywhere. And one Lufkin tool sells 
featured in the above advertisements.* It takes a another. That’s why the above ads say: 


160-page catalog to show them all. That’s how com- “See your industrial distributor. He knows precision 


tools and can show you how Lufkin leads in design 


and craftsmanship.”” Wouldn’t you rather ry 


plete the Lufkin line is . . . a precision instrument for 
every measuring job, every testing setup. 

Lufkin’s complete line of precision tools is loaded sell Lufkin precision tools than sell against _=™ 
with exclusive features that make it the choice of them? Lurxin, Saginaw, Michigan. 32 y 


‘nD 


appearing in American Machinist, Industrial Quality Control, and Tool Engineer. 
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'@Tal-melas|-lemelal-m-telt ge 


f re fastener business 


Newcombe C. Baker. Jr. 


THERE ARE BOLTS 


Baker Is Marketing Head 
At Yale & Towne 


ones: 
Newcombe C. Baker, Jr., was pro 
, motcd to manager of marketing serv 
ices, Yale Materials Handling Divi 
sion, Ihe Yale & Towne \lfg. Co 
Z In the newly created post, Mi 
m Baker will supervise all advertising, 
1. sales promotional and market re 


search activities for the division, 
manufacturing industrial lift truck, 
tractor shovel and hoisting equip 
ment. 
Mr. Baker joined Yale advertising 
department in 1953, as special sales 
You’ll find a big difference between “‘just any bolt’”’ and | promotion manager. He was previ 
the repeatedly accepted products made by Screw and | ously an account executive with 
Bolt Corporation Krwin Wasey, Ruthrauff & Rvan 
Your customer knows he’s getting big extras for his Advertising Manager 
money when he buys our fasteners: 


J. Henry Brown was promoted to 
wealth of design experience idvertising, publicity and sales pro 
engineered to quality specifications motion manager. He was previoush 
sampling and inspection throughout | the publicity manager 

entire manufacturing schedule 

rigid standards for lot-to-lot uniformity Business Outlook Discussed 


~ oa . ee Ser een 
technical customer assistance Vin muita’ Lae the tuned Sieben 


economy during the Sixties will be 
discussed in depth at the 44th an 
All these extras keep customers sold and satisfied—and | nual meeting of the National Indus 
you'll be satisfied too. RS | trial Conference Board, to be held 
; at the Waldorf-Astoria in New York 
City, Mav 19-20. 


SCREW AND BOLT CORPORATION C@®2\_ | Ferrodynamics Opens Plant 
OF AMERICA " Ferrodynamics Corp., manufac 


P.O. Box 1708 «+ Pittsburgh 30, Pennsyivania I turer of magnetic tape completed a 


personal attention to orders, handling 
and on-time delivery 


new pilot plant in Lodi, New Jersey 
DIVISIONS: Pittsburgh e Gary ¢ Southington Hardware « American Equipment 
designed to evaluate and produce 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENER esoteric tapes. 
> 
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(OT al-meolael-1amme)lal-m loll get — 
... for more fastener business 


and 


THERE ARE BOLTS 


iy Ti 


You'll find a big difference between “‘just any bolt’”’ and the repeatedly accepted products made 


by Screw and Bolt Corporation of America. 
Your customer knows he’s getting big extras for his money when he buys our fasteners: 
¢ wealth of design experience ¢ rigid standards for lot-to-lot uniformity 
e engineered to quality specifications e technical customer assistance 
e sampling and inspection throughout e personal attention to orders, handling 
entire manufacturing schedule and on-time delivery 


All these extras keep customers sold and satisfied—and you'll be satisfied too. 


SCREW AND BOLT CORPORATION “<< OF AMERICA 


Formerly Pittsburgh Screw and Bolt Corporation . P. O. Box 1708 Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh « Gary e Southington Hardware « American Equipment 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 
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WEF 


ALUMINUM 
EXTENSION 
LADDERS 








For safety-conscious maintenance and 
service departments, sturdy aluminum 
extension ladders are fast becoming stand- 
ard equipment. Light enough for one-man 
handling, they are ruggedly constructed and 
bear the Underwriters Laboratories’ label 
for safety. 


Werner aluminum extension and step 
ladders will never rust, rot or splinter —are 
a sound, safe investment for your customers. 
For profitable ladder sales — investigate 
Werner's complete line today. 


IWER 





“THE STANDARD I am interested in Werner Aluminum Ladders. 


OF (] Send complete literature. [] Have salesman call. 


THE INDUSTRY’ 


510 OSGOOD ROAD Company 
GREENVILLE, PA 


Name 
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Toland & Petefish Promoted 
At Ducommun L. A. Division 


James Toland was appointed man- 
ager of non ferrous metals depart 
ment, Los Angeles branch, and 
Howard Petefish was appointed ad 
ministrative advisor to the manager, 
to assist Mr. Toland in formulating 
new merchandising policies, by 
Ducommun Metals & Supply Co. 

This arrangement will facilitate 
the transition to the date of M1 
Petefish’s retirement in 1963 and 
still provide the department with 
the benefit of his experience 

Other product department 
changes involved the promotion of 
outside salesmen to product spe 
cialists: John Hall, non ferrous; 
Dick Benson, industrial supplies: 
and Dan Rogers, steel Inside 
salesman Winn Dorris was trans 
ferred to tools and abrasives as 
assistant product specialist 

Outside sales added to the staff 
Bob Goelzer, formerly supervisor of 
division services. Bob ‘Temple was 
idvanced from inside salesman to 


supervisor, division services 


Matthews Joins S. W. Card 
As Field Engineer 


William E. Matthews joined the 
S. W. Card Division of the Union 
I'wist Drill Co., as field engineer 
covering eastern Pennsylvania, Dela 
ware and Marvland 

Mr. Matthews’ past experience 
has given him knowledge of manu 
facturing methods and the applica- 
tion of tools to plant operations 


Bay Area Tool Firm 
Expands Stocks 


Ridley Co., Berkeley, Calif., dou 
bled its stock with the addition of 
new lines of Yuba Power Products 
and expansion of several other ma 
jor lines. 

The 34-vear-old machinery and 
tool distributor recently added a 
branch in San Francisco. Frank B 
Ridley is president of the firm which 
has three outside salesmen calling 
on industrial customers. J. W. 
Quinn is in charge of the San Fran 
cisco branch. 





DEPENDABLE AIR is supplied by three 5 hp Ingersoll-Rand compressors in small industrial plant. W 


reputation sells air compressors 


Throughout your territory—wherever there is a need for dependable air power— 
men in industry know Ingersoll-Rand compressors. Machines that have been proving 
their superiority for nearly 90 years. 


The packaged, air-cooled Air Compressor is a com- 
bination of time-tested features and modern engi- 
neering that delivers more air per horsepower. 
Smooth, quiet operation minimizes vibration, assures 
— longer, trouble-free service. 

ol a 

i <| & } These Ingersoll-Rand Air Compressors are available 
= and bare, baseplate or receiver mounted, from 12 through 
20 hp to meet the exact requirements of your 
customers. 


constant preselling 


A steady, strong promotional program presells your 
prospects through extensive advertising in national 

-_~ Ne publications, direct mail advertising and promo- 
ae ts . tional pieces that direct sales action to you! 


MOTORPUMPS 


INGERSOLL-RAND 
DISTRIBUTOR SALES: 


ELECTRIC 
IMPACTOOLS 


To learn how you can qualify as an Ingersoll-Rand 
Distributor, write today to Sales Manager, Merchan- 
PACKAGED dising Division, Ingersoll-Rand Co., 11 Broadway, 


AIR COMPRESSORS New York 4, N. Y. 
3-865 


the first word in performance _ Ingersoll: -Rand 


Merchandising Division 


the last word in workmanship 11 Broadway, New York 4, N. Y. 
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For critical jobs, the 
brand to look for is 


When the piping application is most difficult, that’s where you'll find W-S 
Forged Carbon Steel Fittings. Under the toughest conditions, these are depend- 
able connections which stand up. Here's why: 


¢ Drop forged for exceptionally high tensile and impact strength. 


—, 
e Accurate machining for tight fit. \- A 
. so ie +d il 
For specifications and Distributor locations, write Forge & Fittings Js 
Division, H. K. Porter Company, Inc., Box 95, Roselle, N. J. 


© Long, accurate threads, in perfect alignment. 
® Uniform wall thickness, for safety. 


FORGE AND |-|||\/ |)’ ) FITTINGS DIVISION 


a 


tw theebsisen necked 
H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 


electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand 


228 INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 








Otha Bird Joins 


Geo. J. Fix Co. 


Otha Bird has joined Geo. J. Fix 
Co., Dallas, as a specialist salesman 

\ graduate engineer, Mr. Bird 
will take advanced training with 
A. Schraeder’s Sons in Brooklyn, 
New York, before being assigned a 
territory. 

Ihe Fix Co. recently was named 
a Schraeder distributor. 


Century Electric Co. 
Reorganizes Sales Force 


Electric Co., has 
) 
reorganized its national sales force 


Phe Century 


into six major divisions. 

Each of the 
headed by a divisional sales man 
ager, reporting to George Hender 
son, general sales manager 

Gunar Moe, formerly head of the 
New York branch office has been 
appointed Northeast division sales 
manager. 


divisions will be 


Fred Powers has been appointed 
Southwest division sales managet 
He will work out of St. Louis 

William D 
ager of the Chicago branch office 
was appointed to the Midwest divi 
He will work out of Chicago 

James H. Bolton has been named 
North Central Division sales man 
ager, with offices in Cleveland 

James S. Smith, former Baltimorc 
office manager, was appointed sales 


Helm, former man 


SION. 


manager in the Southeast division 
with offices in Baltimore. 
Ihe firm believes that the newh 


reorganized divisional sales 


force 
will give its sales operations greater 
flexibilitv, and will offer better and 
quicker sales and engineering sery 


ices for customers. 


Building Costs Up In South 


Construction and building costs 
in the South rose faster during the 
last decade than thev did in any 
other region, reports [Engineering 
News-Record, McGraw-Hill publica 
tion. ‘Though its costs are still be 
low those of other 
South’s Construction 


regions, the 
Cost Index 
rose 73 percent from March, 1950 
to March, 1960. 





WHITMAN s BARNES 


MAKERS OF FINE TOOLS SIMCE 1848 


DRILLS ano REAMERS 


There’s more to the buy 
than meets the eye 


How do I know? We had a finish problem in reaming cast 
steel. Best finish we were getting was 150-175 micro-inch. 
We needed 60 or better. A W&B Service Engineer came in 
with one of their 1-1 16” Chucking Reamers. He checked 
feeds and speeds—finally came up with .011 per revolution 
and 60 SFM. He recommended a secondary grind on the 


chamfer to assure clearance, then added a second chamfer of 


7% . We were able to get and maintain a reamed finish of 
£ 


40-50 micro-inches. At the end of the day, the operator was 


getting all good parts and saving substantial time per piece. 
In a case like ours, W&B’s technical help, service and 
consistent reamer quality really convinced me that initial 
price is merely one factor. Find out for 
yourself . . . test W&B tools in your plant 
under your conditions. Call them in direct 
or through your industrial distributor. Do 
it today. See if you can’t get better results. 


PARTNERS IN PRODUCTION PROGRESS 


WHITMAN & BARNES 


40000 PLYMOUTH ROAD e@ 


PLYMOUTH, MICHIGAN 


DRILLS « REAMERS « END MILLS * COUNTERBORES + COUNTERSINKS « CARBIDE TOOLS + SPECIAL TOOLS 





why you can make a profit 
with 


ANGLgear 


Complete line (16 models). Wherever you find a and power transmission engineers. In addition, a 4-page insert 


90° power takeoff requirement in the to 5 hp range 
ANGL gear Design File. All leads from national advertising are turned 


giving complete data on ANGL gear appears in Sweet's Product 


you can usually solve the problem with 


These standardized right angle drives are available from over to distributors. 


factory stock in ¥a, 1, 2'4 (new) ind a hp ratings with It vou are not now carrying ANGI gear but are interested 


| or 2:1 gearing and 2 or 3-way shafting write for further information. There may still be a 


choice of | territory 


Selection like this means that in most instances you Ca near you that is open 
recommend a standard model and close the sale quickly 


with minimum paperwork 


Unlimited market. The market for ANGL gear 


broad as industry itself. OEM or replacement 


cation involves 1 


ind producti e idvantages such as smaller 


lower cost, easier installation, less maintenance, 


ter Safety ind ready availability rom stock 


Protected distributorships. ANG/gea 
sold only through established distributors of industrial 


transmission products. It is never sold direct to the use! 


Stocking distributors get 100 protection for all the 
busin they can handl 
S *SS » a i » 
. . 7 — yn of the new 2'4 hp unit (top right) brings the ANGL gear line to a 
7 . of 4 basic sizes, 16 different models offering a variety of gearing 
Nationally advertised. ANGLgear is adver 
. r hafting options. ANGLgear is an active seller, assuring you profit 


tised regularly in trade magazines read by product design . e of stockroom space and a quick return on inventory investment 


nN ee 
eypeysyryy = 

MBO, = 
Engineered Equipment for Aircraft and Industry 


AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5 NEW JERSEY 
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distributors! 


ae 
a 


Year ’round sales ammunition . . . fast, 
decisive action ... top quality products... 
modern merchandising. These are important 
extra helps that BOSTON furnishes its 
distributors! 

You get planned step-by-step campaigns 
that produce direct results with a minimum 
of your time and effort. 

You get an extra hand from our field 
salesmen when and where you need it. 


selling tools 


t 


<a 

You get valuable help on complex technical 
problems from our staff of specialists. 

You get top products that are aggressively 
merchandised to dramatize their unique 
features. 

Most of all you get the profits that come 
from working with the world’s largest spe- 
cialist in rubber products. 

Every distributor who has switched to 
BOSTON recently has found it pays. We 
think you will, too. 


BOSTON WOVEN HOSE & RUBBER COMPANY 


-teok-yge), | 


Div. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3. MASS. 


| yy. _: = uy 


INDUSTRIAL HOSE BELTING V-BELTS 


PACKING MATTING 
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Harper produces over 100 alloys to 
“thread the needle” in meeting your 
specific corrosion-resistant needs 





Si . 
STEELS «BRAS 


ANOTHER HARPER 
Difference 
What alloy do you need? In 
what size and shape fastener? 
Harper maintains a stock of over 
150,000,000 pieces in over LOO 
alloys to meet your requirements 
quickly, Alloying is an important 
part of Harper's completely inte- 
grated operatiém that includes 
elements, billets, and @xtruding to 
fabricating parts—assuring ‘you of 

uniform high quality at le 

possible prices. Harper distribu- 
tors everywhere maintain com- 
plete stocks for immediate 
delivery. See your Yellow Pages; 





THE H. M. HARPER 
COMPANY 
8200 Lehigh Ave. + Morton Grove, Ill, 
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HARPER 





Harold Elfenbein 
Opens Own Ad Agency 


Harold L. Elfenbein, former mar 
keting and advertising manager of 
Parker-Kalon Division, General 
American ‘Transportation Corp., 
opened his own advertising agency, 
Harold L. Elfenbein & Associates, 
in Englewood, New Jersey. 

Mr. Elfenbein was named “Ad 
vertising Man-of-the-Year” in 1955 
by the New Jersey Chapter of the 
National Industrial Advertisers As 
sociation. During the fifteen years 
he was with Parker-Kalon, he was 
the recipient of their NIAA “Top 
per Awards” for excellence in adver 
tising, and in 1956 he received a 
similar award from the National 
Industrial Distributors Association. 


U. S. Rubber Appoints 
Thomas Applewhite 


Thomas B. Applewhite was 
named manager of convevor prod 
ucts sales for United States Rubber 
Co., to succeed Robert E. Spoerl, 
who resigned. 

Mr. Applewhite started with | 
Rubber in 1947. He was assistant 
manager of the conveyor products 
department for the past year. 


White Sewing Machine 
Shows Profit For 1959 


White Sewing Machine Corp., 
now reaching a greatly diversified 
market with an expanded product 
line, reported a full year of profit 
for the first time in several years 

Gains in 1959 raised consolidated 
sales to $28,216,420; 3.5 percent 
greater than the previous year. Cor 
porate earnings were $613,835, a net 
improvement of $2,094,923 over the 
1958 loss of $1,481,088. 

White's investment in fixed assets 
were reduced through the sale of 
Strong, Carlisle & Hammond Co.'s 
property last November. Conver 
sion of this asset to cash was accom 
plished at a figure in excess of the 
combined total of book value and 
the cost of moving the Strong, Car 
liske & Hammond operations to 
White's facilities on Cleveland's 
west side. 





yr 
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MAKE THIS YEAR'S “TRIPLE MILL" 


There are many good reasons why you should 
attend this year’s Industrial Distributors’ Con- 
vention, the “Triple Mill,” in Chicago .. . new 
ideas ... catching up on the new products of your 
suppliers . . . meeting old friends . . . actively 
participating in advancing the distributor way 
of selling. As always, competent committees will 
see to it that you get what you want from the 
convention. 

You may come to Chicago looking for a new 
line. We hope you do. For this will be a most 
opportune time to look into the Unimet Carbides 
division of United-Greenfield Corporation .. . 
and to visit their modern factory right in the 
heart of Chicago. 


Making carbides is a demanding business. It 


THE MOST PROFITABLE EVER! 


takes skill. It takes patience. It takes a lot of 
costly equipment. But most of all it takes integrity 
...in the form of care and devotion to detail that 
is unheard of in many industries. 


It is always helpful to call at the factory of a 
new supplier. It gives the distributor a chance to 
better judge the ability of the supplier to fill his 
needs in a new and profitable association. 

During the conference sessions, stop at booth 
102 and talk to Bill Malugen, Unimet’s General 
Manager. Better still, write him now to schedule 
your visit through the Unimet Plant .. . it’s less 
than 10 minutes from convention headquarters 
at the Conrad Hilton Hotel. This contact might 
easily make this year’s “Triple Mill” the most 
profitable ever. 


UNIMET CARBIDES, 427 W. ONTARIO STREET, CHICAGO 10, ILLINOIS * DIVISION OF UNITED-GREENFIELD 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 231 





at. 


= eiiiiing 


"a 
2 


Check valve formed from 
Basic-Check Unit and standard 


Drain elbow used as the ‘body 
reducing coupling. 


for a DURABLA Basic-Check Unit 


nnd 

—— 

— 
————————— 


Basic-Check Unit used with a Basic-Check Unit at inlet end of th 
ielateleiae ME tie(-Mlall-3] ol -taleM@teliile)(-ti-1 Rial Maal 14 Mm 7el tT 


How you can help your customer 
meet any check valve emergency 


You can meet the check valve requirements of any cus- 
tomer...in_any industry...if you stock the DURABLA 
Basic-Check” Unit in line sizes from ¥%” to 2”. Combined 
with almost any standard fitting, this unit becomes a 
complete check valve, as shown above. 

With a few of these units on hand, your customer can 
meet any check valve emergency. Made of stainless steel, 
they'll handle almost any liquid, gas or air...over a 
broad range of pressure-temperature ratings. And they 
will operate perfectly in any position. 

Every DURABLA Basic-Check Unit is sturdily boxed 
and clearly labeled for easy handling. DURABLA 
Reducing Couplings of stainless steel are also available. 

Ask for a copy of bulletin ID-50. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street, New York 6, New York 


® 


John Kraus 


Allen Mfg. Names Kraus 
Field Sales Representative 


John Kraus was appointed field 
sales representative in southern 
Ohio for The Allen Mfg. Co 

Mr. Kraus’s territory will include 
Cincinnati, Dayton, Columbus and 
Springfield, Ohio, with headquarters 
in Cincinnati. 

Prior to joining Allen, Mr. Kraus 
covered the western New York and 
northwestern Pennsylvania _territo 
rics for the Buffalo Die Supply 
Corp 


Byron Jackson Pumps 
Names Trones 


F. H. Trones was named Mid 
western regional manager for Byron 
Jackson Pumps, Inc., a subsidiary 
of Borg-Warner Corp. 

Mr. Trones, who will work out of 
the Chicago headquarters, will be 
responsible for sales administration 
and service for Illinois, Indiana, 
lowa, Michigan, Wisconsin, Ohio, 
Minnesota, North and South Da 
kota, Kentucky, and the eastern half 
of Missouri. 


New Sales Head 


Alvin H. Storch, Jr., was ap- 
pointed manager of engineering 
sales of the industrial products 
group, with headquarters in Chicago 

Mr. Storch formerly was asso 
ciated with Chicago Pump Co., as 











pm.33 | general sales manager. 
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Interim Progress 


Report on CFsI-Wickwire’s new wire rope 


Falcon Seaboard Drilling Company orders carload 


The first company to use a prototype of Double 
Gray-X was the Falcon Seaboard Drilling Company 
of Tulsa. Aware that modern drilling practices de- 
mand the best possible equipment, Falcon Seaboard 
tested Double Gray-X on some of their rotary drill- 
ing rigs, an operation that subjects ropes to extreme 
abuse. Mr. Jack Starr, Vice President in Charge of 
Drilling, commented, “The results obtained from 
original tests with Double Gray-X prototype led to 
our decision to order a carload of this improved 
product. Falcon Seaboard insists on the best prod- 
ucts, in order to serve the oil industry in accordance 
with today’s modern standards.” 


The Secret of Longer Rope Life 
CF«alI-Wickwire engineers, after intensive research, 
discovered that by using an entirely new wire draw- 
ing technique—including the use of Molysulfide* in 
the lubricant—the characteristics of the wire rope 
were greatly improved. This method creates a per- 
manent molecular jacket around the individual wires 
that provides these benefits: 


@ reduced friction between the individual wires 


in each strand of Double Gray-X during 
service 


® minimized surface imperfections in the wires 
of Double Gray-X 


@ wires have greater resistance to abrasion, crush- 
ing and bending 


If you are a user of wire rope, you can increase 
the safety of your operation and reduce equipment 
downtime with Double Gray-X. Made in a wide 
variety of sizes and constructions, Double Gray-X 
is recommended for all types of equipment. For 
complete details on this new wire rope, call the near- 
est CFal sales office or see your local distributor. 


Greater Strength 


The molecular shield around this new premium 
wire rope gives Double Gray-X longer life. In addi- 
tion, you get the extra strength for which Double 
Gray has always been famous. Made of extra im- 
proved plow steel with an Independent Wire Rope 
Core of the same material, this rope gives 15% 
higher breaking strength than the catalog breaking 
strength of an improved plow steel rope with IWRC. 


*Registered Trademark of Climax Molybdenum Co. 


(]] WICKWIRE ROPE 


stee. THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) 
Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles * Oakland * Odessa (Tex.) * Oklahoma City * Phoenix * Portland * Pueblo « Salt Lake City 
San Francisco * San Leandro * Seattle * Spokane * Tulsa * Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emlenton (Pa.) * New Orleans * New York © Philadelphia 
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QuBlE-ACTIO 


Line! 


NATIONAL 


KANT TINK 


SPRING WASHERS 


E. J. LANGLEY, president of Riech 
man Crosby Havs Co., Memphis, 
lenn., was selected to serve on the 
idvisory board of Carborundum Dis 
tributor Co., Niagara Falls, for a three- 
year term 





W. H. Kiefaber Co. 


Purchases Building 


W. H. Kiefaber Co., Dayton, 
Ohio, purchased a five story building 
at the southeast corner of Monu 
ment Ave. and Meigs St., Davton, 
near its present headquarters 

Warner H. Kiefaber, Jr., said that 
the property was purchased as part 





of a long-range expansion and diver 
Customer - preferred 


for Performance 


m : no present plans for converting the 
Distributor - preferred for Profits 10,000 sq. ft. building 


sification program, but there were 


High-efficiency National Kantlink Spring Lock 

Washers are known industry-wide for their “‘live 

action”, longer lasting dependability. National , . ’ . ' 
features an expanding, powerful helical spring James Cook Appointed 
action that assures permanently-tight bolted as- | To PostIn BDSA 

semblies. Distributors nationwide like National's 

mutual-interest sales policy that affords maxi- | James B. Cook, Jr., sales manager 
mum distribution sales and profits from the general products division, Havs Mfg 
customer-preferred spring washer line! : 

Co., was named assistant director 


National Display Packaging y | for mobilization planning of the 
is Clearly Labeled, Easier to aD | water and sewerage industry and 


Store ; : 
Convenient to display National Gren oS utilities division, Business and D« 
packages are supplied for all 


standard sizes. These especially the ; fense Services Administration, U.S 
re-inforced boxes are extra-strong ~~ 


to prevent damage and keep ~ Department of Commerce. 


shelves neat and attractive. 


Mr. Cook comes to BDSA under 
Stock and Sell National — an arrangement by which industry 
Your “Double Action” Profit ft 
Maker makes personnel available for tem 


National Catalogs are available. porary assignment without compen 
Call or write, today, for full par- 


ticulars on the National line. sation from the government. The 
assignment also will equip him for 

The NATIONAL service in the National Defense 
LOCK WASHER COMPANY Executive Reserve which would 


ee ee oot eke © wecoNnit staff the operation of a production 
agency in event of national emer- 
Representatives in Principal Cities in the United States and Canada gency. 
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A PROVEN sucess! ¥ UPR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


BUILDING 


FIG. 1236 UJ f 


BUSINESS 


FAIRBANKS PATENTED ery AND 
ATE V 
SEAT RING BRONZE G PROFITS 


One of the finest, surest-sell valves 

ever introduced, this patented Re- 

newable Seat Ring Bronze Gate YEAR 
Valve is sold only by the Fairbanks 

distributor. How your customers go AFTER YEAR 
for this unique product that makes 

it possible for them to replace the 

nickel alloy seat rings and wedge in 

7 to 10 minutes—without ever re- 

moving the valve body from the line! 

And no special tools or skills are 

needed. This patented Renewable 

Seat Ring Bronze Gate Valve is just 

one of Fairbanks’ full line of bronze 

and iron body valves. Valves that 

are being specified and installed in 

an ever increasing number of the 

nation’s newest, most modern build- 

ings! 


THE 
«€ 
iollactelal 4: 
COMPANY 
EXECUTIVE OFFICE a | 
393 Lafayette St.. New York 3, N. Y pan} 
Jalves © Dart Unions © Casters @ Trucks © Wheels 


FIG. 9215-S 





FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing. a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 


FACTORIES Bingha 


IT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED 1N EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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GUILLOTINE 


POWER BLADES 


are 


PRECISION 
CUTTING TOOLS » 


with Exclusive Features annie 


Walker-Turner Appoints 


Yo u can S E E an re | S t L L Regional Sales Manager 


George Wulff was appointed a 
® Die Set Teeth regional sales manager for Rockwell 
(A Precision Cutting Tool) Mfg. Co's. Walker-Turner Division 
individual Heat Treating Mr. Wulff's region includes Cali 
Gat-lan Slaliielaaalis’D fornia, Nevada and Arizona 
Every Tooth a Working Tooth Mr. Wulff joined Rockwell in 
(334%3% More Cutting Action) 1955 as a district sales manager 1 
Extra Heat Treat of Pin Hole Area the Delta Power Tool Division. 
(For Maximum Toughness) 
Scientific Pin Hole Location Boice Crane Names Stone 
(Delivers Straight Line Cutting in Work) 


l 


Factory Representative 

Carlos W. Stone was appointed 
as factory representative for Boice 
Crane power l'ools in Colorado, 
Utah, Idaho, Wyoming and Mon 
tana 

Mr. Stone has been serving indus 
trial supply and machinery dealers 
Plus: @ Pro-Set—‘Shatterproot’’ in this territory for several years 

(Progressively Set Teeth—Cut like a Broach) specializing in tool lines. 

1960 Catalog 

Distribution of Boice-Crane’s 1960 
catalog is presently under way to all 
franchised dealers. 


Let us tell you about our Merchandising Plan and many Sales Helps 
Protected 


territories Put your blade sales back on a 
jentiintiie profitable basis. 
Distributor sales aids include 
Proven items which will get your 
men into the shops. 


Guillotine Blades will stay sold. 


THE E. H. WACHS COMPANY 


1525 NORTH DAYTON STREET CHICAGO 22, ILLINOIS 


Carlos W. Stone 
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Mir. Distributor: Here’s what we're telling your 
customers in National Advertising. 


Investigate the complete line of Bes!y Cutting Tools and 
Gages and learn how you can profit from Besly nation-wide 
acceptance, backed by strong advertising support. 





BESLY-WELLES CORPORATION 


120 Dearborn Avenue, South Beloit, Illinois 


Taps ° X-Press Taps® e Drills 2 Reamers * End Mills 
Tool Bits *« Gages ¢ Carbide Tipped Tools, Blanks, Inserts and Holders 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 





SIMPLE 
'. DESIGN... 


Model 600 


WELLS 


...RUGGED 
fore} \i-be -telom ake! 


HORIZONTAL 





METAL CUTTING BAND SAWS 


The simple design and rugged construction of every “Wellsaw” didn’t 
just happen. We planned it that way! Over 30 years of specialized band 
saw experience and know-how is your assurance of the quality and 
service with each machine produced by Wells Manufacturing Corpo- 


ration. 


There is a Wells Saw of the right style, capacity and speed to do a 


better, more economical job 
pendable service. Operating 


for you. Wells Saws will deliver long, de- 
and maintenance costs are very low. 


Your Wells Distributor will help you analyze your requirements 


and select the proper model 


Wells Saw for your jobs. 


TWO WIDELY USED WELLS SAWS 





Capacity, Rectangular... .. 
Capacity, Rounds. - 
Speeds: Ft. Per Minute... 


Motor Size 

Blade Size ere 
Height to top of Bed... 
Width of Bed 

Floor Space. 

Shipping Wt. (approx.). .. 


MODEL 600 NO. 8 


6” x 13” 8” x 16” 
6%" 8” 
50, 90, 50, 100, 
160, 250 175, 275 
1/3 H.P. Y% HP. 
%" os 8’'2\4" %4"" 1 11’6” 
2512" 2512" 
8" 10%" 
21” x 50” 24” x 72” 
425 Ibs. 650 Ibs. | 


The Pioneers of Horizontal | 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 Adams Street, Three Rivers, Michigan 
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S. P. Terlecky 
Republic Rubber 


Promotes Terlecky 


S. P. Terlecky was promoted to 
manager of wire braid hose sales 
for the Republic Rubber Division of 
Lee Rubber & ‘Tire Corp., succeed 
ing J. A. MaclIntire, Jr., recently 
named general sales manager 

Mr. ‘Terlecky joined Republic 
Rubber in 1951 and in 1957 was 
transferred to the Pittsburgh dis 
trict as a field representative 


Milwaukee Electric Names 
Southern Representative 


William Brunson was appointed 
district representative for Milwau 
kee Electric ‘Tool Corp., to covet 
l'ennessee, Mississippi, Kentucky, 
and lower Indiana 

Prior to joining Milwaukee Elec 
tric ‘Tool, Mr. Brunson was asso 
ciated in sales work with a heating 


and air conditioning firm 


William Brunson 





We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 


We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 





to look like what they ordered. 
Even inexperienced warehousemen 


° . 4 a. 

bbe We know it can make your inventory 
: oa easier. Buyers will always get the 
‘ 4 ee right tool, not something that happens 


can fill orders without guesswork. 


We doubt this number would be 


$4) ~ greatly missed if we were to eliminate 
TS eh it. It would make our job easier — 
Jay but yours tougher. 


That’s why it will stay there. 


‘ & al, SA died a 
LS Sie 


WARREN-TEED TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 





DISTRIBUTORS 
PROSPER AS 
& S$ OFFERS 


THE 


ONLY 





COMPLETE 
CUTTING TOOL 


3. 


Strategically located Cutter Maintenance, Modifi- 
cation and Regrinding Service. 


4. 


SERVICE! 


In addition to a line of over 3000 off-the-shelf 
“standards” and superiority of cutter design— 


tat EXTRA Exige ic Paodluction 
pays off in 4 other ways that make B&S Dis- 
tributors . . . and Customers prosper! 


World’s largest line of Carbide, Carbide Tipped 
and High Speed Steel Cutting Tools for milling 
machines. 

Local Cutter Engineering Service—like having 
a B&S Cutter Engineer in your customer's shop. 


Stocked and sold by the most successful group 
of Distributors in the world because they offer 


the only complete METAL CUTTING TOOL 
SERVICE! 


Brown & Sharpe 


CUTTING TOOL DIVISION 


HIGH SPEED STEEL CUTTERS 
NELCO CARBIDE TOOLS 
END MILLS 


PROGRESS IN PRECISION FOR OVER 125 YEARS 
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York Named Marketing Head 
Of A-C Industrial Division 
M. M. 


of marketing of the industrial equip 


Allis-Chalmers 


York was named manager 


ment division of the 
Mfg. Co. 

In his new capacity, Mr. York will 
be primarily responsible for the 
overall direction of the division 

Mr. York joined Allis-Chalmers 
in 1939, and since 1954 had been 
North Central regional manager 

Charles F. O'Riordan was ap 
pointed manager of the North Cen 
tral Region, Industries Group, to 
succeed Mr. York. 

Mr. O'Riordan first joined A-C i 
1935, as a graduate engineer trainee. 
Until his new appointment he had 
been Midwest regional manager. 

Robert E. 
manager of the Midwest region, to 
replace Mr. O'Riordan. He had 
been a sales representative in the 
Charlotte and Washington districts, 
manager of industrial sales in the 
Washington office, and manager of 
the St. Louis district. 

J. A. Sudduth was 
manager of the St. 
placing Mr. 


Morris was appointed 


appointed 
Louis office re 
Mortis. 


William Rhodes 
Joins Bay State Abrasive 


William F. Rhodes joined the 
Southeastern sales organization of 
Bav State Abrasive Products Co 

Prior to joining Bay _ State 
Abrasive, Mr. Rhodes was emploved 
by Minnesota Mining and Mfg Co 


SORE = pe 
~ 


William F. Rhodes 





In Appreciation Of More Than 25 
Years Continuous Association As 
A Distributor For 
CHAIN BELT COMPANY 


Industrial Products 


takes twenty-five and then some... 


-..-to earn this plaque. It’s our way of expressing our 
appreciation to the members of our industrial distributor 
team who have handled the Rex product lines for 25 
years. 

It means much more than just a period of years. It 
represents a quarter century of outstanding service to 
customers...of sound, progressive management...of 
close-knit teamwork between distributor and manu- 
facturer. Without these, there could be no 25-year plaque 
...neither of us would still be around to award or receive 
this “symbol of service’! In 1960 11 Rex Distributors 


will become members of this exclusive group. 


This is probably the most outstanding example of 


teamwork in action...the close cooperation between dis- 
tributor and manufacturer that results in more efficient, 
profitable operation for both. CHAIN Belt Company, 
4622 W. Greenfield Ave., Milwaukee 1, Wis. In Canada: 


CHAIN Belt (Canada) Ltd., 1181 Sheppard Ave. East, 
Toronto. 


® 





CHAIN BELT COMPANY 
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Your Nearest Distributor is 


YOUR BEST STOCKROOM 


for 


Quick Service Aluey! 














H. P. LeBlane 
Marlow Pumps Appoints 
LeBlanc District Engineer 


H. P. LeBlanc was appointed a 
district engineer for Marlow Pumps, 
Division of Bell & Gossett Co. 

Mr. LeBlanc will cover the terri- 
tory of Kansas, Missouri, Nebraska, 
Colorado and Wyoming. His duties 
will include conducting sales meet- 
ings and working with distributor 

By offering you complete stocks of Arro fastening and salesmen. 
drilling devices, your industrial, wholesale hardware, and Mr. LeBlanc was formerly with 
electrical supply house enables you to keep production up The American Liberty Marketing 
while keeping inventory costs down. Co. and Rittiner Engineering Co., 


both of New Orleans. 
THE FEWARROS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 





Firth Sterling Promotes 
Pickering And Stokes 
MACHINE SC NCHO > 


Ke ie Or Sa Gn Sone) Thomas FE. Pickering was ap 


EXPANDER HAMMERLESS SETTING fOOL ARROFLUTE CARBIDE MASONRY DRL) pointed manager, commodity steel 


la Ge — sales, and J. Martin Stokes was 
named manager of the newly created 


sales promotion department for 
Firth Sterling, Inc. 
Mr. Pickering was manager of ad 





vertising and sales promotion. In 
his new position, he will be respons 





ible for national sales and distribu 
tion of tool bits, drill rod and ground 
flat stock. 

Mr. Stokes was formerly man- 
ager of sales administration; he is a 
poecranrs Se MAICR RRGUCRE veteran of 32 years with the firm. 


a r es ° 
nema DISTRIBUTORS Name Advertising Assistant 
This Advertisement Appears : 
SILVER KING in Lending Publications Of James W. Jordan was appointed 
SELF DRILLING SHIELD rected to Your Customers 


advertising and sales promotion as- 
ARRO EXPANSION BOLT COMPANY sistant. He was formerly advertis- 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO ing assistant with Joy Mfg. Co. 
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o-form XPRESS TAPS 


Manufactured under license from Besly-Welles Corporation 


folmmt-lelo)ialomiala-t-(ol-m Abialelei meoreisiiale 


NOW — from HY-PRO you can get the newest in tap 
design — (G-form XPress flutcless taps that are 
setting cost-reduction records on many jobs that were 
formerly “tap-killers” 


HY-PRO G-torm XMmess taps cold-form threads 
in through or blind holes, with these advantages. . . 


Recommended 
for tapping... 


Copper Brass Lead 
Aluminum Zine 
Steel Magnesium 
Die Castings 
Leaded Steel 
Stainless Steel 


— other ductile metals 


No Chips to clog and cause tap breakage — no chip 
removal problems + Permit Faster Tapping Speed 
and boost production from automatic equipment 
Provide Accurate Control of hole size — cannot be 
forced into lead error + Eliminate Blind Hole Tapping 
Problems — no chips to jam at bottom * Form 
Stronger Threads with better holding power * Taps 
Are Stronger without flutes, especially in smaller sizes 


Tapping operation 
is the same 
Conventional methods and equip- 
ment are used, except for change 
to larger tap drill sizes. 


compacts and 


Taps Last Longer and maintain accurate size tolerance 
More Holes Per Tap — up to 40 times greater tap life. 


hordens metal 
fibers to 

form stronger @ 
burnished 


Tap for less with ( o-form® Xfaess 


R® , , ‘ ‘ . 
© MMeeas is co registered trademark © Gorm is a registered trademark 


of Besly-Welles Corporation. of Hy-Pro Tool Company. 


TANDARD TAPS (AY PRO a -Yo)\\ mel ed 4 


for “most holes per tap" — in any material 
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Hand and Machine Screw Spiral Point _‘Fluteless 


Spiral Flute Special Pulley Acme 
Spiral Point 


Taper Pipe Straight Flute 
Application 


Spiral Flute 


C-form MPaess taps — now added to the full line of HY-PRO 
standard taps — opens up big new sales volume and profit oppor- 
tunities for HY-PRO Distributors. It’s another good reason why 
more and more Distributors find it pays to team up with HY-PRO. 


HY-PRO TOOL COMPANY 


NEW BEDFORD, MASS., U. S.A. 
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FAST TURNOVER 


boosts your chain profits! 


Taylor Chain’s consistent quality assures complete customer 
satisfaction—leads to the sale of other Taylor products. Whole- 
salers’ reorders and comments bear this out. National advertis- 
ing ... new packaging in polyethylene bags . . . Taylor's new Bul- 
letin 59, a complete chain “sample” book...many other out- 
standing sales helps are additional factors that assure faster 
turnover. Switch to Taylor Chain the next time you reorder. 


TM PROOF COiL—self- 
colored or hot-galvan- 
ized finish. Packed in 
rugged metal Tay-Pails. 


T™ BBB CHAIN—self- 
colored or hot-galvan- 
ized finish. Packed in 
rugged metal Tay-Pails. 


aylor 
ade 


SINCE 
1873 
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TM MACHINE CHAIN 
— straight or twist link. 
Bright finish. Packed in 
distinctive cartons. 


TM CHAIN SALESMAKER holds an as- 
sortment of welded and weidiess chain. 
Store tested. Creates effective mass dis- 
play. Chain cutter included. Requires less 
than two square feet of fioor area. 


S.G. TAYLOR CHAIN CO., INC. 


Hammond, Indiana 
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New Englanders Elect 


Robert Laurelli President 


Robert C. Laurelli was elected 
president of the Plumbing and Heat 
ing Wholesalers of New England 
at the annual meeting in Boston. 

Mr. Laurelli is president of the 
National Plumbing and Heating 
Supply Corp., Providence, R. I. He 
was vice president of the American 
Institute of Supply Associations in 
1959. 

Lee Watson, A.I. president, ad 
dressed the convention, at which a 
record 550 members and manufac- 
turers registered. 

One of the convention highlights 
was presentation by Ralph Towne, 
executive director of A.J. on “How 
to Conduct a Sales Meeting 


Eisenhauer Named 
Electronics General Manager 


Charles B. Eisenhauer was named 
general manager of the Electronics 
Division of the Van Norman Indus 
tries, Inc. 

Mr. Eisenhauer, formerly head of 
manufacturing at Continental-Dia 
mond Fibre Corp., is responsible 
for formulation and administration 
of all policies affecting plant opera- 
tion of the Electronics Division. 





GETTING the right man for the right 
job is as important as splitting jobs 
along functional lines says W. K 
Wagner, treasurer, Honald & LaPage 
Inc., Sheboygan, Wis. 





Unquestionably, No Fine r [nstrume nt Made 


STARRETT No. 199 MASTER PRECISION LEVEL 


Starrett No. 199 Master Precision 
Level assures precision operation of 
the machines your customers build 
as well as their production ma 
chinery. It belongs in every erecting 
department, toolroom and produc 
tion shop. 

So sensitive that set-up‘and main 
tenance men can tell at a glance the 
exact degree of levelness, No. 199 
has a ground and graduated main 
vial that shows variation from true 
level of 0.0005” per foot. Auxiliary 
vial checks cross level and assists in 
horizontal setting. Made of special 
alloy iron free from thermal effects; 


thoroughly seasoned, machined and 


scraped for precision and stability; 
insulated from handling errors by a 
non-conductive top plate 

In addition to the many oppo. 
tunities to sell Starrett No. 199, you 
can offer the complete line of Starrett 
bench levels, incline levels, cross test 
levels, line levels and pocket levels. 
Stock them, display them, talk them 
up to mechanics and industrial tool 
buyers. There’s no easier way to 
interest tool buyers and to stimulate 
extra sales. The L. S. Starrett 
Company, Athol, Massachusetts, 
U.S.A 


Starrett Precision Makes Good Products Better 


Starrett 


World's Greatest Toolmakers 


PRECISION TOOLS 





VISIT STARRETT BOOTHS 802-804 
Triple Industrial Supply Convention 


PRECISION TOOLS + DIAL INDICATORS + STEEL TAPES » GROUND FLAT STOCK « HACKSAWS «+ HOLE SAWS + BAND SAWS + BAND KNIVES 





7-POINT PROFIT PLAN 


ror GRIPPER “*! SLING oistrisutors 


Here’s how you can realize quick sales and high profits from Gripper metal-mesh 
Slings . . . the first true, fast-moving, mass market item of its kind in the 
materials handling field. 


ONLY GRIPPER SLINGS 
OFFER YOU: 


4. More Profit Per Sale—discount equal to or 
greater than that on any other similar 
product. 


2. Bulk Sales Potential—one of the few true 
bulk sales items in this field. 


3. A Unique Product—the only sling of its 
type on the market today. 


4, Selective Distribution—for increased sales 
and profit potential. 


5. Sales Leads—from national advertising 
GS. No Excessive Stock Requirements 


7. Immediate Factory Shipments 


ONLY GRIPPER SLINGS GIVE USERS 
THESE 7 BIG HANDLING ADVANTAGES 


1. Safety—Gripper Slings are all-metal fabric 
slings—made of thousands of woven wire spirals 
in a transverse loop construction. No thin strands 
weak links or soft core nothing to rip or tear 
suddenly. Every part is visible for fast, thorough 
safety inspection 


2 Load Stabilitvy—broad bearing surface easily 
handles long loads. Bundles of tubing are balanced 
in a tight grip that locks in center members 


3. Flexibility—Gripper Slings wrap snugly around 
small or irregularly shaped loads hug sharp 
edges without cutting or scarring, allows fast 
easy rigging, unhitching of load 


4. Longer Life—can't be damaged by loads with 
sharp edges 

5. Greater Strength—load tensions are evenly dis 
tributed throughout the sling to give maximum 
load capacity at all time 


6. Gentle Load Handling—load weights are dis 
tributed over the entire width of the sling. There's 
no crushing action no damage to soft materials 
or thin-walled tubing 


Versatility—Currently, Gripper Slings are be 
ing used to handle aluminum extrusions, arma 
tures, bar stock, boats, calender rolls, caustic bars 
coiled strip, concrete beams, firebrick, foundry 
molds, gas tanks, heat exchangers, jigs and dies, 
lumber, machined stock, missiles, motors, paper 
stock, pickled tubing, pipe, pre-fab houses, retorts, 
sheet steel, tin plate, tombstones and tube bundles. 


) -— * e For complete information write directly to The Cam- 
< 
& The Cambridge Wire Cloth Co. bridge Wire Cloth Company, Gripper Sling Dept. AD, 
ape — Cambridge 5, Maryland. 
METAL-MESH WIRE 
CONVEYOR CLOTH 
BELTS FABRICATIONS 
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THE LINE The Morgan line of vises is complete in THE QUALITY Rigid control of materials, accurate 
types and sizes, giving you a dependable source of machining, and close inspection standards are your 


supply at all times. assurance of the very finest quality. 


THE GUARANTEE: it’s unconditional. We set no THE CONTAINERS Each vise shipped is packed in 
time limit on our guarantee nor do we have a specified a strong fiber board carton to prevent damage in 
period of time for free replacement. This applies transit 
where any Morgan Vise shows a manufacturing or 


material defect 


bN 


CHICAGH 


_ 


eal 
Cc 
cS 
— 
= 


TYPES AND SIZES 
to meet all needs of industry 





MACHINISTS’ BENCH COMBINATION PIPE MACHINISTS’ BENCH 


Solid Jaw and Swivel Base Solid Jaw and Stationary Base 





UTILITY BENCH HINGED PIPE VISE SHEET METAL VISE 
With Pipe Jaws Solid Jaw and Swivel Base 


vow Mle] Copy Me il a 
; give you 


MORGAN 


Distributor Plan 7 JO 78375 VW i % a ty a 
! 


MORGAN VISE CO., 108-112 N. Jefferson St., Chicago 6, Illinois 
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NEW Coffing SEALED 
Safety Pull 
Ratchet Lever Hoist 


Five Seals 


Assure Efficient Hoisting 


In Any Weather 


Here is a new hoist designed for 
safe, efficient hoisting in any 
weather which brings you many 
competitive advantages over other 
hoists now on the market 

Loads will not slip because the 
brake mechanism of the Safety Pull 
Hoist is permanently sealed in five 
places against moisture, oils, chem 
icals and dirt—all common causes 
of hoist slippage and customer 
dissatisfaction 

The spring-loaded Neoprene 
seals assure that brake perform 
ance will remain constant under all 
exposure conditions 

Safety features include the ex 
clusive Safety Handle which bends 


to indicate overload and the pro- 
tected free chain control. 

The Safety Pull Hoist is easy to 
operate—handle pull requires mini 
mum effort—load spotting is pre- 
cise —up and down controls will not 
interfere with operator’s grip. Ball 
bearing swivel load hook and plated 
chain are additional features 

Five models, 4, 1%, 3, 4% and 
6-ton capacities are available to 
give you a complete line of hoists 
in the most wanted sizes. Here is 
an opportunity to serve your cus 
tomers better— increase your profit 
potential. Write for details of the 
new line which is described in Bul 


letin ADH-78. 


COFFING HOIST 


DIVISION OF 
DUFF-NORTON COMPANY 


806 Walter Street 


COFFING HOISTS 
Ratchet Lever « Air 
Hand Chain « Electric 
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Danville, Illinois 


a 
a al 
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DUFF-NORTON JACKS 
Ratchet « Screw 
Hydraulic « Worm Gear 


William Maish 
Maish Is Marketing Head 
Of Diamond Expansion Bolt 


William Maish was appointed di 
rector of marketing for Diamond 
Kxpansion Bolt Co 

Mr. Maish was previously asso 
ciated with Blaisdell Pencil Co., as 
vice president, general manager and 


i member of the board 


NWSA Sales Up 


Comparative figures compiled b 
the National Welding Supply As 
sociation reveal that members’ sales 
for the fourth quarter of 1959 in 





( 


eased 12% over sales for the samc 


> riod ot 195% 


Kuzmick And Ryan Join 
Bay State Abrasive 


Lester F. Kuzmick and Fred K 
Ryan joined the Bav State Abrasive 
Products Co. ‘They will serve Bay 
State in the manufacture and sale 
of diamond wheels and blades 
Both men were formerly with 
Felker Mfg. Co., in ‘Vorrance, Calif. 
Mr. Kuzmick was vice president in 
charge of manufacturing and M1 
| Ryan was sales manager. 


L. F. Kuzmick F. K. Ryan 





There’s profit in this picture for BCA Bearing 


Specialists ... and engineering help to build it! 


Prospects are unlimited for 
the Bearing Specialist with a skilled BCA 
sales engineer to help you 


Expand your sales field with BCA Ball Bearings. Strengthen 
your hold in the big industrial application market with a 
BCA sales engineer to back you up. He has the product 
application knowledge. He can help you survey plant require- 
ments . . . recommend workable stocks for plants . . . work 
with machinists and foremen or in the “front office’’, 
wherever he is needed. 


The BCA Ball Bearing line is second to none. . . single or 
double row . . . light to heavy duty. The quality line, once 
established —always repeated. Get the full information on how 
to build more business with BCA. Contact Federal-Mogul 
Service now. 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. e DETROIT 13, MICHIGAN 
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STOCK THIS 
PROFITABLE ITEM 


UPSON-WALTON 


Golle] GIs 
DROP FORGED STEEL FASTENERS 
FOR WIRE ROPE 


Made of heavy steel U-bolt for greater hold- Tom Callahan 
ing power. Heavy drop forged steel grooved “= —" ; 
base for maximum strength and cold forged vtar Stainless Screw 
double chamfered heavy hex nuts for added Names Callahan 
strength. All parts Hot Dip Galvanized for , : : 
. l'om Callahan was appointed to 
protection against corrosion. ; : as 
head the jobbing and distributor 


sales, and sales promotion depart- 


Fast and easy to apply because of the free ment of the Star Stainless Screw Co. 
running threads. All U-bolts hot dip galvan- Most recently in a purchasing 
ized after threading. capacity with the Thomas A. Edison 


Co., Mr. Callahan comes to Star 


The Assurance of Safety! Stainless with a background of more 
than 25 years of vendor relations. 


Manufactured to ; : 
rigid specifica- / Borg-Warner Names Joslin 
tions for maxi- 
mum tough de- , 
pendable heavy- = J. M. L. Joslin was appointed man- 
duty service and 
“Safety” 


To Head Executive Training 


ager of executive training and de- 
velopment for Borg-Warner Corp. 

Mr. Joslin comes to the Borg- 
Warner central office in Chicago 
from the company’s York division. 
; . He joined York in 1948 as manager 
ee a eects of industrial relations. He was elec- 
shipment. Saves time in ted a vice president in 1954. 
merchandising; taking 
inventory and minimizes 
storage space. 


Packed for your conven- 





U-W Gold Clips are designed for maximum Strength 
and Safety with the U-bolts gold chromate coated after 
hot galvanizing for added protection and Color Identi- 
fication, Place your stock order now to increase Sales 
with these profitable and fast selling Wire Rope Clips. 


uU THE UPSON-WALTON COMPANY 
12525 ELMWOOD AVE., CLEVELAND, OHIO 
SAN FRANCISCO + CHICAGO «© NEW YORK 


HIGHER net profits, faster customer 
service were goals of recent product 
profitability and office procedures stud- 

ies initiated by president J. W. Dad- 
Come see us at Booth (B54 lat the “Triple Mill’’ Convention mun, A.C. Supply Co., Milwaukee. 


Manvfocturers of Wire Rope, Tackle Blocks, Rope Fittings and Crane Hook Blocks 
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If its CARBIDE....... 
We make it! 





———————____ 


SUPER .. . THE TOOLS THAT TESTIFY IN 
THEIR OWN BEHALF BY GIVING 
LONGER LIFE AND PRODUCING 
AT LOWER COST 


Super Tool Company maintains a large stock of drills, reamers, 
counter-sinks, milling cutters, and many other industrial tools. If 
we don’t have the tool you want, our ‘specially trained product 
engineers will visit your plant, review your operation and suggest 
a tool to best fit your specific needs. Super Tool has the men, the 
equipment, and the know-how to give you the finest products in 
the tool industry 


The next time you need a Carbide drill, reamer, end mill, or any 
specific Carbide tool, call the men at Super Tool Company, they'll 





give you the best service and highest quality products 


DETROIT * ELK RAPIDS, MICHIGAN * GLENDALE, CALIFORNIA 





TOQkL COMPAN Y 


21650 HOOVER ROAD Division of Van Norman Industries, Inc. DETROIT 13, MICHIGAN 
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weners waar MUAY LELL 


PRE-SOLD MARKET...GREATER POTENTIAL 


ee . ®; 


The MARVEL name is well known to the majority of your prospects 
because it has been closely identified with metal sawing leadership for more 
than 50 years. More metal sawing equipment at work today bears the 
MARVEL name than any other. Every MARVEL Sawing Machine 

offers an opportunity for blade business, and this pre-sold market gives 
MARVEL Blade Distributors a big advantage. The location, tyve, 

and size of every MARVEL Sawing Machine is known. We can tell a 
MARVEL Blade Distributor exactly where his potential market is located. 
Armed with this information, the Distributor is able to concentrate 

his efforts for more productive and profitable selling. 


QUALITY OF PRODUCT 


MARVEL invented the unbreakable high-speed-edge hack saw blade many 
years ago to provide a cutting tool capable of matching the speed and 
efficiency of MARVEL Sawing Machines. Since then, a continuous blade 
development program, including test and evaluation on the heavy duty 
machines they are designed for, has kept MARVEL High-Speed-Edge 
Hack Saw Blades in a foremost position. Only MARVEL — with its many 
years of machine and blade experience can offer a blade exactly 
matched to the capabilities of the modern hack sawing machine. 
MARVEL Distributors have complete confidence in the blades they sell. 
There are none better in the market. 


SPECIALIZED SALES ASSISTANCE 


MARVEL maintains a large field engineering staff concentrating 
exclusively on metal sawing machines and blades. Through years of 
training and experience, these qualified experts can help develop for 
MARVEL Blade Distributors an opportunity to sell machines by showing 
prospects how to improve their sawing operations. Every customer or 
prospect welcomes the chance to get better, faster, lower cost metal 
sawing. MARVEL men know how to obtain it through the 

proper use of blades and machines. 
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OFFERS THE DISTRIBUTOR 


UNEQUALLED DISTRIBUTOR POLICY 


The MARVEL Cutting Tool Sales Policy limits the number of stocking 
distributors according to the market potential in the area, thus 

keeping the MARVEL line an extremely profitable one. 

Under the MARVEL Machine Sales Policy — a unique and realistic plan 
which is neither “exclusive” nor “open”, but better than both — 
MARVEL Blade Distributors are encouraged to seek out prospects for 
any sawing machine in the extensive MARVEL Line, and the Policy assures 
that each Distributor will gain full benefit from his direct sales efforts. 
In point of fact, MARVEL Blade Distributors, because of their effort in 
selling MARVEL Hack Saw and Band Saw Blades, are in an ideal 
position to identify and cultivate the prospects for sawing machines. 
The MARVEL Machine Sales Policy is fair to all Distributors because it 
recognizes and rewards individual initiative and effort. Investigate 
MARVEL — the opportunity for a Distributorship may be 

available in your area. Write us today. 


INDUSTRIAL DISTRIBUTION e MAY, 1960 











NEW... Red Seal pisc 
24 3 — o_o Pa 
Oo] Gh mre) mun ai. 47-12 bh 


for correct 
installation 


long screws 


MACHINE SCREW ANCHOR 


with PRETESTED 
sb HOLDING POWER 


Now available in 10-24 and '"'-20 sizes. Samples on request 


DIAMOND EXPANSION BOLT CO., INC. 


Garwood, New Jersey 








HYDRAULIC PACKINGS ) 
.. Leathe \MPREGNATED WITH 
THIOKOL, ACCRILOIDS, SILICONES, 
or WAX FORMULAS 


Detailed engineering data and specification sheets furnished on request 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, ILLINOIS (Established 1916) 


GASKETS and WASHERS 


. cut from all types of non-metallic materials, such as: 
Leather # Accopac @ Asbestos @ Rubber «¢ Silicone 
Nylon ¢ Fibreglass ¢ Felt ¢ Fibre © Cork © Vinylite 
Teflon ¢ Viton “A” ¢ Mylar, etc. 
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David D. Black 
Cincinnati Milling 
Appoints David Black 


David D. Black was appointed to 
the new position of assistant sales 
manager for distributor relations of 
the Cincinnati Milling Products Di 
vision, ‘The Cincinnati Milling Ma 
chine Co. 

Mr. Black joined the firm in 1952. 
In 1956 he was appointed advertis 
ing manager and in 1957 was named 
sales promotion manager of the 
products division. 


Revere Acquires Hutchinson 


Hutchinson Mfg. Co., of Hous- 
ton, maker of electrical distribution 
systems and lighting systems, has 
been acquired by Revere Electric 
Mfg. Co. of Chicago. 





GOOD HOUSEKEEPING, efficient 
use of space characterize warehouse of 
Kalamazoo Mill Supply Co., Kalama 
zoo, Mich. Pictured are warehouse 
man Larry Pickett, president Albert 
Kimball and warehouse superintendent 
Delbert Stevens. 





important : NEW MODELS... 
rath’, am aaleletiit in 1/2,1 and 2 tons 


roy me ial= 


Di 


, hy | FASTER SPEEDS... 
lodsitar ELECTRIC HOIST for speedier, low cost materials handling. 


FEATURES INCLUDE: | LARGER CAPACITY... 


e@ Safe, Heavy Duty Performance for a wider range of lifting jobs, 





e Lowest Headroom 


9 Wei Melia Cane | GREATER SELECTION... 


from a complete range of capacities and 
e@ Fully Enclosed Components speeds...1/8 to 2 tons and 8 to 60 fpm 
: lifting speeds. 


e@ Self-Adjusting 
Magnetic Brake 
@ HERE'S YOUR OPPORTUNITY 
to slash lifting and handling costs. Put 
these new Lodestars to work where 
their increased speeds and capacity 
e@ Minimum- Maintenance Operation match your maximum requirements. 
a Many thousands already in service 
demonstrate that you, too, can benefit 
from more efficient handling, lowered 
costs and increased productivity. 
A ARON sor RR Seas oe amen 
CHISHOLM-MOORE HOIST DIVISION 


Co/umbus McKinnon Chain Corporation 
TONAWANDA, N.Y. 
NEW YORK e CHICAGO e CLEVELAND 


In Canada: McKinnon Columbus Chain Ltd., 
St. Catharines, Ont, 


e@ Ultra-Modern 
Electric Braking 


e CM-ALLOY Flexible Link Chain 


..» THE FIRST TRULY HEAVY DUTY 
VERSION OF THE SMALL ELECTRIC HOIST 








Request catalog and name of 
local stocking distributor. 
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Saf-T 


artan * 


HIGH SPEED STEEL BAND SAWS 


These Saws are outstanding for their quality, made possible 


by out latest Spartanized heat treating methods 


CUTS FASTER LASTS LONGER 


SPARTAN 


Regular, Skip-Tooth and Hook-Tooth types 


CONTROLLED HARDNESS — Super hard teeth, 
with tough flexible back, scientifically accom- 
plished by our own Spartanized methods. 


HEAVIER FEEDS—HIGHER SPEEDS—Sof-T-Bands 
will hold hardness longer at higher speeds, per- 
mitting heavier feeds, on tougher and harder 
metals. 


LONG LIFE—Spartan’s Saf-T-Band, puts hundreds 
of high speed steel teeth into cutting action, re- 
sulting in longer life and much less down time. 


THE SPARTAN SALES POLICY 


We sell only through Distributors, give full protection 
and DON’T OVERLOAD TERRITORIES. 


SPARTAN Distributors don’t find another SPARTAN 


just around the corner. 


Spartan and their Distributors are partners in— 
POLICY -PROMOTION—PROGRESS—PRODUCTS—PLANNING 


ADVANCE INVITATION 


HEADQUARTERS AT CHICAGO, MAY 23-25 


Booth No. 569 


We Invite You to Stop and See Us 


SPARTAN SAW one: INC. SPRINGFIELD, MASS. 
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Bruce A. White 


Skinner Chuck Appoints 
Bruce White 


Bruce A. White was appointed 
field representative for both chuck 
and valve lines in western Mass., 
eastern New York, northern Conn., 
and Vermont, by Skinner Chuck 
Co 

\Ir. White recently completed 
the Skinner sales training program 


Ohio Valves Names Wilson 
New York Sales Manager 
Frederick H. Wilson was ap 


pointed district manager for the 
New York City valve sales depart 
ment of Ohio Brass Co. 

\Mir. Wilson has had eleven vears 
experience in valve sales. 

His territory will include New 
York State, cast of Rochester; north 
ern New Jersev, western Massachu 
setts and Connecticut, and Ver 
mont. 


Frederick H. Wilson, Jr. 








The handiest tool imaginable for b 

fittings, conduit and pipe. Gets into plac 
impossible to reach with a pipe wren 

yet weighs only one-third as muc 

Jaws open to 414 inches. Forged fro 

tough tool steel, beautifully nickel chron 
ptated. Oil-proof plastic dipped a 

bonded handles if desired. Overd 

length 16 inches. Weight p 

dozen 29 Ibs. 4 o 


The DIAMALLOY 
Groove-Joint Line 


<—" a 
= s 
’ a Shown actual size, 
- HL16 ° gripping 2-inch pipe 
———- j union, 


The letter ““P’’ in the stock number indicates plastic handles. 


e1FN [e}, | >i gele) & 


EST. 1908 





Proof Coll Chain * BBB Coil Chain * Hi-Test Chain ¢ 
Log Chains * Cow Ties © Weldiless Coil Chain (Double 
Loop) * Tie Out Chains ¢ Halter and Dog Chains ° 


Wagon Chains ¢ Pump 
Chain * Liberty Coil 
Chain * Machine Chain 
* Passing Link Chain 
* Sling Chains * Sash 
Chains * Trace Chains 
* Chain Hooks * Re- 
pair Links * Porch 
Swing Chains ¢ Lock- 
Link Pattern Chain ¢ 
Jack Chain. 


=—on display stands in re- 
usable plywood drums or 
metal WESCO Pail-Paks. 


WESTERN CHAIN COMPANY 


1819 


BELMONT AVENUE e@ 


~ 
CHICAGO 13, ILLINOIS 





et re) me dali leat hile 
alola Pr 4eolait- mCi gialel-1e- 


LIGHTWEIGHT 


POWERFUL 


EASY TO 
HANDLE 


ONE PIECE 
HOUSING 


Faster orinding...less operator fatigue 


Wilson’s new Horizontal Grinders speed grinding, 
buffing, wire wheel work and many other metal 
removing and finishing operations. Available in vari- 
ous sizes and models, with speeds ranging from 3100 
to 12,000 r.p.m. Write for Catalog PT-58. 


Twso3 


poate) 7 tome 1] Ble), al, [on 
21-11 44th Avenue, Long Island City 1, New York 
BETTER TOOLS FOR BETTER WORK 


INDUSTRIAL DISTRIBUTION @ MAY, 1960 








James A. Holland 
Jacobs Mfg. Names Holland 


Southern District Manager 


James A. Holland was appointed 
Southern district manager by the 
Jacobs Mfg. Co. 

Mr. Holland was sales representa- 
tive for the firm in Dallas and now 
assumes responsibility for sales and 
distribution in the southeastern and 
southwestern states. 


Samuel Moore Co. 
Appoints Grumney 


Arthur O. Grumney was named 
assistant sales manager of the De- 
koron Products Division of Samuel 
Moore Co. 

Mr. Grumney joined 
Moore & Co. in 1957. 


new appointment, he 


Samuel 
Prior to his 

served as 
Southern California representative 
for both the Dekoron Products and 
Synflex Products Divisions 


Joyce-Cridland Names Petry 
Industrial Sales Manager 
John G. 
district manager for the 
Cridland Co., 
iger of the industrial division. 
Petry, who joined the Joyce-Crid- 
land staff in 1957, will now super- 


Petry, former western 
Joyce 
was named sales man- 


vise operations of the division’s 35 
manufacturer’s representatives and 
engineering distributors in the U.S. 
and Canada. 


Fafnir Moves In Milwaukee 


Fafnir’s branch office in Méil- 
waukee, Wisc., was moved to 7]] 
West Capitol Drive, Milwaukee 6. 





NEW PROFITS 


NEW Forged Steel 
PIPE FITTINGS 


Weatherhead steel pipe fittings 
are rugged, dependable for high 
pressure applications. They are 
precision machined from AISI 
121.14 material to meet GMC di- 
mensional standards. Weather- 
head’s exclusive ball-drilling 
process leaves no edges or sharp 
corners, eliminates turbulence 
and insures smooth, full flow. 
Corrosive resistant Weathercote 
finish is standard on these fit- 
tings, permits their use with all 
types of hydraulic fluids, water 


22) NEW PRODUCTS 


Ory WEATHERHEAD 


WEATHERHEAD’s continued research and 
development of new products assures distrib- 
utors of new and continued profit opportuni- 
ties. WEATHERHEAD offers a complete line 
of steel and brass fittings, industrial hose, hose 
ends and assemblies for a wide variety of in- 
dustrial applications. WEATHERHEAD’s 
long-standing reputation for high quality 
products is backed-up by years of trade ac- 
ceptance and hard-hitting national advertis- 
ing efforts. If you’re looking for a line with 
products, promotion and profits . . . you're 
looking for WEATHERHEAD! 


and air. 


e— 


SPECIFICATIONS 


NEW ‘‘Seal-Nut’’ 
makes every PIPE joint LEAKPROOF! 


Pressure Rated at 3,000 p.s.i. working pressure 


Proof Tested: 15,000 p.s.i. in sizes up to 114” 


SAVE—expensive maintenance 
costs—labor and downtime. 


SAVE—valuable fluids 


All threads are American Standard Taper Pipe Threads beng Ag ‘or Si 
—Dryseal (N.P.T.F.) No pipe compound required. 
Quick, easy installations in 
cramped quarters where wrench 
clearance is limited. 


r 
Re-usable Seal-Nuts are aneco- 
 NMomical substitute for straight 
thread “O” ring boss fittings 
using original female pipe 
ports. Seal-Nut gives you posi- 
tive seal on directional fittings 
like tees and elbows 
without distorting 
mounting bosses or 
damaging expensive 

valves and pumps. 


10,000 p.s.i. in sizes 1142” and up 


Each fitting is marked with its individual rating 


KS 


Lid 


OT} 


— 
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STREET ELBOW 


Ay . 4 SPECIFICATIONS 
| {y’ > b 
| S3—~/ ~Y 


—— | Ps 
é i BS 
& LBS 


NLS” 
SS_1 BS 
45° ELBOW 


ELBOW 


MATERIAL—precision-machined of AIS! 12L14 steel; 
insert of molded virgin teflon. 


PRESSURE RATING—up to 3,000 p.s.i. Proof-tested 
at 15,000 p.s.i. up to 114” size and 10,000 p.s.i 
for 144” and larger. 


TEMPERATURE RANGE—from —100° to +-500° F. 


THREADS—will seal standard or Dry Seal pipe 


Available in a wide range of sizes and styles to meet most threads—new or used. 


piping requirements REUSABLE—may be used over and over again. 


VACUUM TESTED—at 10% greater than rated volume. 


YOUR SINGLE SOURCE SUPPLIER OF ALL INDUSTRIAL HOSE AND FITTINGS NEEDS 


BRASS & STEEL FITTINGS * HOSE & ASSEMBLIES * TOOLS & ACCESSORIES 


"52 oo AC fit ae 


THE WEATHERHEAD COMPANY ¢ FORT WAYNE DIVISION 
Dept. 1D-5, 128 W. Washington Bivd., Fort Wayne, Ind. 
tn Canada: The Weatherhead Co., Ltd., St. Thomas, Ont. 
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Supreme CENTURY Series Chucks— Supreme PRECISIONIST Keyless 
Chuck — 


Supreme HERCULES Series Ball 
Bearing Chucks — 








J 


. 
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as 0 gsory EVER 
VERSATILE prRitt accesso 





most 


Envelope stuffers and hard selling 
product literature on all items — 
su PREME ‘ including Supreme’s great speed 


reducer for portable drills, Versa- 
matic. Imprinted. 











Supreme ACCUTAP Series 
Tap Chuck — 


bh 


Supreme IM-PAK Series for impact 
Tools — 


en 7 ote” 
THE FINEST t ND aXe 
+ 


Supreme PROFESSIONAL Versamatic 





i | 


TURN PAGE 


THE BEST TO SEE THE 


ANNOUNCEMENT AD 
ON SUPREME’S NEW 


4 
D 1 PROFIT-MAKER 
THE MosT hJ/LAJ : FOR DISTRIBUTORS 


MILLERS FALLS, MILWAUKEE, PET, PORTER-CABLE, SKIL, STANLEY, THOR, WALKER-TURNER and others. 


SUPREME 
FAL PRODUCTS 
S) Gt 


, 


Detail sales help for distributors 
whenever it is needed. Let Supreme 
representatives help you land and 
keep the big chuck accounts. 


ILL & FACTORY 
METALWORKING 
WESTERN MACHINERY 


Advertising support that presells 
Supreme to every distributor 
prospect. Supreme’s ads appear 
regularly in leading industrial and 
metalworking magazines. 










(a 





For fast, intelligent, 
local service, order 
from your industrial 


supply distributor. 


= 





FOR THE FIRST TIME...A PRACTICAL 
INEXPENSIVE TAPPING ATTACHMENT 
FOR USE ON ANY DRILL PRESS 


THE SUPREME VersaTAPPER... 


0-12” Tapping Head 


tor 3 @ COMPLETE WITH TAP CHUCK 
@ BALL BEARING SPINDLE 
@ RUNS IN OIL 
@ MINIMUM TAP BREAKAGE 


ON-AND-OFF A DRILL PRESS IN SECONDS! 


Here’s the Tapping attachment for drill presses that does 
everything! Taps in any material, at any size up to one- 
half inch, and does it easily, efficiently, economically. 
Arrange a test in your plant soon—you'll be glad you did. 
Two models to choose from: Model 6100, with straight 
shank. (see photo). Model 6200, with No. 2 Morse Taper 
Arbor. Each model just sixty-three dollars, complete. 


Signe, VersalAPPER 


DRILL PRESS TAPPING ATTACHMENT 


GUARANTEED BY THE MAKERS OF 
SUPREME BRAND CHUCKS 






SUPREME PRODUCTS 
CORPORATION 


2222 S. Calumet Ave. 
Chicago 16, Illinois 


DIVISION OF ASR PRODUCTS CORPORATION 


HOTTEST 
DRIVE 
PLUS EXPERIENCE 





Ever had a knotty problem involving selection or application of a timing 
belt drive? You'll agree that it certainly helps to have the benefit of experience 


and technical assistance. Both of these are very real and valuable components 
of the timing belt drive “package” that Wood’s distributors can depend upon. 
Add to these “plus” features Wood’s enviable, long-standing reputation for 
product quality and aggressive selling help and you have fewer headaches, 
less maintenance, satisfied customers and more profit. 


Consider, too, the many new and revolutionary products which have 
resulted from Wood’s energetic engineering program . . . products designed to 
give you a real competitive edge. And there are other equally important facets 
of Wood’s program to assist you .. . fast-acting, expanded, regional sales- 
engineering-management teams . . . comprehensive market data to pinpoint 
product potential . . . new, liberal, written sales policy . . . stepped up adver- 
tising and promotional activities. Add them up and you'll find that Wood’s 
gives you .. 


MORE OF EVERYTHING TO HELP YOU SELL MORE EASILY 
AND MORE PROFITABLY. 


T. B. WOOD’S SONS COMPANY CHAMBERSBURG, PENNSYLVANIA 


ATLANTA + CAMBRIDGE + CHICAGO + CLEVELAND « DALLAS 
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e GIVES YOU AN EXCLUSIVE PRODUCT 








e GUARANTEES MORE SALES TO MORE CUSTOMERS 


e@ WEJ-IT permanently 
anchors in seconds the 
smallest fixture or the 
heaviest machinery in con- 
crete, masonry, stone, 
steel, plastic, any non- 
frangible- material. 


e WEJ-IT has greater tensile and 
shear strength than any compar- 
able fastener. 


e@ WE)-IT will not loosen under 
constant vibration. 


e Cuts installation time up to 
90% —No special tools needed. 


INDUSTRIAL DISTRIBUTION ¢ MAY, 





1960 


Carborundum Appoints 
Sales Training Head 

Hi. B. Jorgensen was appointed 
Supervisor, sales training section in 
Niagara Falls reporting to the sales 
manager and assistant sales manage 
of Carborundum Co. Ile was for 


merly a salesman in the Chicago 
District. 
Sales Changes 

M. F. Jenkins, formerly a sales 
man in the central Indiana territor 
is appointed field sales engineer in 
that territory 

H1. Porth is appointed salesman in 
a new Indianapolis territory; he was 
formerly in the Rockford, Illinois 
rea 

Rk. R. Kerrigan succeeds Mr. Porth 
in Rockford. Mr. Kerrigan was a 
sales trainee until now. 

K. W. Martin replaces P. R 
Junod in the Syracuse territory. Mr 
Junod was promoted to Philadelphia 
district sales manager 

W. W. Spiller, formerly a sales 
trainee, is appointed salesman in the 
Buffalo territory, succeeding Mr 
\lartin 

J. Hi. Jones is a salesman in the 
new Arizona general territory. He 
was formerly a coated salesman in 
the San Diego-Arizona territory 

G. S. Schroyer, previously a sales 
trainee, is now a salesman in the 
Salt Lake City territory replacing 
I}. A. Japely who was promoted to 
district sales manager, area A, of the 
Chicago district 


Weller Appoints 
Pappalardo, Winkelmann 

Andrew Pappalardo and Russell 
Winkelmann joined the sales force 
of Weller Electric Corp. 

Mr. Pappalardo will service ac 
counts in Ohio, western Pa., western 
New York, and West Virginia 

Mr. Winkelmann will service ac 
counts in Michigan, Indiana, and 
western Ohio 


Enters Partnership 


J. D. McLaurin, Denver manufac 
turer's re presentative, entered a part- 
nership with Frank Bendik, under 
the name of MaclLaurin-Bendik and 
Associates. 





Philadet chia’ GNESYOU Cvewthing 
...FOR STEADY SALES AND PROFITS! 


Coupled Lime - 


Chain Hoists and Trolleys of every kind, to 
meet the widest variety of requirements in 
every industry. Your market is everywhere. 
New products or improvements constantly 
being developed. 


MODEL “R" ALUMINUM CLOSE HEADROOM RATCHETLIFT 


SPUR GEAR HO al ALUMINUM TROLLEY HOIST HOIST 


@\ 
Every “Philadelphia” product is built to the Bs ie: ; | 
highest standards for materials and work- RAY : f | | 
manship—you can sell each unit with com- : 
plete confidence that it will deliver long, ; 
reliable service. : : 5 


} LOW HEADROOM ARMY TYPE TIMKEN BEARING 
C eC MOCE 144, = TROLLEY HOIST TROLLEY HOIST SPUR GEAR HOIST 


Capacities ' to 24 Tons Capacities: ', to 10 Tons Capacities: ', te 25 Tons 


ra) 


The “Philadelphia” line is well-known to users 
in every industry—by reputation, consistent 
advertising in leading trade papers and Re al 
directories, and through other forms of kal 


ee hiladelphia’ TROLLEYS \2 ‘ Philadelphia 
publicity. Plain and Geared » ECONOMY TROLLEYS 
Capacities: *< to 40 Tons : Capacities: *; to 2 Tons 


7ll Cocperuliou- a 


ASSEMELY 


Whenever called upon, ‘Philadelphia’ is = ¢ 
generous in before-the-sale assistance and 
after-the-sale service — from the home office 
or branches. Imprinted literature is available 
to help your sales effort. You'll like doing 


business with “Philadelphia’’—and you'll find THE “Philadelphia” LINE... Direct 
it pays! Route to Profitable Distributor Sales 


pOElpZ 
ky <3 


For Standard I-Beams 6" to 12" 

















CHAIN go noIsTS 
Philadelphia HOIST DIVISION 


OF INDUSTRIAL ENTERPRISES, INC. 
DOYLE and HAMILTON STREETS + DOYLESTOWN, PA. 


SALES OFFICES and WAREHOUSES IN PRINCIPAL CITIES THROUGHOUT THE JU. S. 
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EWAIN'S 
UST: 


TAPES 


Sizes from 6 ft. to 12 ft. 


NOW EACH IN 


BELT 
HOLSTER 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- ™ 

ings in measuring tapes! 

Greater convenience and perform- 
ance — with no increase in cost! 
Your customers will see it in our big- 
space ads in industrial, purchasing, 
hardware and consumer publica- 
tions — and they'll want it! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced, vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. 


YOUR COMPANY NAME 
ON TAPES. 


Evans tapes con be supplied with your com- 
pany name ond advertising on each tape 
for presentation to your customers. It's o 
wonderful way to build good will. Available 
in individual gif? — 
package 


Send for illustrated 
folder #5807. 


Ewatea RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 


266 





L. G. Johnson 
Cleveland Cap Screw 


Promotes Johnson 


L. G Johnson was appointed 
Northern 
manager by 
Screw Co 

Mr. Johnson, who will work out 
of the Francisco 
warehouse, will supervise sales opera- 
tions throughout Northern Califor 
nia from Fresno north to the Ore 


California district sales 
The Cleveland Cap 


company’s San 


gon border 


Socket Screw Division 


Moves Within Chicago 


The Chicago district office and 
warehouse of the Socket Screw di- 
vision of The Bristol Co., moved to 
new quarters at 2040 North Haw- 
Melrose Park, III. 

facility 
panded office and warehouse space. 


thorne Ave., 


The new provides ex- 


Illinois Tool Works Buys 
ACF Virginia Facility 

The Illinois Tool works purchased 
all U.S. and Canada manufacturing 
rights to the electronic module and 
capicator components developed by 
ACF Industries, Inc., for use in 
radio and television circuitry and 
various defense projects. 

The Alexandria, Va., facility of 
ACF, where the devices are made 
is included in the transaction, and 
patents awarded to ACF for special 
machinery developed for mass pro- 
duction of the components have 
been assigned to the purchaser. 

ACF Industries will retain foreign 
marketing rights. 
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Reg. U. S. Pat. Off. 


N. 10 FILE CLEANER 
PCRULAR With Distributors 


cLey top Us. Pat Ove 
L£AN 


Steel Back, Frame, and Face 


CLEANS 
ALL TYPES OF FILES 


Because a good file is worth cleaning, 

skilled workmen in railroad shops, air- 

craft factories, mills, mines, shipyards, 

vocational schools, and industrial plants 

of all kinds use the COLTON’S No. 10 

File Cleaner. The soft steel tapered pick 

is furnished to remove the more obsti- 

nate substances. The COLTON’S File 

Cleaner is of strong metal construction 
-no wood—no nails—no glue... 
SOLD ONLY THRU DISTRIBUTORS 

Write for prices and samples. 

Tempered 

steel bristies 

are here mag 

ified to show 

proper align- 

ment and 

spacing 


rE. C. KNUDSON 


$ MANUFACTURER 
Dept. M—616 W. Randolph St. Chicago 6, Ill. 
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GRINDING 
WHEELS 


WHEELS 

ARE PROFITABLE TO SELL 
BECAUSE THEY’RE 
PROFITABLE TO USE! 


With Macklin’s broad line and brand 

preference, you can offer your customer a complete 
line of ‘Wheels of Profit’’. Practically every 

plant you call on is a prospect. 

Because dependable wheel performance 

is a part of every Macklin wheel, your customers 
enjoy improved production, and you can 

expect outstanding repeat potential. 

IT WILL PAY YOU to make Macklin your 

source for bonded abrasive products. 


Please write for detailed information 
VISIT OUR BOOTH 


+436 


at Triple Industrial Supply Convention 


me © 





ACKLiN company 





Wheeling COUPLINGS 


for the “Right Connections’ 


r SERVICE and QUALITY 


your orders are 





y-controlled and precision 
engineered to A.I.S.I., A.P.I 
A.A.R., or other specifications 
to 16" 1 types Carter B. Haley 
i for our free condensed 
log today 
eling Couplir 
eXceL-ed since 191& 


WHEELING MACHINE PRoDUCTS CO. 
WHEELING, WEST VIRGINIA 
West Coast Factory — - Woodlake, California 


Pi 


E. I. Olson 


| use Rettrick : : : Carter nny ery: 
; lo Durkee-Atwood Board 
Conveyor 


Belts! = - |i : Carter B. Haley was elected vice 


president in charge of the industrial 





division, and a director of Durkee 
Atwood Co. 

E.. I. Olson was named sales man 
ager of the industrial division. 

Mr. Haley has been associated 
with the firm for ten years, most re 
cently as vice president in charge of 
industrial division sales. 

it Mr. Olson joined Durkee-Atwood 
Visit us at BOOTH 714 | .¢c 
NEW ENGLAND MATERIAL HANDLING SHOW “ in 1946. He has been chief field 


JUNE 6-7-8, 1960 ; ss 
Commaoiedeatn AMMEEY oaroN, MantacwueNTt TEs : engineer for the industrial division. 


For over 70 years, Hettrick conveyor Write teday for complete data on McK: _— >I. 

belting has led the way in reducing pro- Hettrick conveyor belting—or ask our MeKay F xpands Plant 
ductioi. costs arning economy divi- representative to call. he McK . broke or | 
dends for the greatest names li American STITCHED CANVAS BELTING « SOLID | 1c CNa\ Co., TOKE ground in 


Industry. WOVEN BELTING + RUBBER BELTING York, Pa., for a $500,000 expansion 


Regardless of need, there’s a type of * NYLON AND CANVAS SLINGS « ; 
Hettrick belting just right for you. even T{ARPAULINS « WEB STRAPS « PAINT- program which will include new fa- 


if it has to withstand temperatures up to gps’ pROP CLOTHS 
1100° F. Our Engineering Department 


will give immediate attention to your cK ufacturing stainless steel and hard 
problem, furnishing recommendations on H ETTRI ] 


1 surfacing welding electrodes and au 
your particular need. TOLEDO 1, OHIO 


cilities and greater capacity for man 


tomatic and semiautomatic welding 
7O Years of Progressive Leadership 


WI1TCS 
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Two good ideas, of course! And that’s why the Grobet File Company, 
one of America’s leading manufacturers of industrial files, is happy to 
introduce—within the span of four weeks—two major advancements 


in the design of rotary files. They are: 


FACET TOOTH*: a momentous innovation in edge 
design which removes more metal faster, 

and increases the life and efficiency of Tungsten 
Carbide files up to twenty-five times 


((// BI-DEX*: a file that embodies a special construction 

al — which reduces chatter and build-up of chips at the tip of 
rotary files, eliminating the ‘‘dead area”’ at the head of 
the burr, permitting faster and more even metal removal. 


“Trade Mark 
aan See us in Booth +266 at the Triple Industrial Supply Convention. 


Now what do these ideas mean to you? 


They mean continuous research, resulting in completely new, different products. They 
mean constant self-selling, high-volume re-order profits. They mean attractive easy-to- 
handle packaging with less required shelf space for high unit sales. Grobet's files mean 
heavy national advertising and promotions. They offer industry the most advanced and 
complete line of industrial files available, which make Grobet's files the most desirable 


line for progressive industrial distributors. 


gst! -7 
WA 
263 _ 4 


For selective distributor opportunities, write to: 


Grobet File Company of America, Inc. 


Caristadt, New Jersey Chicago: 311 No. Despiaines St. 
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The BIGGEST BUYS 
in Metal Saws— 
KELLER Power Hacksaws 


JEFFERSON “601” 


A rugged, versa- 
tile saw, 4” x 4” 
capacity, 45 
swivel vise, cast 
base, Oilite bear- 
ings, uses stand- 
° ard 12” blades 
id « ideal for main- 
bs tenance, tool room, light 
production 
Complete with motor, switch, ready-to-go $85.00 
Less motor ONLY, $65.00. Prices F.0.B. Eau Claire, Wis 


WET CUT No. 3cn 


A 654" x 4” saw 
with 45° swivel vise 
built-in coolant 
pump 





tank and 
pressure feed con 
trol 40 to 170 tbs 
automatic tift on 
return stroke, foot 
lift to saw frame 
and other 
tures provide 
fast, economical 
cutting 

Compiete with mo- 
tor, switch, ready- 
to-go $498.00 


HY-DUTY No. 5 
A 10%" x 9” saw with 

all the KELLER Fea 
tures that provide big 
capacity versatility 
and fast cutting at 
Low COsT 

Complete with mo- 
tor, switch, ready- 
to-go, $705.00 


KELLER DIVISION Write for details 


rvice Mi fg. Co. 


2361 University Ave., St. Paul 14G, Minn. 





5 Sizes, 10 Models 





Py the perfect fastener to 

! a hold anything securely in 
‘| 

‘7 hollow walls, 


BETTER THAN NAILS & SCREWS 
Molly allows you to 


actly where you want them not 
just where studs are Ends fix- 
tures, crumbled plaster, broken walls, 
Molly's spider backing won't 
pull through and actually reinforces the 
area in which used 


BETTER THAN TOGGLE BOLTS 


Molly requires a much 


floors, ceilings 


install fixtures ex- 


anchor 


smaller hole and 
anchorage is permanent fixtures 
can be removed and replaced in the 


same anchor 


HOLDS IN ANY KIND OF HOLLOW 
CONSTRUCTION UP TO 1-3/4” THICK 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 

SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


_ MONLY 


CORPORATION 
230Y N. 5th St, Reading, Pa. 

















Mr. & Mrs. R. K. Hopkins and 
Mr. & Mrs. L. J. Monahan 


honored at a cocktail party and din 


were 


ner given by Enos & Sanderson Co., 
Buffalo, New York, industrial supply 
at the Country Club of Buf- 


for twenty-one manufacturers 


firm, 
falo, 
salesmen and their wives 

First place award as the E & S 
Manufacturers’ Salesman of the Year 
was presented to R. J. Hopkins of 
Capewell Mfg. Co 


tion was given to I 


Honorable men 
J. Monahan of 
Beaver Pipe ‘l’ool Co 

In this 
distributor firm, 


contest idea by the Buffalo 
a cast plaque done 
in the Enos & Sanderson colors was 


ind Mr. R. K. Hopkins 
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side nt 


Enos & Sanderson Co.; first 


mention winner I 


1 
; 
nager of Enos & Sand 


unveiled by Mrs. Hopkins and Mrs 
Monahan. ‘The plaque bears the 
names of the two winners. 

Mr. Hopkins received a pair of 
and Mr. Monahan was 
given a desk barometer. 


binoculars 
The wives 
received ladies electric razors. 

Mr. George Enos executive vice 
president of Enos & Sanderson and 
Edward Pelka pre- 


sales manager 


sented the awards at a dinner. 
Enos & Sanderson plans to make 
iffair to 


cooperation 


stimulate 
with the 
salesmen 


] nos & 


this an annual 
interest and 
industrial manufacturers 
who are represented by 


Sanderson 


ind Mr. and Mrs. L. J. Monahan with 





Because... PROGRESSIVE 
CARBIDE 


USERS 
SELECT BY 
Performance 

.. NOT HABIT! 





... Progressive cutting tool 


distributors select ADAMAS$ 





for increased sales and profits 
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‘‘For greater opportunity 
to sell more and profit 
more, contact me 
today. We are expanding 
again in 1960 to keep 

up with the rising demand 
for Adamas products 

by progressive 

carbide users.” 


FRANK W. HOGAN 
Marketing Monager 





after 


S61 SMARTS SOLDERING 


ee: STARTS WITH 
os diem oe THIS SPOOL! 


( _ a pose neceeanne” 
\ Fiux “f 7 core 


aaion ad “KESTER 
SOLDER 


Distributors “in the know” 
are well aware of the reasons 
why Kester SOLDER enjoys 
such widespread industrial 
acceptance . .. which is why 
so many of them sell it. Be- 
sides strong sales turnaver 
advantages, it offers greater 
profit potential. “Smart” 
thinking? Smarter selling. . . 
with Kester! 





FIND OUT WHAT'S doing with Kester distributors. Do it today! 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue * Chicago 39, Illinois 


Newark 5, New Jersey * Anaheim, California * Brantford, Canada 


Over 60 Years’ loninanieoa in Solder and Flux Manufacturing 





, 
? that’s my driver! 


a 
ww 


It’s a 


Service men all across the 
country agree .. . there’s no other screw 
driver or nut driver with the built-in comfort 
of the VACO “comfordome” handle. Makes service work 
easy! Enjoy the luxury grip of a VACO...the driver that 
gives plenty of power, yet is always kind to hands. 

Next time choose a VACO and feel the difference! 


Manufactured and Unconditionally Guaranteed by 


VACO PRODUCTS CO., 317 E. Ontario Street, Chicago 11, Illinois 


In Canada: VACO-LYNN PRODUCTS CO., LTD., Montreal 1, Que 
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Milo L. Schaefer 


Schaefer Joins Wood’s 
In Newark-Hartford Area 


Milo L. Schaefer joined the 'T. B 
Wood's Son's Co., as district sales 
manager for the Newark-Hartford 
territory 

Mir. Schaefer was formerly district 
manager for Gates Rubber. He wil 
now have jurisdiction over northern 
New Jersey, New York City, Con 
necticut and Rhode Island for T. B 
W ood’ s Sons Co 


American Chain & Cable 
Buys Electro-Mech. Corp. 


Electro-Mech Corp. of Norwood, 
N. J. manufacturers of control svs 
tems and associated control appara 
tus was purchased by the American 
Chain and Cable Co 

Electo-Mech was founded by 
Paul A. Sutton, in 1953. He will 
continue with the new subsidiary as 


its president and general manager 


Holmes And Miller Join 
Cushman West Coast Staff 


Dale F. Holmes joined the West 
Coast staff of Cushman Chuck Co., 
mid will cover Southern California 
ind part of Arizona 

Robert . Miller will be respon 
sible for Northern California and 
Nevada 


Granet Appoints Mayberry 


James Mayberry was appointed 
representative in the Detroit, Pitts 
burgh, and Buffalo area for The 
Granet Corp. 





HAVE YOU TAKEN SIDES IN 
THE BELT DRIVE REVOLUTION? 


The change from Multi-V to Multi-Wedge is revolution- And far, all Multi-Wedge drives are offered in the 
izing belt drives. A simple change in shape gives the same belt and sheave sizes 

Wedge Belt greater efficiency. Thus the number of be! There is, however, an important reason for preferring 
can be less, diameters can be reduced 30 the Worthington Multi-Wedge drive. Worthington makes 
center distances cut 20%, for the same trar the QD (Quick Detachable) sheave—the industry’s largest 
power. In fact, Multi-Wedge drives re seller—in the complete range of Multi-Wedge standard- 
savings up to 20 ized dimensions. This sheave, with its two Golden 


Because of this potential saving, it oO industry's Screws, appeals to plant operators because of its positive 


, . . t 
advantage to design Wedge-Belts into new equipment a locking arrangement—easy on... easy off... always tight. 


soon as convenient. But Worthingtor com- For Multi-Wedge drives, Worthington maintains a 


7 viata n hoth Iti. — ' 7 : 
plete requirements in doth Multi-V and 1 Wedge large stock of its QD sheaves and Worthington-Goodyear 


drives until the latter has completely Wedge belts from coast to coast. For information call 
Are you worried about interchangeability of brar your Worthington distributor listed in the yellow pages 
I rankly, five out of the eight leading drive oft your phone book Or write Worthington Corporation, 


now offer Multi-Wedge, as well as the Mult lrive Section 79-28, Oil City, Pennsylvania. 


The cord layer near the toy 
s, however, only efficient 
areas). Because more of 


Wedge belt is more efficient tt | 
cdge C > for Multi-Wedge drives 


he clamp screw simplifies inst< 1, assures permanent align- 

V BELT : 

———— me and makes It poss 1 Set screw without causing hub 

WW \8/ c) ) sattian Geet wlan ntvic runout. The eat seoue nénieite 
D / f y drift’ by the key rely in place. You install QD 


an heaves easil ne part at a tim { change in speed is required, 





on the hub which remains 


WEDGE 


Because the smaller Wedge be 
have been reduced without lo 
are available in three standard sectio } \ 


and S5V sheaves cover horsepower range ro 


to order 8V sheaves will be used for 200 to 2,000 hy 1 4 n a. WORTH | NGTON 
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reasons our ads always Say... 





“ORDER AMERICAN CHAIN 
FROM YOUR DISTRIBUTOR” 


1 * BECAUSE in AMERICAN CHAIN’S plan of distribution, the 
distributor has always been the master link. Our policy is one 
of full partnership with our distributors. They do more than 
just stock a complete line of chains, fittings and attachments 
appropriate to their type of wholesale operation. They are 
also kept up-to-date on the latest information about new 
products, new improvements, packaging changes and, of 
course, changes in prices and profits on American Chain 
products. Moreover, they are advised about new products in 
advance of introduction so that there’s always ample time 
for ordering and stocking before customers first read about 
them in trade paper advertisements. 


2 e BECAUSE the AMERICAN CHAIN distributor is, in effect, 
our representative in his locality. Back of him stands our 
Regional Warehouse and our District Sales Office whose 
salesmen are qualified to furnish a wealth of information on 
the subject of welded and. weldless chain for all purposes. 
And back of all these men is the American Chain & Cable 
Company, Inc., of Bridgeport, Conn., and the American Chain 
Division at York and Braddock, Pa., and the famous Acco 
Giant trademark which for decades has meant the standard 
of value in chain. 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. « Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore., *San Francisco 

*Indicates Warehouse Stocks 
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MORE 
th == 
SALES! Sea 


That’s what you get as a distributor for Bristol © 2210s wavs 


BRISTOL BACKS YOU UP 


. and the traffic lights are always green on these roads! Fast Distributor Service 

Bristol gives you the finest line of industry standard hex socket screws to es re ig a — 
sell plus a complete line of famous Bristol-originated Mutiple-Spline socket umvuaaiad iy ; ‘ype 
screws. E-Z order form has net prices; photo- 

And you get such door-openers as WRENCHKING, the phenomenal new end copied to end error. 
wrench sensation, the Bristol automatic feeder-driver that speeds produc- Speedy order filling, pricing, stock con- 
trol methods 


i r your cus ers >» new miniature button-head ¢ at-head socke 
tion for your customers, the new miniature button-head and flat-head socket ° Punetianat balbender sethantes, 


screws (Nos. 0, 1, 2, and 3) ... ideal for the electronic industry and other 
industries making high-precision miniature assemblies. Promotion Kit Advertising 

These are just a few of the big advantages you get as a Bristol distributor. * Easy-to-read catalogs, brochures. 
¢ Concise technical and product data. 
* Smart self-mailers, envelope stuffers. 

Planned program for mailings 

why we can say, Bristol offers you more roads to sales. A.0.2 Heavy schedule of national ads. 

: Publicity, displays, trade shows. 

Distributor opportunities are still open in few localities. Inquiries welcomed. All inquiries referred to you. 
The Bristol Company, Socket Screw Division, 126 Bristol Road, Waterbury 20, Conn. 


There are many others, more than we can detail here. They are all headed 
for the same goal: More sales for you and more distributor profits. That’s 


Precision socket screw manufacturers since 1913 . THE 


=] iby pe] & 


COMPANY 
Socket Screw Division 


A Subsidiary of American Chain & Cable Company, Inc 


at Conference Booth 364 At Triple Industrial Supply Convention. 
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A Personal Message | 


from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


Manheim Manufacturing 


and Belting Company 


Man Veelos cist 


creasing Vv 
ing the new Veelos 

Recently I yzed orders for the 
first five months after the 
introduced. During 
Veelos distribut« 
three 


utors are in- 
demonstrat- 


Tool 


belt sales by 


anal 
tool was 
that period, 21 
ht it. Fifty- 


ilmost 4a) 


rs boug 
distributors 
total 
dozen or more. The 
that the 53 4 
purchased the 


per 


cent of the purchased two 


ones who have 
their sales of Ves 


Some distributors give 


a Ve 


their 
with a 


cus- 
tomers los tool reel of 
belt. One 
new customer 
ten feet of b 
Other 
arouse 
sell the 
the belt 


dist-ibutor gave a tool to 


s with a purchase of 
It, for a limited time 
distributors use the 
belt 


ilong 


tool to 
and 
with 


interest in the v 


tool at full price 


not in the busine 
there’s enough 


Now, we're ss Of 
selling tools However 
evidence to that the Veelos 
Tool, when properly demonstrated, 
will lead to belt 
tool 
includes $1.50 


prove 
increased \v sales 

The list price of the is only 
$2.75, which profit 
for you when you buy in dozen lots 
Where 


on so small 


so much 
an investment’? And, as 
I said earlier, that’s only the begin 
ning. The real pay-off in increased 
Veelos L-0¢ 


tour Cbtypruda; 


NEW! VEELOS TOOL : 


A fast, safe way 
to uncouple link 
v-belt from a 
stock reel and 
install it on a drive. 
struction; 


else can you make 


t sales 


® 


All-steel con 
rust-proof cadmium 
plated finish; tempered steel points 
provide extra strength; a perma 
nently set spring assures depend 
able spring action 


eeeeeeeeeeeeeeeeeeeeeeee 


THE BALANCED 


LINK V-BELT 


MANHEIM MANUFACTURING 8&8 


MAN 


. BELTING CO 


NHEIM 10, PA 


Philip A. Kubik 
Viekers Ine. Names Kubik 
District Sales Manager 

lip A. Kubik was 


promot 
i 


Flexonics Selects Site 
For New 


\. S. Krom 


General Offices 


Free World Nickel Ample 


iption of ni kel 


lL hompson hairman 


National Nickel ¢ 
1960 
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X-4 
GEARED HEAD 
WRENCH 


wile) {3 ates * LESS EFFORT 


is NOT a 

ratchet 

J wrench but a 
HEAVY-DUTY GEARED TOOL 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
= compactly for maximum 
trength .. . minimum weight 


EFFICIENT! — Eliminates the need for 
man-power. One man can use 
it anywhere. Unequaled where 
is limited. 


extra 


space 
SAFE! — Allows workman to perform 
without excessive strain or 
Hazards of impact or sledge 
type wrenches are eliminated. 


VERSATILE! — Light — compact. All 
standard torque wrenches can be used 
with the X-4. Available in 3 sizes. 
Torque icities up to 4000 foot 
pounds. 


his qguues 


fatigue 


Cape 


For complete information see your 
local distributor or 
write direct to 


The 

X-4 CORPORATION 
1D-5 

WEST ACTON, MASS. 





Triple Industrial Supply Con- 
vantion, Chicago International 
Amphitheater, May 23-25, 
9.990 a. m. to 5:00 p. m. Re- 
| ance Eooth #255 





EATON-RELIANCE 


FASTENERS 


unseen muscles 
in assembled products 


Because the initial cost of a fastener represents 
only a minor part of the total cost of “using” it in 
an assembly, the bulk of your fastener savings 
will come from these features: engineering assistance 
to insure use of proper fastener, ease of handling 
on the assembly line, stock availability and service. 
Metal quality, strength, vibration resistance, 
durability and manufacturer’s reputation are also 
important parts of your “fastener package.” 

You can get all of these things by specifying 
Eaton-Reliance fasteners. They’ve been 
used by manufacturers of assembled 
products for almost half a century. 


Write for our new 16 page 


full line catalog containing 
Mee, g complete information. 





6. 
RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE MASSILLON, OHIO 


SALES OFFICES New York °* Cleveland * Detroit * Chicago * St. Lovis * San Francisco * Los Angeles 
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GLOBE'S New Line of 
Industry Standard Gears 
offers these features . 
to Distributors: 


* 


More complete interchangeability 
with other leading lines. 


Competitive Pricing with 
greater Distributor Profits. 


Gears Only! No other items 
to conflict with existing lines. 


Individual packaging of shelf sizes for protection 
and ease of handling. 


Write for Distributor information and Pocket Catalog. 


GLOBE STOCK GEAR DIVISION 


34th & Clearfield Sts. «+ 


Philadelphia 32, Pennsylvania 





SERVING 


278 


MORE Top Producers use 


HEXACON SOLDERING IRONS 


Was 





INDUSTRY’S 
NO. 1 


HEXACON 


SOLDERING 





Follow the Leaders and Use HEXACON 
HEXACON ELECTRIC CO. 


138 WEST CLAY AVENUE 
ROSELLE PARK, NEW JERSEY 


Write for Catalog showing the most 
complete line of Industrial Soldering 
lrons and Long-Life HEXCLAD Tips. 


INDUSTRY FOR A QUARTER OF A CENTURY 
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New Products Key To 
1959 Record For Skil 


Bolton Sullivan, chairman of Skil 
Corp., commented in the annual re 
port to stockholders that the key 
to a highly successful year was the 
introduction of more new products 
than ever before. 

During the year the firm brought 
out seventeen new Skil is 
placing increased emphasis on re 


tools. 


search and development to meet the 


expected demand for power tools 


Riverside-Alloy 


Appoints Butler 


John L. Butler was appointed to 
the Chicago district office of River- 
side-Alloy Metal Division, H. K. 
Porter Company, In 

Mr. Butler was a sales engineer 
for Associated Spring Corp. since 
1935, prior to joining Porter. Before 
assuming his duties in Chicago, Mr. 
Butler was given an intensified train 
ing at the 


Alloy plants. 


course three Riverside 


Boston Woven Hose Plans 
Hohenwald, Tenn. Plant 
[he Boston Woven Hose & Rub 


American Biltrite 
, plans to construct 


ber Division of 
Rubber Co., In 
a new plant in Hohenwald, ‘Tenn. 

he new plant will occupy ap 
proximately 200,000 sq. ft. and will 


cost approximately $3,000,000 


Robert Murphy 


Joins Corning Glass 


Robert D. Murphy joined Corn 
ing Glass Works as a member of the 
board of directors and president of 
Corning Glass International. 

Mr. Murphy was fomerly Under 
Secretary of State for Political 


Affairs 


G. E. Names Brewer 
To Puget Sound District 


I'red A. Brewer was named man 
ager of the General Electric Co.’s 
Puget Sound sales district of the 
Large Lamp department. 

Mr. Brewer, who joined G. E. in 
1938, will work out of Seattle. 





4 TIMES BRIGHTER THAN REGULAR SAFETY COLORS! 


Fluorescent 
-_ Safety Paint 


pen | GS 
leer, GC 


| 


first aid barricades safety 
stations helmets 


—_ 





—IW\\\ 


| Hundreds of Uses! 


pipes and crane fire 


valves hooks extinguishers 











ai — lm 

2) ANAN | SELLS ON SIGHT! 
=> =. These are the government tested, high visibility colors you 

A ape —_— 

“= spark and elevator and your customers see and remember on safety-marked 
stamping areas doors civilian and military aircraft . . . glowing safety colors that 
demand immediate attention from dawn to dusk outdoors 
and under all in-plant lighting systems. HI-VIZ handles like 


- és a regular paint—flows on easily for brushing, spraying or 
A> _ roll-on . . 


a>.0 — . lasts indefinitely indoors and up to 2 years 

(rer) , igs outdoors when applied as directed. The thousands of 
xX KW LL inquiries generated by HI-VIZ inserts are proof HI-VIZ Safety 
emergency explosives Paint has applications in industrial plants . . . municipalities 


stop buttons vaults .. . military installations . . . wherever better visibility can 
reduce accident occurrence. That's why HI-VIZ sells on sight! 

















NATIONALLY ADVERTISED WITH FLUORESCENT INSERTS! 


Full-page fluorescent in- 


at ane. Als for your complete ‘‘Sell-on-Sight’’ 
PATIONAL HAZARDS, 


MAINTENANCE and a Distributor Marketing Kit. There are 
BEST'S SAFETY MAINTE- ~ “ 7 


NANCE DIRECTORY! several desirable territories open on 


— —_ } ’ this fast-moving safety paint. 
ws . 


Nationwide publicity campaign! 

Fluorescent literature . . . Color LAWTER CHEM iCALS, inc. 

Demonstrator . . .‘‘One Hun- 

dred and One”’ uses brochure, Dept. ID 3550 Touhy Ave. + Chicago 45, Ill. 
Safety Paint Kit... fluorescent color-coded labels! 
promotes immediate use! 


+ AMbassador 2-8400 
San Leandro, California - CHICAGO + South Kearny, New Jersey 





Last year, traffic accidents killed 37,000, injured 1,400,000 


.--and they wasted Fiwe Billion Dollars! 
Traffic accidents’ human toll is so tragic we sometimes overlook their 
staggering economic waste. Five Billion Dollars in lost wages, medical 
expenses, Insurance costs and property damage! Your business—every 
business—shares in this loss. So you have a double interest in helping 
reduce traffic accidents. And you can help! Drive safely and obey the law 
yourself ... certainly. But go further. Use your influence to promote safe 
driving and urge strict law enforcement. To make your efforts more effec- 


tive, join with others working actively to reduce traffic hazards in your 


® 


community. Support your local Safety Council! 


Where traffic laws are strictly enforced, deaths go DOWN! 
Published in an effort to save lives, in cooperation with the National Safety Council and The Advertising Council. 
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5 new Black & Decker Tools make the 
most complete line even more complete! 


No two ways about it . . . there’s nothing like a com- 
plete line when you’re trying to satisfy customers and 
sell tools. That’s why these five feature-packed Black 
& Decker arrivals spell s-a-l-e-s for you: 


NEW Shorty Drill—a real fistful of power for a 
multitude of jobs. Gets into the tightest corners, yet 
provides plenty of finger room for flush drilling. Dual 
fan adjacent to off-set drill head keeps operator’s 
hand cool and comfortable. 


NEW No. 25 Vacuum*— especially designed for 
offices, warehouse bin cleaning . . . wherever a slim, 
easy to carry cleaner is required. High fashion styling 
plus light weight and 360° swivel head are features 
your prospects will really like. Nos. 35 and 65 units 
are restyled for faster selling. 


NEW 4’ Reversible Special Drill originally design- 
ed for pole work will find a market wherever the job 
demands a drill that backs its own bit out. 


No other portable electric tool line is as complete 
as your Black & Decker line. You can knock on any 
door and find a B&D prospect! 


*Pat. Pend 


NEW MICRO CLUTCH SCRUGUN® NEW NO. 18 SHEAR is the easiest- 
drives screws to depth set; handling, fastest-cutting 
prevents marred finishes, lightweight shear you've 
screwheads, broken bits. ever seen. Gets in tight spots. 


bre 
Yack & Deckers 


QUALITY ELECTRIC TOOLS 











By dramatizing the folly of makeshift methods, tl 
fellow recently helped step up sales of Set-up a 
Hold-down Tools for ArmMstronG Distributors. 
imprinted mailing pieces, he directed buyers to th 
local Distributors, while ARMSTRONG national adv 
tising carried the same message to 2,235,719 rea 
ers of leading metalworking publications. 

Imprinted Distributor salesmen’s hand-outs (p 
tured at left) provided.a more permanent reminc 
of the name of the Distributor stocking ARMSTRO 
Set-up and Hold-down tools. 

This campaign—similar to others that are cc 
ducted at regular intervals —was typical of 
efforts put forth by ARMSTRONG in a constant a 
continuing program aimed at creating sales 
ARMSTRONG Distributors. Other aspects of this p 
gram include inquiry-forwarding, point-of-purch 
displays, continuous national advertising, act 
show participation, an abundance of promotio 
material; and above all, an alert, aggressive sa 
force whose every effort and thought is direc 
toward sales through Industrial Distributors. 
your ARMSTRONG Salesman for further informat 
regarding this program. 


ARMSTRONG BROS. TOOL CO 
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wee eeeee. nd this 
Automatic Salesman 
is ready to work 


for YOU now...... 


This latest addition to the ARMSTRONG program of point- 
of-purchase sales aids is typical of the constantly expand- 
ing and improving merchandising technique being utilized 
by ArMsTRONG. In addition to the rotating merchandiser 
pictured, eight new wall-type stock boards are now being 
introduced. These boards feature various types of wrenches, 
power sockets, “C” clamps, and ball pein hammers. 


Product Improvement Sells ARMSTRONG 


Through continued experiment and test over the years, many 

improvements have been introduced which enable ARMSTRONG 

products to sell themselves. A current example of product im- 
provement is the new Ball-joint Swivel Pad 
on ARMSTRONG “C”’ clamps ( pictured at left). 
This swivel pad, which will not come off even 
during the most strenuous’ use, was intro- 
duced to industry in the April editions of 
leading metalworking papers, and is already 
producing a noticeable increase in clamp sales 
for ARMSTRONG Distributors. 

For additional information concerning the 
new merchandisers described above and the 
improved Ball-joint Swivel Pad, consult your 
ARMSTRONG Salesman, or write direct. 





5205 W. Armstrong Ave., CHICAGO 46, U.S.A. 
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a new line of 
air-operated 


hydraulic presses 


RING UP SALES ON THESE FOUR MODELS: 


> 25 tons for general pressing and 
production work. 


t 50 tONS for assembling, straighten- 
ing, and bending in minimum time. 


5 75 fONS for handling heavy-duty 
press jobs quickly and easily. 


150 TONS meets the need for extra- 


heavy press work in heavy industry. 


CHECK THESE IMPORTANT DAKE FEATURES: 


Rapid Ram Approach—automatically 
changes to power stroke when it con- 
tacts the work 

Extra Long Stroke— handles 
pressing jobs more easily. 
Movable Workhead— self-contained, 
easy to center over work. Workhead 
can be purchased separately. 
Modern Design—all operating con- 
trols at convenient working height. 


long 


Write for Bulletin 0-A 


DAKE CORPORATION 
631 Robbins Road 
Grand Haven, Michigan 





WILLIAM HUBERT “HUB” LIND- 
SEY, outside sales manager, Pye 
Barker Supply Co., Atlanta, Ga., is a 
product of Georgia Tech co 


ourse 


operative 





Walworth Gives Salesmen 


Orientation Sessions 


Walworth Co. announced an ori 
entation program designed for new 
salesmen who sell Walworth prod 
ucts to distributors and industry. 

[he purpose of the two-day ses 
sions, 1s to acquaint the men with 
their position in the company 
and stress the sales representative's 
responsibilities and opportunities in 


‘he 


courses will spotlight the firm’s his 


a national industrial sales force. 


tory and future sales policies, adver 
tising and publicity, and manufac 
turing as it affects sales. 


Chapman Valve Appoints 
Manager Of Marketing 
Myles M. Walker joined The 


Chapman Valve Mfg. Co. as man 
ager of marketing 


Chapman Valve 


is a subsidiary of Crane Co. 


Mr. Walker was manager of Ma 
rine Dealer products for Raytheon 


Betts Elected By Engineers 


Harry M. Betts, partner in Dolan 
Sales, 
was elected chairman of the Hous 


Industrial Houston, ‘lexas, 


ton chapter, American Society of 
lool and Manufacturing Engineers. 


Huck Mfg. Names D’Errico 


James A. D’Errico was appointed 
Huck 


Mfg. Co., with offices in the western 


assistant sales manager for 


branch in suburban Los Angeles. 
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DOWEL PINS 
po 


PRECISION BRAND® 
Preferred by Machinists \ 
Distinguished for quality, 


accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND 
dowel pins are made from the 
finest steel obtainable for 


this purpose. They are 
hardened and ground to 

+ ,0001” and are available 
from ‘*" to 1” dia., %” to 6” 


lengths. Supplied in .0002” 
and .001” over basic sizes. 
PRECISION BRAND dowel pins 
are attractively packaged 


and also come in bulk quanti- 
ties. 


SPECIAL 
SIZES also 
AVAILABLE 
Send Us Your 


Specifications 


PRECISION STE€t 
WAREHOUSE, INC. 














Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye" to 12" Standard and Extra 


Strong Weights, Black Grade 
“A” 


Yr" to lV2"Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grade“B” Galvanized, Cold 
Drown in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fttsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 








Brammer Anunounres 


BRAMMER CORPORATION 486 BROADWAY NEW YORK 13, N. Y. 
NEW “HYPOWA” .. . THE ONLY DETACHABLE LINK 
V-BELTING TO USE SYNTHETIC BLENDED 
FILAMENT YARN 


Manufacturers of endless V-belts discontinued the use of 








cotton yarns when they learned that by utilizing synthetic 
fibers a V-belt could be made which offered increased horse- 
ample. 


Ags power ratings, longer life and less stretch. 


table 


Je BRAMMER KEEPS PACE WITH MODERN INDUSTRY! 
te Its To keep up with the progress of endless V-belt manufac- 


gum- 


oad turers, BRAMMER is proud to announce. . . Bi hacze)it).\ 
a NEW Detachable Vee Link Belting made with SYNTHETIC 


BLENDED FILAMENT YARNS, IN ALL SIZES, OFFERING HIGHER 
HORSEPOWER RATINGS, LONGER LIFE, GREATER RESISTANCE TO 
STRETCH AND LESS VIBRATION. . .AT NO EXTRA COST! 


TRY IT: .. COMPARE IT ... 
GET MORE FOR YOUR MONEY! 
BELTING FURNISHED 
FREE FOR TEST PURPOSES! 





SYNTHETIC FILAMENT 
TWISTED YARNS 

















REINFORCED 
PULLOUT” PROOF 
COVERS 


-— 
— 


























I 


‘i ' 6 PLIES 
Now available ... The New “HYPOWA wah aan en festa 
Detachable Vari-Speed Belt by Brammer LINK 


























Sizes from 75” to 4” Top Width 
It's the Best and Costs Less 


BRAMMER CORPORATION 


R log VS-60 
eques coletog 486 BROADWAY NEW YORK 13, N. Y. 














22 


Vikings to pump ait 


When an eastern chemical plant needed 22 heavy-duty pumps to handle 
rubber cement, they selected the new Viking K-288 units. Ability to 
handle viscous liquids under various conditions was of prime importance. 
Other major considerations were: quiet operation, cleanliness and sim- 
plicity in servicing. Compact, pressed steel bases also cut space and 
weight. 


These K-288 pump units are suitable for many different pumping prob- 
lems. Their five gear reducers are interchangeable and permit speeds 
ranging from 280 to 520 R.P.M. using 1750 R.P.M. motors, and 190 to 
420 R.P.M. using 1200 R.P.M. motors. Capacities range from 17 to 164 
G.P.M. Maximum pressure 200 P.S.1. 


Check these pumps for your next pumping job. Ask for catalog CMM 





Columbia-Hallowell 


Promotes Barnett, McManus 


George Barnett was promoted to 
West Coast district manager and 
Robert McManus was appointed 
New York City district manager for 
Columbia Hallowell division — of 
Standard Pressed Steel Co. 

Mr. Barnett joined SPS in 1957 
as a salesman for the industrial 
fastener division. Mr. McManus 
joined SPS in 1958 as a sales repre 
sentative for Columbia and Hallo 
well products in New England. 


Other Transfers 


George Little was transferred to 
Cleveland as a Columbian represen 
tative. He was in the New York 
area the past four years. 

John McGowan, who joined SPS 
in 1951 was assigned to Cleveland as 
a Hallowell sales representative. 

\rthur Henrie was named to rep 


pages 27-28. resent Columbia in the Detroit area. 


VIKING Pp ha p Cedar Falls, \owa, U.S.A 
U ow AN in Canada, It’s ‘‘ROTO-KING’ Pumps 


See Our Catalog In Sweet's Plant Engineer’s File 


He had been an industrial fastener 
salesman since 1957. 





New Additions To Sales 


New additions to the sales force 
are Frank Carbonell, Gerald Mackle, 
Joseph Butch and Harry Lambert. 


* Messrs. Carbonell and Mackle will 
represent Columbia in the New 
York City area. Mr. Butch will 
handle Columbia-Hallowell lines in 


the York-Lancaster-Harrisburg, Pa., 
territory, as will Mr. Lambert in the 
West Coast territory. 


In the best circles 
you'll find they 
use only... 


MHEDA To Hold Exhibition 
At National Convention 

The Engineered Equipment Com 
mittee of the Material Handling 


Equipment Distributors Associa 
tion invites members to submit four 


CAP SCREWS 
SET SCREWS 
MILLED STUDS aa L bb pean : be oe 


CUSTOM in Chicago, May 25-28, 1960. 
SCREW MACHINE \ll photos are to be sent to 
SPECIALTIES Wayne C. Platt, chairman, Photo 
Exhibit, 407 South Dearborn St., 
Chicago 5, Ill. 


photographs of jobs of equipment, 
furnished and engineered by mem 


’ “Wt Oetombler Co: 
“ YORK, PENNSYLVANIA 


« 
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FLEXCO’ 


HEAVY-DUTY 
CONVEYOR BELT 
FASTENERS 
and 
RIP PLATES 


(9 sizes for belts V4” 
to 1%” thick) 


FLEXCO "25-PAK" 


(Economy Package) 


CONVENIENT 
SHIPPING CARTON 


FLEXCO’ 


POWER TOOLS 


bf 


(Use with air or electric impact 
tools for fast application) 


FAR-PUL BELT CLAMPS 


3 MODELS . 











For years, ALLIGATOR and FLEXCO belt fas- 
teners have been “going around in the best 
circles” — in coal and metal mines, crushed 
rock and sand & gravel plants, steel mills, 
chemical plants & mines, and others — wher- 
ever conveyor belts and V-belt drives are in 
operation. But there are still some belt main- 
tenance crews not yet acquainted with the 
complete Flexible line. Don't miss these op- 
portunities for greater sales. 


Flexible’s field 


are factory-trained belt fastener specialists 


Remember: representatives 


. ready to serve you and your customers. 


NEW! BULLETIN NO. V-227 


“CUSTOM MADE V-BELTS INANY LENGTH 
WITH ALLIGATOR V-BELT FASTENERS” 


‘"FOR THE SPLICE OF A LIFETIME’ 


Honible LACING COMPANY 


4633 LEXINGTON ST. e CHICAGO 44, ILLINOIS 








. FOR BELTS THRU 36” 


FLEXCO’ 
HINGED 


500X, 250X & 375 


CONVEYOR BELT 
FASTENERS 
and 
NYLON HINGE PIN 


500X3 500X1 250X 


CARTONS OF 
COMPLETE JOINTS 


Sizes to fit all common 
belt widths.) 


TURTLE’ 


BELT FASTENERS 


—,; 
| (DRIVE-ON TYPE) 


| PERSUADER 
TOOL c~ ‘ 
\ \ ) | 
FASTENER | ¥ 


ONE SIZE—for quick repair of 
rips in conveyor belts. 


ALLIGATOR’ 


WIDE BELT CUTTER 


ALLIGATOR® 


CONVEYOR BELT LACING 


Available in STEEL, STAINLESS, MONEL, EVERDUR for 


WIDTHS. 
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belt widths 14”-60”. 





HOLD-E-ZEE 


HE ORIGINAL AUTOMATIC GRIP 


SCREWDRIVERS 


+ | 

in FEATURES 
in QUALITY 
in VALUE 


ly 
NS 
gs 


For complete customer satis- 


Y MARKET AT ® 


faction, sell the feature- 


packed drivers that give 





all purpose use—sell 


le] 8ehs 27443) 





FEATURES (exclusive) 
include: LOK-BLOK, 
makes blade impact, 
twist proof; GRIPPER 
recedes deep into 
handle; Special Bit, 
recognized as best 

for both cross 


WING PULLEY 


light weight, all-welded steel construction, 


Dodge Taper-lock bushings 


FOR THE TAIL END 


REGULAR 


point screws. 


@ Prompt shipment of popular sizes in stock 


@ Rugged, 


’ 


ID, VAN GORP MFG., INC. PELLA, IOWA 


QUALITY is oytst@nding! Chrome 
vanadium blad Ps . . unbreakable 
Tenite handlég . i ronger 


to last longéri 


F. J. Shepard, Jr. 
Lewis Shepard 
Celebrates 45th Year 
\. L. Lewis and F. J. Shepard, Jr., 
co-founders of Lewis-Shepard Prod 
ucts, Inc., celebrated their 45th year 


GET IN A BETTER PULLEY PROFIT PICTURE 
on all O.E.M. Sales @ No inventory investment © Top profit return with a service-free item 


Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


@ A choice of 3,000 sizes of Unlagged Turn-Clean 


last month as active business part- 


ners in the manufacturing and sales 


LAGGED WING, PULLEY 
FOR THE DRIVE END 


of materials handling equipment 
Che firm was founded in Boston 
in 1915 

Mr. Lewis, the salesman, and Mr 


Shepard, the designer, still continue 


Pulleys — four face selections 
@ More than 700 sizes of the NEW Rubber lagged 


Turn-Clean Pulley 


WRITE FOR CATALOGS AND DETAILS « DEPT. 
PULLEY MARKET AT BOTH ENDS NOW SELL THE PULLE 


S 
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@ An overwrite 


WITH Gor fo TURN-CLEAN’ PULLEYS 


NEW 


to direct the growth and develop 


VALUE is unsurpassed 

Hold-E-Zees give full use 

Plus... yet cost no more 
than ordinary drivers. 


ment of the L-S organization 


Curtis Names Lavely 
Advertising Manager 

James H. Lavely was appointed mn tf Pre-Sold by aggressive na- 
advertising manager of the Curtis tional advertising and out- 
Mfg. Co standing merchandising units. 

Mr. Lavely comes to Curtis from 
Diesel Publications, Inc. where he 


was both editor and advertising UPSON BROS., inc. 


XY | manager. Previously he served as ROCHESTER 14, N. Y 
* NAN editor of ‘The Waterways Journal 


\ THE PULLEY 
— 





yy | 
é 
{L THE 
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MORSE TOOLS 
HELP BUILD CHARACTER FOR EIMCO 








...-Morse tough tools cut smooth, fast holes... help speed 
production of mining machines with guts. 


For rough, rugged power, you can’t beat Eimco mining machines. 
They move rock and ore... carry them up steep grades quickly and 
easily. 


It takes tough tools to make these rugged machines. It takes Morse 
Cutting Tools... the toughest on the market. They cut smoother, 
faster — and last longer. 


Let Morse help you make your tough jobs easy. Call your Morse- 
Franchised Distributor today. He’ll give you the story. 


means “THE MOST” in Cutting Tools 
MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 


Warehouses in: NEW YORK CHICAGO DETROIT DALLAS + SAN FRANCISCO 


vas 


\\ 
\ 


WAN 


Morse means more production... 
smoother, more accurate produc- 
tion ... with every type of cut- 
ting tool from drills, reamers, 
taps and dies, to end mills, mill- 
ing cutters, slitting saws and 
“specials”. So, if you want the 
best from every cutting tool you 
buy, mark your order “MORSE”. 
For if you want Morse Quality, 
there’s only one way to get it 
specify Morse. 


A Division of VAN NORMAN INDUSTRIES, 


: 


INC 


@ 220° 








GOING BIG— COAST T0 COAST 


“LOWEST 


“SALESMEN ne < customers sell them- 
LOVE IT” heen right out of 
“pitting close to —Midweet oe” 

000 volume on " est distributor.* 
ae Sprayon line. : 

—West Coast 

distributor. 


Robert F. Hooks 





Capewell Appoints Hooks 
As Sales Engineer 
; Robert F. Hooks was appointed a 
sales engineer for the Capewell line 
of metalworking products to work 


“LOVE THAT 


JET-PAK” 


“The self-powered 
Spray gun is a 
natural. They 
make their own 


in the Chicago and surrounding 
area, including parts of Indiana, 
Michigan and Wisconsin. 

Mr. Hooks was a customer repre 


aerosols s 
pom rt | sentative for the Illinois Central 


—New England 
distribute * Railroad and prior to coming to 


Capewell he owned his own retail 


*Name on request business. 





H. G. Thompson Appoints 
Hock and Traver 


R. J. Hock was appointed sales 
engineer in New Haven, and Don 
ald E. ‘Traver as sales representative 
in New York State for Henry G. 
lhompson & Son Co 

Mr. Hock has been the New 
York State sales representative for 
lhompson Co. for three years prior 
to his new assignment. 

Mr. Traver, who will succeed Mr. 
Hock in New York, was formerly 
associated with Traver Associates, a 
firm of manufacturers’ agents in 


Philadelphia. 


he = 
FULL LINE=-SINGLE SO 
nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made ‘ 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols \ 
for Industry are distributed on a selective basis through industrial distributors \\ hid 
only. Call today for your Sprayon representative. Industrial Supply Division, ‘ 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. R. J. Hock . E. Traver 
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Another New ARO Air Motor Produces 


... brings you 
SUPER PERFORMANCE 
in new ARO “2200 Series’ TOOLS! 


For SCREWDRIVING 
Forward rotation. Quiet exhaust. 
Model 7856 illustrated, 2,400 RPM 
Adjustable clutch. 


For DRILLING 

Big power in compact size! Quiet 
exhaust. Model 7846 illustrated, 
2,400 RPM. 


For SANDING 

Right-angle sander. Quiet exhaust. 
Model 7944 illustrated, 3,500 RPM. 
Polishers also available 


For GRINDING 

Short grinder, aluminum housing. 
Quiet exhaust. Model 7872 illus- 
trated, 18,000 RPM. 

For NUTSETTING 
Heavy-Duty, Right-Angle. Direct 


Drive. Model 7825 illustrated, 
800 RPM. 


Mighty—and eager to prove it! This great new series of ARO 
super-powered tools gives you more brute power per pound! More 
speed to slash costs on a wide range of assembly jobs. Greater 
safety, too—no shock or spark hazard. 


Every tool is precision-built, and is more easily adaptable to your 
specific application. Your ARO Distributor invites you to job-test 
these new cost-saving tools now without obligation! 


®°AIR TOOLS 


Aiso Air Hoists . . . Automation Tools 

THE ARO EQUIPMENT CORPORATION 
Bryan, Ohio 

Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. 


Aro Equipment of Canada Lid, Rexiale (Toronto), Ontarie. 
Offices io All Principal Cites 
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SPECIALISTS IN SOLVING 
CONVEYING PROBLEMS FOR 


BULK OR PACKAGED PRODUCTS 


R 


TYPE 32 
Bag Flattene 


Working Ar 
up to 60 


the 


oeeeeee 
canegecesesesseor© 
° 
eee? 
ee 
ee? 


. 


NEW LONDO 


gies 


N ENGINEERING CO. 


pt ID 
New London, Wisconsin 


- 


STEEP-GRADE 


a 


Now Condon 


ENGINEERING CO. 


) 


New London also manufactures 
Coal-Chuter 
and Material 
as well as vertical lift, floor-to- 
floor, an 
Write today for full 
on all models 


vibration 


Phone 


Mover 


Crane Announces 


Major Decentralization 


Crane Co. initiated a major dc 
centralization of its manufacturing 
facilities and 


marketing organiza 


tion 
Weslev A. president, 
said the company has been formed 


into five groups, each with its own 
manufacturing, 


Songer, 


8 





enginecring, sales 
and control divisions 

| Charles H. Lovelace, Crane mar 

| keting executive, will head the In 
dustrial Products Group. He will 
have responsibility for the manufac 
ture, engineering and sales of valves, 
fittings, fabricated 


TR-12 SERIES 


ough-Belt 


piping, steam 
generators and powdered metals 
I’. B. Focke, former president of 
sational U.S. Radiator Corp., will 
id Plumbing-Heating-Ain 
mditioning Group 
H. R. Riggs, manager of 
the Crane branch at Pittsburgh, was 
named of ‘The 


third divi 


the 


former 

general manager 

| Crane Supply Co., the 

} S1I0On 

The fourth division, Svstems and 
Controls Group, is expected to play 
in «Important 

| Cr 

| iutomation and 


Ihe 


| tional Group, 1s 


PARTS 
CONVEYOR 
Availat 


part advancing 
into the fields of 


iutomatic valving 


Ill 
le wit! 


h Belt ines entrance 


fifth division, The Interna 
entirely 
C34.. will 
include several newly created or ac 
quired 


Nir 


| ment unites Crane Co. with the five 
| 
| 


il} new 


function in Crane 


and 
i 
companies 


Songer said the new arrange 


that 


since last 


| ‘The 


hrims 


Crane _ has 


purchased 
September. ‘The firms are 
Valve Mfg. Co., 
| Pipe Fabricators, The Swarthwout 

Co., National-U.S. Radiator ¢ orp., 


and Canadian-Pittsburgh Piping 


Chapman 


Harris-Calorific 
| Opens In Mexico 
he Harris Calorific 


| to known as 
| Harris de Mexico, S. A., with. gen 
| 


Co. formed 


rc 


\ 
Cost-Cutter 1 new 


company be 


conveyors 
eral offices and manufacturing fa 
cilities in Mexico City, Mexico 
[he officers of the new company 
are Stevenson M. ‘Taylor, president, 


David Champion, vice president, 


models 


nformation 


| 





and Victor M. Hernandez, general 


| manager 
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HELP 
YOUR CUSTOMERS 
CUT COSTS... 
MINIMIZE REJECTS 


| with 


challenge 


PRECISION SURFACES 


for LAYOUT « MANUFACTURE 
INSPECTION e ASSEMBLY 


More and more manufacturers 
are, as you know, faced with the 
need to hold closer tolerances in 
their manufacturing operations. 


Challenge offers over 300 
standard items of Granite and 
Meehanite Precision Surface 
Equipment items for this pur- 
pose. It will pay to bring these 
to the attention of 
tomers. 


your cus- 


And if they have any special 
needs, we can handle those for 
you too. 


USE THE CHALLENGE INFO-BOOK 


Put this handy 
guide to types, sizes 
and prices of Chal- 
lenge Precision Sur- 
face Equipment in 
the hands of 
customers. 


=e 
he 
x 
Publication 
839 


your 


SE-123 





Grand Haven, Michigan 








aL a Mie ATKINS j sora -WARNER 


=P", _ HIGH SPEED 
LL i02?_ “yO: ae »_ hacksaw blades 
— Ja 
Full line of high capacity hand and power blades now 
ready after 3 years of development and testing... 


The biggest improvement in hacksaw blade performance in 50 years is 
now ready for the industrial trade! ATkINs /Borg-Warner, has produced 
a revolutionary new blade that has actually out-cut and outlasted 
competitive blades 2 to /. During tests extending over a three-year 
period, Silver Streak cut twice as much metal during the use ful life of 


the blade reducing cutting costs 50% Think of what this will mean 


to your customers! 
Companion to ATKINS famous Silver Steel line 


The new Silver Streak line of hand and power hack blades is a fitting 


companion to ATKINS Si/ver Steel line of tungsten blades. Both names 


represent the industry’s highest achievement in hack blade metallurgy 
for the types of cutting each is designed to perform. Both are needed 
by properly equipped shops and production lines 


as much as ASK ABOUT 





Steer S treale_ 
VISIT ATKINS BOOTH No. 733 
Triple Industrial Supply Convention 


MAY 22-25 * CHICAGO AMPHITHEATRE 











fit, ATKINS SAW DIVISION - BORG-WARNER CORP. 


INDIANAPOLIS 25, INDIANA 


*Trademarks of Borg-Warner Corp 


Copyright 1959 by Borg-Warner Corp 
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YOU WIN FRIENDS 


when you sell the best hose and duct 


FLEXAUST HOSE 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1'4" to 36” i.d. 


Easy to install — no preliminary Clayton Dowdy 


layouts or special tools required. 











’ << > 


| Clayton Dowdy Joins 
| Bearing, Chain & Supply 


» be 

<r 
FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling : 
Since 1938, Flexaust distributors have benefited from thou the sales staff of Bearing, C hain . 
sands of repeat orders. For durable, trouble-free installa Supply Co., Dallas, as sales engineer 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Clayton Dowdy recently joined 


He will be responsible for sales and 
servicing a large portion of the firm’s 
Send today for free technical, application and price bulletins Dallas area. as well as its northeast 
THE FLEXAUST COMPANY | ‘lexas and Oklahoma territory. 

100 PARK AVE.. N.Y. 17. 0, Mr. Dowdy has been a bearing 
and power transmission sales engi 
neer for the past seven years, and 
has attended several power transmis 


sion schools offered by manufac 


WANT SU //An 


_oennse Goeckel, Keifer Head Sales 


DISTRIBUTORS! %s - pecan 


William C. Goeckel was ap 
pointed director of sales and Elwood 
M. Keifer was named assistant to 
the director of sales by Snyder 


VOLUME SALES IN EVERY INDUSTRY |e 


In his new capacity, Mr. Goeckel 


The Genuinely Portable ’ will direct all sales of Snyder prod 
Tool That Gives ONE MAN YOU CAN'T BEAT THESE ucts. He succeeds George White 


The Strength of FIFTEEN SELLING FEATURES house, who setived. 


Quality construction in- 3%, * 1 + 1% TON MODELS Mr. Goeckel joined the firm in 
cludes aircraft cable, plated Tested Up To 1% - 1% + 2% Tons! 1947, and was named sales manager 
ese ptemtay scat. 5 eto Lifts Up to 18 Ft.! in 1955, a position he has held since. 
to 50% overload, Accesso- Weighs Only 612 to 7¥2 Ibs.! Mr. Keifer joined Snyder in 1945, 


ries for specialized uses. Notch-at-a-Time Control and has been a sales engineer since 


** $930 1 $3500 Factory Guaranteed! 1953. 











FOR 
MAIL TODAY Weaver Mfg. Names Lawless 


The AMERICAN Gage & Mfg. Co. Name 
130 Bayard Street, Dayton 1, Ohio —— . P . 
Baldwin 86-6149 a pointed purchasing agent of Weaver 


Send us the profitable, Power- nearee ; Mfg. Co., division of Dura Corp 
Pull Distributorship story ) State He succeeds Orville W. Ellis, who 


Thomas W. Lawless was ap- 


is retiring after 40 years’ service. 
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Tutfy Ads 
Spotlight the Distributor 


Tuffy’s continuous advertising 
campaign in leading industrial 

} . 
magazines not only sells the Tuffy Tips 


good points of Tuffy Slings. 


on safe ase of 
si S and Hoist Lines 
It sells the man who sells the win dt 


slings — you, the distributor. 
These ads turn the spotlight on 
the distributor’s skilled, fast 
service on every sling need. They 
play up his qualifications for 
helping solve sling problems. 
They send him business. 


What do sling users think of oe wa "Sasa cso 
Tuffy advertising? Readership a | raga’ > Sa 
studies and a bulging file of 


inquiries— indicate readers take DISTRIBUTORS FILL ORDERS FAST 
notice of Tuffy ads. for Factory-Fitted Tuffy Slings 


If you aren't a goes Bi dogs 
fe s Hosting Equipment 
Tuffy distributor . . . 
To complete national distribu- 
tion, we still have good terri- 
tories open for new distributors. 
Let us send you full information Why Tuffy Gives You More Service Life Per Dollar 
on Tuffy products and the Tuffy = “ 
‘ a ss , " - “ey Sale ¢ - 
distributor plan. ; — -_ 
J : > A er 


= 


FREE Tatty’ tented 9-part hin FREE! 


New Tuffy 


Tuffy } ‘ x Sling Handbook 
Sling e | : 
Handbook a Get in Touch with Your Tuffy Distributor 


‘ 
~ time 


This offer in all Tuffy ads brings e quantity. pe er 

in many sales leads. All are UNION Prva Rope 
turned over to Tuffy distribu- ‘ 

tors. For your own free copy of 
this famous sling manual, write 
Union Wire Rope, 2236 Man- 
chester Ave., Kansas City 26, 
Missouri. 


fARMCO STEEL CORPORATION 





Subsidiary of ARMCO STEEL CORPORATION 


OTHER SUBSIDIARIES AND DIVISIONS: Armco Division + Sheffield Division * The National Supply Company 
Armco Drainage & Metal Products, Inc. « The Armco International Corporation « Southwest Steel Products 
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YOU'LL HAVE EVERYTHING 


in Brush and Broom Supply by Depend- 
ing ON THIS ONE SOURCE . . 


Y OU can meet one brush and 
broom need after the other with the 
CAPITAL line. That's the advantage 
of having a complete line to sell and 
profit with. Quality all the way 
through—prompt service with every . 


order. We urge users to buy through ee 
their local distributor. 


nainanliieaieena eee 








Henry R. Odell 


Beloit Tool Names 


INDUSTRIAL Executive Vice President 
R. Odell was 


BRUSHES 4xo BROOMS ee 
elected executive vice president of 

- the Beloit Tool Corp 
INDIANAPOLIS Mr. Odell will continue 


BRUSH AND BROOM MANUFACTURING CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 


Henry recently 


to serve 
He is 
one of the founders of the firm. At 
with Beslv-Welles 


in the capacity of treasurer. 





one time he was 


( orp. 














model 


**9090"’ 


2to8 
spindles 


model 


sé 500 9 
2to6 
spindles spindles 
drilling rr? drilling 
area : area to 
to 1814" 25% 


Flintkote Enters Pact 
With Johns-Manville 
Johns-Manville 
The Flintkote Co. 
high and low 


Corp. _ licensed 
si area 
to manufacture 
pressure asbestos 
cement pipe, long marketed by J-M 
under the trade 


and will design 


x 
21% 
name “Transite” 
and engineer new 
Flintkote production facilities for 
this purpose. 

Flintkote is planning on entering 
the asbestos-cement pipe field with 
two new plants, one in the Fast 
and one in the West. 


model 


‘400°’ 


2,30r4 
spindles 


ohances for for PROFIT! 


area When you sell the Commander Line, 
F you have the most complete line of multiple 
spindle drilling and tapping units made... 

and you can recommend and sell the 


More 40 ell. More 


Wahl Clipper Corp. 
Adds Wrench Division 


The Wahl Clipper Corp. has pur 
chased the L. C. Wrench Corp. 


right tool for any job. For example, 
there are 7 basic models of the 
MULTI-DRILL, and each model is 
available with options and accessory 
equipment to make it the most effi- 
cient and saleable multiple spindle 
drilling head on the market. 


See us at Booth #313 ASTE Show, Detroit 


4218 W. KINZIE STREET @ CHICAGO 24, ILLINOIS 
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All L. C. Wrench Corp. facilities 
in Milwaukee will be moved to the 
Wahl plant in Sterling, Illinois. 

The name of the new firm will be 
the L. C. Wrench division of the 
Wahl Clipper Corp. The division 
will produce the same line of in 
ternal wrenches for socket wrenches 
and impact tools. 





| NEW! Series 100 


| 


NEW! WILTON'S C-CLAMP 


Heavy duty, 
standard 
throat depth, 
(forged steel). 


| NEW! Series 200 
| Commercial duty, 


standard 
throat depth, 
malleable alloy. 


PERMA- PAD 
SWIVELS 


Guaranteed never 


to come off! 


A 


complete line 
built around 


WILTON 


NEW! Series “D” 
SUPER DUTY 
Heavy duty, 


forged steel. 


quality! 


Series 400 


Regular duty, 


extra deep 
throat, 


forged steel. 


. | 2 
bay 


{ ; 
j i | 
iH 


‘ yy 


Special hardening 


process. 


Series 500 


Regular duty, 


standard 


throat depth, 
ductile alloy. 
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Series 600 
Quick acting, 
modern design, 
ductile alloy. 


} 

| 
ot 
f 


INDIVIDUALLY 
BOXED 

Easy to handle, 
clearly marked! 


Series 900 
Heavy duty, 
standard 
throat depth, 
ductile alloy. 


— 


te 








“Uni-semble the new 


Wilcox- Crittenden common sense 
way to stock and sell turnbuckles 


“Uni-semble” is the new W-C plan of buying forged turn- 
buckles unassembled. Inventory is reduced by more 
than 50% with no reduction in variety of turnbuckle com- 


binations. + + + You're never out of a particular style 
and you save a lot of money. + + + Send for descriptive 
folder on the “Uni-semble” plan for buying turnbuckles. 


You will be amazed at the savings the plan offers you. 


WILCOX-CRITTENDEN 


vision, North & Judd Manufacturing Co 


101 South Main St., Middletown, Conn. 





magnified section of 


BROACH TOOTH blade 





Super-Sierling wit sro» 
ts complete line of Broach Tooth metal cutting saw blades at the 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
Booth *165, Chicago, Ill., May 23-25 


Examine these blades! Their special design can mean new sales for you! 


Ep. CANNE, Vice-Pr f ale P <7 
hy 


DIAMOND SAW WORKS, INC. 


CHAFFEE, N. Y 
Maonvtacterers of Metal Cutting HAND, POWER HACKS, and BAND SAW BLADES [Exclusively Since 1890 
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Republic Supply Shows Gain 
In Ist Quarter Sales 


Ihe Republic Supply Company 
of California, Los Angeles, showed 
an increase in sales of $2,415,532 for 
the first quarter ended January 31, 
1960 

Sales increased from $5,950,567 
for the first three months of Fiscal 
1959 to $8,366,099 for the same 
period this year. Approximately 
$1,900,000 of the sales increase is 
attributable to the inclusion of the 
Perry Kilsby, ‘Tubesupply, and Gar 
Bro Wheel Divisions, which were 
recently acquired. 

Net profit after taxes was $147, 
203 compared to $45,918 for the 
same period last year. 


Robert Wasz Elected Head 
Of Sectional Steel Group 


Robert H. Wasz, general manager 
of Joseph 'T. Ryerson & Son, Inc., 
San Francisco, was elected president 
of the Northern California chapter 
of the Steel Service Center Insti 
tute. ‘The Institute, formerly known 
as American Steel Warehouse Asso 
ciation, has its headquarters in 
Cleveland, Ohio. 

Other officers chosen for the 
1960-61 term are: Sidney H. Diehl, 
president of Foucar, Ray & Simon, 
San Francisco, first vice president; 
Harold H. Sorenson, general man 
ager of California Steel Warehouse, 
Inc., Sacramento, second vice presi 
dent; Vincent J. Sullivan, vice presi 
dent of Gilmore Steel Corp., San 
Francisco, chapter director; and 
Frank B. Steward, district manager 
of U.S. Steel Supply Division, San 
Francisco, secretary-treasurer. 


Dreis & Krump 
Promotes Johnson 


R. Johnson was appointed vice 
president, general sales manager of 
Dreis & Krump Mfg. Co. 

Mr. Johnson has been with Dreis 
and Krump eight years, and was for- 
merly sales manager of the Tooling 
division. 





a 
Small Units for Big Jobs! 
EATON 


7, DYNA-TORO) 


MAGNETIC-FRICTION 
CLUTCHES and BRAKES 


Now Available in a Full Line 
from 134” to 15” Diameter 


Eaton Dyna-torQ Magnetic- Friction Clutches 


and Brakes provide a simple, accurate, responsive 
method of controlling power and motion in 
today’s complex production and processing ma- 
chines. 


The smaller sizes and advanced design types of 
Dyna-torQ Stationary-Field Clutches and Brakes 
enable Eaton to offer a well rounded line, includ- 
ing flange-mounted and bearing-mounted clutches, 
STATIONARY-FIELD, ite aS a noo 
BEARING-MOUNTED and replaceable-face brakes. Unique features of 
DYNA-TORQ CLUTCH design and construction result in worthwhile 
maintenance cost savings. Dyna-torQ units, easily 
Dyna-torQ Magnetic-Friction and quickly installed on new machines or existing 
Equipment Offers these plant equipment, deliver many highly desirable 
Important Advantages: acivannnges. 
Accurate power control 
Dependable motion control Send for this illustrated bulletin 
giving complete description and 
Rapid response specifications covering Dyna- 
torQ Stationary-Field Clutches 
Easy “‘built-in’’ installation and Replaceable-Face Brakes. 
Low maintenance costs 


Compact plug-in type controls—may be 
remotely mounted 


Inter-changeability of parts 


Dyna-torQ Equipment is Available through Dynamatic Distributors in all Leading Cities 


DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3307 FOURTEENTH AVENUE * KENOSHA, WISCONSIN 
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MELLOWES 
Lock Washers 


ARE BACKED 
BY 
MONEY- SAVING 


Service Policies 


In addition to modern functional 
packaging Mellowes has established 
Customer-Service-Policies that save 
valuable time for users and distribu- 
tors. For example 


MELLOWES 
prepays the 
freight on 
shipments of 
200 Ibs. or more 


You save money too, on 
shipments of le than 200 
ib because all shipment 
are made from the nearest 
Mellowes warehouse 


MELLOWES 
accepts orders 


Long Distance 
COLLECT! 


MELLOWES 
simplifies 
your paper 
work 


MELLOWES SHIPS 
from 3 convenient 
warehouse 
locations 


WEST COAST 
MID-WEST AND 
EAST COAST 


MELLOWES 
handles 
orders 
FAST 


Orders for Mellowes Lock ree 
Washers are usually 

shipped the same day re 

ceived, via fast carrier 

from the Mellowes warehouse nearest you! 
Ample stocks of Mellowes Lock Washers 
in all standard sizes assure prompt ship 
ment of your orders 


Mellowes customer-service-policies are de- 

signed to make it easier and less costly to 

buy your lock washers from Mellowes 
the Originators of 
COIN-PAK, JOB 
PAK and other forms 
of Modern Functional 
Packaging 


Write for Latest 
Distributor Prices 


LOCK WASHERS 
THE X21 57 G22\. 60. 


129 E. Nash St. © Milwaukee 12, Wisconsin 


Manufacturers of a Complete Line of Lock 
Washers in alt Standard and Special Sizes, 
Non-Ferrous and Plated in Bulk, Conventional 
ond Special Packages, Coin-Pok and Job-Pok 
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Manufacturer’s Salesmen 
Start Club In Pittsburgh 


he ‘Triangle Club, an 
tion of manufacturer’s salesmen re 
Pittsburgh area, was 
recently formed patterned after the 
Kevstoner’s of Philadelphia 

The officers of the club are, John 
Houston, Nicholson File Co., presi 
dent: Don Cunningham, The Luf 
kin Rule Co.. vice president Edwi 
Hl. Niuiller, ‘he Carboru 
ind Walte 
L.. S. Starrett Co., treas 

The directors of the 
haub, W. O. Barne 


penter, lL ruc 


PAlliZza 


siding in the 


secretary; 


lemper 
Alex Steigerwaldt. Chicas 
Oliver Hokkanen, Nati 
Dnill; Rudolph Zambor 
lools and Robert Breit 


land Twist Drill Co Nutdrivers 
Nir. Miller. secret 


Parise saonagisinrs give the 
into closer contact, by fratemal | — precise fit, 
fellowship, various manufacturers’ reach, 


Xcelite 


igents 


hic, Sex enti tel and torque 
tainment prom Od 


rom wn fit 
fellowship, rather n a 
socket 


mutual welfare to all meml 
Bench stand and 
lockable wall rack 
be manufacturer wents selling in | sets also available 


the Pittsburgh area for manufactur 


ers of industrial supplies and hard- | 
Wa>e, whose poli Vin geneci i l dj 
tribution through jobbers channels A 


lhe members of this 








lotal membership of the lub 


limited to fiftv men 


Dorland Is Sales Manager 


Of Roper Hydraulics, Inc. 


George Dorland was ippointed ; Write 


, for Catalog 160, 
sales manager for Roper Hydrau tterchondising Bieglay 
lics, Inc. industrial pump products Brochure 128, and Price lists 
He joined the firm in 19 


Mr. Dorland will supervise a field 
sales force of twenty-three district 
sales offices in principal ¢ 
U.S. and Canada 


Mr. Dorland had been an out 


ities in the 


ide salesman with an 


ar W industrial Rn Fe DU STRI é 
supply house and an industrial en + A “) . ‘ 
AND TOOLS 


XCELITE, INC ° ORCHARD PARK, N.Y 
W. Pointon, Ltd., Toronto, Ontar 


gineer with a manufacturing firm, 
prior to his association with Roper 


Hydraulics, Inc 





Canada: Charles 
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A Tap on the Job 
is Worth 
Two in the Mail 























PERFORMANCE 
AVAILABILITY! 


YOUR BAY STATE DISTRIBUTOR HAS IT — whether you 
need two flute bottoming machine screw taps for threading 


small parts in automatic production or dry seal, pipe taps for 
stainless steel fittings 


< 
« 
< 
« 
. 
$ 
< 
< 
< 
< 
< 
“ 
< 
< 
< 
< 

‘ 

' 


INFINITE QUALITY CONTROL in the manufacture of Bay State 
taps assures you of long run, precision performance. 

8 NEW FACTORY STOCKROOMS strategically located through- 
out the country continuously stock your Bay State distributor 
tO meet every tapping requirement. And — Bay State’s factory 
trained tapping specialists work closely with distributors to 
assure the most efficient tapping performance for their customers. 
a re ee Call your Bay State distributor and... YOU WON’T GET 
your Industrial Distributor CAUGHT WITH YOUR MACHINES DOWN. 


BAY STATE TAPS 
BAY STATE TAP & DIE COMPANY - MANSFIELD, MASS. 
A SUBSIDIARY OF THE CLEVELAND TWIST DRILL COMPANY 
Stockrooms: New York « Atlanta * Cleveland « Detroit 

Chicago « Dallas * Los Angeles * San Francisco 
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WHEN GETTING MACHINE TOOL BUSINESS 
DEPENDS ON MODERATE PRICE... 


COME TO ROYERSFORD! 


Take this new 22” power drill. With ball 
bearings and V-Belt throughout, it’s the 
only 22’ power drill with the advantages 
of Royersford Quick-change V-Belt Drive 
and V-Belt Feed 








Requires only standard 1 h.p. 1750 rpm 

motor. (21’ model also available.) And 

this is just one of the fine Royersford 

machine tools that enable you to meet 

customer demands for sturdy, practical oe a hee 
tools—at moderate cost—that are so William G. Simpson 
essential in maintenance shop work. 

Find out how you profit by recommending Simco Supply Co. 
popular Royersford machine tools ‘‘where . ; 

quality counts, but price is the deciding Formed In Atlanta 
factor.” WRITE FOR COMPLETE LITERA , : 
TURE AND PRICES William G. Simpson is president 


of the recently organized Simco 
Supply Co., Atlanta, Ga. Other of 
Also: Wet & dry type power 


leve 
hack saws, ratchet & lever president and secretary, and Hubert 


type arbor presses foot | \I l : l : 
OOdYV, VICC president ali tTCdas 
presses FOUNDRY & MACHINE CO. 
ure! 
ROYERSFORD, PENNSYLVANIA he new firm is quartered at 495 
Since 1882 | Piedmont Ave., with approximately) 


9,000 sq. ft. of office and warchous¢ 


Distributors Sell. . . = 


Denison Engineering 


Names D. J. Arnold 


D. J. Arnold was named regional 
| | manager of the new North Central 
Float Va ves region of Denison Engineering Di 
vision, American Brake Shoe Co 
BECAUSE they know repeat orders and 


good profit will follow | Mi \rmold will be responsible 


BECAUSE they know Keckley Float for the sales of Denison equipment 
Valves will give their customers many in the state of Ohio. and parts of 
years ot satisfactory service 


BECAUSE it is easy to sell Keckley Michigan, Pennsylvania, West Vir 


Float Valves—they have so many ginia and Kentucky. 
good strong talking points 


» & Qs? 
BECAUSE they know they can get Since he joined the firm in 1952, 


ANGLE OR GLOBE prompt shipments as Keckley carries he has served as a field engineer: for 
i aay ao complete stocks not only of Float =e mans and controls. and 
o Ing 2e ilo otem one Ti | , ‘ 
Size roi ee Valves but Temperature Regulators, LyaTaunc | ] , 
No. 15—Balanced. Double Seated Pressure Regulators, Strainers, Safety as district manager of the Detroit 
Size /2’’ to 12 and Relief Valves 
ze V2" to district office. 


Write for 46th Anniversary Catalog No. 58 


0. C. KECKLEY COMPANY 


General Offices and Factory 
3400 CLEVELAND ST., SKOKIE, ILLINOIS 


Tr . ) 
Sallie GaaETE Meiiicaters uncheiam © Pleut Velees ert H. Hamilton in the Philadelphia 


Strainers @ Solenoid Valves .@ Reducing Valves 


Three Field Engineers 

Ernest Cummings was appointed 
a field engineer in the western Pa 
ind West Virginia area, J. D. Schaff 
ner in the St. Louis area, and Rob 


sales area for the Denison Engineer 


Pop Safety Valves @ Relief Valves 





ing Division. 
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Sitting pretty 
with ten Morse exclusives... 


for one-source coverage of power transmission needs and customer satisfaction 


Morse Chain Company, the one complete source for power trans 


mission products, delivers more exclusives for maximum coverage 
and unmatched selling power; insures customer satisfaction with fast, 


right-now delivery 


BASIC DRIVES: H-E Roller Chain; A.S.A. Standard Roller Chain; 


Double Pitch; Implement and Attachments; Leaf Chain; Morse 


Rocker Joint Silent Chain; Hy-Vo® Drives; Morse ‘““Timing’’® Belts 
Sprockets; Morse Taper Lock stock and made to order 


FLEXIBLE COUPLINGS: Morse Morflex, with pre-loaded neoprene 


biscuits, single and double; Morflex Radial; Morflex Drive Shafts 
High Torque Nylon; Flexible Roller and Silent Chains 


SPEED REDUCERS: Eberhardt-Denver PoweRgear®: Worm Gear: 


Helical; Gearmotors; Conveyor Drives; Miter Boxes. 


CLUTCHES: Morse-Rockford Pullmore; Over-center; Over-running; 


Morse Torque Limiters; Morse-Matic Centrifugal. 


REMEMBER: Only Morse Chain Company offers so many 
exclusives and so much selling power because it’s the one com- 
plete source for power transmission products. Get the 
profitable facts by writing: Morse Chain Co Dept. 23-50, 
Ithaca, N.Y. Export Sales: Borg-Warner International, Chicago 


se Chain of Canada, Ltd., Simcoe, Ontario 


BW 


A BORG-WARNER INDUSTRY 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 301 





GET 

PROFITABLE 
FACTS ON | 
CHICAGO LOCKS | 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and 
sample of envelope 
stuffer P-104 


Chicago Utility Lock 


Get literature for specifications 


75-111 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data 


Whatever your requirements, there's a rugged 


Chicago Lock that's right for the job 





CHICAGO LOCK CO. 
2030 North Racine Ave. + Chicago 14, Illinois 


Ducommun Discusses 


Possible Combination 


It was announced 


jointly by 
Ducommum Metals & Supply Co., 
Los Angeles, and McCormick Steel 
Co., Houston, that the board of 
directors of each company author 
ize their managements to discuss 
the possibilities of combining 
McCormick is a 15 vear old steel 
warehousing chain with 1959 sales 
of about $8,000,000, 


$513,000, 


earnings of 
centers in five 
cities, and sales offices in four mor¢ 
It is contemplated that McCormick 
will continue its 


SCTVICC 


name and 
operate under the direction of its 
present 


Own 
management as a wholly 
owned subsidiary of Ducommun 

‘Total assets of the two companies, 
if combined, would approximate 
S53U UUU0 LOU 


Porter-Cable 
Names Goewey Treasurer 
R. R. Goewev was named treas 
urer and chief financial officer of 
the Porter-Cable Machine Co. He 
will continue his present duties as 
ontroller 
he treasurer's post is being re 


linquished by Mr 


for more time on jong range plan 


I'vo to free him 


ning and management functions 
\Ir. Goewer 


in 195] as 


joined Porter-Cable 
issistant controller and 
1956 He 


Columbia 


was named controller in 
with the 


where he 


was formerly, 
Mills, 


treasure! 


served as assistant 


R. R. Coewey 
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ARE YOU IN 
LOVE WITH 
YOUR PRODUCT? 


ls your company blinded by love of 
the products it uses? Are they do- 
ing an acceptable job? Are you 
satisfied with them just as they are? 

Competition continues to develop 
superior products that do a better 
job. JANETTE Gear-Motor spe- 
cialists can help you improve your 
product. 





C F 

Gear-Motor f 

@ To manufacture a Gear-Motor 

® To mount a motor ona gear box 

@ To produce custom built Gear- 
Motors 

@ To make aluminum frame Gear- 
Motors 


Even though you love your product, 
you owe it to yourself to call in 
JANETTE... For the best Gear- 
Motor... competitively priced... 
to meet your modern needs. 

Be in love with your product if there 
is none better. /n the Gear-Motor In- 
dustry, make your big love JANETTE. 


GEAR MOTORS 
anette SPEED REDUCERS 
oe 
JANETTE—Morton Grove, Ill. 
| A subsidiary of Victor Adding Machine Co. 




















om BA 
yl 


ALL CAPITOLFITTINGS 3. 
give you these | 
benefits 


nn 
ee 
\ay 


ee, 







SAVE MAKE-UP TIME 
ASSURE PRESSURE TIGHT JOINTS 


Careful inspection assures true alignment for faster make-up. Army-Navy 
gauging procedure guarantees full formed threads for pressure tight 
joints with any CaPiToL screwed fitting. The same care and skilled 
workmanship for all classes of CAPITOL pressure fittings 

assure trouble-free installations. 


COMPLETE PROTECTION FROM CORROSION 


All Caprrov fittings are fully protected against corrosion, 
Job-determined coatings that have proved most effective are applied 


according to general uses of each type of fitting. Special coatings are 
available when needed. 


ASK YOUR DISTRIBUTOR 
FOR CAPITOL FITTINGS 


Specify CAPITOL to assure job-tested fittings. Steel 
fittings assure no sand holes, no porosity. Every 
CAPITOL fitting equals or exceeds all published 
specifications for its size and pressure, 

All are conveniently packaged and 

protected to ensure delivery 

in factory finish condition. 


/ 
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MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 


COLUMBUS, OHIO 


Noltonal Dolioit 


profitmakers 
for 


distributors 


“DA” 
DUAL ACTION 


Unique ‘“‘Dual-Action”’ air sander cre- 
ates no heat . . . makes no swirls or 
abrasive scratches . . . paper does not 
fill up. Superior for sanding primer 
surfaces, removing gloss, removing old 
finishes. Its new on the market and 
there are thousands of prospects. Our 
new abrasive kit for demonstration 
will help you sell. 


“MITY-MIDGET” 


Reliable, popular, proven . . . all de- 
scribe the ‘‘Mity-Midget”’ orbital action 
air sander. Powerful, lightweight, and 
vibrationless . . . it cuts sanding time 
and lewers costs. And, it is a dependable 
profitmaker for industrial distributors. 
Write today for our new catalog. 


NATIONAL-DETROIT, INC. 
ROCKFORD, ILLINOIS 








_ Joins Stanco Co. 


| Standard Seamless Tube Co 





| Iron and Steel 





John H. Miley 


John Miley 


John H. Miley joined the Stanco 


| 
} 
| 
| 
Co., Dallas, 


as special representa- | 


| tive | 


Mr. Miley joins the Stanco Co 
after spending eight years with an 
other cutting tool house in Dallas 
Prior to that, he was tool engineer 
for a 


large aircraft manufacturer, 


| 
| 


and also for a large oil well equip 
ment manufacturer, both located | 


in the Dallas area | 


Wiewel Retires 
From Crucible Steel 


Walter H. Wiewel, vice 
president of Crucible Steel Co., re- 
tired after fifty years of service in 
the industry. He will 
tinue to be associated with the firm 


Senior 


steel con- 
as a consultant. 

Mr. Wiewel obtained his first job 
in steel as an office boy with Cam 
bria Steel Co. Since then he has 
worked for, Jones & Laughlin Steel 
Corp., National Tube Co., Trent 
lube Co., United Alloy Steel Corp., 
, and 
Timken Steel & Tube Co. 

During World War II, he served 
with the War Production Board, 
1951, served with the Na 
tional Production Authority. 

He is a member of the 


and in 


American 
Institute, 
Petroleum Institute, and 


American 
American 





Arbitration Society 
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THE NEW WARNOCK 
STRAP WRENCH 


for the user... 
© Comfortable new handle speeds work. 
e Simple construction, lightweight. 


@ A handy tool for turning small hand- 
wheels, knurled handles, odd-shaped 
parts, polished pipe. 


Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of precision machine 
parts; assembly of fragile units. 
for the distributor. . . 

@ It's new, but has the old Warnock 
quality at reasonable price. 

@ Has wide application in industry. 

e Attactive, modern, functional design 
helps it sell. 

Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 


79 TEMPLE ST. WORCESTER 4, MASS. 








DO YOU WANT TO SELL 
MORE DRILLS? 


This HUOT 
DRILL DISPENSER 


holds a large supply of drills... 
keeps them in order! 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7 x 7 x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional drills 


Write for catalog pages and circulars 





HUOT MANUFACTURING CO. 
551 No. Wheeler St. « St. Paul W4, Minn. 











MULCONROY (fers Mere Goecial Mays 
to EXTRA SALES aud PROFITS! 


Make your own hose assemblies 


with the MULCORAM and 


“HOLEDALL”’ 


COUPLINGS 


With the compact, one-man-operated “MULCORAM”, and “HOLEDALL” 
High Pressure Hose Couplings... the strongest, most efficient couplings 
of their kind... any Distributor can set himself up as HEADQUARTERS 
FOR PROMPT SERVICE ON HOSE ASSEMBLIES and other hose with 


couplings attached. 


Write for booklet completely describing the MULCONROY HOSE COUPLING SYSTEM, 
and how quickly, easily and economically it can be operated... in your own shop, 
without skilled labor...to provide coupled hose of any kind... wire, rayon or cotton 
braid; wrapped ply; rubber or cotton covered ... using “Holedall” Couplings to guarantee 
longer, safer service. Note the two illustrations at right—one showing the streamlined 
exterior of these super-strong couplings; the other illustrating how coupling and hose are 
virtually molded together. Hose end does not require skiving or buffing down—entire 


hose wall is utilized. 


‘“*CORRUTUBE”’ 


Flexible, All-Metal Continuous Wall 
Hose. Style 949 


For services demanding extreme flexibility, highest resistance to fatigue 
under all temperatures and pressures, and complete freedom from leaks 
and seepage. Used for steam, air, oil, acids, chemicals, gases, etc. Non- 
burnable. Provides the simplest one-piece all-metal line between two 
points involving maximum movement; and assures long, fsae service, free 
from maintenance and repairs. Sizes 5/32" to 2". Also furnished with 
outer steel casing. Available in long lengths. 


‘*FULLPAK’’ 


Full-Interlocked, Asbestos Packed. 
Laced and Wire Wound. Style 830 


For steam at pressures up to 250 Ibs. and temperatures up to 500° F. 
Also air, water, ammonia, gases, creosote, asphalt, tar, etc. Used for 
either suction or discharge. Full-interlocked, asbestos packed flexible 
metal tube, with cover of tightly-braided steel or bronze wire, and further 
strengthened and protected by outer half-round steel or bronze wire 
spiral. Sizes %" to 3". 


Write for Catalogs completely de- 
scribing the items mentioned above, 


VIBRATION ELIMINATORS 


STYLE VE-MC. RUBBER COVER WITH METAL 
ARMOR. For handling air, steam, hot and cold 
water, ammonia, freon, oil, alkalies, etc. Natural 
or synthetic rubber tube; strong, resilient carcass 
of rubber and/or duck, plus woven strands of wire 
or rayon braid; cover of molded rubber or 
wrapped vulcanized construction; armor of 
braided fine steel, bronze, aluminum or stainless 
steel wire. 


STYLE VE-RC. Same as above, but without 
exterior armor. Both styles furnished with “Hole- 
dall” Couplings. 

STYLE VE-M. ALL METAL. Continuous wall flexible 
bronze hose, bronze laced, with standard copper 
tube fittings welded on. Also available with 
bronzed- or welded-on nipples, unions or flanges. 





and other products in the Mulconrey 
Specialties Line. 


MULCONROY COMPANY :::; 


5335 JEFFERSON ST., PHILADELPHIA 31, PA. 
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CUSTOMERS 
Why They 
SHOULD 
BUY 


stops, valves, 
fittings 
pom 
a SINGLE SOURCE... 
YOU, the local 


R 


WHOLESALE DISTRIBUTOR 


® Complete Quality line 

® Full range of sizes 

® Wide variety of types 
available for prompt delivery 


One of more than 3500 products 
in the HAYS line 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 











Wiremold Opens 
West Coast Facility 


Warehouse facilities on the West 
he Wire 
Hartford, Conn.) for 
their line of flexible air duct. 
Ihe facility is located at 
Bieghle St., Stockton, Calif 


Coast were opened by 
mold Co., 


3997 


Dayton Industrial 
Dedicates New Offices 


Davton Industrial Products Co., 
a division of Daveo Corp., dedicated 
new gencral offices at 2001 Janice 
\vc : Nielrose Park, 1}] 
C. M. Christie, Dav 


and Robert G. Burston, vice presi 


O president 


dent and general manager of the 
division, officiated at a special dedi 
cation ceremony on Apml |. An 


open house was held April 1-2 


New District Managers 
Dooley and Dale | 
Romohr were district 
sales managers for Davton Indus 
trial Division of Davco Corp 

\Ir. Doolev will work out of Svra 
cuse, N. Y.. and cover the New 


York state and Vermont area. He 


ohn ] 


ippointed 


will direct sales to automotive dis 
tributor accounts 

\Ir. Romohr joins Dayton from 
\llis-Chalmers Mfg. Co. where h« 
had been a sales representative for 
four vears. He will handle indus 
Davton in the 


Cincinnati sales region 


trial accounts fo 


Sets Up Roller Production 


Production of rubber and = svn 


thetic-covered rollers used in the 


graphic arts, steel mill, textilc ind 


} ] 


gencral industrial fields wi be 


established by Davton Industrial, at 
the \\ Vii 


J. E. Dooley D. F. Romohr 
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Literature 
on all the 
Industrial 
Uses of 


en > | 
45a. e" 2 O2 3E 


METAL HOSE AND COMPONENTS 


@ Corrugated—highly flexible 





@ Interlocked—ruggedly built 
Both handling liquids and gases 
@ Tor and Asphalt Hose Assemblies 


@ Ducting, Stainiess—for pressure and 
high temperature 
@ Aircraft, Missile, Rocket Components 


Write for details of specific applications 


U.S. FLEXIBLE TUBING. CO. 











INDUSTRY I$ SOLD 
ON BELT-SAVERS 


BE SURE YOU 


HAVE THE FACTS 
GET BULLETIN 35-E 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


z: 


SPROUT-WALDRON 
MUNCY, PENNA. 














National Oil Seals are “quality checked” at every 


stage of manufacture for better bearing protection 





On-the-job inspections and laboratory tests of all 
components supplement dimensional checking 


Two major requirements in any oil seal are accurate dimensions 
so they fit easily, and the sealing qualities which protect the 
bearing even under exacting conditions. National Oil Seals have 
both, because of careful inspection in every phase of production. 
National Oil Seals Micro-Tore leather or Syntech rubber have 
proved their ability to keep lubricants in place longer wherever 
they are used. And National stocks are so complete, quick 
availability is assured to satisfy your customers’ needs.There is 
no limitation in the National line for everything that rolls— 
either from stock or specials. 

These reasons spell out briefly why Bearing Specialists profit 
most with National. Your nearest Federal-Mogul Service branch 
will give you all the facts. 


NADIONAL OIL SEALS 6 


FEDERAL-MOGUL SERVICE OIL SEALS 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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Built for the job 





TRUCK CASTERS 


...-pack more for less 
to satisfy your customers 


Don’t take on “the burro line’’—it’s about played out! se 
Instead sell your customers Bond built-for-the-job 
casters...they pack more for less, fast and sure. 





Robert W. Snipes 


And you'll pack in more profits, more customer satis- 
faction, when you sell thoroughly dependable Bond 
Casters. Write, wire or phone for opportunity details. 


—ea FOUNDRY 
bee ON & MACHINE CO. 


Manheim, Pa. 


Snipes Named Sales Head 
Of Esco Division 


R. W. Snipes was named sales 
manager of Engineering Supply Co., 
a division of ‘Texas Instruments In 
corporated. 

Mr. Snipes has been manager of 


Bond 50-A Series Single Ball 
Race Pressed Steel Caster— 
lightweight, smooth rolling, 
built for economy. Also avail- 
able in Rigid and Double Ball 
Race Pressed Steel types. 


Bond 3-A Series Single Ball 
Race Swivel Caster—semi- 
steel construction for strength 
and durability. Also Double 
Ball Race and Rigid semi- 
steel casters available. 





F'sco’s electronics department for 
three years and in company sales for 
Six years. 





Wolverine Tube Names 


K-D Three To Sales Posts 
HOSE CLAMP 
PLIERS 


with Jaws he 
that swivel f" j= 2 -- 
thru 180° 


Gordon R. Jobe, was appointed 
a sales representative in the Dallas 
territory, Joseph A. Finnerty was ap 





pointed wholesaler sales representa 
tive in the Detroit area, Robert D 
One Sebring was appointed sales repre 
sentative for the western Pennsyl 
vania area, and John E. O'Connor 


was appointed a heat transfer spe 


of the Family 


of For all sizes wire clamps from '2” 

K-D Hand Tools to 2” 1.D. (used in home appli- 

sk dealin ances, outboard motors, automo- 
tive engines, pumps, etc.). 


cialist in the Cleveland district for 
Wolverine Tube Division of Calu- 
met & Hecla, Inc. 

Mr. Jobe will cover Oklahoma, 
Texas panhandle and western Ark 


hard jobs easy 
: Swivel jaws let you get 

clamps in, out from any 

position. 4-position auto- 

matic thumb latch holds 

expanded clamp securely. 


KDT 


Double slots in each jaw 
to accommodate all sizes. 
8's" long. Jaws replace- 
able. K-D No. 429 shown 
No. 428 similar, without 
thumb latch. 


OOLS 


WRITE FOR FREE CATALOG 
K-D MFG. CO., LANCASTER, PA., U.S.A. 
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Mr. Finnerty will concentrate his 
efforts on the sale of the firm’s water 
tube, refrigeration service tube and 
automotive tube. 

Mr. Sebring will concentrate on 
the sale of the firm’s copper, brass 
and aluminum tubular products. 

Mr. O’Connor will cover Mich 
igan, Ohio, western Pennsylvania, 
eastern Indiana, northern Kentucky 
and the western section of West 
Virginia. 





HEAVY-DUTY ELECTRIC 


TOOLS 





Accepted across the Nation 
for quality...for dependability! 











The key to MILWAUKEFE’s sales growth and nationwide acceptance 
is quality. It is also your guarantee of customer satisfaction. 

The growth? 39% in 1959... and 700% over the past 10 years. 
All this through a sound, reliable sales policy of selling only to leading 


independent Industrial, Contractor and Automotive supply houses. 
The product? Only the highest quality materials and workmanship 

. every tool is ruggedly designed for heavy duty service... every 
tool is full ball and roller bearing . .. every tool powered by a motor 
made by MILWAUKEE ... job tested and proven for over 35 years. 
Investigate the advantages and profit potential in selling 
MILWAUKEE Electric Tools, 


Write today 


go? MILWAUKEE ELECTRIC TOOL CORP. 


5340 W. STATE STREET ° MILWAUKEE, WISCONSIN 


es and }Tee 


AQ-Aal 
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AIR NOZZLES 


EASY T0 OPERATE NO AIR WASTE 


Stuffing box prevents air leakage around stem when valve is opened. 
Simplified valve construction; fitted with long-wearing renewable disc. 
Complete air control for maximum economy. 


Four styles— straight, straight with hose nipple, straight with hand 
button, angle — for every use. 


White fon Catalog 


WROUGHT BRASS 
RUSTPROOF 


H. B. SHERMAN HOSE CLAMPS 


MANUFACTURING CO. 


BATTLE CREEK, MICHIGAN x 


WORLD'S STANDARD 











We manufacture 


LUBRICATING DEVICES 


WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 


. and other Brass Products 


LUBRICATING 
DEVICES 


‘**MULTIPLEX”’ 
SIGHT FEED 


LUBRICATOR 


Model 377 .. . 4-feed Illustrated 


@ Electric Sclenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 
feeds —four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


23500 PINEWOOD 


WARREN, MICHIGAN 


Est. 1901 P. O. BOX 4607 


DETROIT 34, MICHIGAN 
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James N. Heald Il 
J. N. Heald Named Manager 
Domestic Distributor Sales 


James N. Heald II was appointed 
manager of domestic distributor 
sales for The Heald Machine Co 

In his eight vears with the com 
pany, Mr. Heald has served in the 
Heald Detroit sales office and dis 
tributor sales areas in the West and 
Midwest. Recently he was respon 
sible for numerical control applica- 
involving 


tions and _ installations 


Heald equipment 


Haydon Appoints Johnson 
Advertising Manager 


Glenn S. Johnson was appointed 
idvertising manager for the Haydon 
Division of General Time Corp 
Ile was also given collateral respon 
sibilities in sales analysis, sales pro 
motion and market research. 
Haydon, Mr. 


Johnson was in market research and 


Prior to joming 


sales analysis work with the Warner 


Electric Brake Clutch Co. 


Glenn S. Johnson 
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AMERICAN PATTERN AND CURVED TOOTH E 
S Hldye to Listwituton , 
o> : CC ge CQ LAMIUMOYVS : 
With new distributorships for LENOX FILES now being made : 
available, we offer this Triple Pledge of QUALITY « PROFIT « 
SERVICE to all interested Industrial Distributors. : 
: We Pledge that the complete line of : 
ia LENOX American Pattern and Curved Tooth Files are guaranteed 3 
| quality products featuring precise standards of workmanship. 3 
: We Pledge that LENOX FILES provide F 
\3 the distributor greater profit with repeat sales because of accepted 
: advantages of these brand name products backed by a 
: powerful, national advertising program, including informative , 
: promotional material and sales aids designed to pre-sell : 
K the LENOX brand to your customers. : 
= We Pledge immediate delivery from : 
fe large stocks to fill new orders and guarantee repeats, and complete 
E support of our field representatives working with 
f you to build your sales volume. 
Be sure that you don’t miss this opportunity 
. for greater sales volume and profit. 
: Act Now! Complete and mail the handy coupon or for even faster 
E action call the factory today—REpublic 2-1112, 
E Springfield, Massachusetts! 
: L‘eENOXx AMERICAN SAW & MFG. COMPANY 
: THe TOOLS de FH PLAID Box SPRINGFIELD 1, MASSACHUSETTS 
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limitations. Send for complete information. 





| BRAND-IDENTIFIED PACKAGING 
N WITH NEW COLOR CODE 


YY 
“LY, 
UU 
V4. 








LENOX “Tools in the Plaid Box” have long 

been recognized as quality tools. New Color 
Coding on LENOX box end labels provides the 
coarseness identification at a glance .. . speeds 

stock checks and eliminates errors. 























Lenox AMERI 





THE TOOLS in TAE PLAID Box SPRIN<¢ 
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"BAND SAW BLADES (Regu/a 
HACK SAW BLADES: HOLE SAW 


AN PATTERN FILES 


RICAN SAW & MEG. COMPANY 


iNGFPIELD 1, MASSACHUSETTS 


ular, High Speed, and Master-Band) 
WS + GROUND FLAT STOCK+: FILES 











LET’S TALK ABOUT SELLING WIRE ROPE! 


YOU and your associates probably have discussed adding a 
wire rope line many times and because Macwhyte ) 
specializes in the manufacture and sale of wire J 
rope, we thought you'd be interested in knowing of our 
services to distributors. We have long been a leading wire rope manufacturer, 





in business since 1896. We make a complete line of quality wire rope, slings and cable 
assemblies in our own wire and rope mills. There are large Macwhyte warehouse stocks in 
locations across the country to support distributors stocks, assuring prompt delivery to 
you of the best wire rope products to meet your customers’ demands. x =x « « « 
Macwhyte distributors get full cooperation from factory 
district representatives to help increase and maintain 
sales. A constant national advertising campaign furnishes 


distributors with strong selling support. Imprinted cata- 
logs and circulars are readily supplied without charge 
as sales aids for all products. Let us tell you about 
Macwhyte distributor cooperation. Our district repre- 
sentative would appreciate an opportunity to discuss 
the advantages of selling cen as Wire Rope. 
ASK HIM TO CALL!. 





bor the BIG ONES! 


As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated general service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 





For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Tefion”’* and other packings 
specially prepared for these applications. 


*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


“The Packing that Packs All” 
\ SEND FOR OUR CATALOG — TODAY! 


\a 
| 


\ 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 


160 Jefferson Ave., Mamaroneck, N. Y. 
CANADIAN DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 
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Edgar B. Smiley 
Edgar Smiley Joins 
Brad Foote Gear Works 


I:. B. Smiley joined Brad Foote 
Gear Works, Inc., as sales manager. 
Mr. 
president and sales manager for Illi 
nois Gear & Machine Co., 
began his sales career 26 vears ago 


Smiley was formerly a vice 


where he 


Edwin Smith, Sr. Retires 
From Seneca Falls Co. 


Edwin R. Smith, Sr., president, 
treasurer, and director of the Seneca 
Falls Machine Co. for 40 vears, re 
tired from the firm. 

Kdwin R. Smith, Jr., was elected 
president and treasurer of the 96 
year-old manufacturer of production 
machine tools. He formerly 
executive vice president and director 
of the firm. 

Daniel V. McNamee, Jr., presi 
dent of First Albany Corp., was 
elected chairman of the board. 


Was 


Simonds Worden White 
Opens Detroit Office 


Worden White Co 
opened new facilities to house its 
district sales offices in Detroit. Lo- 
cated at 14885 Meyers Road, the 
2,500 sq. ft. building contains sales 
offices for both the Dayton Safety 
Grinding Wheel and Machine 
Knife Divisions. 

Donald R. Stewart is district sales 
manager of Dayton Safety Grinding 
Wheel products, and M. O. Dunnis 
is responsible for the sale of Ma 
chine knife products. 


Simonds 








tS ‘ 


ten SIOUX Power Pipe Threader’? 


WITH THE Sioux POWER PIPE THREADER you 
can thread 14” to 1” pipe in 20 seconds; 1” and 
2” pipe in one minute, 24 seconds! When labor 


need doesn’t take long to pay for itself. The 
Stoux Power Pipe Threader is said to be saving 
more time and money than any other major 


costs 614 cents per man per minute, a power 


portable power tool! 
tool like this for which there is a continuing 


a 


fHREAD PIPE ON THE JOB, in a hurry. Once the unit 
is in place it only takes one hand. 


Sioux No. 1508 Pipe THREADER jn use with No. 1511 


Speed Reducer. 


fe aa? 


WIRE IS PULLED THROUGH CONDI 
with Sioux No. 1508 Pipe Threader 
and No. 1509 Portable Winch. 


Drivinc GEARED Dit Srock with Sioux No. 1508 
Pipe Threader and No. 38002 Adaptor. 





Your SIOUX Power 
Pipe Threader 

will also thread 
bolts; drill; auger; 
and open and 

shut valves. (It's a 
versatile, portable 
power package!) 


Look for Sioux in the yellow pages 
under “Tools, Electric” or write to 











SIOUX CITY, IOWA, U.S.A. 


AIR IMPACT WRENCHES * AIR SCREWDRIVERS ° ELECTRIC IMPACT WRENCHES * DRILLS © SCREWDRIVERS * GRINDERS 
* SANDERS * POLISHERS * FLEXIBLE SHAFTS * PORTABLE SAWS * VALVE GRINDING MACHINES * ABRASIVE DISCS 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1960 315 





THERE'S A 
SURPRISING 
THING ABOUT 
BASSICK 
CASTERS 


TONG 4 8% 


We heard it from a mid-continent distributor who recently found that his 
line of Bassick Casters was up there in his “top five” lines as a profit maker. 
Here’s his reasoning. All the plants his salesmen call on in a normal day 
have uses for casters. There’s literally no end to prospects and sales oppor- 
tunities. He thinks his salesmen naturally sell hardest the things they know 
best. There’s nothing very technical about a caster. Customers like Bassicks 
and his salesmen like to sell them. Pre-sold for years to industrial prospects, 
the name “‘Bassick”’ is particularly useful in closing a sale. 

We hope these few thoughts from the first- 
hand experience of a Bassick Distributor will 
be useful to you in planning your own sales 
emphasis in the future. 
Easy way to help your customers sell more cast- 
ers. This little booklet contains powerful and 
proved caster sales ideas. Want some copies for 


mailing? 














Excellence 


STEWART- WARNER CORPORATION 


The Bassick Company, Bridgeport 5, Conn. 
in Canada: Belleville, Ont. 
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Chicago Rubber Starts 
Marketing Section 


\ new national marketing organi 
zation, known as Cosmo Wheels, 
Inc., established an office and ware 
house at 1019 West Fulton St., 
Chicago. 

Ihe new organization maintains 
complete sales, service and ware 
house facilities for national distribu- 
tion of standard contact wheels and 
other products manufactured by 
Chicago Rubber Co., Inc. 


Norton Appoints White As 
Cleveland Field Engineer 


\llan S. White was appointed a 
field engineer for the Cleveland dis- 
trict of Norton Co. 

\Ir. White worked in Norton’s 
Cleveland office prior to starting his 
wheel sales training program at 
Worcester, Mass., headquarters. 


Norton International 


Clifford $. Duxbury, Jr., was ap 
pointed manager of marketing serv 
ices and advertising, and Miss Anne 
Swydan will handle the export ad- 
vertising program for Norton Inter 
national Inc. 

Mr. Duxbury has directed Nor 
ton’s export advertising program 
since joining the firm seven years 
ago. Miss Swydan has worked in 
the advertising department since 
1952. 

Gale W. Bennett was appointed 
sales manager of refractories for 
Norton International Inc. 

\fter starting with Norton in 
1953 as a sales engineer in the re- 
fractories division, Mr. Bennett was 
appointed a refractories engineer in 
Philadelphia from 1955-59. He re- 
turned to Worcester, Mass., as a 
product engineer in the refractories 
division in 1959. 


‘al 


Clifford S. Duxbury Anne Swydan 





rom the ONE COMPLETE LINE of 
Power Transmission Drives.... 


WORM GEAR 

Precision generated from high 
hardness bronze alloy casting 
High load carrying capacity 


HEAT TREATED 

HELICAL GEARS 

Shaved for full tooth contact 
Pinion integral with input shatt 
Gear locked in position on 
worm shaft extension 


Double Reduction (Helical 
Primary) Orive Shown Just 
one of 15 types in 159 sizes 
with centers from 2° to 20° 


FOOTE BROS. WORM GEAR REDUCERS 
DELIVER DEPENDABLE RIGHT ANGLE POWER 


Gearing is the heart of any drive... in every industry in applications 
and because more than 100 years of 
successful gear design and manufac- 
turing experience go into every 
Foote Bros. Worm Gear Drive, they 
have built an unequalled reputation shaft, or shaft mounted transmission 


where dependability isa primary need. 
If your drive problems involve right 
angle, concentric shaft, parallel 


OVERSIZE BEARINGS 
Taper roller bearings on 
output shaft; Double row, 
matched angular contact ball 
bearings on worm shaft 


PRECISION ALLOY 
STEEL WORM 

Integral with oversize shaft 
Caretully matched to worm 
gear tor quiet, trouble-free 
service 


EXTRA STRONG 

CAST HOUSING 

Provides rigid mounting and 
alignment of caps and bear 
ings. Made of high quality 
cast ar 





SINGLE REDUCTION DRIVES AVAILABLE 
WITH WORM UNDER OR OVER FOR HORI- 
ZONTAL OR VERTICAL MOUNTINGS 


for performance, durability, and 
operating economy. Foote Bros. 
Worm Gear Drives are widely used 


of power, check the advantages of 


the complete Foote Bros. Power 
Transmission Line. 


NOW! RATED TO LATEST AGMA STANDARDS 


Foote Bros. Worm Gear Drives are rated to the 
latest AGMA Standards. A new Catalog—HGB— 
just off the press, illustrates and describes Foote 
Bros. Worm Gear Drives. Ask your nearby 
Authorized Foote Bros. Distributor for a copy, 
or write today. 


FAN-COOLED SINGLE REDUCTION DRIVES 
AVAILABLE FOR HORIZONTAL OR VERTI- 
CAL MOUNTINGS 











FOOTE BROS. GEAR AND MACHINE CORPORATION 


4561 South Western Boulevard, Chicago 9, Illinois 


POWER TRANSMISSION DRIVES 
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TOLED-O-MATIC* 


cleans and deburrs 
all tubing and 


fitting sizes 





“ 
thru 4 eee Ready For Work 


MANOS EVERY WORKMAN Perkins, Bassett & Wright 
A CRAFTSMAN Appoint Edward Madison 


Edward F. Madison was ap 
pointed assistant to the treasurer of 
Perkins, Bassett & Wright, Inc., 
Keene, New Hampshire, at the an 
nual meeting of the corporation. 

The officers of the corporation 
elected for the following vear are 
Elmer L. Bassett, chairman of the 
board; George E.. Putnam, president 
ind sales manager; Robert R. Butter 
worth, comptroller and_ treasurer; 





Marshall E. Putnam, vice president; 
\V. T. Bassett, secretary, and Judge 
Harry C. Lichman, clerk 


Regen Named Chairman 


IT’s NEW... To.ep- o-matic No.1 | Of ASTME Show 


For Copper Fittings Rudolph Regen, chief engineer of 

a General Machine Works, Los An 

and Tubing | geles, was named chairman of the 

@ ELIMINATES COSTLY HANDWORK Western Tool Show and Semi-An- 

© ELIMINATES LEAKS | nual meeting of the American So 

BESURES LIFETIAE JONNTS ciety of Tool and Manufacturing 
* 


Engineers. 
@ TRUE PORTABILITY The show will be held November 


@ LOWEST PRICED, PRECISION BUILT 14 to 18 in the Los Angeles Memo- 


Cleaning and deburring the new Toled-o-matic way rial Sports Arena. 
eliminates costly line leaks and profit-robbing hand 
“reworking”’ operations. Tubing and fitting surfaces take 


on mirror-like brightness insuring perfectly tight con- Sellstrom Appoints Roper 
nections. Put the Toled-o-matic No. 1 to work Now, in 


your shop or on the job . . . see the difference! Southern Sales Rep 

ONE. Say ORIN ee RN Earl Roper was appointed south 
ern factory sales representative for 
Sellstrom Mfg. Co. He will cover 


? Alabama, Florida, Georgia, Missis 
EDO Leabdy (Aichi. sippi, North & South Carolina and 
Tennessee. 


Mr. Roper had been a salesman 
THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO of safety equipment. 


Write For New Catalog 


PIPE THREADERS « WRENCHES ¢ MACHINES ¢ TUBING TOOLS 
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US 5-85 HOSE LINE 


857 OF HOSE NEEDS 
ARE HANDLED BY 5 HOSE 


P-290 
Rainbow Aijir 
P-340 
Rainbow Water 


NO BIG INVENTORY— P-409 


Matchless Steam 


ALL FAST-MOVING STOCK 


P-5120 


Royal Suction 
“U.S.’’ CRL Underwriters 


Fire 


U.S. Rubber has produced a unique hose line for the position. Five hose get you 85% of hose demands. 

general-line distributor. These five hose will fill the ‘ ‘ - 

day-to-day demands of such industries as: Keep in mind that hose is an expendable item, and 

+ Mining « Metalworking - Construction - Petroleum replacements are required by every industry. Your 

- Transportation + Chemical + Utilities - Food nearest U.S. Rubber branch will give you complete 
- Textiles - Plant Maintenance facts and arrange to set you up with this line. Or write 

This line of hose puts you in a competitive and versatile us at headquarters, using address below. 


“Visit us at Triple Mill Convention, Chicago, Ill., 


. * ee Ma 23-28." 
Mechanical Goods Division y 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber Company, Ltd. 
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we ll see you at 
the convention... 


at INDUSTRIAL DISTRIBUTION’S con- 
ference booth or our headquarters room at the 


Conrad Hilton Hotel. 


INDUSTRIAL DISTRIBUTION’S conference 
booth (+757) will be open Tuesday, May 24th, 


from 9 AM to 5 PM. 


The staff of ID will be at your service. Drop in 
if you have a problem, or just for a friendly 


chat. You're welcome any time. 


Industrial 
Distribution 


EDITED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS—SINCE 1911 
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Alva Allen Industries 
Appoints Matt P. Hirt 


Matt P. Hirt was appointed fac 
tory representative for the states of 
Missouri, Oklahoma, Nebraska, 
lowa, Kansas, Minnesota, and the 
eastern part of North and South 
Dakota for Alva Allen Industries. 

Mr. Hirt has many years experi 
ence as a representative. 


Parker-Kalon Names Harrell 
Field Sales Manager 


Gilbert Harrell was named field 
sales manager for Parker-Kalon, a 
division of General American 
l'ransportation Corp. He was pre- 
viously regional sales manager in 
the North Central States. 

In this newly created position, 
Mr. Harrell will be responsible for 
management and direction of the 
field sales organization. 


Three Field Engineers 

John E. O'Donnell was named 
a field engineer for the New Eng- 
land area of Parker-Kalon. He will 
serve as fastener consultant to in 
dustrial distributors and manufac 
turers in eastern Mass., Vermont, 
Maine, and New Hampshire. 

James Neary was appointed a 
fastener consultant for the Toledo 
Cleveland-Youngstown area. He 
will have headquarters in Cleveland. 

Richard C. Pranik will serve as 
fastener consultant in central Ohio, 
western Pennsylvania and West 
Virginia. 


Gilbert Herrell J. E. O'Donnell 


James Neary 








NN 


New and old alloys, and their machining, get constant, 
thorough testing at Union. The result is never- 
ending development of Union cutting tools — 
new ones for new applications, improved ones 
for old applications. As a Union Distributor 

you can supply your customers with better made, better 

performing cutting tools. Full stocks at Atlanta, 

Chicago, Detroit, Fort Worth, Los Angeles, New 


York City, San Francisco. 
Visit the Union Booth 650 
at the Triple Mill Supply 
Convention in Chicago on 


i TWIST DRILL COMPANY, Athol, Massachusetts 
May 23, 24, 25. W. Card Division, Mansfield, Mass.; Butterfield Division, Derby Line, Vt 
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Manufacturers of over 100 Lubricating 
; Dispensing Products for Industry 
e Forces Feed Oilers Welded Steel Bench Oilers 


e Adhesive Guns e Barrel Pumps and Suction Guns 


WELDED STEEL 
BENCH OILER 


CONTROLLED FEED 
; to 1 pint capac | PISTOL OILER ‘ 


ity. Interchange- | 
| 
| 


ble rigid and 6 oz. to 1 qt. capacity. 


> " é 2 k 1 
flexible spouts Inte rchangea le 
spouts from 4 in. to 


from 4 in. to 12 in. 7 
24 in. 








FORCE-FEED 
HANDLED OILER 


% pt. to 1 qt. ca- 
pacity. Detach- 
able rigid and 
flexible spouts (in- 
terchangeable). 
Rigid spouts up to 
and flexible spout. 60 inches long. 


701 S h Se hs 
PLEWS OILER INC. | Minnespol 1 Mi 


y aeee enna ae 


PISTOL 
OILER 


From 4 oz. to 1 qt. 
capacity. Rigid 














MAGIC- TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring, drilling, reaming, tapping, etc., can be performed practically 
continuously. 


Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 
mmm HE COLLIS COMPANY wawewewau 


Dept. A, CLINTON, IOWA 
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James M. Dill 


Dill Named Sales Manager 
Of RB&W Special Products 


James M. Dill was appointed sales 
manager of special products for Rus 
sell, Burdsall & Ward Bolt and 
Nut Co 

Mr. Dill’s duties will include éval 
uation of market potentials, develop 
ment of specifications, establishment 
of production points and stock ley 
els, sizes and types, pricing and sales 
promotion 

\Ir. Dill has been with RB&W 
since 1946. 


Corning Glass Works 
Promoted Larry Madden 


Larry R. Madden was named a 
West Coast senior sales representa 
tive for the Industrial Bulb sales 
department of Corning Glass 
Works. 

Mr. Madden has been a junior 
salesman for the department, serv 
ing West Coast customers from 
Corning’s headquarters. 





“V/ll never forget the day you took over 
as Sales Manager, Ed, although, goodness 
knows, I’ve tried!’ 





Durco Sleeveline Valves 
Now Available 
or Industrial Distributors 


‘Tis Duriron Company is seeking 
industrial distributors to sell 
Durco Sleeveline valves. 

Durco products have been 
actively promoted through adver- 
tising and competently sold by 
our own men to the chemical proc- 
ess industries for over fifty years. 
Now, marketing through indus- 
trial distributors marks a basic 
change in our sales policies to gain 
active representation for this new 


valve line throughout the indus- 
trial community. When you add 
an established company with an 
established product you can pick 
up big orders month after month. 
And the high profit margins we 
have set will make Durco Sleeve- 
line valves a profitable addition to 
your line. 

The Durco Type G Sleeveline 
valve is a non-lubricated plug 
valve made from ductile iron (or 


esi 
aa 
\| - 
\ 





| CORROSION RESISTING] 


;}ALLOYS & EQUIPMENT 





THE DURIRON COMPANY, INC., Dayton, Ohio / Valves + Pumps 
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stainless steel) with a Teflon® 
sleeve. Design is based on a valve 
tested in over 300,000 chemical in- 
stallations over the past 10 years. 
The G valve in ductile iron is com- 
petitive with cast iron or semi- 
steel lubricated plug valves and 
ball valves for general purpose use 
in industrial applications. 

We welcome inquiries from 
stocking distributors with actively 
organized industrial divisions. 


Filters * Process Equipment 
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POWER... 


CHEMICAL 
PROCESSING... 


PETROLEUM... 


Do you have customers in 


these or related industries ? 


.-. they all buy 
PENBERTHY 
GAGE VALVES! 


ANY INDUSTRY that has to: 


liquid in any type of vessel 
Valves No similar produ 


quality features that 


] 


f lowest COST 


to & Pp peri 


ormance at the 


Exclusive with Penberthy is the patented 
‘Floating Shank 


saving feature that 


a time and labor 
cuts installation 
and replacement costs 
50 It also eliminates strain 


caused by a forced installation. 


WHEN YOU HANDLE PENBERTHY you can 


offer a gage vaive for aimost every application 


@ee0 threaded ip to 06,000 psi 
} 1 


of materials 
and Accessor 


neasure the level of any kind of 

5 a prime prospect for Penberthy Gage 
ct gives you so many talking points — 

are sure sales closers because they add up 


with | 





Penberthy 
FLOATING SHANK 
ensotes for 

ition th 

enter the 





WRITE TO PENBERTHY 


Ask for Catalog 36. Get all the profit-building 
com 3 fo details on gage valves. And- 


don’t overlook 
extra sales potential of Penberthy Liquid 


Level Gages and Penberthy Ejectors. 


PENBERTHY MANUFACTURING COMPANY 


Divisi 


n of Buffalo-Eclipse Corporation 


Prophetstown, Illinois 


There’s certain 
satisfaction in products by 


NBERTH 


@ EJECTORS 

@ INJECTORS 

@ CYCLING JET PUMPS 

@ ELECTRIC SUMP PUMPS 
@ LIQUID LEVEL GAGES 
@ GAGE VALVES 
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Clevite Corp. Elects 
Brown Vice President 


Willard W. Brown was elected 
vice president-Bearing Group of 
Clevite Corp. He joined the firm 
in 1951 as mobilization director. 

Mr. Brown will have charge of 
the bearing manufacturing divisions, 
including Cleveland Graphite 
Bronze, Clevite Harris Products, 
and Clevite Ltd., Canada, as well 
as the Mechanical Research section 
of Clevite Research Center. 


Carpenter Appoints Three 
As Branch Managers 


John L. Mitchell named 
branch manager in Chicago, Stan- 
ley L. Hoagland in Indianapolis, 
and Stephen P. Salarana in St. 
Louis, for the Alloy Tube division 
of The Carpenter Steel Co. 

Mr. Mitchell was formerly terri- 
torial manager for 6 years in the 
company’s Cleveland area. 

Mr. Hoagland remains in Indian- 
apolis, where he has served as terri- 
tory manager for the past 12 years. 

Mr. Salarano has been territory 


was 


manager for six years, assigned to 
the firm’s St. Louis branch ware 
house. 


New Territorial Manager 

J. Richard Shumar was appointed 
territorial manager for the Indian 
apolis, Ind., office and warehouse 
of the Alloy Tube division. 

Mr. Shumar was formerly with 
C. A. Roberts Co., of Indianapolis. 


f 


J. R. Shumar 


S. P. Salarano 








engineered 


Trouble-Free 


And Long-Life 
Lifting Performance 


®@ No matter what your lifting prob- 
lem, MADESCO can supply from 
stock—or make to specification—the 
most suitable tackle blocks for your 
individual needs. For over thirty 
years, Madesco has designed, engi- 
neered and built tackle blocks for 
countless uses. From this experience, 
you get blocks for maximum safety 
You get blocks with correctly 
grooved sheaves that prolong rope- 
life. Lifting is easier, faster. Main- 
tenance and down-time is mini- 
mized. Check the ‘many exclusive 
Madesco features and you'll know 
why your customers wisely refuse 
substitutes — why it pays you to 
stock and feature them. 


MADESCO TACKLE BLOCK CO. 
Main Office, Easton, Pa. 


HAE—MAD 824/259 

















John T. Wilson 


William J. Koch 
Columbus McKinnon 
Promotes Wilson 

John T. Wilson was 
New York regional sales manager 
for the Columbus McKinnon Chain 
Corp Chisholm-Moore Hoist 
Division. He succeeds William ] 
Koch fifty 
service with the company 

Mr. Wilson, who has been with 
McKinnon for 


vears. will be 


appointed 


and 


who retired after vears 


Columbus fourteen 
located at the com 
panys new ofhce at 10 East 43rd 


Street, in New York City 


Firth Sterling, Inc. 
Appoints Carlson Manager 

Kenneth H. Carlson was ap 
pointed manager of technical sery 
ices by Firth Sterling Inc. He will 
serve as technical and metallurgical 
adviser to users of Firth Sterling 
high purity metals. 

Before joining the firm, Mr. Car] 
son was technical manager, specialty 
steel, for Latrobe Steel Co. 
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DISTRIBUTORSHIPS 
AVAILABLE 


YOU ARE INVITED TO DISCUSS 
OPPORTUNITIES—BOOTH 257 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


CUDAHY (Milwaukee Suburb) WISCONSIN 


COMPLETE LINE OF TYPES AND SIZES * AMPLE STOCKS 
EFFECTIVE PACKAGING ® CONSULTATION ON CUTTING PROBLEMS 


BAND SAW BLADES 


\ Write for Bulletin 578 and infor- 
mation on distributorships available. 


- 


POWER AND HAND HACK SAW BLADES |» A DI i = CO. 


, DISTRIBUTOR SALESMEN 


HANDBOOK TO HELP 
\ SOLVE CUTTING PROBLEMS 


\ 
\ 


so 
_- 





Big in size 


Big in sales! 


® No. 430 


Nees CHAMP 


Your best tool customers—home owners, 


Machined undercut 


hannels . smooth 


wy working, can't shp 
2 er any load 
Re-enforcing 
rib for added 
strength 
where you 
need it = 


capacity yet can be carried easily because of its 
compact design. Best of all, B}1G CHAMP has 
the terrific gripping power . . 


servicemen, mechanics of all kinds—have 
been asking for a CHANNELLOCK plier 
big enough for big jobs . . . compact enough 
for easy handling. Here is the answer. . . 
the CHANNELLOCK No. 430 BIG CHAMP. 


This handy plier has a full 2” parallel jaw 


. the unique 
undercut, non-slip tongue and groove chan- 
nels . . . the patented reinforcing rib... 
in short, all the exclusive features which 
have made CHANNELLOCK the fastest 
selling pliers in America. And you’ll sell 
these new BIG CHAMPS faster be- 
cause they’re packaged in a compact, 
colorful display carton you can set up 
front in a jiffy. Order your sup- 

ply today. 


Display It And They'll 
Buy It! Pliers packaged in 
this colorful display carton 
Shipped 6 per carton 


LENGTH 10” 
CAPACITY 2” 


WT. PER DOZ.10 LBS. 


CHAMPION DeARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA 
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Horace Potts Co. Announces 
Key Management Changes 


The Horace T. Potts Co., an 
nounced key management changes 
on the executive level of the firm. 

Donald C. Taylor, former man- 
ager of Potts’ Baltimore warehouse, 
was named assistant to the pres- 
ident, responsible for research and 
development. 

John W. Reckard, general sales 
manager, is now vice president in 
charge of all company sales and 
manufacturing operations. 

John <A. Stringer, former com 
pany comptroller, was appointed 
vice president responsible for finan 
cial and purchasing functions. 

William C. Spencer, Jr., company 
secretary, was appointed director of 
purchases. 

George A. Parker, Jr. was named 
sales manager. He was formers 
manager of stainless sales, which 
position will now be handled by 
Horace ‘T’. Potts, Ill. 

Edward R. Potts was appointed 
warehouse superintendent. 


Tolliver Heads Field Sales 
For Tube Turns Division 


Jack D. Tolliver was appointed 
field sales manager by Tube Turns 
Division of Chemetron Corp. 

Promotion of Mr. Tolliver from 
his position as Eastern regional sales 
manager, expands his duties to in 
clude supervision of sales in all U.S. 
district office territories. 

Mr. Tolliver joined Tube Turns 
in 1949, became manager of sales 
development in 1955, and eastern 
region sales manager in 1958. 


Van Norman Names Hyland 
Western Division Manager 


William Hyland was named west 
ern sales manager for Van Norman 
Machine Co., a division of Van 
Norman Industries, Inc. 

Mr. Hyland has been with the 
company for six years. 

He will be responsible for sales 
and service on the West Coast. 








soeea, {nia 
this |\standard | centerless 
wheel doubled our 
production rate’ 


“The performance of this wheel never ceases to amaze us. It has 

replaced three different wheels formerly used for the same operations. We are 
getting more pieces per dress, 15% faster infeed, and 20% to 52% longer 

whee/ /ife. Our costs are much lower, you can be sure.”’ 


This manufacturer of shock absorber shafts has found that National Standards by 
Carborundum can save valuable time and real money. Be sure you are using the right 
wheels on your jobs. Call your Carborundum distributor for competent engineering 
service and specify “Job-Engineered” National Standards by 


CARBORUNDUM 


Standards by Carborundum to Bonded Abrasives Division, Dept. 81-012, The Carborundum Company, Niagara Falls, N. Y. 


Write for Catalog of Nationa 


@i-O12 
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Va marker 
for every 
purpose— 


‘AMERICAN 


Tae} 


“OLD FAITHFUL 
WN 4.43 :0: 


Your customers have learned to 
depend on AMERICAN and 
OLD FAITHFUL Markers for 
strength, versatility and de- 
pendability! Make sure you 
satisfy their every marking 
need by stocking and selling 
the complete line! 

Write for information and com- 


plete sales plan! Dept. ML-84 
Reg. U.S. Pat. OF 


THE AMERICAN CRAYON COMPANY | 
SANDUSKY, OHIO NEW YORK | 














R. J. Conroy 
Whitman & Barnes Appoints 
Assistant Sales Manager 


. J. Conroy was appointed assist- 
ant sales manager of the Whitman 
& Barnes Division of the United 
Greenfield Corp 

Mr. Conroy, who will make his 
Mich 
gan, was district manager of the 
Angeles office for 


headquarters at Plymouth, 


| OS ten vears. 


Parker-Hannifin 
Moves New York Office 

(he Parker-Hannifin field 
office for the New York area was 
moved to 19 Railroad 


Ixmerson, New Jersey. 


sales 
Avenue, 


H. A. Ludlam is district manager 
this office 
which serves the metropolitan New 


York-New Jersey area 


of distributor sales in 


New Michigan Manager 


lhomas Ff O’Rorke 


pointed district manager of distrib 


Was ap 


utor sales for Michigan, outside of 
the metropolitan Detroit area. 

Mr. O’Rorke 
sales engineering work with R. G 
Moeller Co 


was formerly in 


Ashcombe Appoints Kennedy 
Sales Manager of Firm 
Stewart R 
pointed sales manager of The Ash 
combe Co 
Mr. Kennedy, 


ictive in 


Kennedy was ap 


who has been 


industrial sales for many 
vears, was merchandising manager 


of Willson 
Rav-O-V ac 


Products Division of 


Co 
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FASTWAY 


HAM-R-TOOL 


the ONLY 
WARRANTED and 
GUARANTEED 
Tool on the Market! 


98 


(RETAIL) 


and it 
costs 


ONLY 


The new Fastway Jr. Ham-R-Tool makes 
fastening to concrete, brick or steel an 
easy task. The tool is simple in design (has 
only two parts), durable (heat hardened 
and plated) and is made from only the 
finest material. Complete line of regular 
and threaded stud-pins to meet every 
type of fastening job. Write... wire or 
phone for complete information, 


New piastic screw ANCHORS 


made of Tenite Buterate and Pulver- 
ized Metallic Aluminum for installa- 
tions in concrete, plaster, tile, brick and 


om 


able in boxes of 
100 and card 
packaging. 

Write for Free 
Samples today. 





1676 EAST 28TH STREET 
LORAIN, OHIO 
BRoapway 7-5266 





introduces revolutionary “‘Plasticoal”’ 


4 


The first and only PVC 
yarn-dipped, fully impregnated, 
double-woven coal mine belt 


with durability 
more than skin deep 


All the disadvantages of short life, slippage, stretching and is flame retardant and flame resistant. It’s lighter in weight 
rotting of conventional light-weight coal mine belts have and more flexible for ease of handling underground. The 
been overcome by the revolutionary Thermoid-Quaker rough surfaces give better material traction, less slippage, 
**Plasticoal”’ belt. yet require less tension. And being completely impreg- 
In contrast to conventional double-woven cotton fab nated with PVC, the ‘‘Plasticoal’’ carcass carries the load 
covered with neoprene, new “‘Plasticoal’’ is impregnat long after the cover is worn away. Even extreme edge wear 
through and through with Polyvinyl Chloride . . . even the will not put “Plasticoal’’ out of commission. 
yarn is PVC dipped before it is woven. Nylon cords are Mine-orange *'Plasticoal” is available from stock in 26’’ 
added, in both directions, to provide ext 


° 
30°’ and 36”’ widths, up to 600’ lengths or longer on request. 
entire impregnated carcass is heat-set under tension ore See your Thermoid Division Distributor for all the advan- 
the final dip and heat-set tages of new “‘Plasticoal.’’ Or write Thermotd Division, H. K. 

For underground mine safety, USBM 28-11 isticoal”’ Porter Company, Inc., 200 Whitehead Road, Trenton6, Ne w Jersey. 


THERMO/D DIVISION |' URIEK H.K.PORTER COMPANY, INC. 


voltage electrical equipment, electrical wire and cable, wiring 
e fittings, roll formings and stampings, wire rope and strand 
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Stop breakdowns, cut down time 
with Loctite, the new liquid lock 


Loctite Sealant stops costly breakdowns due to nuts that work 
loose . . . repairs loose bearings without expensive shaft or housing 


preparation . 


. seals pipe and tubing joints pressure tight. 





Makes any threaded 
part self-locking 
Sx ¢ prevents breakdowns 


caused by loose bolts, 
nuts and studs 


Simplifies servicing 


e makes any threaded part 
vibration-proof yet easy 
to disassemble with ordi- 
nary tools 





RETAINS 


Makes bearing 
replacement easy 


e retains bearings without 
press fit 


e eliminates reboring, 
sleeves, shims, and weld 
metal builds 


Acts as liquid shim 


e corrects fitting of a part 
on a shaft by filling 
clearance where slippage 
occurs. Also locks set 
screws 


can be used to retain 
pulleys, gears, rollers, 
drums, hardened sleeves, 
oil seals 








Simplifies tube joining 
e replaces solder 


e requires no heat or cor- 
rosive fluxes 


e no mixing . 
ready to use 


. comes 


Prevents leaks in high- 
pressure fluid lines 


e completely fills joints 
with tough plastic 
resists heat, cold, fuels, 
oil, water, solvents, all 
hydraulic fluids 


contains no solid par- 
ticles to foul valves 








LOCTITE Sealant simplifies repairs 


... minimizes inventory problems 


A single drop of Loctite makes any nut a lock nut—any 
screw a lock screw. Each drop a ‘‘Liquid Lock Washer’”’ 
that fits all sizes. A free-flowing liquid plastic, it wicks 
into threaded parts and close-fitting metal joints . 
then hardens from the inside out. 


Easy-to-apply Loctite comes ready for use. It requires 
no heating or mixing. . . will not air-dry . . . and stores 
for years. There are Loctite service kits for all types 
of maintenance applications. 


You can count on your distributor 
salesman for service that keeps things 
running. Ask him for information on 
how to use Loctite to perform main- 
tenance magic. 


SOME SATISFIED LOCTITE USERS 


Portable Electric Tools Inc. 

Bendix Aviation Corporation 

Consolidated Diesel Electric Corp. 

Emerson Electric Manufacturing Company 

General Dynamics Corporation, Electric Boat Division 
The Maytag Company 

Veeder-Root Incorporated 

Westinghouse Electric Corp. 

Remington Rand Univac 

Capital Airlines Inc. 

The Martin Company 

A. O. Smith Corporation 

Philco Corp.—Government & Industrial Div. 

General Electric Company 

Hamilton Standard, division of United Aircraft Corp. 
Holley Carburetor Company 

Kaman Aircraft 

Raytheon Mfg. Co. 


LOGTITE * seasanr 
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American Sealants Company » 441 Woodbine St., Hartford 6, Conn. 





Selling 
LOGTITE 


is profitable - 
Here are 
T reasons why! 


» Great door opener. Loc 

tite is revolutionary. Its 
secret is a brand-new lock- 
ing concept publicized and 
praised in leading technical 
journals. 


Wide acceptance. Lo 
tite’s unique locking fea- 
tures have been tested and 
approved by many of the 
country’s leading manufac- 
turers. 


& Fast, easy sales. Prospects 
find Loctite exciting and 
are quick to see it will save 
them time and money. Re- 
peat business is excellent. 


* Huge potential market. 
Every one of your present 
customers is a prospect for 
production or maintenance 
applications 


> Maximum turnover and 

profit. Loctite requires 
little shelf room and but a 
minimum dollar invest 
ment. The one product 
compares with hundreds of 
mechanical locking devices. 


e Sales leads. Inquiries re- 

sulting from national ad- 
vertising are passed onto 
you. 


> Solid sales support. As a 

distributor you get con- 
tinuing sales and promo- 
tion aid. 


LOGTITE 


SEALANT 


Limited and selective distribution policy. 
Distributorships available in some areas. 


AMERICAN SEALANTS COMPANY 
441 Woodbine St., Hartford 6, Conn. 











Should Sales and Credit 
Be Divorced? 


Starts on page 90) 


Ordinarily, Mr. Newcomb or an 
issistant, does not call on past due 
accounts with salesmen. An excep 
tion is when it is mutually advan 
tageous to have the salesman intro 
duce the credit representative as in 
the case where a customer can use 


idvice on internal problems. 


some 
But outside of introducing the credit 
man, the salesman does not partici 
pate in any discussions but con 


tinues on his way The theory is 
that the credit man should not ham 
per the salesman and the salesman 
should not hamper the credit man 

On the 


department reciprocates by taking 


other hand, the credit 
in interest in the sales department's 


Mr. New 


comb and his assistant attend sales 


ictivities and problems. 


meetings frequently even though 
the subject matter of the mecting 
has nothing to do with credit. This 
encourages Mr. Newcomb to think 
in terms of helping sales. Here's 


an example. Inactive account lists 
tend to 


graveyard 


become a past customer 
“We feel,” Mr. New 
comb said, “inactive accounts are 


credit’s responsibility Semi-an 


nually, he reviews the ledger for 
accounts which have been inactive, 
for one reason or another, for six 
months or more. If the credit rating 
has improved substantially during 
the inactive period, the chances are 
that an account is worth cultivating 
anew (his information is passed 
on to the sales manager who then 
discusses the account’s possibilities 
with the salesman concerned. 

By the same token, credit ratings 
on active accounts can provide leads 
for increasing sales. As a customer’s 
credit rating improves, it is routine 
to increase his credit limit and the 
But if 


indicates sub 


sales department is notified. 
a customer's rating 
stantial progress, it may mean that 
his potential is higher than the sales 
man is aware of and that more sales 
effort on the account will vield more 
sales. 
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HARRISBURG 
COUPLINGS 


Harrisburg Seamless Stec] 
Pipe Couplings are manufac- 
tured to A.P.I. and A.LS.I. 
specifications for petroleum 
and other industries. The 
Harrisburg developed pro- 
cess assures uniformity of 
threading unsurpassed in ac- 
curacy of form, height, angle 
and lead. Order the best — 
order Harrisburg couplings. 


TRANSPORTS 
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FAST SERVICE ON 


CONVEYOR PU 


BS ASS ie mis 


The “MER-MAID” The “RED HEAD” 


Vinyl plastic Seamless steel tubing 
Sanitary & hub types Hub type only 
Available in all sizes 
General conveyor duty 
Completely sealed unit 
Straight or crown face 
No welded face seams 
Discs welded to rims 
Uniform surface 

Fully machined 


Avai.able in all sizes 
Strong & lightweight 
Chemically inert 
Straight or crown face 
Non-toxic, tasteless 
Non-sparking, odorless 
Weather resistant 
Fully machined 





FOR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


ERCURY INDUSTRIES, INC. 


365 BROADWAY ®* HILLSDALE, NEW JERSEY 





of 
another 


luiney / 


Hundreds of thousands of Quincy Compressors sold over the years tell 
the story. 


(uiney models are built to last, built to deliver permanent customer 
satisfaction. Exclusive features like Safe-Q-Lube and Loadless Starting 
prevent major maintenance troubles, eliminate expensive down-time. 
\ perfectly balanced crankshaft and cushioned steel valves provide 


smoother operation 


I 


Add up the big Quincy features and they mean one thing: It pays to 
sell the 1960 Q-LINE, the complete line of Quincy Compressors. 


QUINCY COMPRESSOR CO, Quincy, Illinois 


Mokers of the World's Finest Air Compressors 
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Another shipment 
of sales power... 








MARKETING 
TRENDS 


(Starts on page 128) 





(gray), “Super Safe” (tangerine), 
“Di-Mol” (black), and “Chromol” 
( buff). 

Says the company of the new 
packaging: “This new color code 
eliminates waste motion. Boxes can 
be stacked in shelves according to 
color, facilitating selection and in 
ventory control.” 


Starrett Offers Desk 
Pads to Distributors 


L. S. Starrett Co., Athol, Mass., 
is offering a small desk pad to dis 
tributors as a gift to their customers 
he pad can be imprinted in gold 
with the distributor's name and ad 
dress, and will hold either plain 
memo sheets of 12 calendar sheets. 
Ihe pad is imprinted with the dis 
tributor emblem. With 15 plain 
memo sheets, each, 100 of the im 
printed desk pads would cost a dis 
tributor $34. 


SALES AIDS 


ROLLER BEARINGS — Bearing 
Div., Hoover Ball & Bearing Co., 
Ann Arbor, Mich.—Bulletin on cyl 
indrical roller bearing with “Super 
Finish” rollers and raceways. 
MACHINE TOOLS — Ettco ‘Too! 
& Machine Co., 594 Johnson 
Ave., Brooklyn, N. Y.—Catalog on 
“Knuckle-head” universal ball joint 
adjustable spindle tapping and drill 
ing heads. 

CHAIN & SPROCKETS — Link 
Belt Co., Prudential Plaza, Chicago 
—Book on stock sizes of roller chains 
and sprockets available for immedi 
ate delivery. 

HANDLING Rapids - Standard 
Co., Grand Rapids, Mich.—Bulletin 
on line of “Wheel-Ezy” hand trucks 
and nine types of wheels available 
for them. 

PROTECTIVE CLOTHING — 
Charleston Rubber Co., Charleston, 
S. C.—Catalog on protective rubber 
gloves and sleeves for working with 
high voltages. 

















Card’s specialty 


==" 


makes you a specialist 








Specializing in the design and manufacture of taps, dies and gages, CARD 

sd as a top-ranking source for supplying these basic tools to industry 

rd Distributor you share in this recognition — by specializing in 

handling the finest taps, dies, gages and screwplates made — by quick deliveries 

to all your customers through quick deliveries to you from a nation-wide ware- 

house network and by the expert technical aid available to all your area 

through nearby CARD factory engineers. 

Card Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New 

York City, San Francisco. S. W. CARD DIVISION, Mansfield, Mass. 


7 


DIVISION OF UNION TWIST DRILL COMPANY 


Visit the Card Booth 648 at the Triple Mill Supply 
Convention in Chicago on May 23, 24, 25 
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FITLER 


MANILA 


ROPE RACK 
ATTRACTS ATTENTION 


This valuable sales aid may be 
obtained for a fraction of its 
manufacturing costs when ac- 
companied by order for 300 Ibs. 
of Fitler Rope . . . it pays for itself 
in efficiency. 





FITLER “STABILIZED” 
NYLON and DACRON* ROPE 


Stabilized’’ makes the difference 


FITLER POLYETHYLENE and 
POLYPROPYLENE ROPES 


Are strong, durable and float. 


Sold by Industrial Distributors everywhere 


The Edwin H. Fitler Co. 


EST. 1804 
Division of Columbian Rope Company 


NEW ORLEANS 17, LA PHILADELPHIA 24, PA 
* DuPont Polyester Fiber 














ROYERSFORD 
SPLIT JOURNAL 
BEARINGS 





SPLIT 
& 
REAMED 
BABBITTED 
BEARINGS 


The new Royersford Split Journal 
Bearings are designed for moderate 
Here is something you can speeds and loads with the use of 
babbitt. The slotted holes in the 
two-bolt base provide alignment 
manufacturers accounts plus and adjustment. The removable 
your regular customers. Avail- cap has an oil groove and is 
Ste for bemodinte chiieand drilled for grease cups or pressure 
Gave vor! =e _apnagiat fiittings which provide lubrication 
Shaft sizes V2” to 2-15/16”. throughout the length of the bear- 
ings. The angular parting of the 
cap is provided with shims to com- 


ROYERSFORD FOUNDRY & pensate for wear and adjustments 
The bases are ground and the ends 

are faced making dimensions A 

MACHINE COMPANY, INC. and L the same on all bearings 


The compact design and high qual 
ROYERSFORD, ity gray iron gives strength and 
rigidity which makes the bearing 


PENNSYLVANIA the best in its class 


sell to original equipment 
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‘TTOOLS—Greenlee Tool Co., Rock- 
ford, I1l.—Bulletin on conduit bend- 
ers, pipe pushers, cable pullers, and 
other tools for electrical, construc- 
tion, pipe-fitting, and other trades. 
POWER TOOLS-—Skil Corp., 5033 
Elston Ave., Chicago—Two cata- 
logs on line of power tools and ac- 
cessories. One catalog covers indus 
trial-automotive tools; the other 
covers “500” line of home workshop 
tools. 

PACKING-—Greene, Tweed & Co., 
North Wales, Pa.—Catalog on 14 
types of “Palmetto” fabric, foil, plas- 
tic, and filament packings. 
CUTTING TOOLS — Hanson- 
Whitney Co., Hartford, Conn.— 
“Tap Selector” booklet, enabling 
taps to be selected by catalog num- 
ber. 

PAINT—Lawter Chemicals, Inc., 
3550 Touhy Ave., Chicago—new 
“test kits” of fluorescent paint en 
abling plant men to try product 
themselves prior to buying. 
PRECISION TOOLS-Sheffield 
Corp., Dayton, O.—Handbook on 
line of air gages for inspection uses. 
COMPOUND-—Alvin Products, 20 
Houghton St., Worcester, Mass. 
Display rack for “Lab-Metal,” paste 
like metal compound for repairs. 
DRILL PRESSES-— Boice-Crane 
Co., Toledo 6, O.—Brochure on 18 
and 24-in. constant power gear-shift 
drill presses 

MOUNTED WHEELS — Cincin 
nati Milling Products Div., Cincin 
nati 9—Booklet on mounted wheels. 
VALVES—Atlas Valve Co., 280 
South St., Newark, N. J.—Bulletin 
on no. 280 Type G regulating relief 
valve. 

PRECISION TOOLS-—J. T. Slo 
combe Co., South Glastonbury, 
Conn.—Pocketsize trigonometric 
chart for figuring natural functions 
of angles. 

GRANITE SURFACE PLATES 
Herman Stone Co., 1860 N. Gettys 
burg Ave., Dayton, O.—Catalog on 
grantite surface plates for machine 
shop, tool room, and precision uses. 
MOTORS-—Jamesvury Corp., 
Worcester, Mass.—Data sheet on 
new line of electric motor operators 
for line of ball valves. Also: sound 
slide film on ball valve design. 









This ALL-NEW SUPER HIGH 
SPEED STEEL Band Saw Blade 


comes welded-to-length 

ready to use ...in striking, new 
package with cutting edges pro- 
tected by a special plastic cover. 


METAL 
BAND SAW 


IG SPEED 
STEEL 


Cae 


> 
a 





PERFORMANCE GUARANTEED! 
up to 3 times better than ordinary blades 


The biggest advance ever in metal cutting band saw 
blades —— that’s Simonds SUPER High Speed Steel Metal 
Band Saw. No matter what ferrous metal your customers 
are band sawing, this brand new blade will give them up 
to 3 times better performance than any High Speed Steel 
blade they’re now using! 

This is not just a claim but a provable fact backed by 


Simonds’ established reputation as a leading manufac- 
turer of industrial cutting tools. 
This SUPER High Speed Steel Band is an entirely new 


concept in band saws .. . new steel*, new manufacturing 
methods, new heat treatment, new welding techniques, 
new final inspection. 

Laboratory and field tests demonstrate that this new 
saw is so much better in every way for production cut-off 
work that we are offering it on a PERFORMANCE 
GUARANTEED basis! Your customers can’t lose 
they can cut blade costs, save on doWn time, get the 


*Developed and made in Simon wn Steel Mill Patent Applied For 


equivalent of up to 3 saws in better performance at a cost 
of only 10% more than ordinary High Speed Steel blades. 

Cash in on this new Simonds SUPER High Speed Steel 
Band . . . it offers you a brand new opportunity for im- 
portant new business. Get complete details from your 
nearest Simonds branch. 


The new SUPER High Speed 
Steel Band is one more prod 
uct in the Simonds line of fine 
cutting tools that offer steady 
profits, repeat sales, regular 
turnover 


SIMONDS 


SAW AND STEEL CO. | 


FITCHBURG, MASSACHUSETTS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and Portiand, Oregon + Canadian Factory in Montreal, Que. « Simonds Divisions: 
Simonds Steel Mill, Lockport, New York; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Canada 








TREPEAT “T 
| REPEAT 1 
FREPEAT | 

' 


BUSINESS COMES YOUR WAY. 
when handle the Desmond 
line, backed by selling ads like 
| this in a dozen trade papers. | 
336,000 circulation . . . to your 
prospects and customers 
ee ARN NN ERIE cen 


! DRESS | 


| ABRASIVE BELTS] 
FOR 30% | 
LONGER LIFE | 


you 


Unique Desmond Beltbrasive® 
dressers increase abrasive 
belt life 30% or more... give 
you ‘‘new’’ surface efficiency 
throughout belt life. Patented 
dresser quickly cleans out loaded 
belts, drums or discs on metal, 
wood or plastic jobs. One light 
pass when belt begins to load is 
all you need. Typical model costs 
less than $7. Ask your Desmond 
distributor 
The only complete line of 


ing wheel dressers and cutters 


The Desmond-Stephan Mfg. C 
Urbana, Ohio 
ae EES EE Oe 














Manufacturers’ 
APPOINTMENTS 


Carl F. 


vertising 


 Bachle 


manager ot 


was appoint ted ad 
\croquip 
Corp.’s General 
Burbank, Calif 
Robert P. 


joined the 


Logistics Division, 
‘LT avlor 
iwineering statt of 
Hoist & Derrick Co 
John N. Davis was appointed plant 
Coated Abrasives 
Alliance 


Fox and E. 
(American 


manager of the 


\rmout 


Division, Indus 
tries 

Michael A. Prigmore was appointed 
controller of Aurora Pump Division, 
I'he New York Air Brake Co 
Thomas O'Leary 
V-Belt product 
Boston Woven 
American Biltrite Rubber Co. 
Robert M. McGugin was elected 
secretary of Brad Foote Gear Work 
Inc. 
Arthur T. 
comptroller 
Gossett Co 
O. W. 
vice president-chief eng 
W. O. Barnes Co., In 
William F. Martin wa 
director of manufacturing services 
for Borg-Warner Corp 

George M. 


advertising and promotion 


was ippointed 
manager for th« 


Hose Division of 


Woerthwein was clect 


ind. secretar' 


Thompson was appointed 


ippointe 


Hargreaves was named 
manager 
for Bendix Industrial Controls S¢ 
tion, Bendix Aviation Corp 
Raymond A. Anderson 

pointed chief en 
Worcester, Nlass 
Belt Co. J. J. Scales was appointed 
chief engineer at the Spring 
\lass. plant; and Edward A. 
was ippointed hief engineer 
Dolton, Ill 
Bruce O. Young was 
product manager—Alloy 
Specialties with the Cr 
Co. of America 
Charles M. Russell was ad\ 


to a newly created position as 


21NCcC!l 


plant of Chain 


field 
Paul 
it the 
plant 

ippointed 
ind C 


uc ible 


irbon 
Steel 


inced 
dire 
tor of cost improvement, and Her- 
bert S. Brooks succeed Mr 
Russell as chief time study engineer 
for Faultless Caster Corp 

Edward G. Campbell was clected 
Gates Credit 
Gates Rubber Co 


will 


president of the 
Union, of the 
INDUSTRIAL DISTRIBUTION e 
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SAFETY ENGINEERS SPECIFY 
BADGER RAILWAY CAR MOVER 
ower to move the heaviest car. ‘‘V’’ spurs grip 
edges. Certified malleable. Straight grain 

yood handle. A mode! for every job 


PORTER SPRING WINDER 
Widely used to make 
springs for repairs, ex 
perimental work and small 
production runs 


Vey 


ROLLER PRY TRUCK A 
Raises and rolls loads up 
to 2¥2 tons. Two will g 
move heavy crates and cases 


ee 


WARRANTY — full manufacturers’ 


WRITE FOR: 
catalog, price list 
ond sales plant 


guarantee 


—~ ADVANCE CAR MOVER CO. 


Appleton, Wisconsin 





THE we = CALLS: 


DYKEM. 


STEEL BLUE’ 


Stet SA 


Dies and 
= Templates); 
Neer SWE | 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 


nee 





MF TWO-WAY 


MF OPEN END 
CAP NUT 


MF UNI-TORQUE 
FLANGE NUT 


MF “WHIZ-LOCK” 
FLANGE NUT 


MF PILOT TYPE 
WELD NUT 





CAN IMPROVE YOUR 


PRODUCT... 


A free starter with lock at the top. 
Withstands severe vibrations. 
Cuts assembly time. 


The Lock’s in the center of nut. 
Can be applied from either end. 
Permits bolt end to be flush with, 
or below, top of nut. 


Has two-way center-of-nut lock. 
Used on furniture, appliances, 
toys, lawn mowers, tools, etc. 


Combination lock nut and washer. 
Use on oversized holes; where 
extra bearing surface is needed. 


This one spins on. Serrations take 
a firm grip on work. Break loose 
torque higher than seated torque. 


You can have it with or without 
lock. Simplifies assemblies by 
means of self-locating pilot. 


| Maclean-Fogg Lock Nut Company 
fe 5535 N. WOLCOTT AVENUE | 
CHICAGO 40, ILLINOIS 





ANNIVERSARY 
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There’s no 


in the MacLean-Fogg 
Distributor Policy 


MacLean-Fogg makes lock nuts. 
Distributors sell them at a good 
profit. That’s just about all there 
is to MacLean-Fogg’s distributor 
policy. There is no complicated 
set of “whereases and wherefors.”’ 
No quotas. No formidable inven- 
tory requirements. 


As MacLean-Fogg see it, good 
distributor policy requires but 
two things. The manufacturer 
must be able to supply good prod- 
ucts and good service. The dis- 
tributor must sell them ata profit. 
If either fails to do his part the 
partnership will fail. So—the MF 
Distributor Policy might be stated 
as follows:—‘“‘We promise the 
distributor to supply top quality 
lock nuts — in a complete line — 
on time — and to do all we can 
to help the distributor sell them.” 

Even if we wrote a book about 
our distributor policy, it would, in 
the end, boil down to the above 
statement. If that sort of policy 
makes sense to you, we invite 
your inquiry. Wherever you are 
in the U.S. we have a man nearby 
who’s waiting for the chance to 
tell you about the M-F line. 


Why not write or call today? 
MacLean-Fogg Lock Nut Company 


5535 North Wolcott Avenue 
Chicago 40, Illinois 





< 


M-F’s latest ad is at the left. This 
appears in leading magazines — 
one of a series that builds cus- 
tomers for MF Distributors, 





Industrial Distributors: Jack L. Rowe was elected a vice 
president of The Gooding Rubber 
/ . . Co. 
There Ss Profits in Sprockets Charles E. Stonebraker was named 
. manager of customer service for 
in the OEM! B. F. Goodrich Industrial Products 
Co., division of B. F. Goodrich Co. 
R. J. Lindberg was appointed pro 


duction manager of the King-of 
We manufacture a complete line of : . 4 
made-to-order stee] stock sprockets. Prussia, Pa., wire products plant of 


Check these reasons: 


Hewitt-Robins, Inc. 
Our sprockets are dip-painted or phos- 
phate coated for corrosion-resistance Donald J. Anzells was appointed 
and salability. plant manager of The Hillwood 


We manuiacture gears from 96 D.P. to Mfg Co. 
TCO ate we re Ben Berk was named chief enginee: 


Production orders handled thru Indus- of August W. Holmberg & Co., 
trial Distributors and sold to the OEM Inc. 
are competitively priced. 


William W. Sorn was appointed 
pe a aoniens 62 © fast er eneand See manager of manufacturing at Lipe 
“ Rollway Corp. 

We aise manuiostuse seller chein Senile coup i Norman J. Smith was named chief 

lings in stock sizes that meet most power trans- 4 icy 
mission requirements. engineer of the instrument division 

We welcome distributor inquiries for OEM busi- at J. E. Lonergan Co. 
ness. Lawrence M. Thompson joined 
Send fer FREE catalog and discount schedules e = smc Manheim Manufacturing and Belt 
— ing Co., as director of engineering. 
DALTON GEAR COMPANY Bs Harry W. Buchanan and John K. 
2309 Snelling Avenue Minneapolis 4, Minn.| Parks were appointed vice presidents 
PArkway 9-7376 of Metal & Thermit Corp. 








Dr. Jay Tol Thomas was appointed 


director of engineering for the Bos 
ton Division of Minneapolis-Hone\ 


well Regulator Co. 


| Jack T. Wilbur was appointed as 
~BLACKMER sistant to the director of manufac 
| turing for Norton Co. Curtis H. 
| Weissinger was appointed project 
HAN p engineer in the refractories division 
Frank G. Gustafson was appointed 
| supervisor of the process engineer 

| ing department in Plant 7. 
Miss Ann Troup was_ recently 


elected secretary-treasurer of Pru- 
a : dential Industries, Inc. 
Hand Pumps, and you'll increase 
sales to all your industrial e 
customers. Models to handle nearly 
every liquid that flows. Top quality, . : 
fast turnover, proven customer Ralph Hughes was named vice 
acceptance. Give your Blackmer | president of manufacturing for 
representative 15 minutes to Security Engineering Division, Dres- 
show you how quickly ser Industries 
and easily you can build ¢ — = a 
ter om the Neil D. MacKay joined the injec 
profitable hand pump business. : : : 
din eiitienas. tion molding department of the 
Stanley Chemical Co., subsidiary of 
Ag =~ “liquid materials handling’® equipment The Stanley Works, as a plastics 
|e 
™ 


seal engineer. 
# i AC K La t tt hand pumps J. Marshall Smith was appointed 


plant manager of parts division wirc 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9. MICHIGAN plant and J. S. Kolp was appointed 


Otto J. Manse was named manager 
of manufacturing at Rollway Bear 
ing Co. 
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a eee 
elementary! .. 


.. Complete Market Coverage, 


is best obtained, thru sy by, 
INDUSTRIAL DISTRIBUTORS 


... backs the sales efforts 
of its selected Authorized 
Distributors with: — 


Complete line of 
Quality Cutting Tools. 


Conveniently located 
Warehouses for faster 
deliveries 


Engineering Service 
available at all times 


Trade Paper Advertising 

Merchandising Aids 

all the cooperation 
necessary for 
GREATER 
DISTRIBUTOR 
PROFITS! 


SERVING 
The Complete STANDARD Line — INDUSTRY 


ECONOMICALLY 
Twist Drills - Reomers + Taps + Dies - Milling Cutters - End Mills - Counterbores - Hobs - Carbide Tools ond Gages e 


STANDARD [OOL (Jo. € 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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product line manager for germa- 
For nium switching transistors, for Syl- 
Constant vania Electric Products, Inc., a sub- 
Speed... sidiary of General Telephone & 


Electronics. 
ADVERTISIN John H. Garwood was appointed 
~ LIKE THIS | 


director of organization planning 
Pulley Hi-Ratios .. 
APPEARING 


for Vickers Inc. 
Designs + IN 


John M. Melisz was appointed chief 
Economy... LEADING 


engineer at Winsmith, Inc. 
William W. Olsen was appointed 
CONSTANT SPEED—Hi-Lo ‘‘Loadomatic’ (Automatic) Pulleys 
employ an exclusive cam and cam follower assembly to main- INDUSTRIAL 


assistant worksaver, warehouser chief 
tain desired speed ratio over a wide range of load variation. 


engineer by Yale Materials Han- 
Sizes: %4 to 5 hp. at 1750 rpm. Speed ratios: 1.75 up to 2.6 


dling Division, Yale & Towne Mfg. 
Co. 
. Request Bulletin A458. PUBLICATIONS 
HIGH RATIO—Hi-Lo Hi-Ratio Pulleys provide an extremely 
wide range of speeds for constant speed motors up to 1 hp. 
Sizes and speed ratios: fractional to %4-hp. model up to 6 to TO HELP YOU 
1, fractional to 1-hp. model up to 74% to 1. Request Bulletin 
B455-2. 


ECONOMY—Hi-Lo FHP Pulleys are low cost, high 

quality. compact units. They feature exclusive Hi-Lo 7 

cam design for positive speed control. Three ' s 
sizes: ¥%, % and 1 hp. Speed ratios: 2 to 1 for 


% and %4-hp. models, 244 to 1 for 1-hp. model. 
Request Bulletin C458 





NEW LINES 
taken on by 
distributors 





Sandvik Steel, Inc., appointed five 
new Coromant distributors: 


" ; . 
Give application details for specific information. Bauer Co. 


Ask for prices. Fort Worth, Texas 
iN-LO MANUFA ha Rina LOVEJOY FLEXIBLE 


thee Nationally Distributed By * Acme Industrial Supply Co. 


COMPANY COUPLING COMPANY ° nek ee i 
4999-H West Loke St, Chicago 44, ti “- —s 
St. Joseph, Michigan 
* Reid Tool Supply Co. 
Muskegon Heights, Michigan 
Wh Al faa VISE ¢ Creston Industrial Sales, Inc. 
Spreeay Grand Rapids, Michigan 
Boice-Crane Co., named eleven dis- 
tributors who have added Boice- 
Crane power tools to their lines: 
¢ Manufacturers Supply Co. 
| ©) : Grand Rapids, Michigan 


* Lakeshore Machinery & Supply 





SPEEDY 

AIR REGULATOR + Co. 
Regulates O Ibs ie 

to 140 Ibs. from 


10.140 Ibs. from , Muskegon, Michigan 
up to 250 Ibs 7 ¢Hornsby Heavy Hardware Co. 
ae ; Wichita Falls, ‘Texas 

yo FOOT CONTROL * Herlache Industrial Supply Co. 

Assures clean oil- Green Bay, Wisconsin 

chomber with HIGH SPEED - POWERFUL GRIP ¢ Industrial Surplus, Inc. 


250 Ibs 
No. 140 $4.00 


Kensington, Connecticut 
* The Crosby Co. 

I't. Lauderdale, Florida 
* Wheeler Machinery 

Miami 47, Florida 
¢ Modern Suppliers, Inc. 


Bronx, New York 


New, improved model speeds up all repeat 

le £8 operations—milling, drilling, tapping, punch- 
ew ¥ ing, bending, riveting. Both hands left free to 
7 Nidb produce more! Light squeeze to 2250 pounds 
citiens pean tein pressure! Extra thick pws for anecnng jigs. 
Complete, low cost produc Jaws open to 3 inches; “6° to %" maximum 
wy gy KA travel. Complete with foot control. air hose 
oe ne bo Lay : ¢ Mid-State Contractors Equip- 
No. 705 $26.50 OE Se ciiccdictnntendsscnvenecads $44.00 noun On 

Write for new Air Tool Catalog Syracuse, New York 
¢ Harris Lumber Co., Inc. 
Providence, R. I. 

¢ Strevell-Patterson Hardware Co. 





W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 


AIR REGULATORS ¢ AIR VALVES « AIR FILTERS « PAINT SPRAYERS © AIR COMPRESSORS 
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when you sell 


PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they’re “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS. 

COLD .. . Markal Paintstiks (extreme left) for surfaces -50° 
to 150°F. 


HOT. . . Markal Paintstiks (left) for surfaces 200° to 2000°F. 
SEND today for complete distributor information and literature. 


MARKAL COMPANY 


3094 West Carroll Avenue @ Chicago 12, Illinois 
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Salt Lake City, Utah 
Unimet Carbides appointed five 
new distributors: 
¢C. S. Kegerreis Supply, Inc. 
Elkhart, Indiana 

* Joseph E. Loughead Co. 
Kalamazoo, Michigan 

*A. W. Davis Co. 
Portland, Oregon 

* Eastex Welding Supply Co. 
Longview, ‘Texas 

¢] & L Tool Sales 
Detroit, Michigan 

Parker-Hannifin appointed four new 
distributors: 

* Tennessee Machinery Co. 
South Nashville, Tennessee 

¢ Honolulu Iron Works Co. 
Honolulu, Hawaii 

* Powered Equipment Inc. 
Terre Haute, Indiana 

* Hydra-Tec Corp. 
Great Neck, L. I., N. Y. 

Union Carbide Plastics appointed 
three new paint industry distrib 
utors. 

* The Cary Co. 
Chicago, Illinois 

¢Van Horn, Metz & Co. 
Conshohocken, Pennsylvania 

eA. C. Mueller Co. 
Cleveland, Ohio 

Century Hardware Co., Milwaukee, 
Wisconsin, was appointed an 
authorized ‘Threadwell distrib 
utor by Threadwell Tap & Dic 
Co. 

Pratt-Gilbert, Phoenix, Arizona was 
appointed a distributor for con 
veyor machinery, pillow blocks 
and speed reducers manufactured 
by Hewitt-Robins Inc. 

Williams F. McGraw & Co., De- 
troit, was appointed a distributor 
for industrial Micarta thermoset- 
ting laminated plastic materials 
produced by Westinghouse Elec 
tric Corp. 

\cre-Ebbert & Co., Los Angeles 
was appointed an authorized 
stocking agent of Stanscrew 
Socket Screw Products. 

Munson Welding Sales, Inc., East 
Syracuse, N. Y., was appointed 
sales representative in the upper 
New York state area for Packer 
Machine Co. 

Bearing Headquarters Co., Division 
of Ray M. Ring Co., Chicago, 





(ROSBY-LAUGHLIN protects / 


you with a realistic and G 


enforced policy which guarantees 


selective () distribution, equal 
AV 


° ° 74 
prices, uniform terms, no 


confidential discounts, 





no consumer sales, expert 


field sales assistance, a 


unexcelled service. 


Sg 7 —" LAUGHLIN Divcscon 


A FORT WAYNE, INDIANA 
ui tg LOAD. TED® FITTINGS FOR WIRE ROPE AND CHAIN 
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fe M 


Nuts and Bolts... 





IT PAYS TO BE 
PARTICULAR 


It's just good business 

to handle the line that 

offers all these assets: 

a century old 

reputation for unquestioned quality 
... products properly priced, 
aggressively promoted, protectively 
packaged. In short, the Clark line. 


WE'RE FUSSY, T00 


DISTRIBUTOR 























We want 
distributors who 
are solid, sound 
businessmen... 

with live wire, 

locally respected 

organizations. And 

there are still some Clark 
distributorships available to high 
caliber organizations in 


selected areas. 


If you'd like to investigate 
the possibilities, write 

for full information 

and prices on the 
complete Clark line 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 














Ill., was appointed a distributor 
to carry pillow blocks manufac- 
tured by Hewitt-Robins Inc. 

Earl B. Beach Co., Pittsburgh was 
appointed a distributor for indus 
trial Micarta thermosetting lami- 
nated plastic materials of West- 
inghouse Electric Corp. 

Hallidie Machinery Co., Seattle, 
Wash., became a distributor for 
Wysong & Miles Co., and Dreis 
& Krump Mfg. Co. 

Allied Tool & Abrasive Supply Co., 
Los Angeles became a distributor 
for Bay State Tape & Die Co. 

Degen Fiege Co., Los Angeles, is a 
new distributor for Warner Elec 
tric Brake & Clutch Co. 

Victor Tool & Supply Co., Ingle- 
wood, California, is a distributor 
for Criterion Tool Products and 
Heli Coil Corp. 

I'he Issacs Co., was appointed zone 
managing distributor for Wilker- 
son Corp., in southern Ohio, In 
diana and northern Kentucky. 

Weber Welding Supply Co., Pitts 
burgh, was appointed a distrib 
utor for industrial 
flooring products manufactured 
by Walter Maguire Co., Inc. 

Aggregate Plant Products Co., San 
Antonio, Texas was appointed a 
speed reducer distributor by 
Hewitt Robins Inc. 

[he Rucker Co., Oakland Cali 
fornia, was appointed exclusive 
factory representative and a stock 
ing distributor for Moog Servo 
controls, Inc. 


heavy-duty 


Anderson Equipment Co., Minot, 
North Dakota, became an agri 
cultural chain 
Chain Belt Co. 

Minnesota Bearing Co., Minneap 
olis, became a distributor of speed 
reducers manufactured by Hewitt 
Robins Inc. 

Ray W. Pratt Co., Cincinnati, 
Ohio, became an exclusive sales 


distributor for 


representative for Michigan Ma 
chine & Broach Co., in southwest 
em Ohio. 

C. K. Farley, Inc., Rochester, N. Y., 
will represent the Hamilton Tool 
Co., in the Rochester area. 

Allied Products Division of the 
Motch & Merryweather Machin 
ery Co., became exclusive sales 
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ha BIG ORANGE FN)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 

Even the pin is made 

of hi-strength steel and 
heat-treated 

SAVES TIME 

Can be attached 

anywhere on the 

job. Only a pair 

of pliers needed 


GRAB HOOKS SUP HOOKS 
Available Available 
for Chain for Chain 
Sizes 
5/16", ¥ 
7/16", 

+8 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


—n L— 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16" to 2’’. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 











(SuckKeye 
BEARINGS 
WALLALE 
BRONZE BUSHINGS 
MACHINED PARTS 
ALL RECOGNIZED BRONZE 
BEARING ALLOYS 
LUBRICO-HILEAD 
COMPLETE FACILITIES 
STANDARD BUSHINGS 
MACHINED BARS 
NEW CATALOG ISSUED 


ISUCKEYE 


BRASS & MEG. CO. 


Cleveland 3, Ohi 
















DEPRESSED CENTER 
WHEELS 


TOOLROOM 
WHEELS 


THE 


PROFIT 


LINE 





eT ii tell feme] 3.7 wale). 


FOR DISTRIBUTOR SELLING 


SIMONDS. 
| ABRASIVE CO. | 


——e 


GRINDING WHEELS 
FOR EVERY 





Wherever grinding is done, Simonds Grin 
Wheels give superior performance ice} @) 
rAd late lay -@ el-1aelaaar-lalet-m a dle | -tale-te Blam lelal-mydal-1-1) 
VT-t- 1 @ume(-1 0] -1alel-] 0) (-me-lerele | a- len ae-Tale Mele) artis 
high results. Complete line includes 


ing 


ently 
5 mounted 
wheels, abrasive segments and abrasive prair 









SIMONDS 
|| ABRASIVE co. | 


GRINDING 
Al 1 4 













EVERY 
COMBINATION 












ABRASIVES 


BONDS 


DIAMOND 
WHEELS 












SIMONDS 


| ABRASIVE CoO. 


—_— F =—_— 










PHILADELPHIA 37 PENNA 








4 WEST COAST PLANT. EL MONTE, CALIF —BRANCHES CHICAGO e DETROIT © LOS ANGELES © PHILADELPHIA 
COUNT ON YOUR SIMONDS DISTRIBUTOR PORTLAND, ORE. e SAN FRANCISCO © SHREVEPORT IN CANADA. GRINDING WHEELS DIVISION 
‘FAST SERVICE © LOCAL STOCKS SIMONDS CANADA SAW CO. LTD. BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA QUEBEC 


THE COMPLETE LINE 


of Conveyor and Transmission 
BELT FASTENERS 


Earn extra profits from cost 
savings by buying all your belt 
fastener needs from this one 
reliable source. 


PLATEGRIP 

Fasteners for convey- 
or belts of any width, 
from to 1'4" thick 


HINGED PLATEGRIP 
for separable convey- 
or belts of any width, 
from % to '4”" thick 


Ne 
= 


oii, 


STEELGRIP 

Flexible Belt Lacing 
12 sizes for light con- 
veyor and power 
transmission belts. 


Safety . 

Belt Hooks—patent- 
ed binder bars hold G 
alignment and protect 
belt ends. 6 sizes 


WIREGRIP 

Belt Hooks—Patent- 
ed alignment feature 
holds hooks in perfect @ 
alignment—6 sizes 


Write for Catalog 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway + Chicago, Ill 











ra 
: @ 
Portable 
Hat and Coat Racks 


These multi-purpose 
wherever needed or store way Ke it 
s when not in u ; 


d. CHECKER- 


King 


Write for Catalog. CT-700 


VOGEL-PETERSON CO. 


Rt. 83 and Madison St. @ Elmhurst, Ill. 








agent for the Taft-Pierce Mfg. 
Co., throughout eastern Ohio, 
western Pennsylvania, and the en- 
tire state of West Virginia. 

Monnier Machinery Co., Dayton, 
Ohio, was appointed a distributor 
for Wilkerson Corp., in the Day- 
ton area. 

Industrial Supplies, Inc., Birming 
ham, Alabama, became a stocking 
distributor for pillow blocks and 
speed reducers manufactured by 
Hewitt Robins Inc. 

Kert E. Reed Co., Madisonville, 
Ky., was appointed a distributor 
for wire products made by 
Hewitt-Robins Inc. 





DATES to 
REMEMBER 





May 1-4—National Association of 
Electrical Distributors, 52nd An- 
nual Convention, Memorial Audi- 
torium, Dallas, ‘Texas. 

\Mlay 2-3—Instrument Society of 
\merica, Electrical Safety Instru 
mentation Symposium, Wilming- 
ton, Delaware. 

May 414—United States World 
l'rade Fair, New York Coliseum. 

May 9-12—Second ISA Instrument- 
Automation Conference and Ex- 
hibit of 1960, San Francisco, Cali- 
fornia 

9-13—American Society for 
Metals, 2nd Southwestern Metal 
Exposition, State Fair Park, Dal 
las, ‘Texas. 

May 9-13—1960 Castings Congress 
and Exposition, Convention Hall, 
Philadelphia, Pa. 

May 12-13—““What We Know To- 
day About Metal Cutting,” a 
seminar sponsored by the Amer 
ican Society of Tool & Manufac- 
turing Engineers (ASTME), at 
the Conrad Hilton Hotel, Chi- 
cago. 

May 15-18—5lst Annual Meeting, 
Steel Service Center Institute, 
Fontainbleau Hotel, Miami 
Beach, Florida. 

May 16-18—First AMA forum on 
simulation and business games 
will meet at the American Man- 
agement Association Academy, 
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NOW you can 
serve PROFIT ABLY 


customers’ special 
requirements in 


CORROSION - RESISTANT 
WIRE ROPE & CABLES... 


HACKENSACK 


CABLE CORPORATION 


specializes in helping 
you meet your custom- 
er demands for spe- 
cial grades, sizes and 
constructions .. . 

right from our com- 
plete stock of 


STAINLESS 

BRONZE 

MONEL 

GALVANIZED 

AND NYLON OR 
PLASTIC- COATED 
WIRE ROPE & CABLES 


Now HACKENSACK puts you ina 
highly competitive position on or- 
ders for corrosion-resistant prod- 
ucts that go beyond your present 
stock and sources. You can depend 
on our prompt recommendations 
and prices for special require- 
ments, plus good delivery. 


Demand for corrosion-resistant 
products is at an all-time high... 
and tomorrow’s potential for this 
market is even greater. You can 
profit from this demand by catalog- 
ing and serving your customers 
with our quality products. WRITE 
FOR SPECIFICATIONS DATA 
FOR YOUR FILES TODAY. 


HACKENSACK 
CABLE CORPORATION 


109 ORCHARD STREET, HACKENSACK, N. J. 
HUbbard 7-1100 


347 





Saranac Lake, N. Y. 
SAN DVIK May 17-1)—American Society of | (aS 


Mechanical Engineers, Produc 


tion Engineering Conference, Ho WANT ED 
/ oromiaint tel Schroeder, Milwaukee, Wisc. \"‘\l 
\ 


May 19-20—44th Annual Meeting, 


C A R B { D E National Industrial Conference 
‘RofehM Eich |... "| ~HAMMERBLOW 


May 23-25—Plumbing Brass Insti Wire Rope Cutters 
Gives You . 
tute, Pittsburgh Hilton Hotel, 
Pittsburgh, Pa. 
May 23-25—T'riple Industrial Sup 


ply Convention, Conrad Hilton 


os 
Hotel, ¢ hicago. yo . 











Porteg,, 


¢ A Complete Line 


3 sizes for all needs 


>> 


23-26 — Design Engineering 
Conference and Show, New York 
Coliseum. 

26-28 Material Handling ae ee 
—the oil, marine, construction or 
Equipment Distributors Associa- mining industries —HAMMERBLOW 
tion, 1960 MHEDA National 
Convention, Congress Hotel, Chi- 
cago, Illinois 

| June 1-3—Sixth Annual ISA Instru- 

mental Methods of Analysis Sym- 


posium, Montreal, Canada. HAMMERBLOW 


June 68—The Material Handling WIRE ROPE CUTTER CO. 


Institute s New England Show, “11 Profit Avenue, Springfield, N. J. 
Commonwealth Armory, Boston, DRexel 6-4767 


Mass 

June 10-26—Federation of British 
Industries, British Exhibition, 
New York Coliseum, New York 
City 

Proven Quality & Worldwide June 20-22—ASME, Applied Me 

Prestige 


Cutters mean extra sales and pro- 
fits for you. Write today for in- 
formation on distributor set-up in 


your area. 

















PROFIT 
chanics Conference, Pennsylvania 


Competent Field Service Engi- State University DEAL 
neering Support June 20-24—National Invention’s | FOR 
Warehouse Inventories In Exhibition and Creativity Con Crown offers a 


Strategic Locations Coast To ference, sponsored by the Cleve- | complete line... PUMP 
Coast land Engineering Soc icty, at the 126 models in... DEALERS 
National Trade Magazine And ( leveland Engineering and Scien ” Se eeimae 

Direct Mail Advertising To tihc Center 


@ Diaphragm 
Your Prospects @ Hi-Pressure and 


June 25-July 5—First International @ Electric Powered 
Seeuem Sates Dido Congress for Automatic Control, 3 “Chief” DISTRIBUTORS 
\ACC sponsored, with ISA, Reasons why 
. 7 : ache y) 
pean = P ! sere IRE and AIChE, coop you should 
complete Coroma erating. — handle Crown 
catalog. | \ug. 15-1 ASME-AIChE Heat 


. Double Warranty 
l'ransfer Conference and Exhibit, | 2. Strong Sales and 


Ad Programs 
Statler Hilton Hotel, Buffalo, 3. Above Average 


New York PROFIT 
SANDVIK STEEL, INC. gr ty 


Sep. 6-16—Production Engineering Wette today for 
1702 Nevins Rd. * Fair Lawn, N: J. haw. Neve Bice. Chicess. & be CROWN $s e 
SW 7-6200 « In N. Y.C. AL 5-2200 iii ? a5, C Profit Package 


CLEVELAND « DETROIT - CHICAGO run concurrently with Machine 
LOS ANGELES l'ool Exhibition 

Sandvik Canadian Ltd. Sep. 7-9—Joint Automatic Control 

Montreal * Toronto * Vancouver Conference, ASME, Massachu- 


iii sctts Institute of ‘Technology, 





WATERLOO, IOWA 
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Cambridge, Mass 

‘p. 7-15—2nd Coliseum Machin 

ery Show, Chicago Coliseum 

Sep. 12-13—Fall Meeting, ‘The Ma 
terial Handling Institute, Inc., 
the Cavalier Club, Virginia 
Beach, Va. 

Sep. 26-30—3rd ISA Instrument 
Automation Conference and Ex 
hibit of 1960, and ISA’s 15th An 
nual Meeting, New York Col 
iseum 

Oct. 5-7—Central Supply Associa 
tion, 66th Annual Meeting, 
Palmer House, Chicago, [linois 

Oct. 12-13—4th Biennial Products 
Show, of the Purchasing Agents 
Association of Central Iowa, Des 
Moines Veterans Memorial Audi 
torilum 

Oct. 12—Annual Meeting of the 
Cast Bronze Bearing Institute 
Grove Park Inn, Asheville, North 
Carolina 

Oct. 17-21—48th. Annual National 
Safety Congress, sponsored by 
Ihe National Safety. Council 
Conrad-Hilton, Pick - Congress 
Sheraton ‘Towers, Morrison and 
LaSalle Hotels, Chicago 

Oct. 17-21—42nd National Metal 
Exposition & Congress, ‘Trade and 
Convention Center, Philadel 
phia, Pa 

Oct. 23-26—1960 Convention of the 
American Institute of Supply As 
sociations, Inc., Americana Hotel 
Bel Harbour, Florida. 

Nov. 1-3—Material Handling Insti 
tute Central States Show, Ken 
tucky Fair and Exposition Center, 
Louisville, Kentucky 

Nov. 8-1]1—Ist National Die Cast 
ing Exposition and Congress, De 
troit Artillery Armory, Detroit, 
Michigan 

Nov. 16-]18—National Associated 
Marine Suppliers, Inc., 2nd An 


( 


nual Marine Supplies and Equip 
ment Show, Hotel Roosevelt, 
New York. 

Nov. 20-21—Central States Indus 
trial Distributors Association, 28th 
Annual Convention, Edgewater 
Beach Hotel, Chicago. 

Nov. 28-Dec. 2—24th National Ex 
position of Power & Mechanical 
Engineering, New York Col 
iseum. 








for Solid Satisfaction , 
there’s nothing like 


Sold Quality 


..they’re solid, boss— 


D.. S-O-L-I-D 


= u're sure of strength, precision and satis- 
with Stanho solid Taper Pins... 

ly made to close tolerances from 

COT lly free from defects. Like- 

Cotter Pins, Woodruff Keys, all 

ys and Special Steel Parts. 

tainless, Monel, Brass, Alu- 

netals. Modern manufacturing 

sure economical production 

or packaged. Write for details. 


Spafoarn wis 
/ HORSE NAIL Sent 


NEW BRIGHTON, PA, p 








HARGRAVE 


TESTED 


CLAMPS 


The Choice of The World’s Largest Users 


SOLD THRU LEADING INDUSTRIAL SUPPLY HOUSES EVERYWHERE 


Write For Free Catalog Showing Complete Line of Clamps, Chisels, 
Punches, canned Drills, Gasket Cutters, File Cleaners 





THE CINCINNATI TOOL co. 


4032 Montgomery Rd Cincinnati 12, Ohio 
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Toughest, hardest, strongest 
... none finer at any price! 


It pays to specify 


DRILLS 
REAMERS 
BLANKS 


Premium Quality High Speed Steel 
Carbide Tipped and Solid Carbide 


HK ahh 

phtKibna sitet 

(tin a, Seen 
Weal 1, petted 
A\\Vg bin; 

\ Westy / 
act OU Pa alae 
i, vee 


Ah 


DRILL SETS 


Standard Fractional, Wire 
and Letter series drills 
conveniently packed in 
folding indexed cases 


BLANK SETS 


Consist of uniformly hardened high speed steel drill and 
reamer blanks —precision ground to new close tolerances. 


Call your local distributor today—or write Ace 
direct for latest catalog and price information. 


ACE DRILL 


Pood 


e Adrian, Michigan 








“ORIGINATORS OF “'GROUND-FROM-THE-SOLID” DRILLS 








OBITUARIES 





Charles E. Curtis 


Charles E. Curtis, 
Western Iron Stores Co. 


Charles E. Curtis, 73, president 
of the Western Iron Stores Co., 
Milwaukee, Wisc., died March 6. 

Mr. Curtis was a former president 
of the National Industrial Distribu 
tors’ Association, serving from 1939- 
1940. In 1941, he was in charge of 
the Industrial Supply Division of 
the Production Management Agency 
in Washington. Previously, he was 
a member of the NRA Code 
Authority for Industrial Supplies. 
Mr. Curtis was a founder and part 
ner of Sterling Products Co., and 
Morgan Vise Co., both of Chicago. 

Mr. Curtis was born in Clarendon 
Hills, Il., and moved to Milwaukee 
in 1923. He was graduated from 
the University of Illinois. 

Surviving him are two daughters, 
Mrs. Jane Gates, Carmel, Calif., and 
Mrs. Marilyn Stoops, Lafayette, 
Calif., and a son, C. Morgan Curtis, 
Mequon. 


Thornton Pierce Klaren, 


Jonathan Handy Co., Inc. 


Thornton Pierce Klaren, 56, pres- 
ident of Jonathan Handy Co., Inc., 
New Bedford, Mass., died January 
10, after a long illness. 

The industrial supply company 
executive was in New Bed- 
ford, and entered his grandfather's 
business in 1929. He assumed the 


born 
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Precision Brand 


FEELER STOCK 


@ Tool and die makers— machinists 
automobile technicians, and skilled 
men in other professions approve 
the quality of this handy thickness 
gauge. 
Easy to use and precision made for 
lasting accuracy. Cellophane wrapped 
for moisture protection. All popular 
sizes and etched with thickness. 


Wore Quality Products 


@ Shim Stock — packaged in dispenser 
cartons for ease in handling. Available in 
brass, steel and stainless 


@ Music Wire — comes in tangle-free dispenser 
cartons marked with size, gauge, and weight. 


PRECISION STEEL 
WAREHOUSE, INC. 


421 MAPLE AVE... DOWNERS GROVE, ILLINOIS 




















NEW! PORTER SPRING WINDER 


Easy to operate. Makes springs up to 144” 1.0 
Widely used to wind springs for repairs, experi 
mental work and smal! production runs. 


c ROLLER PRY TRUCK 
re Raises and rolls loads up 


AG 
s jl Two will 


‘ 
— to 2¥2 tons 
move heavy crates and cases 


RAILWAY CAR MOVER 
Move heaviest cars safely 
“V"" spurs grip rail edges 
A model for every job. 


SS 
WARRANTY — full manufacturers’ guarantee. 
WRITE FOR: 


catalog, price list 
and sales plant 


~“ ADVANCE CAR MOVER CO. 
Appleton, Wisconsin 





Write today for 
prices, discounts 
and complete 
information. 


KAM 


KAMLOK QUICK COUPLERS 


Profitable, repeat business 
Nationally advertised 
product 

Unlimited market 

No stocking problems 
what you need when you 
need it 

Fast service and delivery 


Order 


6013 WIEHE ROAD 
CINCINNATI 13, OHIO 





UNIVERSAL 
“SPEEDS 
DELIVERIES 


On All-Metal 


Flenitle 


Hose Products 


INDUSTRIAL 
DISTRIBUTOR 


“Ty Our Sewice 


Ask for Catalog ID-100C 


72m& METAL HOSE CO. 


2163 South Kedzie Ave., Chicago 23, Illinois 


Hose Products 





| 1943 
| Bedford Five Cents Savings Bank 


S1T1C¢ 


| Mass 
| ers, John H 
OPW-JORDAN 


| journalism in 1915. 


| 1925 


| staff of 





presidency of the firm in 1932 
Mr. Klaren was a member of the 

Wamsutta Club, the Luncheon 

Club of New Bedford, and a former 


| member of the New Bedford Coun 
| trv Club. 


Ile was active in the Boy 
Scouts for many years, and was pre 
sented the Silver 


Beaver Award in 


Ile was a trustee of the New 


1945 
Was a 


H« 
Academy of 


Friends 
Dartmouth 


graduate of 
South 


Providence. He also attended Dart 
mouth Colleg 
Mr. Klaren is 


survived by 





ind Moses Brown School of 


his | 


widow, Esther Blamire Klaren; two | 


ons, ‘Thornton P. Klaren, Jr., and 
Robert Dawson Klaren; two broth 
Klaren, Jr. of Swarth 
Pa., and Karl O 
Summit, New 


more 


if TSC\ 


James F. Roche, 
The Stanley Works 


James F. Roche, director of pub 
lic relations of The Stanley Works, 
died March 24, after a protracted 
illness 

Mr. Roche started his career in 
In 1921 he left 
newspaper work to enter Columbia 
University, where he was graduated 
the 
He immediately joined the 
The New York Times, and 
in 1938 joined the Moore-McCor 


from school of journalism in 


| mack lines to direct public relations. 


oa 


Ps be 
7 


James F. Roche 
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Klaren of | 


| 





DISTRIBUTORSHIPS 
AVAILABLE 


YOU ARE INVITED TO DISCUSS 
OPPORTUNITIES—BOOTH 257 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


CUDAHY (Milwaukee Suburb) WISCONSIN 


COMPLETE LINE OF TYPES AND SIZES * AMPLE STOCKS 
EFFECTIVE PACKAGING *® CONSULTATION ON CUTTING PROBLEMS 


Write for Bulletin 578 and infor- 
=3\ mation on distributorships available. 
BAND SAW BLADES 


mr wou ncnwuos FAD ESET CO 
= 


DISTRIBUTOR SALESMEN 
\, SOLVE CUTTING PROBLEMS 


\ HANDBOOK TO HELP 





FULL HOUSE 


Our full house is a complete selec 
tion of high quality drills at costs 
which can only mean economy of 
production 


An industry approved line that 
assures you of accurate and depend 
able results — always 

To learn how you can qualify as a 
New Process Twist Drill Distributor 
write today to President, New Proc 
ess Twist Drill Co., 33 Court Street 
Taunton, Mass 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 











During the war he served in 
Washington with the Maritime 
Commission and the Office of War 
Information handling public rela 
tions for the late Secretary of State 
Edward R. Stettinius. 

Mr. Roche was appointed to the 
new post of director of public rela 
tions of The Stanley Works, in 
January 1956, with offices in 
my. ¥.C. 

He served as press relations off 
cer for Francis Cardinal Spellman, 
Archbishop of New York, last sum 
mer when the Cardinal headed a 
delegation of 325 pilgrims to the 
36th International Eucharistic Con 
gress in Rio de Janiero. 

Mr. Roche is survived by his wife, 
Dorothy Duggan Roche of Garden 
City, Long Island; a brother, Joseph 
W. Roche of New Britain; and his 
daughter, Miss Dorothy Roche of 
Garden City 


Albert E. Forberg, 

National Broach & Machine 
\lbert I 73, sales engi 

neer for National Broach & Ma 


chine Co. ( Detroit), died March 6. 
Mr. Forberg, a pioneer designer 


l’orberg, 


ind engineering specialist in the 
broaching tool field, started with 
National Broach in 1936. 

Ile was a member of the Amer 
ican Society of ‘Tool & Manufactur 
ing Engineers, the Society of Auto 
motive Engineers and the Ford Old 
l'imers Club 


Jack Sherman, 
Armstrong Machine Works 


Jack Sherman, Florida represen 
tative for Armstrong Machine 
Works, died recently. 

Mr. Sherman had been with 
Armstrong since 1944. Prior to 
that he was manufacturer's repre 
sentative for S. ‘T. Johnson Oil 
Burners as well as several other al 
lied products. Before that he op 
erated his own machine shop. 

Mr. Sherman is survived by his 
widow, Mrs. Ethel G. Sherman, two 
sons, four daughters and fourteen 
grandchildren. 
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Easier to Sell... 


GRINDERS 


Extra large discounts plus FREE sales 
aids give you a whopping big oppor- 
tunity to enjoy handsome profits as 
an authorized Baldor Distributor. No 
other line offers so much for you or 
your customers 
e@ Ball-bearing motors never need servic 
ing—lubricated for life 
Totally enclosed, splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 
Dynamically balanced motors give 
smoother operation, less vibration 
Complete line to satisfy every customer 
demand. % to 3 HP, 6” to 12” individu 
ally balanced wheels. Bench and pedestal 
types. Every model guaranteed! 





Find ovt about Baldor’s generous 
sales plan. Write... 


| BALDOR ELECTRIC Co. 


4353 Duncan Ave. «+ St. Lovis 10, Mo. 





Ss 


The latch string 
| is out! 
| if you dus t attend the 


| ASMMA Conference in Chi- 
| cago, May 23-25, be sure to 





| 


see the 


PALMETTO MAN 





There are many new matters 
| of importance to discuss... 
| Hope to see you... 


SS 
GREENE, TWEED: 


NORTH WALES, PA. 


See us at Booth 712 
13th ASMMA CONFERENCE 
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H-K PULLS NO PUNCHES. 


... fells custom 
. ers exac , ; 
of industrial pn eRe i what it thinks 


@ Since the company Was founded in 
1929, Holo Krome Forged Socket 
Screw Products have been sold only 
through authorized, stock-carry!ng in- 


INDUSTRIAL dustrial distributors We believe this 


method of distribution != both econom- 


DISTRIBUTORS ically sound and efficient Distribu- 


tors carry an adequate stock of H-K 


ARE PART OF products right to the door of your 


plant, they provide on the-spot en: 
ineering assistance; their knowledge 
THE H-K TEAM sf local e roblems means you get the 
produ‘ ts you want, when you want 

. them, 'n the quantity yOu need. 

__ and important members 

@ H-K's distributor team IS aS impor- 
| tant as any department of our Ccom- 
of yout team, too: pany To back up our distributors, We 
are continuing to improve our product 
quality as well as our P sckaging, !a- 
beling. shipping telegraph quoting 
service—and our unmatched SAME- 

DAY SERVICE on standard items 


@ Know your Holo-Krome industrial dis- 
tributor, call on him for assistance, 
rely on him for prompt service and 
technical help... 


HE'S A RESPECTED MEMBER 
oF THE H-K TEAM! 
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